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COMPUTERWORLD 


Unix  net  helps 
Fedex  say 
‘no  problem’ 

By  Kim  S.  Nash 

MEMPHIS 


■  An  extra-inning  meeting  makes 
you  miss  the  regular  pickup  from 
Federal  Express  Corp.  No  matter. 
You  call  customer  service,  which 
reroutes  a  plane  coming  up  from 
Memphis  to  make  an  unsched¬ 
uled  stop  at  your  local  airport. 
Your  package  will  arrive  on  time 
after  all. 

That  is  one  of  the  “no  problem” 
scenarios  Fedex  hopes  to  create 
with  a  several-year  client/server 
project  said  to  be  the  largest  Unix 
initiative  in  the  world. 

With  the  first  of  three  phases 
kickingoff  now,  the  19-year-old  com¬ 
pany  showcased  the  multimillion- 
dollar  project  at  Comdex/Fall 
’92  last  week.  Fedex's  ultimate  goal 
is  to  lash  together  disparate  cus¬ 
tomer  sendee  systems  and  overhaul 
package-tracking  technologies. 

The  market-leadingdeliverv  com¬ 
pany  is  working  with  Sun  Microsys¬ 
tems,  Inc.,  Hewlett-Packard  Co.  and 
10  other  hardware,  software  and 
consulting  firms. 

Fedex  has  “reached  a  self-im¬ 
posed  budgetary  and  personnel  lim¬ 
it.  Now  we  want  to  grow  without 
adding  more  costs  or  people,”  said 
Dennis  Jones,  Fedex’s  chief  infor¬ 
mation  officer.  Daily  package  vol¬ 
ume  has  ballooned  16%  to  20%  an- 
Fedex,  page  14 


Data  center  consolidation 

Bank  touts  revamp 
as  customer  draw 

By  Maryfran  Johnson 

harborside.n.j.  Banking  on  IS 


Microsoft  lays  out 
tiered  DBMS  plan 

Access  gives  end  users  programmingtools 


The  moment  a  corporate  customer 
steps  off  the  elevator  on  the  seventh 
floor  at  Bankers  Trust  Co.’s  tech¬ 
nology  services  center,  the  high- 
tech  showmanship  begins. 

A  curved  section  of  wall  slides 
open  into  a  sleek  customer  briefing 
room,  where  gray  walls  disappear 
at  the  touch  of  a  button.  Suddenly, 
the  customer  is  peering  through 
floor-to-ceiling  glass  into  the  com¬ 
mand  center  of  the  bank’s  new,  fully 
automated  IBM  data  center. 

“This  room  shows  our  commit- 
Bank,  page  8 


Bankers  Trust’s 
re-engineering  goals 
include  the  following: 
•Eliminating 
inefficient  operator 
procedures. 
•Suppressing 
unnecessary  console 
messages. 

•Enhancing  system 
monitoring  facilities. 
•Automating  recovery 
ofcriticalapplications 
and  program  loading. 


Warren  Ousley  led  the  technology  project  at  Bankers  Trust 


By  Jean  S.  Bozman 

LAS  VEGAS 


■  The  Comdex/Fall  ’92  introduc¬ 
tion  of  Access,  Microsoft  Corp.’s 
first  homegrown  database, 
marks  the  kickoff  of  a  very  broad 
client/server  database  strategy 
for  the  $2.8  billion  software  giant. 

But  the  emphasis  for 
the  near  term  is  on  sev¬ 
eral  client  application 
development  environ¬ 
ments,  or  “frame- 
W'orks,”  as  Microsoft 
database  designers 
continue  to  work  on  a 
new  generation  of  da¬ 
tabase  seiners. 

The  company  plans 
to  complete  its  data¬ 
base  blueprint  during 
the  next  two  years  by 
introducing  several  back-end  serv¬ 
ers.  These  include  a  32-bit  version 
of  the  Microsoft/Sybase,  Inc.  SQL 
Server  for  Microsoft’s  Windows  NT 
operating  system  and  a  high-perfor¬ 
mance  Indexed  Sequential  Access 
Method  database  engine  based  on 
technology  gained  from  its  Fox  Soft¬ 
ware,  Inc.  acquisition. 

Last  week,  Microsoft  announced 
the  first  fruit  of  the  June  Fox  merger, 


FoxPro  2.5,  an  enhanced  Xbase  da¬ 
tabase  and  query  builder  (see  story 
page  14). 

Microsoft  must  move  quickly  to 
make  a  dent  in  Borland  Internation¬ 
al,  Inc.’s  dominance  of  the  PC  data¬ 
base  market,  estimated  at  70%  to 
80%.  Industry  analysts  said  it  could 
prove  to  be  a  tough  fight,  particular¬ 
ly  because  $480  mil¬ 
lion  Borland  has  sev¬ 
eral  databases  and  a 
high-end  server  in  its 
Inter  base  relational 
database. 

But  Borland  is 
somewhat  vulnerable 
as  it  tries  to  ship  Para¬ 
dox  for  Windows  and 
dBase  for  Windows  in 
the  comingweeks. 

Microsoft  may  be 
six  times  larger  than 
Borland,  but  it  will  still 
have  to  define  itself  in  the  PC  data¬ 
base  market  to  make  headway 
against  Borland,  said  Tony  Picard  i, 
director  of  software  research  at  In¬ 
ternational  Data  Corp.  in  Framing¬ 
ham,  Mass. 

“First  they  have  to  decide  what 
game  they  want  to  play,”  he  said. 
“They  could  focus  on  database  or 
middleware  or  on  data-access  lan- 
Access,  page  14 


Microsoft 
admitted  last 
week  to 
spending 
$20  million  and 
three  years  on 
Omega,  its  first 
unsuccessful 
attempt  to 
develop  a 
database. 


IBM  mulls  groupware  strategy 


By  Rosemary  Cafasso 

LAS  VEGAS 


IBM  said  last  week  it  is  pulling  to¬ 
gether  the  pieces  of  a  more  cohesive 
OS/2-based  workgroup  strategy 
that  will  address  issues  ranging 
from  very  basic  communications 


needs  to  more  sophisticated  collab¬ 
orative  computing  requirements. 

Currently,  IBM  offers  some  work¬ 
group  tools,  from  its  LAN  Server 
software  to  Notes  and  Cc:Mail,  two 
Lotus  Development  Corp.  packages 
it  began  reselling  last  year.  Howev¬ 
er,  it  has  trailed  behind  the  likes  of 


Lotus,  Microsoft  Corp.  and  Borland 
International,  Inc.  in  chartinga  spe¬ 
cific,  unified  strategy  for  the  work¬ 
group  market. 

IBM  is  now  evaluating  a  plan  that 
would  better  position  its  current 
product  lineup  in  the  workgroup 
market  as  well  as  add  workgroup 
products  to  it.  Company  officials  in¬ 
sisted  they  have  not  made  any  final 
decisions  nor  set  any  delivery  dates, 
but  if  the  current  options  turn  into 
product,  they  will  include  the  follow¬ 
ing: 

•The  starting  point  would  be  a  new 
version  of  OS/2  w  ith  basic  peer-to- 
peer  communications  that  would 

IBM,  page24 


Comdex  highlights 


Photographer 
Chip  Simons  did 

Salvador  Dali 
proud  by  cap¬ 
turing  the  sur¬ 
realistic  side  of 
Comdex  (see 
montage  page 
28).  For  a  mon 
conventional 
view,  see  pages 
20,24  and  21) 
covering  pen- 
based  comput¬ 
ing,  wireless 
networking, 
OS/2 's  future 
and  the  lighter 
side  off’orndex. 
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Executive  Briefing 

A  comprehensive  guide  to  the  week's  news 


RE-ENGINEERING 

Federal  Express  and  12  computer  ven¬ 
dors  are  implementing  a  real-time 
transportation-tracking  and  custom¬ 
er  service  system,  which  they  claim  is  t 
largest  Unix  project  in  the  world.  Page 

Users  who  are  re-engineering  networks  alongside  busi¬ 
ness  processes  cite  management  as  their  key  hurdle. 
Page  49 

CAREERS 

Asked  where  they  would  most  like  to  work,  some  1,400  IS 
professionals  surveyed  by  Computerworld  went  to  ex¬ 
tremes:  Entrepreneurialism  and  IBM  got  the  biggest 
votes  of  confidence.  Page  76 

OUTSOURCING 

Will  1993  be  the  year  outsourcing  catches  up  with  the 
major  insurance  firms?  While  vendors  and  industry  ob¬ 
servers  say  yes,  insurance  firms  are  keeping  mum. 

Page  6 

LEGAL  ISSUES 


E-mail 

Users  can  link  E-mail  systems  without  laying  out  big 
money  for  gateways  using  a  new  E-mail  linking  service 
from  Pacific  Bell.  Page  49 

Putting  together  an  E-mail  privacy  policy  will  go  a  long 
way  toward  ensuring  acceptable  E-mail  practices  and 
will  likely  keep  your  company  out  of  court .  Page  85 

Interex  (the  HP  user  group)  and  the  Aerospace  Industry' 
Association  have  crafted  E-mail  privacy  guidelines  that 
frown  on  monitoring  mail  for  the  purpose  of  discovering 
misconduct.  Page 87 


Expert  systems 

Fed  up  with  swallowing  $1.5  million  in  unbillable  calls, 
the  country’s  largest  local  phone  company  —  Pacific 
Bell  —  is  putting  in  an  $800,000  on-line  expert  billing 
system  to  pursue  freeloading callers  and  round  up  lost 
revenue.  Meanwhile,  IS  head  Eric  Firdman  is  building 
and  tending  a  bridge  between  the  systems  integrators 
and  end  users.  Page  69 

Experts  and  expert  systems  are  not  ahvays  a  quick  or 
easy  match:  At  one  credit  information  organization,  it 
took  six  months  for  the  analysts  to  trust  a  new  credit¬ 
reporting  expert  system  —  and  another  six  months  to 
like  it.  Page  73 


Hickory  dickory  dock-  While  the  cat  /rasa  trap, 
photographer  Chip  Simons  captured  some  of 
the  Comdex  wildlife  on  film.  See  page  28. 


a  comprehensive  management  tool  for  Novell  NetWare 
networks.  Page  46 

PCs 

Macintosh  users  give  Apple  middling  grades  on  a  report 

card.  Page  39 

Logitech  expands  beyond  the  touchy-feely  world  of  mice 
and  scanners  and  goes  for  the  sound  experience  with 
Audioman.  Page  39 


Novell  and  Microsoft  appear  to  be  escalating  the  battle 
over  NetWare  connectivity  in  Windows  for  Workgroups 
and  NT.  Page  6 

ENTERPRISE  NETWORKS 

DEC’S  OSI-based  network  architecture  runs  up  against 
customer  inertia,  TCP/IP  partisanship.  Page  8 

Cabletron’s  upcoming  hub  generation  will  serve  both  tra¬ 
ditional  LAN  users  and  early  ATM  implementors. 

Page  10 

COMDEX  HIGHLIGHTS 

Microsoft  is  positioning  its  overall  database  strategy  to 
focus  on  front-end  framework  environments  for  applica¬ 
tion  development.  Page  1 

IBM  said  it  is  evaluatinga  plan  that  would  offer  multiple 
OS/2  workgroup  options.  Page  1 

IBM  PC  Co.  displays  “PS/3”  and  other  coming  technol- 
ogies.  Page  29 

IBM  begins  to  lay  down  its  desktop  operating  system 
strategies.  Page  24 

Wireless  has  a  debutante  party  at  Comdex,  but  don’t  ex¬ 
pect  to  see  it  married  into  everyday  use  soon. Page  29 

Grid  and  AT&T  unveilings  boost  pen  market.  Page 20 

MANAGEMENT 

If  your  manager  has  been  jumping  down  your  throat  and 
placing  unreasonable  demands  on  you,  don’t  take  it  per¬ 
sonally.  Managers  are  constantly  grapphng with  pres¬ 
sures  and  worries  that  affect  how  they  run  their  depart¬ 
ments.  Page  89 

IS  managers  say  small,  specialized  systems  integrators 
can  be  just  the  ticket  for  small,  specialized  projects. 
Page  77 

The  latest  Harris  poll  finds  Americans  are  so  worried 
about  privacy  that  they  believe  the  use  of  computers  will 
need  to  be  sharply  restricted.  Experts  say  the  privacy 
issue  should  be  the  CIO’s  domain.  Page  12 


Large  systems 

A  large  systems  software  salesman  tolls  all.  His  advice 
to  buyers  is  to  negotiate  the  payment  schedule,  not  just 
the  payment;  ask  for  service-level  agreements;  and  al¬ 
ways  haggle  for  free  trainingup  front .  Page  97 

Viruses  and  security 

Novell  issues  a  security  fix  to  plug  holes  in  NetWare 
v3.1 1.  Page  4 

An  antivirus  utility  for  NetWare  file  servers  is  on  the  way 
from  Fifth  Generation.  Page  4 

The  head  of  the  U.S.  Department  of  Justice’s  computer 
crime  investigation  unit  has  called  for  a  strengthening 
of  federal  laws  to  fight  new  threats  from  computer  vi¬ 
ruses.  Page  15 

Network  management 

A  consortium  will  work  toward  SNMP-based  manage¬ 
ment  of  SNA  devices.  Page  49 

Intel  has  started  beta-testing  its  new  LANDesk  product. 


Lotus  plans  to  ship  Freelance  Graphics  for  Windows 
next  month.  Page  40 

Memory  chip  prices  and  installation  challenges  for  OS/2 
and  Windows  users  are  hot  topics  on  the  bulletin 
boards.  Page  41 

New  hardware  from  NEC  may  help  spark  the  pen-based 
computer  market.  Page  41 

Microsoft’s  Windows  NT.  Windows  for  Workgroups  and 
Borland's  Interbase  were  on  the  minds  of  three  of  the 
PC  industry’s  top  players  at  a  recent  meeting.  Page  41 

Groupware 

Xerox  hopes  to  carve  its  slice  of  the  groupware  pie  with 
its  Unix-based  office  productivity  applications.  Page  45 

Imaging 

A  small  New  York  law  firm  is  benefiting  from  a  network 
integrated  imaging  system  designed  to  provide  staff 
members  with  instant  access  to  optically  stored  case 
files.  Page  45 


DBMS 

Sybase's  new  System  10  prod¬ 
uct  line  was  intended  to  ad¬ 
dress  user  concerns  about 
nuts-and-bolts  IS  issues  such 
as  performance,  backup  and 
recovery  and  duplication  of 
critical  data.  Users  said  they 
had  voiced  these  concerns  to 
Sybase  designers  earlier  this 
year.  57 

Software  AG  tool  allows  auto¬ 
matic  propagation  of  Adabas 
transactions  to  target  data¬ 
bases  across  a  network.  4 

To  stir  sales  of  its  object-ori¬ 
ented  database,  HP  is  repack¬ 
aging  the  software  so  that  us¬ 
ers  can  buy  less-expensive 
evaluation  kits  before  commit¬ 
ting  to  a  whole  developer's 
package.  It  has  also  loosened 
its  licensing  policy.  61 


Midrange 

Wang  Labs,  fighting  to  reorga¬ 
nize  under  Chapter  u  bank¬ 
ruptcy  protection,  previews 
unannounced  VS  machines 
and  unveils  some  long-await¬ 


ed  Unixsoftware.  57 

While  DEC  sets  a  good  tone 
with  its  Alpha  release,  re¬ 
charged  business  practices 
and  clear  migration  path,  it  is 
unclear  whether  the  company 
will  be  able  to  press  beyond  its 
current  user  base.  61 


Supercomputers 
Cray  Research  joined  the  ros¬ 
ter  of  companies  with  massive¬ 
ly  parallel  processing  (MPP) 
supercomputers  last  week,  an¬ 
nouncing  its  first  MPP  system, 
which  is  due  in  1993. 16 


Industry 

Early-stage  failures  of  technol¬ 
ogy  start-ups  are  easily  avoid¬ 
able,  according  to  Arlen  Les- 
sin,  an  adviser  to  high-tech 
entrepreneurs.  What  is  need¬ 
ed,  Lessin  writes  in  an  open 
letter  to  President-elect  Bill 
Clinton,  is  a  Head  Start  for 
fledgling  enterprises.  35 

After  Unisys  posted  its  fourth 
consecutive  profitable  quar¬ 
ter,  Reto  Braun,  thecompany's 


president  and  chief  operating 
officer,  said  Unisys  is  "rein¬ 
venting"  itself  as  a  services 
provider.  105 

IBM  as  an  OEM?  That  is  the 
likely  outcome  of  a  long-stand¬ 
ing  deal  between  IBM  and  In¬ 
tel,  according  to  IDC's  )ohn 
Gantz.  And  when  IBM  becomes 
a  purveyor  of  chips,  customers 
had  better  be  ready  for  other 
big  changes.  35 

Most  observers  say  the  U.S. 
computer  industry  spends 
enough  on  research  and  devel¬ 
opment,  but  some  say  the 
money  could  be  spent  in  better 
ways.  Meanwhile,  R&D  part¬ 
nerships  are  increasing.  33 

DEC  loses  a  software  VP,  and 
its  software  strategy  may  suf¬ 
fer  as  a  result.  8 


Application  development 
A  pilot  application  redevelop¬ 
ment  project  has  given  Arizona 
State  University  room  to 
breathe  and  has  also  cut  its  en¬ 
ergy  wasted  on  maintaining  its 


old  programs.  63 

Commitment  to  software  pro¬ 
ductivity  tools  helps  an  oil  dis¬ 
tributor  run  a  $3  billion  busi¬ 
ness  withanISstaffoffour.  63 

The  downward  push  toward 

PCs  is  in  the  forefront  at  devel¬ 
opment  tools  vendor  company 
lntersolv.63 
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IF  IT  WERE  GREASED,  IT 
WOULD  BE  ALMOST  AS  FAST 
AS  SYNCSORT. 


SyncSort  MVS  3.5 
vs. 

DFSort  Release  12 


213 


Task  CPU  Time  Total  CPU  Time  EXCPs 

H  DFSort  Release  12  CD  SyncSort  Release  3.5 
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News 


Software  AG  tool  mirrors 
Adabas  across  networks 


By  Gary  H.  Anthes 

RESTON. VA. 


Software  AG  of  North  America,  Inc.  last  week  un¬ 
veiled  software  that  will  automatically  replicate 
Adabas  transactions  across  networks  of  hetero¬ 
geneous  computers. 

It  was  designed  for  distributed  applications  in 
which  all  or  portions  of  a  mainframe  database 
must  be  mirrored  at  other  sites  or  in  other  pro¬ 
cessing  environments  but  where  absolute  syn¬ 
chronization  of  databases  is  not  required. 

Called  the  Entire  Transaction  Propagator,  the 
software  tool  will  send  updates  from  Software 
AG’s  Adabas  database  management  system,  at 
user-specified  intervals,  from  mainframes  to  re¬ 
mote  databases  running  on  other  mainframes  or 
to  Unix,  OS/2  or  VAX/VMS  platforms.  The  user 
can  specify  which  updates  are  sent  to  wilich  loca¬ 
tions,  and  if  a  target  node  is  unable  to  accept  the 
transaction,  the  transaction  is  logged  and  sent 
again  later. 

Mike  Schiff,  director  of  the  data  management 
program  at  Software  AG,  said  the  new  product 
exacts  much  less  of  a  performance  penalty  than 
does  the  “two-phase  commit”  technology  often 


Doubling  up 

The  database  server 
segment  ofthe 
superserver  market  is 
expected  to  grow  at  a 
compound  annual  rate 
of  51%  through  1996, 
fueled  primarily  by  the 
emergence  of 
distributed  database 
requirements, 
accordingto  Brad  Day, 
principal  analyst  at 
Dataquest,  Inc. 


used  in  real-time  distributed  applications  such  as 
funds  transfer.  He  said  80%  of  distributed  appli¬ 
cations  do  not  need  to  ensure  that  source  and  tar¬ 
get  databases  are  updated  simultaneously,  a  re¬ 
quirement  that  adds  much  processing  complex¬ 
ity. 

“Users  are  insistingon  this,”  said  Richard  Fin- 
kelstein,  president  of  Chicago-based  Perfor¬ 
mance  Computing,  Inc.  He  agreed  that  most  us¬ 
ers  do  not  need  the  absolute  synchronization 
offered  by  other  database  vendors  such  as  Oracle 
Corp.  and  Sybase,  Inc.  He  said  a  large  Oracle  us¬ 
er  told  him  recently  that  his  company  could  not 
afford  to  stop  processing  everything  whenever  a 
node  went  down. 

“For  them,  it  is  more  important  to  keep  pro¬ 
cessing  and  less  important  to  have  everything 
synchronized,”  Finkelstein  noted. 

Beta-test  user  Frank  Stromboe,  director  of  in¬ 
formation  services  for  the  city  of  San  Antonio, 
said  the  city  will  use  the  product  in  its  91 1  emer¬ 
gency  dispatching  system.  The  application  main¬ 
tains  a  master  database  of  names,  addresses  and 
related  information  on  an  Amdahl  Corp.  main¬ 
frame.  Periodically  —  roughly  every  10  minutes 
—  a  CICS  program  running  in  the  background 


Database  in  its  Entirety 


Software  AG’s  Entire  Transaction  Propagator 
works  as  such: 


Unix  OS/2  VMS 


Replicated  records 


will  take  new  updates  and  send  them  to  a  pair  of 
NCR  Corp.  3450  minicomputers,  which  are  used 
by  emergency  dispatchers. 

Stromboe  said  the  alternative  to  using  the 
Transaction  Propagator  would  have  been  to  put 
together  a  manually  invoked  batch  process.  “It 
might  work  99%  of  the  time,  but  there’s  that  1% 
chance  that  they  would  look  at  an  address  and  it 
would  be  wrong,"  Stromboe  said.  “It  might  be  a 
life-and-death  situation.” 

The  product  will  ship  by  year’s  end  and  will  be 
priced  between  $7,600  and$l  13,500. 


Antivirus  utility  for 
NetWare  servers  due 


By  .James  Daly 

BATON  ROUGE, LA. 


Users  of  Novell,  Inc.’s  NetWare  will  gain  an  added  layer  of 
network  security  armor  today  when  Fifth  Generation  Sys¬ 
tems,  Inc.  unveils  a  NetWare  Loadable  Module  (NLM)  designed 
to  protect  Intel  Corp.  80386-based  file  servers  running  Net¬ 
Ware  from  both  known  and  unknown  viruses. 

The  Untouchable  Network  NLM  will  use  a  multipronged  se¬ 
curity  approach  to  detect  and  eradicate  viruses,  Fifth  Genera¬ 
tion  officials  said. 

During  the  initial  program  installation,  Untouchable  Net¬ 
work  NLM  scans  and  flushes  out  more  than  1,500  knowm  vi¬ 
ruses,  including  self-mutating  viruses  and  viruses  located  on 
compressed  and  archived  files. 

Another  equally  important  facet  of  protection  occurs  during 
this  phase:  Untouchable  Network  NLM  fingerprints  and  regis¬ 
ters  all  executable  files  on  the  server,  then  stores  this  informa¬ 
tion  in  the  protected  DOS  partition  area. 

If  a  virus  is  later  detected,  the  product  uses  this  database  of 
file  signature  information  as  a  reference  to  reconstruct  infect¬ 
ed  files  to  their  former  healthy  state. 

Unlike  other  NLM  antivirus  methodologies,  Untouchable 
Network  NLM  will  not  need  to  know  a  new  virus'  signature 
before  it  can  protect  users  from  the  malicious  code.  Instead, 
the  utility  employs  a  method  called  integrity  checking,  which 
looks  for  the  changes  in  executable  code  in  application  files 
that  betray  all  viruses. 

Thus,  network  administrators  can  avoid  the  headache  of 
frequent  virus  signature  updates. 

Untouchable  Network  NLM  is  slated  to  be  available  by  the 
end  of  next  month  at  a  suggested  retail  price  of  $995  per  server. 
A  bundled  package  of  Untouchable  Network  NLM  for  file  serv¬ 
er  protection  with  a  10-node  starter  kit  for  workstation  secu¬ 
rity  can  be  had  for  $1,295. 


Novell  issues  network  security  patch 

Device  will  guard  against  LAN  break-ins  but  not  careless  users 


By  Michele  Dostert 

PROVO, UTAH 


Novell,  Inc.  has  issued  the  first  part 
of  a  two-phase  patch  to  its  NetWare 
v3. 1 1  network  operating  system  de¬ 
signed  to  plug  up  the  security  holes 
discovered  last  month 
in  a  Dutch  laboratory. 

Workers  in  that  lab¬ 
oratory  discovered 
that  if  a  user  could  log 
on  to  a  NetWare  local- 
area  network  in  any 
capacity,  even  the 
“guest”  account  com¬ 
monly  established  on 
LAN  servers,  the  user 
could  then  forge  super¬ 
visory  privileges  on  the 
LAN.  This  would  then 
allow'  the  trespasser  to 
roam  the  IAN  at  will, 
deleting,  copying  or  al¬ 
tering  any  data  he 
chose. 

In  response,  the  first 
phase  of  the  patch,  which  is  now' 
available,  consists  of  a  NetWare 
Loadable  Module  (NLM),  a  new'  user 
shell  and  several  new  utilities. 

The  user  shell  generates  16  bytes 
of  information  that  are  appended  by 
the  NLM  to  the  packets  as  an  8-byte 
NetWare  core  protocol  signature. 
The  NLM  uses  a  security  algorithm, 
licensed  from  RSA  Associates  in 


Sunnyvale,  Calif.,  to  add  that  “sig¬ 
nature”  to  each  packet. 

Each  packet’s  signature  depends 
on  the  previous  packet,  so  an  intrud¬ 
er  could  not  simply  capture  a  single 
supervisor’s  packet  and  then  forge 
the  signature. 

Good  practice 

“The  Netherlands 
break-in  wras  actually 
good  for  us:  It  showed 
us  the  holes  in  a  lab¬ 
oratorysetting,  and  we 
used  the  information 
to  design  the  current 
patch,”  said  Jan  New¬ 
man,  Novell’s  vice 
president  of  systems. 
He  claimed  that  “none 
of  our  users  had  prob¬ 
lems  because  of  it.” 

Although  the  prob¬ 
lem  was  first  discov¬ 
ered  on  a  NetWare 
LAN,  industry  experts 
said  all  LAN  operating 
systems  are  vulnerable  to  the  same 
kind  of  forgery. 

Novell  said  it  will  share  its  re¬ 
search  and  information  with  other 
LAN  vendors  so  that  LANs  as  a 
whole  will  not  be  vulnerable  to  at¬ 
tack. 

Accordingto  Newman,  the  second 
phase  of  the  security  patch,  which 
w  ill  be  available  sometime  in  1993, 


will  be  a  packet  encryption  solution 
that  will  encrypt  the  data  traveling 
across  LAN  cable. 

This  will  guard  against  intruders 
who  physically 
tap  into  LAN  ca¬ 
bles  or  intercept 
wireless  trans¬ 
missions,  col¬ 
lect  packets  and 
then  decode 
them. 

“Intruders 
will  be  able  to 
decode  the  pro¬ 
tocol  types  but 
not  the  data  in 
the  packets  themselves,”  Newman 
said. 

While  users  welcomed  Novell’s 
security  patch,  most  said  their  big¬ 
gest  security  breaches  come  from 
their  own  users. 

“I’m  not  worried  about  the  deter¬ 
mined  hacker  or  someone  tapping 
into  my  cable:  I  worry  about  the  user 
who  gives  someone  else  his  pass¬ 
word,"  said  Gregg  Scott,  network 
manager  at  Oregon  State  University 
in  Corvallis,  Ore. 

James  Shipp,  an  MIS  engineer  at 
WordPerfect  Corp.  in  Orem,  Utah, 
agreed.  "It’s  people  walking  away 
from  their  desks  without  logging 
out,  people  who  don’t  change  their 
passwords  —  those  are  the  most 
common  security  threat.” 


By  popular 
demand 

A  Datapro  Information 
Services  Group  survey 
of  1,102  security 
professionals  found 
that  the  most  popular 
network  security 
mechanisms  currently 
implemented  in  the  U.S 
are  commercial  and 
in-house  access 
control  software  and 
dial-up  port 
protection. 


Novell  said 
itwill 
share  its 
research 
and 

information 
with  other 
LAN 

vendors. 
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E  F  E 


T  I  A  L  I 


SYBASE 

200  LINES  OF 
PROPRIETARY  CODE 


1 2  LINES  OF  INDUSTRY 
STANDARD  SQL 


to 


d€ 


Make  sure  deleted  manager  does  not  have  any 


/‘Prohibit  updates  to  the  deptno  foreign  key  in  the  emp  table 


cr 

on 

to 


c k 


(select  count(empno)  from  inserted 


fo 


CREATE  TABLE  dept 

(deptno  int  not  null, 
dname  char(14)  not  null) 

CREATE  UNIQUE  INDEX  dept_primary_key  ON  dept(deptno) 

CREATE  TABLE  emp 

(empno  int  not  null, 
mgr  int  null, 
deptno  int  null) 

CREATE  UNIQUE  INDEX  emp_primary_key  ON  emp(empno) 

CREATE  TABLE  proj 

(projno  int  not  null, 
budget  float  null, 
deptno  int  null) 

CREATE  UNIQUE  INDEX  proj_primary_key  ON  proj(projno) 

r  Make  sure  deptno  column  of  inserted  emp  rows  is  either  null 
or  specifies  an  existing  department.  Also  make  sure  that 
mgr  column  of  inserted  emp  rows  is  either  null  or  specifies 
an  existing  manager.  7 


create  trigger  empjnsert 
on  emp 
for  insert  as 

declare  @row  int 

select  @row  =  @@rowcount  /*  rowcount  will  get  changed  7 
check  “emp. deptno  < — >  dept. deptno"  foreign/primary 
key  relationship  7 
begin  transaction 
if 

(select  count(empno)  from  inserted  where 
inserted. deptno  is  null) 


/* 


(select  count(deptno)  from  inserted 
where  inserted. deptno  in 
(select  deptno  from  dept) 

<  ©row 


begin 


raiserror  22220  “emp  row  specifies  non-existent  department” 
rollback  transaction 
end 

check  “emp.  mgr  < — >  emp. empno”  foreign/primary  key  relationship  7 
else 
if 


*Program  code  independently  written  and  tested. 


CREATE  TABLE  DEPT 

(DEPTNO  NUMBER(2)  PRIMARY  KEY, 

DNAME  CHAR(14)  NOT  NULL); 

CREATE  TABLE  EMP 

(EMPNO  NUMBER(4)  PRIMARY  KEY, 

MGR  NUMBER(4)  CONSTRAINT  mgr_fkey  REFERENCES  EMP, 
DEPTNO  NUMBER(2)  CONSTRAINT  deptjkey  REFERENCES 
DEPT); 

CREATE  TABLE  PROJ 

(PROJNO  NUMBER(4)  PRIMARY  KEY, 

BUDGET  NUMBER(7,2), 

DEPTNO  NUMBER(2)  CONSTRAINT  pdeptjkey  REFERENCES 
DEPT 

ON  DELETE  CASCADE); 


These  two  programs  do  exactly  the 
same  thing:  direct  the  server  to 
enforce  business  rules  to  ensure 
data  integrity.  Oracle  does  it  in  12 
lines  of  industry  standard  SQL. 
Sybase  requires  200  lines  of  their 
vendor  proprietary  language, 
Transact-SQL.  If  productivity  is 
important  to  you  call  1-800-633-1071 
Ext.  8186  for  a  free  copy  of  “Client/ 
Server  Database:  Getting  it  Right” 
by  programmer  productivity  expert 
Steve  Schur. 


01992  Oracle  Corporation  ORACLE  is  a  registered  trademark  and  ORACLK7  is  a  trademark  of  Oracle  Corporation  Sybase  is  a  trademark  of  Sybase.  Inc  Call  for  product,  service,  and  seminar  mfonnatto 
In  Ontario  or  Quebec  call  1-800-263-8973,  elsewhere  In  Canada  call  1-800-263-8969  Transact-SQL  is  a  registered  trademark  of  Sybase  s  pn>prteiary  programming  language 


News  Shorts 


Oracle  7  for  VAX  due  in  December 

Oracle  Corp.  managers  told  an  East  Coast  Oracle  user 
group  last  week  that  production  versions  of  Oracle  7 
will  arrive  next  month  for  Digital  Equipment  Corp. 
VAX/VMS  machines  and  in  February  for  Unix  machines. 
Oracle  said  last  month  that  it  had  shipped  its  Oracle  7 
to  a  small  number  of  selected  user  sites.  But  most  Ora¬ 
cle  7  code  in  user  hands  was  shipped  with  the  develop¬ 
er’s  copy  released  this  fall. 

Reeling  Sequoia  posts  loss 

Beleaguered  fault-tolerant  vendor  Sequoia  Systems, 
Inc.  last  week  announced  a  net  loss  of  roughly  $9. 19  mil¬ 
lion  for  the  first  fiscal  1993  quarter  on  revenue  of  only 
$9.9  million.  About  $3  million  of  that  was  restructuring 
fees  to  cover  staff  cuts  of  around  25%.  Sources  said  that 
Hewlett-Packard  Co.  may  acquire  more  Sequoia  stock 
—  it  currently  holds  8%  —  to  infuse  cash  into  its  strate¬ 
gic  partner.  But  Sequoia  officials  would  only  say  that 
they  are  talking  with  their  partners  in  an  effort  to  bring 
in  badly  needed  capital.  A  rumored  sale  of  the  entire 
company  to  HP  is  unlikely  because  of  potential  liabil¬ 
ities  as  a  result  of  a  class  action  suit  filed  by  Sequoia’s 
shareholders.  The  shareholders  are  suing  for  damages 
as  a  result  of  Sequoia’s  restatement  of  financial  results 
for  1992.  A  third  and  final  restatement  of  those  1992 
figures  will  be  released  within  a  few  weeks,  Sequoia  of¬ 
ficials  said. 

Nynex  drives  ISDN  golden  spike 

NynexCorp.  has  gained  Federal  Communications  Com¬ 
mission  approval  to  deliver  the  first  regional  Integrated 
Services  Digital  Network  (ISDN)  service  to  hook  up  to 
long-distance  carriers’  ISDN  connections.  The  service 
will  be  the  first  to  make  use  of  National  ISDN-1  stan¬ 
dards  that  enable  local  and  long-distance  carriers’ 
ISDN  switches  to  communicate.  When  all  carriers  im¬ 
plement  the  standard,  users  will  be  able  to  set  up 
switched  voice,  data  and  video  ISDN  links  from  one  end 
of  the  country  to  the  other.  Formerly,  regional  operating 
companies’  ISDN  services  were  restricted  to  a  given  lo¬ 
cal  access  and  transport  area,  and  long-distance  ISDN 
services  did  not  extend  over  the  local  loop,  forcing  cus¬ 
tomers  to  use  dedicated  lines  for  that  segment  of  the 
link. 

SHORT  TAKES  Dun  &  Bradstreet  Software  began  ship¬ 
ping  host-based  financial  applications  for  Unix  systems 
from  Data  General  Corp.,  Hewlett-Packard  Co.  and 

ICE _  FUst  food  giants  Taco  Bell  Corp.  and  KFC 

Corp.  last  week  announced  an  agreement  to  develop  a 
point-of-sale  computer  automation  system  with  SHL 
Systemhouse,  Inc. . . .  DEC  was  selected  by  Chevron 
Corp.  for  a  two-year,  $5.8  million  project  to  automate 
business  and  accounting  practices  at  (575  of  Chevron’s 
Food  Mart  convenience  stores  and  gas  stations  in  the 

U.S _ NCR  Corp.  has  kicked  off  a  program  to  provide 

its  resellers  with  financial  and  other  incentives  to  mi¬ 
grate'  AT&T  3B2  and  NCR  Tower  systems  users  to  NCR 

System  3400  servers _ Sybase,  Inc.  has  agreed  to 

make  the  Sybase  SQL  Server  relational  database  man¬ 
agement  system  and  related  software  available  on  Uni¬ 
sys’  U6000  Unix  servers  beginning  in  the  first  half  of 
1993. . . .  The  ASK  Group,  Inc.  announced  Release  9.0 
of  its  18-year-old  MANMAN  manufacturing  application 
software.  The  VAX  version  has  a  new  quality-measure¬ 
ment  software  module  that  stores  data  in  DEC’S  Rdb 
relational  database _ Sybase  announced  Ada  Work¬ 

bench,  a  graphical  user  interface  framework  that  lets 
users  code  Sybase  database  applications  in  the  Ada  lan¬ 
guage. 
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Microsoft,  Novell  square  off 


By  Michele  Dostert 


■  Novell,  Inc.  and  Microsoft  Corp. 
are  both  downplaying  their  cur¬ 
rent  squabble  over  the  insertion 
of  NetWare  client  code  into  Win¬ 
dows  for  Workgroups,  but  behind 
the  scenes,  the  two  are  reported¬ 
ly  considering  their  legal  options, 
according  to  a  source  close  to 
both  firms. 

Novell  last  week  confirmed  that  it 
sent  a  letter  to  Microsoft  officially 
cancelingan  agreement  to  let  Micro¬ 
soft  use  Novell’s  NetWare  client 
code. 

Microsoft  Chairman  Bill  Gates, 
meanwhile,  when  questioned  at 
Comdex/Fall  ’92  regarding  the  dis¬ 
pute,  appeared  unruffled  by  the  le¬ 
gal  maneuvering.  “Microsoft  is  com¬ 
mitted  to  offering  easy  NetWare 
connectivity  in  both  Windows  for 
Workgroups  and  Windows  NT.  We 
would  like  to  work  it  out  with  Novell, 
using  their  code  and  joint  support, 
but  we  will  do  the  NetWare  client 
ourselves  or  license  from  third  par¬ 
ties  if  we  have  to,”  he  said. 

The  NetWare  client  code  current¬ 


ly  shipping  in  both  Windows  and 
Windows  for  Workgroups  consists 
of  Novell’s  IPX  networking  protocol 
and  parts  of  the  NetWare  core  pro¬ 
tocol  that  allow  the  client  to  be  rec¬ 
ognized  by  and  communicate  with 
NetWare  servers.  While  Microsoft 
could  easily  emulate  or  license  an 
IPX  stack,  the  rights  to  the  NetWare 
core  protocols  are  tightly  held  by 
Novell.  It  would  be  difficult  for  Mi¬ 
crosoft  to  duplicate  them  without 
risking  patent  infringement. 

The  dispute  surfaced  early  last 
month,  the  week  before  Windows  for 
Workgroups  was  scheduled  to  begin 
shipping.  Novell’s  position  is  that 
while  it  has  supplied  the  NetWare 
client  code  to  Microsoft  free  of 
charge  for  inclusion  in  Windows  3. 1 , 
the  company  claimed  it  never 
agreed  to  its  insertion  into  Win¬ 
dows  for  Workgroups.  Novell  main¬ 
tains  that  both  Windows  for  Work¬ 
groups  and  the  forthcoming 
Windows  NT  product,  because  of 
their  built-in  networking  capabili¬ 
ties,  are  not  the  same  products  as 
Windows. 

“I  see  why  Novell  thinks  WFW 
and  Windows  NT,  with  their  net¬ 


working  capabilities,  are  threats  to 
NetWare,  but  I  think  they're  wrong,” 
said  Craig  Burton,  president  of  the 
Salt  Lake  City -based  local-area  net¬ 
work  industry  analyst  firm  The  Bur¬ 
ton  Group  and  a  former  Novell  exec¬ 
utive. 

“Nobody’s  going  to  pull  out  their 
familiar,  powerful  NetWare  just  be¬ 
cause  they  now  have  WFW  or  Win¬ 
dows  NT  as  their  desktop  environ¬ 
ment.  Novell  should  stick  to  their 
plan  of  supporting  all  the  clients 
that  its  customers  use  and  resolve 
this  thing  quickly,”  Burton  said. 

Dwayne  Walker,  director  of  Win¬ 
dows  NT  and  networking  products 
at  Microsoft,  said  the  two  firms  were 
continuing  discussions.  "Neither 
one  of  us  would  move  down  any  kind 
of  path  that  would  jeopardize  our 
technologies  working  together,”  he 
said. 

However  the  dispute  is  resolved, 
there  is  the  question  of  what  to  do 
about  the  copies  of  Windows  for 
Workgroups  that  have  already 
shipped  with  Novell  code.  Neither 
Novell  nor  Microsoft,  both  of  which 
are  trying  to  keep  the  dispute  under 
wraps,  would  address  this  issue. 


Insurance  eyes  outsourcing 


ByNellMargolis 


Are  the  nation’s  insurance  giants 
about  to  break  their  unspoken  taboo 
against  information  systems  out¬ 
sourcing'? 

Outsourcing  vendors  say  yes,  and 
industry  observers  increasingly 
agree,  but  to  date,  no  major  life  in¬ 
surance  player  has  given  up  a  piece 
of  its  IS  rock  to  an  outsourcer. 

“Sure,  we  look  at  outsourcingIS,” 
said  Lawrence  Bacon,  chief  infor¬ 
mation  officer  at  Hartford,  Conn.- 
based  The  Travelers  Corp.,  which  is 
planning  to  cut  up  to  25%  of  its  IS 
staff  as  part  of  a  corporatewide 
downsizingeffort. 

Other  insurance  firm  IS  execu¬ 
tives  —  for  instance,  New  York  Life 
Insurance  Co.’s  .John  Foy  —  echoed 
Bacon’s  words. 

Loss  of  control  feared 

But  while  interest  is  high,  noted  Su¬ 
zanne  Lattimore,  executive  director 
of  the  Data  Processing  Management 
Association,  “There’s  still  a  lot  of 
concern  that  outsourcing  means 
loss  of  control  over  big.  complex  sys¬ 
tems  that  are  the  life  blood  of  policy 
processing.”  Lattimore  is  a  former 
director  of  information  support  ser¬ 
vices  at  Nashville-based  American 
General  Life  &  Accident. 

“All  the  symptoms  of  an  industry 


niche  about  to  outsource  are  there,” 
said  J.  P.  Richard,  outsourcing  ana¬ 
lyst  at  Vienna,  Va.-based  market  re¬ 
search  firm  Input.  These  include 
profits  under  extra  pressure  from 
the  prolonged  recession  and  brutal 
competition  as  firms  scramble  to 
top  one  another’s  service  levels  in  a 
market  where  product 
differentiation  is  hard 
to  come  by. 

Similar  factors  have 
turned  large  banks  in¬ 
to  a  gold  mine  for  out¬ 
sourcing  vendors  dur¬ 
ing  the  past  several 
years. 

There  is  evidence 
aplenty  that  vendors 
and  analysts  believe 
insurance  outsourcing 
is  about  to  take  off: 

•IBM  outsourcing  subsidiary  Inte¬ 
grated  Systems  Solutions  Corp. 
(ISSC)  has  teamed  with  Columbia, 
S.C.-based  insurance  software  ven¬ 
dor  Policy  Management  Systems 
Corp.  (PMSC)  to  launch  an  out¬ 
sourcing  joint  venture  targeted  at 
large  insurance  firms. 

•  Electronic  Data  Systems  Corp.  has 
an  approximately  1,000-person  spe¬ 
cial  business  unit  aimed  at  life, 
property  and  casualty  insurance 
firms  and  a  unit  twice  that  size  to 
serve  the  health  insurance  market. 


Firms  will  eventually  fall  into 
these  and  other  waiting  arms,  said 
Mark  Hodges,  a  principal  at  Moun¬ 
tain  View,  Calif. -based  G2  Research, 
Inc.  “But  not  necessarily  as  quickly 
as  some  think,”  he  said.  Early 
adapters  of  information  technology 
and  widely  seen  as  still  in  the  van¬ 
guard,  huge  insurance 
firms  are  more  apt  to 
view  then'  IS  opera¬ 
tions  as  a  route  to  in¬ 
creased  efficiency 
than  as  a  roadblock,  he 
noted. 

The  first  flurry  of  de¬ 
mand  is  likely  to  come 
from  the  health  insur¬ 
ance  community,  par¬ 
ticularly  as  the  coming 
Clinton  administra¬ 
tion  begins  to  act  on  its 
mandate  to  address  the  nation’s 
health  care  crisis,  Hodges  said. 

ISSC  Marketing  Vice  President 
Ed  Archer  agreed.  The  ISSC/PMSC 
joint  venture  has  already  made  one 
big  health  insurance  score:  a  $52 
million  outsourcing  and  co-develop¬ 
ment  deal  with  Blue  Cross/Blue 
Shield  of  New  Jersey,  signed  in  Au¬ 
gust.  What’s  more,  “not  a  day  goes 
by  that  I  don’t  get  a  call  from  a  health 
insurance  provider  inquiring  about 
managed  care  opportunities,”  Ar¬ 
cher  said. 


Insurance  firms 
spent $693 
million  on 
outsourcing 
over  the  last  two 
years,  compared 
with  $1.06 
billion  spent  by 
financial 
services  firms. 


6  COMPUTERWORLD  NOVEMBER  23,  1992 


Our  problem, 
change,  and  con¬ 
figuration  software 
fits  you  just  as  well. 
And  you  don’t  have 
to  fuss  with  all  the 
buttons. 

With  other  problem,  change,  and  configuration  software,  it  takes  a  lot  of 
stretching  and  pulling — and  re-coding — to  make  it  fit  your  work  environment. 

But  now  Systems  Center  offers  you  a  better  solution.  Complete,  ready-to- 
run  applications  that  adapt  to  your  way  of  operating  and  resolving  problems, 
instead  of  forcing  you  to  adapt  to  them.  With  simple  definition  tables,  applica¬ 
tions  are  easily  customized  to  fit  your  environment. 

With  SOLVE:  Problem' you  can  follow  incidents  from  first  report 
through  resolution,  in  the  manner  that  suits  you  best.  Trouble  tickets  and 
work  assignments  can  easily  be  automated  for  the  way  you  do  business. 


SOLVE:  Change'’  allows  the  same  flexibility 
in  planning,  tracking  and  authorizing  system  and 
network  changes,  while  SOLVE:  Configuration 
gives  you  a  clear  record  of  system  and  network  software  and  hardware,  along 
with  relationships  between  them. 

What’s  more,  all  these  products  can  share  information  with  one  another, 
so  you’ll  know  if  a  change  led  to  a  given  incident,  or  whether  a  problem  is 
particular  to  a  certain  type  of  equipment.  You  can  also  integrate  problem, 
change,  and  configuration  management  with  popular  systems  and  network 
management  products  from  Systems  Center  and  other  major  vendors. 

Want  to  know  more?  Just  call  800-533-5128  or  703-264-8000.  We’ll 
show  you  how  you  can  have  this  software  up  and  running  in  a  matter  of  days. 
Or  in  other  words,  in  less  time  than  it  takes  to  break  in  a  good  pair  of  jeans. 
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SOLVE:  Configuration 
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DECnet  for  OSI  runs 
into  TCP/IP  roadblock 


Bv  Elisabeth  Horvvitt 

MAYNARD.  MASS. 


Digital  Equipment  Corp.’s  decision  some  years 
back  to  embrace  openness  through  the  Open  Sys¬ 
tems  Interconnect  (OSI)  standard  has  resulted, 
after  many  years  of  labor,  in  a  network  architec¬ 
ture  that  essentially  is  almost  as  closed  as  its  pre¬ 
decessor.  The  reason:  The  industry  seems  to  be 
moving  en  masse  toward  Transmission  Control 
Protocol/Internet  Protocol 

(TCP/IP). 

“If  you’re  a  DEC  customer  at¬ 
tracted  to  DECnet  Phase  V  features 
such  as  distributed  naming  [of  net¬ 
work  nodes],  your  problem  is  that 
Phase  V  does  not  connect  your  DEC 
systems  to  Unix  or  local-area  net¬ 
work  environments,  said  Rick  Vi  1- 
lars,  a  director  at  International  DataCorp.  in  Fra¬ 
mingham.  Mass.  “TCP/IP  does.” 

Several  DEC  customers  said  that  while  they 
like  several  of  DECnet  Phase  V’s  sophisticated 
features,  they  have  neither  the  time  nor  any  im¬ 
mediate  pressing  need  to  implement  a  new,  com¬ 
plex  network  architecture. 

“It's  sitting  under  my  desk  in  a  box  with  the 
shrinkwrap  on  it  so  the  dust  won’t  get  in  it,"  said 
Jim  Hendricks,  senior  telecommunications  ana¬ 
lyst  at  Tyson  Foods,  Inc.  in  Springdale,  Ark.  He 
said  he  expects  to  install  Phase  V  “within  the  next 
year  or  two,  or  as  soon  as  a  major  application 
comes  along  that  needs  Phase  V  capabilities.” 

“DECnet  Phase  V  has  nothing  that  will  force 
us  into  it  today,”  said  Leslie  Multz,  director  of 
computing  and  communications  resources  at 
Stevens  Institute  of  Technology.  “DECnet  IV  is 
working,  and  the  first  round  of  anything  is  sus¬ 
pect;  we  ll  let  someone  else  be  first  on  the  block.” 


Several  network  managers  complained  that 
Phase  V’s  greater  sophistication  means  an  un¬ 
welcome  increase  in  administrative  overhead. 
“Phase  V  has  a  lot  of  great  new  functions,  all  of 
which  you  have  to  administer  even  when  you 
don’t  need  them,”  said  David  Osterman,  chair¬ 
man  of  the  University  of  California  Lawrence  Liv¬ 
ermore  National  Laboratory’s  network  advisory 
group. 

“For  us,  [DECnet  Phase  V]  is  a  way  to  get  our 
feet  wet  with  OSI”  while  continuing 
to  migrate  the  majority  of  systems 
to  TCP/IP,  said  Sholom  Brvski.  man¬ 
aging  director  of  distributed  sys¬ 
tems  and  networks  at  Bankers 
Trust  Co.  Biyski  was  one  of  several 
users  to  praise  DEC  for  providing 
application  interoperability  and 
portability  across  DECnet  IV,  OSI 
and  TCP/IP  under  the  DECnet  V  umbrella.  “Then, 
if  the  world  ever  goes  from  IP  to  OSI,  as  DEC  orig¬ 
inally  intended,  we’re  ready.” 

According  to  Henk  Hazelhoff,  associate  con¬ 
sultant  of  corporate  information  systems  at  Dow 
Chemical  Co.,  Dow  “believes  that  OSI,  in  the  long¬ 
er  term,  will  turn  out  to  be  the  better  choice”  as  a 
standard.  “IP  is  there  and  easy  to  implement,  but 
it’s  less  sophisticated.” 

The  need  to  support  Government  Open  Sys¬ 
tems  Interconnect  Profile  coupled  with  insuffi¬ 
cient  Phase  IV  address  space  is  driving  Lawrence 
Livermore  toward  DECnet  Phase  V,  Osterman 
said. 

However,  even  government  users  are  finding 
ways  to  support  TCP/IP  rather  than  pure  OSI,  Os¬ 
terman  said.  "I  think  DEC  now  regrets  its  deci¬ 
sion  to  go  with  an  OSI-based  open  network  archi¬ 
tecture,”  he  added.  “Now  they’re  the  only  vendor 
keeping  OSI  alive.” 


DEC  is  in  the 
process  of 
making 
functions 
friendlier  for 
beginners. 


DEC  exec’s  exit  spurs 
software  concerns 


By  Melinda-Carol  Ballou 

M  A  YNARD.  M  ASS. 


■  The  departure  earlier  this 
month  of  David  Stone,  Digital 
Equipment  Corp.’s  vice  president 
of  software,  fora  position  at  AT&T 
has  some  people  both  outside  of 
and  within  DEC  wondering  how 
its  software  group  will  fare  during 
the  company's  ongoing  reorgani¬ 
zation. 

Sources  close  to  the  company 
said  a  number  of  office  automation 
packages  will  lie  among  the  first  to 
be  cut  back.  Moreover,  up  to  1,000 
employees  in  software  could  lose 
their  jobs  next  month  amid  continu¬ 
ing  personnel  reductions. 

While  DEC's  vision  on  the  soft¬ 
ware  side  has  often  been  unclear,  it 
was  galvanized  by  Stone. 

Many  DEC  software  employees 
are  “stressed  and  nervous”  now, 
following  Stone’s  departure,  ac- 
cordingto  one  internal  source. 

Mr.  Nice  Guy 

Stone’s  replacement,  Dennis  Rober¬ 
son,  is  well-respected  in  the  soft¬ 
ware  group  and  has  committed  to 
follow  through  on  Stone’s  plans  to 
run  software  across  platforms  and 
push  forward  on  Network  Applica¬ 
tion  Support  (NAS),  groupware  and 
commercial  applications,  sources 
said. 

But  some  observers  said  they  feel 
that  he  is  “too  nice”  to  be  able  to  ad¬ 


dress  political  conflicts  as  the  com¬ 
pany  is  restructured. 

Roberson  has  his  work  cut  out  be¬ 
cause  budgets  have  already  been  fi¬ 
nalized.  The  approximate  1,000 
employees  expected  to  be  laid  off  on 
the  software  side  alone  by  the  mid¬ 
dle  of  December  will  primarily  come 
from  research  and  development, 
sources  said. 

Also  in  the  works  are  plans  to  cut 
future  development  on  a  number  of 
packages,  including  DECwrite  and 
I )ECprescnt  office  automation. 

VAXset  and  DEC  Rally  develop¬ 
ment  tools  are  expected  to  fall  under 
restricted  development  budgets, 
sources  said.  A  DEC  spokesman 
denied  that  such  plans  have  been 
made  at  this  point. 

Itdh  plans  vague 

Plans  for  a  commercial  database 
strategy  for  DEC’S  Rdb  remain  fog¬ 
gy.  Although  DEC  emphasized  its 
commitment  to  Rdb  by  announcing 
a  decision  to  port  it  to  Microsoft 
Corp.’s  Windows  NT  last  week  and 
by  hiring  more  Rdb  engineers,  DEC 
decimated  its  marketing  group  sev¬ 
eral  months  ago,  and  replacements 
have  yet  to  be  assigned. 

This  is  an  “unsupportable”  situa¬ 
tion  if  DEC  is  to  compete  with  the 
well-oiled  marketing  machines  else¬ 
where  in  the  relational  database 
management  system  market,  said 
Lynn  Berg,  a  director  at  Gartner 
Group,  Inc.,  a  market  research  firm 
in  Stamford,  Conn. 


Bank  touts  revamp  as  customer  draw 

CONTINUED  FROM  PAGE  1 


Quick  benefits 

Substantial  time 
savings  and  enhanced 
system  monitoring 
were  two  immediate 
benefits  from  Bankers 
T  rust’s  use  of  Candle 's 
AF/Operator, 
Omegamon  forCICS 
and  OmegaView. 
Messages  from  IBM's 
CICS  are  captured  with 
AF/Operator,  while 
Omegamon  forCICS 
picks  up  other 
system  alerts.  The  two 
are  combined  and  dis¬ 
played  by  Omega- 
Viewas  a  graphic 
showing  the  "health" 
of  the  CICS  region. 


ment  to  technology,”  said  Warren 
Ousley,  managing  director  of  the 
technology'  center.  “We’re  trying  to 
demonstrate  to  customers  how  our 
technology  works  on  their  products. 
We’re  puttingour  money  where  our 
mouth  is.” 

Banking  executives  and  consul¬ 
tants  agree  that  corporate  financial 
customers  today  —  especially  in 
trust  or  cash  management  services 
—  have  to  ensure  that  an  operation 
"is  a  world-class  user  of  technol¬ 
ogy."  said  George  DiNardo,  a  part¬ 
ner  at  Coopers  &  Lybrand’s  finan¬ 
cial  services  consultinggroup. 

In  the  next  four  to  six  months. 
Bankers  Trust  will  complete  a  merg¬ 
er  of  its  IBM  facility  with  its  Digital 
Equipment  Corp.  data  center,  which 
is  located  across  the  Hudson  River 
in  New  York.  The  merger  will  be 
more  virtual  than  physical,  with 
more  than  50  VAXs  remaining  in 
their  current  home. 


Data  center  resources  will  be 
transparently  accessible  to  users 
over  a  Fiber  Distributed  Data  Inter¬ 
face  (FDD1)  network,  and  protec¬ 
tion  against  data  loss  will  be  insured 
by  Micro  Technology,  Inc.’s  FailSafc 
RAID-5  disk  array. 

By  automating  and  merging  the 
data  centers,  the  bank  will  save 
money  and  be  able  to  service  its  cus¬ 
tomers  more  quickly,  Ousley  said. 
“Bankers  Trust  has  automated  just 
about  every  possible  function  in  the 
data  center,  ranging  from  system 
management  to  tape  management 
of  silos,”  he  said.  “It’s  the  whole 
gamut  —  from  soup  to  nuts.” 

Ousley  would  not  discuss  any  fi¬ 
nancial  aspects  of  the  automation 
and  merger  project,  but  he  did  say 
that  the  year-long  data  center  auto¬ 
mation  was  “cost-justified.”  System 
reliability  and  availability  have  im¬ 
proved  sharply,  w  hile  a  20%  to  30" 
staff  reduction  trimmed  data  center 
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operations  costs. 

Another  driver  behind  the  auto¬ 
mation  project  was  “cost  avoid¬ 
ance,”  as  the  increasingly  complex 
environment  was  bound  to  require 
a  larger  data  center  staff  down  the 
road.  “We  wanted  to  growr  MIPS,  not 
people,”  Ousley  said. 

Now'  managing  a  trio  of  IBM  En¬ 
terprise  System/9000  systems  are 
four  IBM  Personal  System/2s  run¬ 
ning  system  operations  software, 
automation  applications  and  utili¬ 
ties  supplied  predominantly  by  IBM 
and  Candle  Corp. 

The  re-engineering  work  got  un¬ 
der  way  in  October  1991,  with  the 
bank’s  team  of  technical  managers 
working  closely  with  the  two  ven¬ 
dors  in  the  complex  ordeal  of  auto¬ 
mating  a  diverse  collection  of  sys¬ 
tem  software  onto  the  common 
platform  of  IBM’s  Net  View: 

By  the  end  of  next  mont  h.  the  com¬ 
bined  data  centers  will  share  a  col¬ 
lection  of  nine  Storage  Technology 
Corp.  automated  tape  libraries  or  si¬ 
los,  using  software  and  hardware 
supplied  by  DEC  and  Storage Tek. 

"To  the  best  of  our  knowledge. 


this  level  of  complexity  in  sharing 
everything  betw'een  DEC  and  IBM 
has  not  been  done  before,”  said  Pe¬ 
ter  Coriasco,  a  vice  president  from 
the  DEC  side  of  the  technology  cen¬ 
ter. 

Consultants  who  follow  the  finan¬ 
cial  services  industry  said  Bankers 
Trust’s  creation  of  a  technology 
“war  room”  for  customer  briefings 
is  a  practice  still  rare  in  banking. 
The  concept  has  long  been  popular, 
however,  with  t  he  major  system  ven¬ 
dors  and  outsourcing  firms. 

“Banks  haven’t  really  considered 
themselves  to  be  selling  technology 
as  much  as  financial  products  de¬ 
pendent  on  technology,"  said  Ladd 
Willis,  executive  vice  president  of 
First  Manhattan  Consulting  Group 
in  New  York. 

Yet  Bankers  Trust  and  competi¬ 
tors  such  as  Chemical  Banking 
Corp.  are  clearly  changing  that  sce¬ 
nario,  Willis  added,  as  the  task  of 
marketing  specialized  services 
such  as  funds  transfers,  securities 
processing  and  cash  management 
requires  a  tighter  alliance  between 
business  and  technical  units. 
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COMPUTERWORLD  -  51  Issues  for  $49. 


Yes,  I  accept  your  offer.  I’ll  pay  just  $38.95*  and  receive  51  issues  of 
COMPUTERWORLD  -  a  savings  of  $9.00  off  the  basic 
subscription  price. 


First  Name 


Ml 


Last  Name 


Title 


Company 


Address 


State  Zip 

Please  answer  questions  below  to  qualify  for  this  rate. 


1 1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medicine/Law/Education 
40.  Wholesale/Retail/T rade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Ref  inmg/Agric 
80.  Manufacturer  of  Computers.  Computer- 
Related  Systems  or  Peripherals 
85.  System  Integrators,  VARs,  Computer  Service 
Bureaus.  Software  Planning  &  Consulting 
Services 

90.  Computer/Peripheral  Dealer/Distr./Retailer 

|  95.  Other _ 

(Please  specify) 


Recycled  Paper 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/Asst. 
VP  IS/MIS/DP  Management 

21.  Dir. /Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Tech  Planning,  Adm.  Svcs  , 

Data  Comm.  Network  Sys.  Mgt  ,  LAN  Mgr  , 

PC  Mgr 

23.  Dir./Mgr.  Sys.  Development.  Sys.  Architecture 
31.  Programming  Management,  Software 

Developers 

41.  Engineering,  Scientific.  R&D,  Tech  Mgt 
60.  Sys.  Integrators/  VARs/Consulting  Mgt 
CORPORATE  MANAGEMENT 

11.  President.  Owner/Partner,  General  Mgr 

12.  Vice  President.  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


DEPARTMENTAL  MANAGEMENT 

51.  Sales  &  Mktg.  Management 
70.  Medical.  Legal,  Accounting  Mgt 
OTHER  PROFESSIONAL  MANAGEMENT 

80.  Educator,  Journalists,  Librarians.  Students 
90.  Other  Titled  Personnel 

3.  Does  your  job  function  require 

involvement  with  your  company's  or  your 
client's  computer/information  systems/ 
data  processing/communications  systems? 
(Please  check  only  one) 

□  YES  □  NO 


Basic  Rate:  $48.00  per  year 
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If  you  think  getting  25  gigabytes 
on  one  cassette  tape  is  impressive, 
wait  until  you  see  how  fast 
you  can  access  it. 


Now,  there’s  a  high-performance  mass  storage  solution 
that  can  keep  up  with  your  mind.  It’s  called  EMASS  “  mass 
storage.  It’s  based  on  a  technology  called  helical  scan.  And 
it’s  about  to  change  the  way  you  look  at  your  data. 

At  speeds  five  times  faster  than  any  other  mass 
storage  technology,  EMASS  systems  put  your  information 
on-line  at  a  breakneck  15  megabytes  per  second.  In 
short,  that  means  you  can  access  any  file  from  your  multi¬ 
terabyte  mass  storage  system  before  you  can  finish 
reading  this  ad. 

What’s  more,  EMASS  systems  house  up  to  six 
terabytes  in  a  trim  27-square-foot  space  —  with  a  lean  per 
gigabyte  media  cost  of  under  $2.  Hardly  a  comparison  to 
other  technology  that  takes  up  500  times  more  space  and 


costs  $73  more  per  gigabyte.  All  the  same,  we  thought 
you  should  know. 

We’re  EMASS,  a  part  of  a  Fortune  500  company 
called  E-Systems.  EMASS  solutions  are  open  on  all 
UNIX-based  systems  and  available  now.  To  learn  more, 
call  1-800-OK-EMASS  today,  or  write:  PO.  Box  660023, 
Dallas,  Texas  75266-0023.  When  it  comes  to  storing  and 
retrieving  your  information,  we’re  light-years  ahead. 


STORAGE  SYSTEM  SOLUTIONS 

From  E-SYSTEMS 


The  Power  Of  Information  Is  At  Hand. 


News 


Cabletron  offers  ATM  migration 


throughput  boost  to  users’  existing  LAN 
cards,  according  to  company  spokesmen. 

The  hub  vendor  announced  its  entry  into 
the  ATM  market  through  an  agreement  to 
remarket  Fore  Systems,  Inc.’s  ATM  switch¬ 
es,  which  are  said  to  support  2G  bit/sec. 
throughput.  In  addition,  an  ATM  card  slat- 


With  automation,  Process  Manufacturing  has 
become  a  patchwork  quilt  of  software  programs,  each 
designed  to  pay  attention  to  a  specific  part  of  the 
process.  Few  can  deliver  an  integrated  information 


By  Elisabeth  Horwitt 

R  O  C  H  E  S  T  E  R  .  N  .  H  . 


Cabletron  Systems,  Inc.  last  week  dis¬ 
closed  a  migration  strategy  that  includes 
some  shrewd  bet-hedging  in  terms  of  how 
quickly  users  will  decide  to  turn  in  their 


trusty  old  local-area  network  cards  for  ex¬ 
citing  but  expensive  new  technologies 
such  as  Asynchronous  Transfer  Mode 
(ATM). 

A  product  rollout  slated  to  start  in  April 
will  provide  Cabletron  hubs  with  ATM  sup¬ 
port  and  the  ability  to  offer  a  major 


Promix  Software.  The  Most 
Important  Ingredient  In  Your  Process 
Manufacturing  System. 


solution  that  pays  attention  to  the  whole  process. 

Well,  now,  Promix  Process  Manufacturing  Software 
puts  just  the  kind  of  control  you  ought  to  have,  just 
where  you  ought  to  have  it.  In  your  hands. 

Because  Promix  is  a  fully  integrated  series  of  Process 
Manufacturing  Applications  that  give  you  a  single, 
fully-integrated,  enterprise-wide  management  system. 

So  your  integrated  quality  management  information 
is  available  for  review  during  every  step  of  the  process. 
You  can  do  finite  scheduling  based  on  easily  available 
capacity  and  production  plans  and  control  the  ware¬ 
house  so  that  the  right  materials  are  delivered  where 
and  when  they're  needed.  And  costs  are  reflected  dur¬ 
ing  the  production  process  in  real  time. 

Promix  uses  the  latest  concepts  embod¬ 
ied  in  enterprise  wide  manufacturing 
that  are  built  on  relational  technologies 
with  state-of-the-art  development  tools. 
Promix  gives  you  complete  control  over 
the  process  by  sharing  information  with 
both  itself  and  you.  When  you  add  to  that  our  com¬ 
pletely  integrated  financial  applications,  you  can  give 
yourself  complete  information  for  total  control.  From 
raw  materials  to  profit  and  loss  statements. 

To  make  Promix  an  integral  part  of  your  process,  call 
Ross  Systems.  It's  one  important  ingredient  you  don't 
want  to  leave  out  of  the  mix. 


•  Process  Planning 

•  Process  Manufacturing 

•  Sales  Order  Processing 

•  Purchase  Order  Processing 

•  Finite  Scheduling 

•  Lot  Traceability 

•  Process  Costing 


ROSS 

I  SYSTEMS 

An  Integral  Part  Of  The  Process 


nr 


Ross  Systems  Inc.  SSS  Twin  Dolphin  Drive,  Redwood  City,  California  94065  Phone  404.257.9198  Ext.  398 
10  COMPUTERWORLD  NOVEMBER  23,  1992 


4 


r 


etworking 


ed  for  April  1993  shipment  will  enable 
Cabletron  Multi  Media  Access  Center 
(MMAC)  hubs  to  send  ATM  packets  to  a 
Fore  Systems  switch  at  speeds  of  100M 
bit/sec.  or  140M  bit/sec.,  a  Cabletron 
spokesman  said. 

Cabletron  user  Blue  Cross/Blue  Shield 
of  Connecticut  likes  the  idea  of  the  ven¬ 
dor’s  providing  both  integration  and  — 
through  its  Spectrum  platform  —  network 
management  of  “a 
bunch  of  plug-in 
components  that 
we’ll  need  [to 
meet  users’  fu¬ 
ture  networking  re¬ 
quirements]  in  intelligent  progression," 
said  Graham  Morrison,  project  leader  for 
network  design  and  engineering  at  the 
health  insurer.  Blue  Cross/Blue  Shield 
plans  to  start  looking  seriously  at  ATM 
next  year,  he  added. 

Cabletron  will  not  be  Blue  Cross/Blue 
Shield’s  only  option.  Synoptics  Communi¬ 
cations,  Inc.,  Cabletron’s  chief  rival,  spent 
$10  million  during  a  three-year  period  de¬ 
veloping  its  own  ATM  technology,  which 
will  come  to  market  sometime  next  year, 
said  Paul  Callahan,  a  senior  analyst  at  For¬ 
rester  Research,  Inc.,  a  Cambridge,  Mass., 
research  firm.  Ungermann-Bass,  Inc.  is 
working  with  BBN  Communications  on 
ATM  technology  spanning  the  local-  and 
wide-area  networks. 

For  those  users  who  are  not  ready  to 
throw  out  their  old  LAN  boards,  Cabletron 
announced  that  its  next  generation  of 
hubs,  due  out  next  spring,  will  provide 
each  Ethernet  user  with  a  dedicated  10M 
bit/sec.  connection.  The  hubs  will  use  ATM 
technology  to  handle  the  multiple  10M 
bit/sec.  links  without  degradation;  howev¬ 
er,  users  will  be  able  to  employ  their  exist¬ 
ing  Ethernet  cards,  the  spokesman  said. 


Duplex  Ethernet 

Cabletron’s  new  hubs  will  also  allow 
Ethernet  IAN  devices  to  support  full-du¬ 
plex  Ethernet  —  10M  bit/sec.  sending  and 
receiving  simultaneously  —  by  eliminat¬ 
ing  the  need  for  LAN  devices  to  keep 
watching  for  collisions,  the  spokesman 
said. 

However,  users  will  have  to  trade  their 
old  LAN  cards  for  new,  Cabletron-supplied 
cards  to  gain  this  feature,  he  added. 

A  third  key  feature  of  Cabletron’s  up¬ 
coming  hub  generation  will  be  Secure  Fast 
Packet  Switching,  which  is  said  to  incorpo¬ 
rate  a  variety  of  filters  to  ensure  that  users 
access  only  those  netw  orks  and  networked 
resources  to  which  they  are  entitled. 

Blue  Cross/Blue  Shield  is  interested  in 
Secure  Fast  Packet  Switching  as  a  way  to 
allow'  customers  to  access  their  own  medi¬ 
cal  histories  and  insurance  data  on  the 
network  and  still  assure  them  that  “your 
data  is  safe  with  us,”  Morrison  said. 

Cabletron  will  also  provide  “feeder  node 
routing,”  in  which  MMAC  hubs  will  be  able 
to  feed  data  to  multivendor  routers  via  in¬ 
dustry  standards  such  as  Point-to-Point 
Protocol,  the  vendor  said. 

The  routing  feature  w  ill  enable  the  hub 
to  intelligently  handle  protocols  such  as 
Transmission  Control  Protocol/Internet 
Protocol,  which  minimizes  broadcast 
storms  and  other  problems  that  beset 
bridges. 


You’ve  Never  Seen 
370  Assembler  Programs 

Like  This  Before. 


100101001001011011101110100010001001010101010110101010010100101101110101111010 


OOIOOOC 
00101 1( 
000010( 
1011103 
0100103 
0110103 
0100103 
0100103 


ANIMATOR/370 


(C)  Copyright  1991 
Micro  Focus,  Inc. 
All  Rights  Reserved 


Name : 
Date : 
T  ime  : 


PGASM03 . IDF 
12/09/91 
15 : 33 : SI 


Condition-code- 


r 


000200 

000202 

000206 


Mnenon ic-Opcode- 
Mach i ne-code- 
370-Address 
r 


1 


00 1 000 1 0000 1 000 1 1 1 1 1  ( PGAS"03 
910010101010101 1010K 
900100010000100011113 
910101101010100101003 
9111010111 1010001000( 
9101010010100100101 1( 


CSECT 

BALR 

USING 

L 

MUC 

LA 

sue 

LTR 

BNM 

CLC 

BNE 

CLC 

BNE 


AN IMATOR/370 


PGASM03 


05C0 
58610000 
D203C0E9C 126 


BALR 

L 

MUC 

o: 


CC)  Copyright  1991 
Micro  Focus,  Inc. 
All  Rights  Reserved 


ooiooon 

Q1Q1Q11QiiiBBi 1( 

00111110i±uiuiu±uiiwl( 

010110101010010100101 


Name : 
Date : 
Time : 


PGASM03. IDF 

12/09/91 

15:33:51 


Cond it ion-code- 


Mnemon ic-Opcode— 
Mach i ne-code- 
— 370-Address 


r~ 


n 


000200  05C0  BALR  0 
000202  58610000  L  0 
000206  D203C0E9C 126  MUC  0 


CSECT 

BALR 

USING 

L 

MUC 

LA 

sue 

LTR 

BNM 

CLC 

BNE 

CLC 

BNE 

CP 

BNE 

CLC 

BNE 

CLC 

s 


m 


00100010010101010101K 
00100001000111110110K 
101010101011010 


REG 12,0 

*,REG12 

REG06 , 0 (REG01 ) 

RC0DEC4) , =X' 00000000' 

REG02 , MSGONE 

UTO 

REG06 , REG06 
ERR0R9 

0 (6 , REG06 ) , =C' 123456' 
ERROR1 

6 (6 , REG06 ) , =C' 234567' 
ERR0R2 

12(8, REG06 ) ,  =P ' 345678' 
ERR0R3 

20(4, REG06 ) , =F' 456789' 
ERR0R4 

24(18, REG06 ) , S I GNED 


REG 12,0 
*,REG12 
REG06 , 0 ( REG0 1 ) 

RCODE (4) , =X' 00000000’ 

REG02, MSGONE 

UTO 

REG06,REG06 

ERR0R9 

0C6,REG06) , =C' 123456' 
ERROR 1 

6(6, REG06 ) , =C' 234567' 
ERR0R2 

12(8, REG06 ) , =P*  345678' 
ERR0R3 

20(4,REG06),=F’456789' 

ERR0R4 

REG06) (SIGNED 


1010001 


>101001 

Specif 
Get  Ad 

Si  ”d  [oiioii 

D isp  la 

[001001 


Missin 

if  YES 

Check 

Branch 

Check 

Branch 

Check 

Branch 

Check 

Branch 

Check 


>011111 

>110101 

[000100 

L000100 


ANIMATOR/370s  Source  Window, 
an  Assembler  Programmer  can 
watch  an  instruction-by-instruction 
execution  trace  ot  an  application 


10010101 


ro -Focus-AN  IMA  TOR/370- —  — - — -  PGASM03  .  IDF 

Fl=heli  F2  Trace  syncList  syncMqde-ON/OFF  Ppo)  D  B  H. 

Step  Go  Zoom  Quiet  Reg  Addr  Opcode  Evil  Jump  Find  TA«— *=  1  Color  Escape 


00000000  00100000  00000000  00000000  00000000  00000000  80120288  08800080 
00000000  00000000  00000080  00000000  48008202  00000138  0.0080102  08088200 
1- - 9  2- — -A  10  3- - Bll  4 - -C12  5 - D13  6 — --E14  7 - F 


oooioooi  ii  hoik  M ioro-Focus-AN INA TOR/370- - - - - ■■■,;  — — — r 

FI  F2  T  L  M  ON  P  be  D 

1  (J  1  \J  1  0  1  1  0  1  00  1  1  0  Step  Go  Zoom  Quiet  Reg  Addr  Opcode  Exit  Jump  Find 


91000010 
91010101 
OlOOlOOOOlOOOlOlOl 1101 11010 
100001000100101001000010 
100101101110111010001000100 
01010010000100010 


00001000111110110 


- PGASM03. IDF 

Color  Escape  010101011010101001 


101100101101110101111 
01001101010101010010100100101101 


16  General  Purpose  Registers  show  the  results  of  each  executed  instruction 


0100011111011010101011 


And  you’ll  never  look  at  your  IBM®  Basic 
Assembler  Language  applications  the  same  again, 
thanks  to  Micro  Focus  370  Assembler  with 
ANIMATOR/370™ 

Micro  Focus  370  Assembler  lets  mainframe 
programmers  use  a  PC  to  support  standalone 
Assembler  programs  or  COBOL  programs  containing 
dynamic  CALLs  to  Assembler.  Now,  with 
ANIMATOR/370,  compiling,  testing  and  linking 
Assembler  applications  is  easier  and  more  efficient 
than  ever. 

ANIMATOR/370  is  a  full-screen,  source- 
oriented  analysis  and  interactive  debugging  facility 
that  gives  programmers  a  three-dimensional  look  at 


their  Assembler  programs.  You  can  watch  a  step-by- 
step  execution  of  your  Assembler  application  and  see 
the  instruction  and  condition  code  in  one 
window,  while  a  source-listing  complete  with 
addresses,  machine  code,  labels  and  comments 
appears  in  a  second  window.  At  the  same  time,  a 
third  window  shows  16  general  purpose  registers 
that  change  to  show  the  results  of  executed 
instructions. 

Micro  Focus  370  Assembler  with 
ANIMATOR/370  also  offers  a  Probe  facility  that 
allows  programmers  to  quickly  dissect  a  370 
Assembler  instruction.  All  screen  dumps  can  be 
displayed  in  one  or  two  windows  with  new  DUMP 


utilities  and  a  complete  list  of  370  Assembler 
instructions  (sorted  by  mnemonic  code)  is  included 
in  ANIMATOR/370’s  new  online  reference  system. 
In  addition,  a  built-in  hex  adder/converter  allows 
for  quick  calculation  of  index/base/displacement 
addresses  or  adding  other  hex  values. 

Call  800-872-6265  and  learn  how  Micro 
Focus  370  Assembler  with  ANIMATOR/370  will 
change  the  way  you  look  at  Assembler  applications 
and  discover  “A  Better  Way  of  Programming.™” 

MICRO  FOCUS 

Micro  Focus  Inc.  2465  Easi  Bayshore  Road,  Palo  Alio,  CA  94303.  Tel  (415)  856  -  4161 


Micro  Focus  is  a  registered  trademark  and  370  Assembler  with  ANIMATOR/370  and  “A  Better  Way  of  Programming”  are  trademarks  of  Micro  Focus  All  other  trademarks  are  property  of  their  respective  companies. 

GSA  Contract  Number  GS00K90AGS5251-PS02. 


News 


Public:  ‘Computers  invade  privacy’ 


By  Mitch  Betts 

WASHINGTON,  D.C. 


The  vast  majority  of  Americans  believe 
computers  have  improved  the  quality  of 
1  ife  and  customer  service,  but  they  are  also 
extremely  worried  about  the  lack  of  priva¬ 
cy  in  the  computer  age,  according  to  a  na¬ 


tionwide  poll  slated  for  release  this  week. 

In  fact,  more  than  two-thirds  (67%)  of 
the  public  agreed  with  the  statement,  “If 
privacy  is  to  be  preserved,  the  use  of  com¬ 
puters  must  be  sharply  restricted  in  the  fu¬ 
ture.”  The  poll  was  conducted  by  Louis 
Harris  and  Associates,  Inc.  in  New  York. 

For  professionals  who  build  computer 


applications,  the  overriding  message  from 
the  poll  results  is  that  unless  privacy  safe¬ 
guards  are  built  into  systems,  a  severe 
public  backlash  against  computerization 
is  possible,  experts  warned. 

The  poll  comes  at  a  time  when  the  Amer¬ 
ican  public  has  been  deluged  with  reports 
of  easy  access  to  credit  reports,  computer 


hackers,  proliferating  consumer  databas¬ 
es  for  targeted  marketing  and  “informa¬ 
tion  brokers"  who  buy  and  sell  personal 
data. 

Computer  professionals  need  to  have 
the  same  strong  conviction  about  informa¬ 
tion  privacy  as  the  medical  profession  has 
about  medical  confidentiality,  said  Gwen 
Bell,  president  of  New  York-based  Associa¬ 
tion  for  Computing  Machinery,  Inc. 

She  added  that  curtailingtheuseof  com¬ 
puters  is  not  the  answer  to  the  privacy 
problem.  “We  didn’t  stop  the  automobile 
because  there  were  car  accidents.  It  has 
taken  us  a  while  to  get  air  bags  and  other 
safeguards,"  Bell  said. 

Losing  control 

The  answer  is  for  businesses  to  give  con¬ 
sumers  more  control  over  how  information 
about  them  is  used  and  circulated,  said 
Mary  J.  Culnan,  associate  professor  of 
business  administration  at  Georgetown 
University.  The  Harris  poll  found  that  76% 
of  Americans  believe  they  have  lost  all  con¬ 
trol  over  personal  information. 

Giving  consumers  more  control  means 
giving  them  easy  ways  to  “opt  out”  of  di¬ 
rect  marketing  campaigns  and  correct  er¬ 
rors  in  credit  databases,  as  well  as  other 
“fair  information  practices,”  Culnan  said. 

In  some  cases,  the  only  thing  companies 
have  to  do  is  provide  a  check-off  box  on  or¬ 
der  forms  so  that  consumers  can  elect  not 
to  have  their  names  and  data  sold  to  third 
parties.  But  it  may  require  passage  of  fed¬ 
eral  legislation  that  codifies  those  fair  in¬ 
formation  practices  before  consumers 
have  real  privacy  rights  that  can  be  en¬ 
forced,  Culnan  said. 

Most  information  systems  professionals 
duck  the  privacy  issue,  Culnan  said  [CW, 
June  3,  1991],  She  maintained  that  infor¬ 
mation  privacy  is  a  business  issue  that 
should  be  part  of  the  chief  information  offi¬ 
cer’s  domain  “if  CIOs  really  w  ant  to  be  se¬ 
rious  players  in  the  executive  suite.” 

Companies  that  roll  out  products  or  ser¬ 
vices  that  fail  to  respect  privacy  some¬ 
times  find  that  consumer  protests  force 
them  to  retreat  at  a  financial  loss.  Lotus 
Development  Corp.  withdrew  its  Market¬ 
place  CD-ROM  of  consumer  data  after 
widespread  protests,  and  Citicorp  is  termi¬ 
nating  its  frequent-shopper  database  be¬ 
cause  of  privacy  and  business  problems, 
Culnan  said. 

“The  companies  w'ho  design  their  sys¬ 
tems  and  practices  to  maximize  privacy 
for  consumers”  and  quality  service  will 
have  an  advantage  in  the  marketplace, 
said  C.  B.  Rogers  Jr.,  chairman  and  chief 
executive  officer  of  Equifax,  Inc.,  a  credit 
and  demographics  information  service. 
Equifax,  based  in  Atlanta,  sponsored  the 
Harris  poll. 

Alan  F.  Westin,  a  professor  at  New  York’s 
Columbia  University  who  developed  and 
analyzed  the  survey,  said  Americans’  am¬ 
bivalence  about  computers  is  quite  ratio¬ 
nal. 

“The  public  can  perceive  both  positive 
benefits  in  their  daily  lives  from  the  swift 
and  customized  consumer  services  they 
now'  enjoy,”  Westin  said,  "but  also  worry 
about  the  accumulation  of  too  much  infor¬ 
mation,  erosion  of  confidentiality  and 
threats  to  information  security  that  they 
see  takingplace  in  the  mid-1990s.” 


The  Only  Constant  Is  Change. 

Manage  It, 

Or  It  Will  Manage  You. 


National  Education  Training  Group 
Learn  to  Benefit  from  Change. 

Opportunity  is  a  function  of  preparation,  NETG  is  the  leading  provider  of  information 

and  National  Education  Training  Group  (NETG)  and  training  to  IT  professionals.  As  the 
can  help  prepare  you  for  the  changes  tomorrow  demand  for  timely,  high  quality  services  and 

w  ill  bring.  Bec.au.se  Information  Technology  is  products  continues  to  escalate,  NETG  is 


advancing  so  rapidly,  issues  like 
(  lienl-Scrver  ( lomputing,  ( 1  \SE  and 
lie  Engineering  are  changing  the  wav 
organizations  work.  NETG,  as  your 
strategic  partner,  can  help  you 
maximize  )X)ur  investment  in 
technolog)'  and  people,  so  tomorrows 
decisions  w  ill  he  well  informed,  well 
designed  and  ultimately  successful. 


NATIONAL  EDUCATION 

TRAINING  GROUP 


keeping  pace  so  that  our  business 
partners  will  be  able  to  keep  pace 
with  the  changes. 

So  if  you  need  to  manage  change, 
just  call  1-800-544-4140.  Find  out 
how  we  can  help  you  make  the  most 
of  your  resources. 


National  Education  Training  Croup 
I  he  \  ital  I  ink  Between  Possibility  And  Accomplishment. 


Q1992  National  Education  Training  Group,  Inc. 


A00205N27 


12  COMPUTERWORLD  NOVEMBER  23,  1992 


for  your  personal  copy 


It  is  not  about  technical  issues. 

It  is  not  about  specs.  It  is  not  full 
of  jargon. 


It  is,  instead,  a  timely  and 
straightforward  management- 
level  discussion  of  client/server 
computing  across  the  enterprise. 
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News 


At  a  glance 


Access  involves  users 
in  the  IS  programming 
process. 


It  gives  users  a 

building-block 
approach  to  writing 
database  queries  and 
reports  and  gives 
programmers  a 
language  similarto 
Microsoft's  Visual 
Basic,  called  Access 
Basic. 


Access  has  special 
modules  called 
“wizards”  to  help 
users  create  and 
modify  database 
forms  and  reports. 
There  are  “cue  cards” 
foron-lineHelp,  aswell 
as  macros  for  routine 
database  query 
routines  and  support 
fora  version  of  Visual 
Basic. 


Access  Basic  also 
contains  its  own 
relational  database 
engine. 


Microsoft  lays  out  tiered  DBMS  plan 


CONTINUED  FROM  PAGE  I 
guages.” 

“I  don’t  expect  [Microsoft]  to  be 
the  dominant  player  in  database, 
but  I  do  expect  them  to  be  a  thorn  in 
Borland’s  side,”  said  Tim  McCol¬ 
lum,  a  research  vice  president  at 
Dean  Witter  Reynolds  in  New  York. 

So  far,  Microsoft  has  delivered 
three  of  four  targeted  application 
development  frameworks  for  differ¬ 
ent  types  of  programmers:  Access 
for  end  users;  Visual  Basic  for  pro¬ 
grammers,  which  will  be  blended 
with  the  Access  database  query  lan¬ 
guage;  and  FoxPro  2.5  for  Xbase  de¬ 
velopers. 

A  fourth  environment  for  C  pro¬ 
grammers  will  appear  in  late  1994, 
said  Charles  Stevens,  business  unit 
manager  for  Microsoft’s  Database 
Products  Division. 

Other  options 

Even  without  a  broad  range  of 
homegrown  database  servers,  Mi¬ 
crosoft  applications  can  address 
other  vendors’  databases  through 
Microsoft’s  Open  Database  Connec¬ 
tivity  (ODBC)  programming  inter¬ 
face.  Already,  more  than  40  vendors 
have  signed  up  for  ODBC,  including 
database  makers  Oracle  Corp.,  The 
ASK  Group,  Inc.’s  Ingres  Products 
Division,  Informix  Software,  Inc. 
and  Sybase. 


Access  can  link  directly  to  several 
databases:  Microsoft’s  SQL  Server 
for  OS/2,  Borland’s  dBase  and  Para¬ 
dox,  and  Novell,  Inc.’s  Btrieve.  Mi¬ 
crosoft  said  it  plans  to  support  Ora¬ 
cle  7  sometime  in  early  1993. 

A  more  important  issue  for  Micro¬ 
soft  is  that  back-end  database  serv¬ 
ers  have  already  proved  a  formida¬ 
ble  challenge.  Microsoft  admitted 
last  week  to  spending  $20  million 
and  three  years  on  Omega,  its  first, 
unsuccessful  attempt  to  develop  a 
database.  Next  came  the  Cirrus 
project,  which  produced  Access.  Mi¬ 
crosoft  Chairman  Bill  Gates  report¬ 
edly  did  not  think  Omega  had 
enough  unique  features  to  be  a  com¬ 
mercial  success. 

Database  development  woes  also 
appear  to  have  stalked  the  Access 
project.  Originally  scheduled  for 
June,  Access’  formal  release  was 
delayed  until  Comdex  last  week  for 
technical  reasons. 

“The  good  news  is  that  it  will  em¬ 
power  users  who  are  demandingac- 
cess  to  corporate  data,”  said  Peter 
Kastner,  a  vice  president  at  the  Ab¬ 
erdeen  Group  in  Boston.  “The  bad 
news  is  that  Access  alone  should  not 
be  viewed  as  a  tool  that  can  craft  all 
the  applications  in  an  enterprise.” 

Programmers  may  need  to  write 
C  programs  or  use  database-specif¬ 


ic  tool  kits  to  take  advantage  of  da¬ 
tabase-specific  features  such  as 
stored  procedures  and  triggers  in 
relational  databases,  analysts  said. 

Ready  to  expert  men  t 

Some  Microsoft  users  said  they  are 
eager  to  try  out  Access’  modules, 
which  are  aimed  at  various  levels  of 
programmer  skills. 

“I’m  going  to  buy  a  couple  of  cop¬ 
ies  to  see  if  everything  in  the  specs 
holds  true,”  said  Michael  Fitzmau- 
rice,  MIS  director  at  the  National  As¬ 
sociation  of  Broadcasters  in  Wash¬ 
ington,  D.C.,  which  has  a  Microsoft 
SQL  Server  for  OS/2  and  a  Sybase 
database  on  its  Novell  local-area 
networks. 

“An  end  user  could  design  the 
forms  and  reports  by  himself,  then 
ask  us  to  wrap  some  more  code 
around  that,”  he  said. 

Bankers  Trust  Co.  is  likely  to 
team  Access  end  users  with  busi¬ 
ness  unit  developers,  said  Jon  Lon- 
off,  assistant  vice  president  at  the 
New  York  bank’s  Technology  Stra¬ 
tegic  PlanningGroup. 

“End  users  aren’t  going  to  go  off 
and  buy  this  on  their  own,”  Lonoff 
said.  “Eventually,  they’ll  talk  to  the 
developers  because  they’re  going  to 
need  IDs  to  reach  the  target  data¬ 
bases.” 


FoxPro  2.5  gets 
thumbs-up 


Microsoft’s  demonstration  of 
the  soon-to-be  released  Ver¬ 
sion  2.5  of  its  FoxPro  data¬ 
base  drew  applause  from  the 
Comdex  audience. 

Dave  Fulton,  founder  of  Fox 
Software,  Inc.  and  now  data¬ 
base  architect  at  Microsoft, 
showed  off  new  FoxPro  fea¬ 
tures  to  the  appreciative 
crowd.  Amongthe  additions 
were  the  following 

•  A  completely  Windows- 
hosted  environment. 

•  Support  for  runningdBase 
III  and  FoxPro  applications 
unmodified. 

•The  ability  to  “Windowize” 
DOS-based  FoxPro  applica¬ 
tions,  making  them  more 
graphical  without  the  user’s 
having  to  change  any  code. 

•  Speed  improvements  on  the 
order  of  three  to  eight  times. 

•  Dynamic  Data  Exchange 
and  Object  Linking  and  Em¬ 
bedding  support. 

“If  I  was  still  at  Fox,  I'd  ship 
it  in  the  next  two  weeks,”  Ful¬ 
ton  said.  The  product  is 
scheduled  to  ship  sometime  in 
the  first  quarter  of  1993. 


Unix  net  helps  Fedex  say  ‘no  problem’ 
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nually  for  the  past  four  years  and  currently  tops 
2  million  packages  per  day. 

Jones,  who  took  over  former  CIO  Ron  Ponder’s 
slot  a  year  ago,  said  he  views  the  project  as  a 
short-term  expense  with  long-term  gains.  So 
while  costs  to  implement  the  project  may  be  high, 
they  are  a  known  quantity,  unlike 
other  investments. 

For  example,  Fedex  lost  “several 
million  dollars”  in  the  early  1980s  by 
getting  into  fax  mail  services  before 
the  market  was  ready ,  according  to 
Otto  Grote,  an  analyst  at  Derby  Se¬ 
curities  in  New  York. 

Tb  grow  volume  in  the  business  it 
knows  best  while  avoiding  addition¬ 
al  infrastructure,  hbdex  is  rebuild¬ 
ing  an  IBM  mainframe-based  cus¬ 
tomer  service  and  package- 
monitoring  system  to  run  over  net¬ 
works  of  mostly  Sun  SPARCstations 
being  rolled  out  now.  The  new  con¬ 
figuration  is  intended  to  give  Fedex 
views  of  the  business  down  to  the  in¬ 
dividual  customer  level.  Once  those  details  are 
evident,  the  company  can  schedule  vehicles  and 
crews  more  efficiently,  Jones  said. 

Systems  on  tap 

Key  new  systems  include  the  following 
•Command  and  Control  is  a  Unix  elient/server- 
bastal  transportation  system  to  monitor —  in  real 


time  —  Fedex’s  400  planes  and  thousands  of 
ground  vehicles  on  delivery  routes.  The  system 
also  tracks  weather  conditions  and  Federal  Avia¬ 
tion  Administration  bulletins. 

Seventy-five  Unix  workstations  from  Sun,  HP 
and  National  Computer  Division  are  to  be  in¬ 
stalled  in  the  U.S.  within  18  months. 
The  boxes  will  run  on  an  Ethernet 
wide-area  network,  which  replaces 
an  IBM  mainframe-based  Systems 
Network  Architecture  configura¬ 
tion. 

•Cosmos,  a  10-year-old,  main¬ 
frame-based  package  tracking  sys¬ 
tem,  is  in  for  a  face-lift.  In-house-de¬ 
veloped  graphical  user  interfaces 
have,  in  beta  tests,  cut  user  training 
time  in  half,  from  six  weeks  to  three, 
according  to  Laurie  Tucker,  vice 
president  of  customer  automation 
systems.  Cosmos  data,  such  as  bar¬ 
code  scans  from  Fedex  envelopes, 
will  be  available  to  Command  and 
Control  users. 

•Powership  is  also  being  overhauled.  Unveiled 
four  years  ago,  the  free  customer  self-mainte¬ 
nance  program  puts  a  terminal  at  customer  sites 
that  ship  more  than  six  packages  daily.  The  send¬ 
er  fills  out  air  bills  electronically  and  can  tap  into 
Cosmos  for  tracking  data.  The  revamped  version 
will  include  completely  electronic  self-invoicing 
and  remittance.  Tucker  said. 


Dennis  Jones:  Fedex 
wants  to  grow  with¬ 
out  adding  costs 


Fedex  facts 


Four  hundred  of 

Fed  ex's  22,000 
customers  do  their 
own  package  tracking 
and  billing  estimates 
electronically  via 
dedicated  terminals 
that  Fedex  provides 
free.  The  setup  has  cut 
paperwork  45%,  to 
about  one  million 
documents  processed 
per  day. 


Fedex  moves 

2  million  packages  per 
day. 


While  package  volume 
has  grown  in  the  20% 
range  annually  forthe 
past  few  years, 
revenue  growth  has 
not  been  as 
noteworthy.  Sales  for 
1991  topped  $7.6 
billion,  up  about  10% 
over  1990's  $7  billion. 


Fedex  has  run  into  rough  riding  against  rivals 
such  as  United  Parcel  Service,  Inc.  and  Roadway 
Express,  Grote  said,  adding  that  fax  technology' 
has  also  cut  into  courier  business.  Fedex  “is  a  fab¬ 
ulous  company,  but  they’re  getting  zapped,”  he 
said.  “Their  technology  has  been  a  differentiator, 
though.” 

Initial  design  on  Command  and  Control  began 
18  months  ago.  Fedex’s  3,000  programmers 
worked  closely  with  developers  from  Sun  and  HP 
to  model  business  processes  usingobject-orient- 
ed  tools  including  C  +  +  from  Borland  Interna¬ 
tional,  Inc. 

However,  Borland  is  not  one  of  the  dozen  part¬ 
ners.  Sybase,  Inc.  and  Oracle  Corp.,  among  oth¬ 
ers,  have  supplied  relational  database  manage¬ 
ment  systems. 

“We  don’t  like  to  strap  ourselves  to  one  ven¬ 
dor,”  Jones  explained. 

Convenient  access 

Eventually,  each  of  the  company’s  40  depart¬ 
ments  will  have  access  to  the  same  information 
from  a  single  Unix  workstation.  The  old  system 
was  composed  of  38  major  mainframe  applica¬ 
tions  available  through  dumb  terminals. 

Complete  rollout  of  the  entire  Unix  system  will 
take  another  two  years  and  may  be  revised.  Im¬ 
aging,  for  example,  may  play  a  larger  role.  Over¬ 
seas  imaging  pilots  have  “gone  well,”  Tucker 
said,  paving  the  way  for  testing  to  begin  here  next 
year. 

Although  Jones  said  he  has  no  immediate  plans 
to  sell  the  new  system  to  rivals,  going  commercial 
is  by  no  means  unthinkable.  “If  marketable  prod¬ 
ucts  fall  out  of  this,  fine,”  he  said. 
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proposed  forfeiture  provision  that  would 
allow  the  government  to  confiscate  the  de¬ 
fendant's  computer  and  other  property 
used  in  the  commission  of  the  offense. 

Other  lawmen  are  also  grappling  with 
the  problem  of  hitching  older  laws  to  new 
technologies  in  which  information  flits  un- 


man  says 

seen  across  wires,  beams  of  light  and  radio 
waves.  “A  whole  lot  of  jurisdictional  law  is 
based  on  borders,  but  borders  don't  matter 
anymore,"  said  Don  Ingraham,  who  han¬ 
dles  high-tech  crime  investigations  at  the 
Alameda  County  District  Attorney’s  Office 
in  Oakland,  Calif.  “It’s  no  longer  adequate 


to  say,  ‘Thou  shah  not 
steal.’  Now  we’ve  got  to 
spell  out  exactly  what 
constitutes  stealing.” 

Telecommunications 
fraud,  for  instance,  tran¬ 
scends  state  lines  and  federal  and  state  ju¬ 
risdiction. 

Charney  said  he  will  pursue  other  mea¬ 
sures  as  well,  including  centralizing  re¬ 
porting  of  computer  crime  and  more  inter¬ 
national  cooperation. 


But  the  MultiComAsyncGateway™  Eases 
Users  Into  Modem  Sharing  Inexpensively  and  Risk-Free. 


Most  LAN  managers  know  that  modem  sharing  is  cost 
effective.  But  they’re  reluctant  to  invest  in  a  dedicated 
gateway,  for  fear  of  resistance  and  confusion  among  users. 
The  MultiComAsyncGateway™  can  get  users  accustomed 
to  communications  via  a  modem  attached  to  another  PC, 
without  spending  thousands  on  a  full-blown  gateway. 

Think  of  it  as  a  Gateway  “Trainer.” 

For  under  $400,  the  MultiComAsyncGateway™  is  a 
functional  modem  sharing  system  that  lets  users  access 
one  or  two  modems  attached  to  another  PC  -  any  other 
PC  'on  the  LAN.  You  can  even  make  use  of  an  “obsolete” 
286  by  making  it  the  non-dedicated  communications 
server  for  your  modem  pooling. 

Sharing  Modems  is  Easier  Than  You  Think. 

Thanks  to  the  MultiComAsyncGatewayls",  it’s  never 
been  easier.  And  there’s  never  been  an  easier  or  more 
risk-free  way  to  test  whether  the  benefits  of  gateway 
technology  can  benefit  your  network. 

MultiComAsyncGateway  is  a 
trademark  i>!  Multi-Tech  Systems.  Inc. 

Copyright  ©  1992  hy  Multi-Tech  Systems,  Inc. 


When  it  comes  time  to  upgrade  to  a  high  performance, 
dedicated  gateway ...  like  the  MultiComAsyncGateway2 
...the  price  of  the  MultiComAsyncGatewayrM<  is  credited 
back  to  you.  For  more  information,  call  us  at 

i'  800  -328'  9717. 


The  head  of  the  U.S.  Department  of  Jus¬ 
tice’s  computer  crime  investigation  unit  is 
calling  on  Congress  to  add  teeth  to  the 
Computer  Fraud  and  Abuse  Act  to  fight  the 
growing  threat  of  computer  viruses. 

“Criminal  laws  need  to  reflect  techno¬ 
logical  advances,”  said  Scott  Charney, 
speaking  at  the  Computer  Security  Insti¬ 
tute’s  annual  security  conference  last 
week.  “Unfortunately,  technologies  ad¬ 
vance  faster  than  the  law,  and  some  of  the 
statutes  are  out  of  date.” 

The  Computer  Fraud  and  Abuse  Act  of 
1986  made  it  a  violation  for  anyone  to 
knowingly  access,  without  authorization, 
a  computer  that  is  used  substantially  for 
government  and/or  financial  purposes. 
While  still  probably  the  most  significant 
law  of  its  ilk  on  the  books,  Charney  said  it 
is  burdened  with  loopholes  and  has  simply 
been  outrun  by  today’s  electronic  bandits. 

“Should  a  disgruntled  employee  at  a 
hospital  be  immune  from  prosecution  be¬ 
cause  he  had the 
‘authority’ to  ac¬ 
cess  the  com¬ 
puter  in  which 
he  inserted  a  vi¬ 
rus  and  de¬ 
stroyed  thou¬ 
sands  of  patient 
records?”  Char¬ 
ney  asked. 

Charney  said 
he  is  helping 
to  draft  a  legis¬ 
lative  proposal 
that  would  crim¬ 
inalize  the  in¬ 
troduction  of 
malicious  pro¬ 
gramming  code 
into  computers. 
The  act  does  not 
criminalize  the 
increasingly 
common  prac¬ 
tice  of  planting 
viruses  in  apparently  legitimate  programs 
and  then  mailing  them  to  companies  that 
insert  them  into  their  machines. 

“In  such  cases,  the  only  ‘access’  to  the 
computer  is  one  that  is  authorized  —  that 
is,  an  employee  accessing  their  own  ma¬ 
chine,”  Charney  said. 

As  such,  the  statute  needs  to  be  amend¬ 
ed  to  criminalize  conduct  where  an  indi¬ 
vidual  intentionally  dupes  an  innocent 
party  into  inserting  malicious  code  into  a 
machine. 

Charney  said  the  better  view  is  to  move 
away  from  the  concept  of  access  and  focus 
on  whether  the  particular  use  of  the  com¬ 
puter  is  authorized. 

"It  is  important  that  the  statute  require 
a  suitable  intent  requirement,”  Charney 
said.  The  prosecution  must  prove  the  indi¬ 
vidual  knew  his  conduct  was  unautho¬ 
rized. 

Another  key  component  of  Charney’s 
get-tough  stance  on  computer  crime  is  a 


Charney  had 
harsh  words  for 
the  Federal 
Wiretap  Statute. 

He  called 
portions  of  the 
law  that  make  it 
difficult  for  users 
to  monitor  their 
own  systems 
“thetoo- 
stupid -to- 
be-true”  rule. 

Such 

prohibitions 
should  be 
loosened  to 
reflect  the 
swiftness  at 
which  computer 
crime  can  occur, 
he  added. 


Update  fraud  law,  G 

By  James  Daly 

CHICAGO 
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Dell  rides  profit  rocket 

Dell  Computer  Corp.’s  fiscal  third-quarter  profits  more 
than  doubled  compared  with  the  same  period  last  year, 
topping  $28.6  million  compared  with  $13  million  a  year 
ago.  The  Austin,  Texas-based  PC  maker  credited  rich 
service  offerings  for  spurring  sales  in  a  highly  competi¬ 
tive  market.  Also,  sales  of  486-based  systems  surged  to 
make  up  70%  of  total  revenue,  up  from  19%  in  the  same 
quarter  a  year  ago.  Total  sales  reached  $570  million 
from  $229.3  million  last  year. 

IBM  to  license  BIOS  to  Phoenix 

IBM  said  it  would  license  its  basic  I/O  system  (BIOS)  for 
AT-bus  and  Micro  Channel  Architecture  computers  to 
Phoenix  Technologies  Ltd.  in  Norwood,  Mass.  An  IBM 
spokesman  called  the  move  a  sign  of  how  aggressive  the 
company  will  be  as  an  OEM  of  technologies  it  develops. 
Phoenix  said  it  will  reduce  to  four  months  the  time  it 
takes  to  get  a  new  IBM  system,  video,  keyboard  and 
Small  Computer  Systems  Interface  BIOS  technology  to 
manufacturers  that  are  starting  with  current  IBM  tech¬ 
nology.  The  vendors  said  they  would  work  together  on 
future  BIOS  versions  to  develop  broader  and  faster  ac¬ 
ceptance  of  technology  advances. 

Rival  database  API  gains  support 

To  gain  momentum  against  Microsoft  Corp.’s  Open  Da¬ 
tabase  Connectivity  (ODBC)  standard,  Borland  Interna¬ 
tional,  Inc.  proposed  its  Integrated  Database  Applica¬ 
tion  Programming  Interface  (IDAPI)  standard  at  last 
week’s  Comdex/Fall  ’92  show,  joined  by  IDAPI  partners 
IBM,  Novell,  Inc.  and  WordPerfect  Corp.  Other  firms  an¬ 
nouncing  IDAPI  support  at  Comdex  included  Computer 
Associates  International,  Inc.,  Oracle  Corp.,  Gupta 
Corp.,  Micro  Decisionware,  Inc.,  Cognos,  Inc.,  Microrim, 
Inc.  and  XDB  Systems,  Inc.  Some  vendors,  including  Or¬ 
acle  and  Gupta,  said  they  would  support  both  ODBC  and 
IDAPI. 

Map  software  aided  Clinton  campaign 

Basking  in  the  glow  of  Gov.  Bill  Clinton’s  presidential 
election  victory,  Strategic  Mapping,  Inc.  in  Santa  Clara, 
Calif.,  last  week  pointed  out  that  the  Clinton  campaign 
used  the  firm’s  desktop  mapping  software  for  high-level 
strategic  planning.  The  color-coded  Atlas  Pro  maps  — 
with  overlays  of  political  data  —  were  used  to  chart 
trends,  recruit  volunteers,  decide  where  to  send  the  can¬ 
didates  and  determine  the  number  of  television  ads  to 
buy  in  specific  markets,  recalled  Janet  Handal,  a  tech¬ 
nology  strategist  at  Clinton  headquarters. 

Chip  maker's  problems  deepen 

Citing  intense  price  competition  and  weaker-than-ex- 
peeted  sales.  Chips  and  Technologies,  Inc.  said  it  has 
laid  off  20%  of  its  work  force,  cutting  ranks  to  between 
340  and  350  employees.  The  company  also  plans  to  re¬ 
structure  operations  to  focus  on  two  revenue-generat¬ 
ing  product  lines:  graphic  controllers  and  PC/Chip,  a 
processor  for  handheld  computers. 

SHORT  TAKES  Apple  Computer,  Inc.  named  human-fo¬ 
cused  design  expert  Donald  Norman  as  an  Apple  Fellow. 
He  will  advise  product  developers  on  how  to  make  offer¬ 
ings  “even  simpler  and  easier  to  use.”...  National 
Semiconductor  Corp.  demonstrated  live  videoconfer¬ 
encing  to  Ethernet-equipped  desktops  at  Comdex/Fall 
’92  last  week.  The  firm  predicted  the  technology  will  be 
used  in  affordable,  real-time  desktop  video  applications 
in  "a  few  years.’’. . .  Walnut  Creek,  Calif.-based  People- 
Soft,  Inc.  completed  an  initial  public  offering  last  week 
of  3  million  shares  at  $17  each _ Motorola,  Inc.  intro¬ 

duced  software  last  week  that  will  let  Apple  PowerBook 
users  receive  wireless  electronic  mail  through  its  Em- 
bare  wireless  E-mail  senice  in  200  cities  nationwide. 


Cray,  IBM  add  support 
to  multiprocessing  push 


By  Ellis  Booker 

MINNEAPOLIS 


Cray  Research,  Inc.,  the  world’s 
largest  supercomputer  vendor, 
jumped  on  the  massively  parallel 
processing  (MPP)  bandwagon  last 
week  when  it  announced  at  Super¬ 
computing  ’92  that  its  first  MPP 
product,  code-named  T3D,  will  ship 
in  1993. 

The  supercomputer  giant  was 
joined  by  IBM,  which  announced  De¬ 
cember  delivery  of  the  IBM  Shared 
Memory  System  Power/4,  an  MPP 
system  that  integrates  four  RISC 
System/6000s. 

For  the  sophisticated  end  users  of 
supercomputer  tech¬ 
nology,  however,  the 
proof  of  MPP  will  be  in 
the  pudding.  “We’d  like 
a  parallel  processing 
system  to  do  what  it’s 
advertised  to  do,”  said 
a  Texas  petroleum 
company  official  at  the 
show,  alluding  to  more 
cost-effective  process¬ 
ing.  “We’ve  scaled 
back  the  number  of 
processors  we  order¬ 
ed,”  said  the  official, 
who  asked  not  to  be 
identified. 

Taken  together,  the 
IBM  and  Cray  an¬ 
nouncements  mean 
“the  big  guys  are  in 
this  game,”  said 
George  E.  Lindamood, 
vice  president  and  di¬ 
rector  of  high-perfor¬ 
mance  computing  at 
Gartner  Group,  Inc.  in 
Stamford,  Conn.  MPP 
players,  among  them 
NCube  Corp.  in  Foster 
City,  Calif.,  and  Mas  Par 
Computer  Corp.  in 
Sunnyvale,  Calif.,  had  better  find  a 
niche  or  strong  distribution  chan¬ 
nel,  he  added. 

Donald  M.  Young,  a  senior  vice 
president  at  Lehman  Brothers  in 
New  York,  said  he  thinks  MPP  tech¬ 
nology  has  a  better  chance  than  vec¬ 
tor  supercomputers  of  makingit  out 
of  what  some  have  called  the  re¬ 
search/scientific  “ghetto”  and  into 
mass  commercial  settings. 

Target  applications  include  deci¬ 
sion  support  and  w  hat  has  come  to 
be  known  as  “data  mining,”  which 
uses  the  raw  horsepower  of  an  MPP 
system  to  look  at  huge,  unstruc¬ 
tured  data  sets  as  part  of  market  re¬ 
search  —  for  example,  looking  at 
the  w  here  and  w  hen  of  every  bottle 
of  shampoo  sold  by  a  particular  re¬ 


tailer  duringa  two-week  period. 

“But  the  key  is  going  to  be  appli¬ 
cations,”  Young  added,  echoing  the 
belief  of  many  MPP  proponents. 

How  will  these  users  build  MPP 
applications?  Toward  that  end,  sev¬ 
eral  attendees  at  Supercomputing 
’92  said  they  were  encouraged  by 
the  nearly  codified  High  Perfor¬ 
mance  Fortran  (HPF)  standard.  De¬ 
rived  from  Fortran  90,  HPF  will  be 
portable  among  different  MPP  sys¬ 
tems.  “My  sense  is  [HPF]  compilers 
will  appear  early  next  year,  meaning 
[independent  software  vendors] 
will  start  writing  code,  which  means 
applications  will  show  up  at  the  end 
of  ’93  or  early  ’94,”  Lindamood  said. 


Cray’s  announcement,  which  had 
been  expected,  underscored  the 
widely  held  belief  among  observers 
of  high-performance  computing 
that  MPP  is  the  next  step  in  super¬ 
computing.  This  is  because  the  ar¬ 
chitecture  has  better  price/perfor¬ 
mance  characteristics,  and  many 
believe  only  MPP  systems  will  be 
able  to  reach  the  level  of  1  trillion 
floating-point  operations  per  sec¬ 
ond  (FLOPS)  and  attack  such  phe¬ 
nomenally  complex  “grand  chal¬ 
lenge”  tasks  as  atmospheric 
modeling. 

Traditional  supercomputers  — 
using  a  technique  pioneered  by  Ea¬ 
gan,  Minn.-based  Cray —  are  vector 
processors,  which  line  up  calcula¬ 
tions  in  a  rowr  (a  vector)  that  is  then 


calculated  sequentially.  By  con¬ 
trast,  MPP  systems  use  a  higher 
number  of  less  powerful  processors, 
which  work  on  the  calculations  si¬ 
multaneously,  or  “in  parallel.” 

At  the  heart  of  Cray’s  MPP  will  be 
tens,  hundreds  or  thousands  of  Dig¬ 
ital  Equipment  Corp.  64-bit,  150 
MFLOPS  Alpha  microprocessors. 
Cray  said  its  first  configuration  will 
have  1,024  processors  and  will  be 
scalable  to  300  peak  GFLOPS  in  a 
2,048-processor  version.  Cray  said 
it  expects  to  achieve  peak  TFLOPS 
performance  on  the  system  by  mid¬ 
decade. 

But  Cray  by  no  means  rejected  its 
current  vector-based  solutions  last 
week.  Citingwhat  they 
called  the  “deficien¬ 
cies”  of  current  MPP 
products,  Cray  offi¬ 
cials  said  they  envi¬ 
sioned  the  T3D  not  as 
a  stand-alone  product 
but  as  a  tightly  coupled 
part  of  its  current  Y- 
MP  supercomputer 
line,  which  uses  a  par¬ 
allel-vector-scalar  ar¬ 
chitecture. 

IBM  executives, 
meanwhile,  said  the 
Shared  Memory  Sys¬ 
tem  Power/4  may  even¬ 
tually  have  64  reduced 
instruction  set  com- 
putingprocessors  in  it. 

In  September,  IBM 
showed  a  four-proces¬ 
sor  configuration  run- 
ningOracle  Corp.’s  Or¬ 
acle  7,  which  contains 
extensions  to  support 
parallel  databases  and 
parallel  queries.  The 
Power/4,  which  IBM 
plans  to  soon  evaluate 
at  customer  sites,  sits 
between  two  other 
high-performance  computing  ap¬ 
proaches  IBM  is  exploring. 

At  the  high  end  are  massively  par¬ 
allel  systems  such  as  those  in  devel¬ 
opment  at  IBM’s  Highly  Parallel  Su¬ 
percomputing  Systems  Laboratory 
in  Kingston,  N.Y.  Those  systems  will 
have  eight  to  64  RS/6000  proces¬ 
sors.  Another  approach  features  a 
supercomputer  soon  expected  from 
affiliate  Supercomputer  Systems, 
Inc.  (see  story  above). 

At  the  low  end,  IBM  is  forging 
ahead  on  cluster  computing  tech¬ 
nology,  which  distributes  computa¬ 
tional  tasks  to  workstations  over 
gigabit-speed  networks.  IBM  in¬ 
stalled  this  kind  of  network,  com¬ 
post'd  of  33  RS/6000s,  at  the  NASA 
Lewis  Research  Center  this  month. 


Super  anticipation 


A  standing-room-only  crowd  attended  an  8:30  a.m.  pre¬ 
sentation  at  last  week’s  Supercomputer  ’92  conference 
to  hear  renowned  supercomputer  designer  Steve  Chen 
talk  about  the  future  of  parallel  processing  technology*. 

Many  in  the  audience  also  wanted  to  hear  Chen,  pres¬ 
ident  and  chief  executive  officer  of  Supercomputer  Sys¬ 
tems,  tell  when  his  long-awaited,  next-generation  super¬ 
computer  would  arrive. 

“Soon,  very  soon,”  Chen  said  in  response  to  the  first 
audience  question  following  his  talk. 

But  knowledgeable  sources  said  the  system  may  come 
even  sooner.  At  least  one  source  suggested  that  Chen’s 
reluctance  to  speak  last  week  had  more  to  do  with  an 
imminent  initial  public  offering  with  the  Securities  and 
Exchange  Commission. 

In  his  talk,  Chen  strongly  endorsed  the  concept  of  par¬ 
allelism,  advocating  this  design  not  only  for  hardware 
components  such  as  processors,  memory  and  I/O  but  al¬ 
so  for  compiler,  system  and  application  software. 

Such  "parallel  by  design”  systems  will  be  better  able 
to  respond  to  grand  scientific  challenges  and  the  tasks 
of  interest  to  business,  said  Chen,  the  architect  of  the 
first  parallel  supercomputer,  the  Cray  X-MR 

— Ellis  Booker 
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I  Need  A  Cuent/Server  Sduidon  Thkts 
Open,  Poweri  And  Scalabee. 


□  Please  send  me  information  about  EDA/SQL. 
D  I  can’t  wait.  Please  call  me. 

My  company  uses  the  following  environments: 

□  IBM  MVS,  VM/CMS  □  DOS 

□  IBM  AS/400  □  OS/2 

□  Digital  VAX/VMS  □  Microsoft  Windows 

□  Hewlett-Packard  □  Apple  Macintosh 

□  Wang  VS  □  UNIX 

Other _ 


NAME  TITLE/DEPT. 


COMPANY 


ADDRESS 


CITY  STATE  ZIP 

(___) _ 

TELEPHONE 


My  company  uses  these  databases: 


Call  800  969-INFO 


I’m  planning  to  purchase  a  client/server 
solution  in: 

□  1-3  mos.  □  3-6  mos.  □  6-12  mos. 


■m  EDA/SQL 

rmation  Builders,  Inc. 


EDA'SQL  is  a  Trademark  of  Information  Builders,  Inc. 

All  names  and  products  menuoned  are  the  trademarks  or  registered  trademarks  of  their  respective  holders 


CW  11/23 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPIY  MAIL 

FIRST  CLASS  PERMIT  NO.  1 305  NEW  YORK,  NY 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


ATTN:  Product  Information  Center 

INFORMATION  BUILDERS,  INC. 

1250  Broadway 

New  York,  NY  10117-0582 
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EDA/SQL  FROM  INFORMATION  BUILDERS:  The  Data  Access  Standard 

For  Client/Setver  Computing  That  Grows  With  You. 


MAKING  THE  MOST  OF  YOUR  ASSETS 

Data  is  one  of  the  most  strategic  assets  any  business 
can  have.  Because  businesses  that  utilize  data  well, 
will  succeed.  Businesses  that  don’t,  won’t. 

The  trick  is  knowing  how  to  use  your  data  resources 
in  the  most  cost  effective  way. 

That’s  where  Enterprise  Data  Access/SQL  (EDA/SQL) 
as  a  client/server  solution  can  make  the  difference. 

OPENNESS,  POWER  AND  FLEXIBILITY 

Implementing  client/server  applications  can  be 
tough,  particularly  when  you  need  to  access  remote 
data  on  diverse  platforms. 

With  EDA/SQL,  you  have  the  freedom  to  access 
data  in  over  50  different  databases  and  files,  running 


on  35  computing  platforms  using  any  major  network 
protocol.  And  there  are  dozens  of  applications  and 
tools  available  from  more  than  50  leading  software 
vendor  partners  that  support  EDA/SQL. 

No  other  SQL  solution  on  the  market  gives  you  this 
much  flexibility. 

BIG  OR  SMALL,  IT’S  ALL  THE  SAME 

EDA/SQL  has  the  power  and  the  ability  to  drive  the 
largest  enterprise-wide  implementation,  or  to  simply 
connect  a  single  client/server  application  to  a  specific 
data  source. 

And  because  there’s  an  EDA/SQL  solution  for  every 
popular  platform,  and  network  protocol,  you  can  use 
it  in  the  environment  of  your  choice. 

Only  EDA/SQL  has  the  scalability  and  configuration 


flexibility  to  meet  your  client/server  requirements 
both  today  and  tomorrow. 

You  can  start  with  the  EDA/SQL  solution  you  need 
today.  Then,  efficiently  and  economically  grow  any 
configuration  to  meet  your  changing  business  require¬ 
ments.  Big  or  small. 

For  more  information  on  EDA/SQL,  our  consulting 
services  and  education  programs,  or  to  attend  a  FREE 
Seminar... 

Call  800-969-INF0 

In  Canada  call  416-364-2760 

TO|  -M EDA/SQL 

Information  Builders,  Inc. 

EDA/SQL  is  a  trademark  of  Information  Builders,  Inc,  1290  Broadway,  New  York,  NY  10001, 
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Other  laser  printers  play  leapfrog  trying 
to  catchup  with  the  HP  LaserJet. 


The  new  HP  LaserJet  4  printer  isn’t  a 
hopped-up  version  of  the  past  genera¬ 
tion.  Its  new,  advanced  design  sets  much 
higher  standards  for  print  quality, 
speed,  built-in  features  and  value  than 
ever  before. 

Higher  resolution.  More  typefaces. 

Unlike  other  300  dpi 
600  dpi  laser 
printers,  the 
HP  LaserJet  4 
was  designed 
for  600  dpi 
printing  from 
the  ground  up. 

As  a  result,  it  produces  the  best  600  x 
600  dpi  resolution  ever  for  noticeably 
crisper,  clearer  text  and  graphics.  At 
less  than  a  300  dpi  price. 

Microfine  toner  and  HP’s  exclusive 
Resolution  Enhancement  technology 
give  you  razor-sharp  edges  and  much 
smoother  curves. 


With  45  scalable  typefaces  built  into 
the  printer,  users  can  produce  a  wide 
variety  of  documents.  Without  hassling 
with  downloading  or  accessory  car¬ 
tridges.  Or  buying  additional  typefaces. 

More  speed,  more  trays,  more 
flexibility. 

Thanks  to  a  new  RISC  processor,  tuned 
vector  graphics  and  faster  I/Os, 
the  HP  LaserJet  4  also  sets  new 
standards  for  speed.  It  even  prints 
many  600  dpi  graphics  at  a  true 
8  pages  per  minute.  It’s  faster  on 
networks,  too. 

With  2  MB  of  memory 
built  in  and  new 
internal  memory 
compression  algo¬ 
rithms,  virtually 
all  300  dpi  and 
many  600  dpi 
documents  print 
from  standard 


memory.  Two  standard  paper  trays, 
with  a  total  capacity  of 350  sheets,  and 
an  optional  500-sheet  tray  let  users 
keep  printing  without  constantly 
reloading  different  sizes  and  types  of 
paper.  And  the  optional  75 -capacity 
power  envelope  feeder  saves  them  from 
manual  feeding.  Or  dealing  with  jams. 

m 


True  600  dpi 
creates  rich, 
full-dimensional 
text  and  graphics 


Smoother  curves, 
no  jagged  edges, 
thanks  to  - 
Resolution 
Enhancement. 


HP's  microfine 
toner  makes  600 
dpi  output  look 

even  sharper - 

and  clearer 


45  built-in  scalable 
typefaces  let  users 
produce  a  wide 
variety  of 

documents. - . 


The  HP  LaserJet  4 
Is  leaps  and  bounds 
ahead  of  the  other 
laser  printers  Our  new 
generation  provide* 
superior  output  with 
600  dpi.  Resolution 
Enhancement  tech¬ 
nology  and  microfine 
toner,  it  also  comes 
standard  with  2M0 
memory  and  new 
memory  management. 


600  dpi 


Introducing  the  new  HP  LaserJet  4  printer. 
So  advanced, there’s  no  catching  it 


Mixed  environment  compatibility. 
Paster  Windows. 

The  LaserJet  4  is  very  much  at  ease 
with  most  languages  and  personal  com¬ 
puting  platforms.  Automatic  switching 
lets  it  switch  between  HP’s  PCL  5 
printer  language  and  optional  PostScript 
Level  2  software  from  Adobe.  Hot  I/Os 
allow  different  hosts  to  be  connected 
simultaneously. 

Optional  JetDirect  cards  provide  LAN 
connections  to  Ethernet,  TokenRing, 
TCP/IP  and  Locallhlk/EtheiThlk.  This 
makes  it  easy  to  plug  into  just  about  any 
network,  including  PC  and  Mac  LANs. 
And  to  get  really  fast  network 
performance. 

To  optimize  the  LaserJet  4  for  Windows 
printing,  we  codeveloped  some  break¬ 
throughs  with  Microsoft?  Including 
Windows  3.1  TrueType  fonts  and  ras- 
terizer  built  in  to  make  sure  your  users 
get  fast,  WYSIWYG  printing.  The  fast 


Windows  driver  with  HP-GL/2  vector 
graphics  also  enhances  printing  speed. 

Several  popular 
software  drivers  are 
included:  Windows, 
WordPerfect  and 
Lotus.  As  well  as  the 
new  HP  Explorer 
PC  utility  software, 
which  provides  a  printing  tutorial  to 
guide  your  users  through  set-up  and 
operation  of  the  printer’s  new  features. 

All  this  makes  the  HP  LaserJet  4  printer 
supremely  simple  to  plug-and-play.  As 
you’d  expect,  it  also  offers  complete 
document  and  software  compatibility 
with  the  HP  LaserJet  III  printer. 

Setting  the  standard  in  price,  too. 

With  all  these  advances  and  more,  you’d 
expect  a  big  jump  in  price. 

Quite  the  opposite.  At  just  $2,199,*  the 
HP  LaserJet  4  printer  lists  for  less  than 


the  printer  it  replaces.  And,  of  course, 
it  comes  with  pace-setting  HP  quality 
and  reliability. 

CaU  1-800-LASERJET  (1-800-527-3753), 

Ext.  7133  for  the  name 

of  your  nearest  autho-  A 

rized  HP  LaserJet  /  \ 

dealer.+ And  ask  for  "" 

a  print  sample  AA  >; 

to  see  just 

how  great  the 

output  looks?* 

If  it  isn’t  a  Laser  Jet^nL  j 

it’s  only  a  laser  printer7*^SAx 


Whnl  HEWLETT 
mL/LM  PACKARD 


•Suggested  US.  list  price,  tin  Canada  call  1-800-387-3867,  Ext.  7133.  ••'Ib  have  a  LaserJet  4  printer  data  sheet  sent  immediately  to  you  via  fax  machine,  call  1-800-964-1492  from  your  touch  tone  phone  Microsoft  is  a  US.  registered  trademark  of  Microsoft 
Corp.  Windows  3.1  is  a  product  of  Microsoft  Corp.  Ado!**  and  FGslScnpt  are  trademarks  of  Adobe  Systems  Incorporated  which  may  be  registered  in  certain  jurisdictions.  Lotus  is  a  U.S.  registered  trademark  of  Lotus  Development  Corporation. 


News:  Comdex 


Grid,  AT&T  jolt  pen  market 


By  Michael  Fitzgerald 

LAS  VEGAS 


The  shaky  pen  market  got  what  looks  to  be 
a  solid  shot  in  the  arm  last  week  from  sev¬ 
eral  major  announcements  and  some  real 
live  customers. 


Grid  Systems  Corp.  unveiled  the  Grid 
Convertible,  a  combination  pen  and  key¬ 
board  notebook  featuring  Intel  Corp.’s  25- 
MHz  80386SL.  Priced  at  $3,495,  it  runs  Mi¬ 
crosoft  Corp.’s  Windows  for  Pen 
Computing  and  is  bundled  with  Penware, 
Inc.’s  PenCell  spreadsheet. 


D.  Bruce  Walter,  Grid’s  president,  said 
he  is  looking  forward  to  healthy  Convert¬ 
ible  sales,  in  part  because  of  input  from  be¬ 
ta-test  users  such  as  Brent  Rogers,  man¬ 
ager  of  information  systems  at  Columbia, 
S.C.-based  Colonial  Life  &  Accident  Insur¬ 
ance  Co.  Rogers  has  five  units  right  now, 


with  45  more  on  order.  He  said  if  the  prod¬ 
uct  works  out,  Colonial  will  outfit  all  1,500 
of  its  agents  with  a  Convertible. 

“Most  of  our  agents  are  computer  illit¬ 
erate  to  the  point  where  it  takes  them  a  lot 
of  time  to  even  use  the  mouse.  They’re 
more  comfortable  with  a  pen,”  Rogers 
said.  “But  the  big  value  to  us  is  the  ability 
to  do  electronic  signature  capture  —  this 
means  we  have  the  ability  to  sign  deals 
w’hen  we  make  the  initial  call.” 

Analysts  said  they  liked  the  product  and 
noted  that  Grid’s  pricing  and  design  wrould 
help  it  avoid  the  sales  woes  that  sank  Mo¬ 
menta  International,  Inc.  Some  said  they 
expect  the  unit  will  sell 
for  less  than  $3,000 
on  the  street. 

“If  I  had  to 
choose  a  notebook, 
it’d  be  this  one,” 
said  Andrew  M. 

Seybold,  editor  in 
chief  of  the  “Outlook  on 
Professional  Computing”  in  Brookdale, 
Calif.  “It’s  a  good  notebook,  plus  it  has  the 
Pen  for  Windows  software,  so  it  gives  you 
capabilities  beyond  the  mouse.” 

Grid’s  system  also  “throws  down  a 
gauntlet  to  traditional  notebook  vendors 
because  it  makes  the  pen  important 
enough  to  pay  attention  to,”  said  Tim  Baj- 
arin,  president  of  Creative  Strategies  Re¬ 
search  International,  Inc.  in  Santa  Clara, 
Calif.  Bajarin  predicted  that  more  prod¬ 
ucts  like  the  Convertible  will  debut. 

Corporate  support 

Pen-only  computers  are  by  no  means  dead 
and  received  a  strong  vote  of  confidence 
from  AT&T,  NEC  Corp.,  Matsushita  Elec¬ 
tric  Industrial  Co.  and  Toshiba  Corp. 
These  companies  all  announced  last  week 
that  they  would  build  products  around 
AT&T’s  Hobbit  microprocessor  and  Go 
Corp.’s  PenPoint  operating  environment. 
Previously,  only  AT&T’s  Microelectronics 
division  supported  Hobbit. 

AT&T  also  said  it  will  resell  the  EO,  Inc. 
Personal  Communicators  —  which  are 
Hobbit-  and  PenPoint-based —  through  its 
Phone  Center  stores. 

“The  pen-based  market  has  bifurcated 
into  a  notebook  and  pen  business  and  a 
personal  communicator  business,  and  we 
think  the  EO  machine  is  the  most  exciting 
thing  in  the  pen  market,”  noted  Go  Chair¬ 
man  S.  Jerrold  Kaplan. 

Go  announced  PenPoint  Version  2.0,  an 
international  version  that  runs  in  different 
languages.  It  was  built  using  Universal 
Code,  which  is  a  10-bit  code,  rather  than 
the  8-bit  (or  1-byte)  model  used  in  the  U.S. 
This  could  make  it  easy  for  U.S.  and  Japa¬ 
nese  software  vendors  to  convert  t  heir  pro¬ 
grams  to  each  other’s  markets.  Go  is  now 
developing  PenPoint  Version  3.0,  with 
much-enhanced  communications  abilities, 
for  release  next  year. 

Several  companies  said  they  were  seri¬ 
ously  investigating  the  Go  environment  for 
their  businesses.  “We  think  it  could  let  us 
do  things  we  can’t  do  today,”  said  Richard 
A.  Groff,  business  area  consultant  at  Cen¬ 
tral  and  South  West  Services,  Inc.  in  Dal¬ 
las.  Groff  said  his  company  was  in  a  proof- 
of-concept  stage  right  now,  testing  the 
various  hardware  devices  on  the  market 
on  the  way  to  a  June  1 993  pilot. 
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Windows.  Client-server  com¬ 
puting.  LANs.  SQL.  Open  Systems. 
Today’s  array  of  computing  trends 
and  standards  still  isn't  enough  to 
guarantee  end-users  the  value  they 
require. 

Express/EIS  is.  It’s  the  heart  of 
EIS  II,  the  complete  corporate  com¬ 
puting  solution  available  exclusively 
from  Information  Resources. 

Open  to  multiple  user  interfaces, 
platforms 
and  operating 
systems, 


EIS  II  provides 
one  unified 
software 
architecture  for  executive,  sales, 


1-800-765-7227 

(416-221-2100  in  Canada) 


marketing  and  finance  applications 
enterprise-wide.  Plus  true  data-driven 
analytical  power  and  compatibility 
with  existing  databases. 

EIS  II  goes  far  beyond  the  simple 
information  access  and  data  display 
of  first-generation  EIS.  It  delivers 
the  added  value  needed  for  end-users 
to  re-engineer  today’s  most  critical 
business  functions. 

We’ll  prove  it.  With  real-world 
success  stories  explaining  how  leading 
organizations  are  solving  complex 
business  problems  by  delivering 
value  to  their  end-users.  Call  now 
•  for  a  free  EIS  II  Solution  Kit. 

Information 


SOFTWARE  PRODUCTS  GROUP 


©1992  Information  Resources,  Inc.,  Software  Products  Group,  200  Fifth  Avenue,  Waltham,  MA  02154  617-890-1100 
(\\  ithout  taking  a  political  stand  -  users  will  change  a  system  they  perceive  as  failing  to  deliver  sufficient  value.) 
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ere  is  statistic*!  evidence  that  the  eiplanetory  variables  in  the 
odel  are  related  to  the  eipected  value  of  KDL  However,  soae  of  the 
assumptions  under  lying  the  analyala  are  violated.  Please  eiplore  the 
ptions  in  detail. 
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The  SAS®  System  for  Information  Delivery. 


The  head  of  new  business  development  is  demanding  next 
year’s  sales  predictions— by  next  week.  The  Total  Quality 
Management  team  has  found  an  outstanding  new  way  to 
design  experiments— but  their  stand-alone  software 
doesn’t  know  how  to  do  it.  And  the  CFO  is  still  looking  for 
spreadsheets— of  unlimited  size. 

Unfortunately,  your  time  is  limited.  And  so  is  your  budget 
for  new  analytical  packages.  So  how  can  you  possibly  keep 
up  with  the  diverse  data  analysis  needs  of  your  diverse 
user  community?  The  answer  is  the  SAS®  System  for 
Information  Delivery. 

One  System  for  Your  Organization’s 
Entire  Range  of  Data  Analysis  Needs 

No  matter  what  kind  of  data  they’re  analyzing,  your  clients 
will  get  results  they  can  trust  with  the  SAS  System. 
Renowned  statistical  tools  are  fully  integrated  with  powerful 
operations  research,  econometric,  and  time  series  methods. 

For  specialized  tasks,  explore  the  SAS  System’s  quality 
improvement,  experimental  design,  clinical  trials  testing, 
laboratory  data  analysis,  and  visualization  techniques. 


There’s  even  an  interactive  matrix  language  for  the  most 
advanced  mathematical,  engineering,  and  statistical  needs. 

Call  Today  for  a  Free  Evaluation 

See  for  yourself  why  more  than  20,000  companies— from 
aerospace  to  agriculture,  manufacturing  to  medical  research- 
trust  their  most  important  data  to  the  SAS  System.  Just  give 
us  a  call  at  919-677-8200  to  discuss  your  organization’s 
analytical  needs  and  to  receive  a  free  SAS  System  executive 
summary.  Also  ask  for  details  about  the  SAS  System 
Executive  Briefing. .  .coming  soon  in  your  area. 

The  SAS®  System. 

The  World’s  Leading 
Information  Delivery  System. 


SAS  Institute  Inc. 

Software  Sales  Division 

SAS  Campus  Drive  □  Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©  1992  by  SAS  Institute  Inc.  Printed  in  the  USA. 


Give  your  i486"  PC  nitro -fueled, 


Introducing  Intel 
OverDrive  Processors 
for  your  i486 M  DX  PC. 

Want  to  really  soup  up  your  i486 
system?  Then  it's  time  you  install 
a  new  Intel  OverDrive  Processor 
under  the  hood. 

A  single-chip  upgrade,  an 


Intel  OverDrive  Processor  will  boost 
the  overall  performance  of  your  i486 
DX  or  SX  system  up  to  70%. 

By  using  Intel’s  ingenious  “speed 
doubling”  technology,  OverDrive 
Processors  give  you  added  power  to 
run  all  of  your  software  like  greased 
lightning — from  AutoCAD  to 


i486™  DX  System  Performance 


Seconds 


ground-pounding  performance. 


WordPerfect  and  over  50,000 
applications  in  between. 

Plus,  it  doesn’t  take  long  to 
install  an  OverDrive  Processor. 
Simply  plug  it  into  the  vacant 
OverDrive  Processor  socket 
and  you’re  off  and  running.  Faster. 

So  to  rev  up  your  whole  system 


■ 


M;]i 


Find  out  more.  Ask  for  ext.  234 

1-800-538-3373 


To  find 
Processor 


and  keep  up  to  speed 
with  all  the  latest  soft¬ 
ware  developments, 
you  need  the  future  of 
PC  upgradability:  Intel 
OverDrive  Processors, 
out  which  OverDrive 
is  right  for  your  system 


or  to  locate  your  nearest  dealer, 
call  1-800-538-3373,  ext.  234. 
And  turn  your  PC  into  a  street- 
legal  racing  machine. 

intel. 


News:  Comdex 


IBM  maps  out  0S/2’s  path 


Object  technologists  will  link  existing  apps  to  Pink  operating  system 


By  Christopher  Lindquist 

LAS  VEGAS 


Where  is  OS/2  headed?  That  was  the 
question  answered  partially  by  Lee 
Reiswig,  who  heads  IBM’s  Personal 
Software  Products  group,  as  the 
group  made  its  public  debut  at  Com¬ 
dex  last  week.  The  road  is  still  a  bit 
unclear,  but  at  least  there  is  a  road. 

The  company’s  current  operating 
system  lineup  includes  OS/2,  DOS, 
AIX  and  the  future  fruits  of  Taligent, 
a  joint  venture  with  Apple  Comput¬ 
er,  Inc.  that  is  developing  an  object- 
oriented  operating  system. 

Additionally,  Taligent’ s  founda¬ 
tion,  the  Mach  kernel,  offers  porta¬ 
bility  across  platforms  for  OS/2  and 
MX. 

To  which  should  users  or  inde¬ 
pendent  software  vendors  turn? 
They  can  look  for  guidance  from  a 
rough  road  map  sketched  out  by 
IBM  officials  last  week: 

•Starting  next  year,  OS/2  will  offer 
object  technologies  that  will  allow 
developers  to  write  applications 
that  wall  later  be  able  to  run  on  Tali- 


ls  interest  in 
OS/2  rising? 
According  to 
a  Forrester 
Research 
survey  of  100 
Fortune 
1,000  sites, 
theansweris 
yes.  0S/2's 
networking 
features, 
multitasking 
capabilities, 
DOS  and 
Windows 
integration 
and  the 
ability  to 
downsize 
key  business 
applications 
were  the 
reasons 
cited  for 
using  the 
operating 
system. 


gent’s  Pink  operating  system. 

•In  addition,  these  OS/2  developers 
will  be  able  to  run  their  applications 
on  a  micro  kernel-based  version  of 
OS/2. 

•Meanwhile,  Unix  developers  can 
stay  on  Unix  and  write  applications 
to  a  version  of  AIX  also 
based  on  the  micro  kernel. 

The  micro  kernel  is  in¬ 
tended  to  enable  portabil¬ 
ity  and  multiprocessor 
support  for  OS/2  and  AIX. 

Reiswig  acknowledged 
that  IBM  has  just  begun  to 
speak  to  users  and  devel¬ 
opers  individually  on  the 
latest  operating  system  strategy  but 
said  there  will  be  a  concerted  effort 
to  get  the  information  out. 

IBM  will  not  only  be  giving  infor¬ 
mation  but  will  request  it.  “It’s  not 
what  we’ve  done  in  the  past,”  Reis¬ 
wig  said:  “Blast  the  things  out  and 
hope  everyone  likes  it.” 

Analysts  said  the  strategy  will 
work  but  added  that  it  is  neither  a 
great  solution  nor  one  that  is  very 
well  spelled  out. 


“It’s  the  ‘Anything  but  NT’  strate¬ 
gy,”  said  John  McCarthy,  director  of 
comput  ing  strategy  research  at  For¬ 
rester  Research,  Inc.  in  Cambridge, 
Mass.  “They’re  scrambling.” 

Where  they  are  scrambling  to,  of 
course,  is  Taligent.  Exactly  how 
they  are  going  to  get  there 
and  how  long  that  will 
take  are  the  key  ques¬ 
tions,  which  no  one  at  IBM 
or  Taligent  seems  ready 
to  answer. 

“I  don’t  know  how 
they’re  going  to  do  it,  and 
they’re  not  telling  anyone 
how  to  do  it,”  said  Andy 
Mahon,  director  of  advanced  soft¬ 
ware  development  at  New  Science 
Associates,  Inc.  in  Boston.  Develop¬ 
ers  “have  to  take  it  on  faith.” 

This  raises  yet  another  question: 
After  years  of  hanging  tough  with 
IBM  on  the  many  reincarnations 
and  repositionings  of  OS/2,  will  de¬ 
velopers  stay  the  course  or  transfer 
all  allegiance  to  competing  systems 
such  as  NT?  It  is  too  early  to  know 
for  sure. 


Exactly 
how  they 
are  going 
to  get  to 
Taligent  is 
a  key 
question. 


IBM  mulls  groupware  alternatives 

CONTINUED  FROM  PAGE  1 


serve  as  the  entry-level  workgroup 
product.  An  alpha  version  of  this 
software  was  demonstrated  at  Com- 
dex/Fall  ’92  and  included  capabili¬ 
ties  to  remotely  share  the  OS/2  Clip¬ 
board  as  well  as  a  feature  called 
OS/2  Chat  that  would  allow  a  real¬ 
time,  two-way  conversation. 

•A  second  level  would  be  another 
OS/2  with  built-in 
integrated  work¬ 
group  applications, 
such  as  electronic 
mail.  Also  targeted 
at  small  groups,  it 
would  be  designed 
for  users  who  do 
not  need  a  full¬ 
blown  workgroup 
platform  but  want 
some  workgroup 
functions.  It  would 
likely  be  the  most 
direct  Microsoft  Windows  for  Work¬ 
groups  competitor.  Art  Olbert,  IBM 
Personal  Systems  director  of  LAN 
systems,  would  not  say  which  appli¬ 
cations  would  be  bundled  in  it  but 
said,  “It  isn't  going  to  be  all  IBM 
stuff." 

•A  third  level  would  be  OS/2  and 
LAN  Server,  to  which  separate  com¬ 
ponents  could  be  added,  such  as 
Cc:Mail.  This  would  be  aimed  at  us¬ 
ers  who  need  higher  level  network¬ 
ing  functions  and  who  may  wish  to 


add  workgroup  elements  on  a  com¬ 
ponent  basis. 

•A  fourth  level  would  be  Notes, 
which  IBM  currently  resells  and 
considers  its  premier  workgroup  of¬ 
fering  for  local-area  networks.  It  is 
offered  to  users  requiringa  more  so¬ 
phisticated  workgroup  platform. 
•An  optional  fifth  level  would  be 
Notes  technology 
bundled  into  the 
OS/2  operating 
system.  Work  has 
been  underway  on 
this  project  since 
last  year.  “We  are 
still  working  on 
this,”  Olbert  said. 
“We  are  working  to 
make  it  so  their  se¬ 
curity,  directories 
and  log-ons  can  be 
replaced  by  what 
you  get  with  the  OS/2  system.  But 
you  would  still  get  the  Notes  func¬ 
tion.” 

Information  systems  managers 
said  this  strategy  appeared  to  be  a 
cover-all-the-bases  approach, 
which  could  appeal  to  a  variety  of 
users.  But  one  executive  said  it  still 
w  ould  not  change  his  mind  on  0S/2’s 
role. 

"Im  not  sure  it  would  make  a  fun¬ 
damental  difference,”  said  Ronan 
McGrath,  vice  president  of  IS  and 


“Windows 

for 

Workgroups 
is  receiving  a 
questionable 
response.” 

—Art Olbert,  IBM 


While  IBM 
evaluates 
workgroup 
plans, 
Microsoft  is 
planningto 
ship  at  least 
l  million 
copies  of 
Windows  for 
Workgroups 
within  12 
months. 


accounting  at  Canadian  National 
Railways  in  Montreal.  “There  is 
nothingout  there  that  would  change 
our  view  of  OS/2  as  a  server  operat¬ 
ing  system  only.” 

Paul  Zagaeski,  a  senior  analyst  at 
The  Yankee  Group  in  Boston,  said 
the  plan  suggests  IBM  is  rethinking 
the  way  it  traditionally  approaches 
a  new  market. 

“In  the  past,  IBM’s  preferred  cus¬ 
tomer  profile  would  have  excluded 
the  kind  of  customer  that  would 
want  this  really  low-end  function,” 
Zagaeski  said. 

While  Olbert  would  not  say  if  or 
wrhen  any  of  these  efforts  would  be¬ 
come  real  products,  he  nonetheless 
asserted  that  IBM's  plan  will  one-up 
Microsoft  because  it  fills  in  gaps  left 
by  Windows  for  Workgroups. 

“Windows  for  Workgroups  is  re¬ 
ceiving  a  questionable  response  be¬ 
cause  people  are  saying,  Tm  not 
sure  how  to  use  this,’  ”  Olbert  said. 

Not  surprisingly,  Microsoft  chal¬ 
lenged  IBM’s  claim  and  said  the 
Windows  for  Workgroups  offering 
can  be  tailored  to  fit  different  user 
requirements. 

Rogers  Weed,  a  Windows  for 
Workgroups  product  manager,  said 
that  users  can  choose  to  install  any 
or  none  of  the  workgroup  applica¬ 
tions  bundled  with  the  operating 
system. 


Reporter’s 

Notebook 


The  folks  who  put  on  Comdex/Fall  '92,  the 
Interface  Group,  were  kind  enough  to  sup¬ 
ply  a  show  guide  on  floppy  disk  for  people 
who  didn’t  want  to  cart  arou  nd  the  fat  723- 
page  book.  Unfortunately  for  the  thou¬ 
sands  of  laptop  users  who  attended,  how¬ 
ever,  it  was  only  on  S'/t-inch  disks. 

One  of  the  hottest  —  or  at  least  most  no¬ 
ticeable —  freebie  pins  at  the  show  came 
from  Stargate  Technologies,  a  network- 
inghardvvare  manufacturer.  It  wasn’t  just 
the  look  of  the  battery-operated,  flashing 
accessory  that  got  people  to  wear  them, 
though:  Stargate  spotters  handed  out  cash 
to  people  seen  wearingthc  pins  on  the 
show  floor  or  at  local  casinos.  Rumor  had 
it  the  Mirage  and  Caesar’s  offered  the  best 
odds  for  pin  wearers. 

While  Microsoft's  Foxpro  2.5  database 
performed  flawlessly  in  demos,  sister 
product  Access  wasn't  so  lucky.  Access 
twice  failed  to  import  a  graph  properly.  To 
top  things  off,  when  the  room  went  dark  for 
the  final  video,  nothinghappened  for  an 
embarrassingly  long  moment.  “Maybe 
someone  tripped  over  the  power  cord,”  one 
at  tendee  was  overheard  saying. 

The  annual  sexist  booth  award  goes  again 
to  Computer  Associates,  which  got  some 
bad  press  at  the  spring  Comdex  event  for 
featuring  a  fashion  show  with  scantily  clad 
women  at  its  booth .  At  Comdex/Fall,  the 
company  stuck  with  the  fashion  show 
theme  but  this  time  trotted  out  beefcake 
alongvvith  the  cheesecake. 

IBM  showed  its  micro  kernel  technology  in 
action  at  its  software  booth,  demonstrating 
the  Carnegie  Mellon  Mach  3.0  kernel  run- 
ninga  few  AIX  “personalities”  alongvvith 
a  DOS  personality.  The  one  missing?  OS/2 
2.0,  which  was  not  quite  ready  to  demo  in 
public. 

T.  S.  Microtech  pressed  people’s  hot  but¬ 
tons  wit  h  a  S40  prize  for  attendees  who 
could  stand  the  transistors’  heal  and  hold 
a  finger  on  the  company’s  480-based  micro¬ 
processor  for  40  seconds. 

Rumors  around  the  show  floor  held  that 
Apple  is  talking  to  IBM  about  developing  a 
Newton  operating  system  that  runs  on  In¬ 
tel  processors  —  another  step  in  Apple's 
transmogrification  to  a  software  vendor. 

IBM’s  OEM  booth  had  OS/2-ready  versions 
of  PCs  from  Compaq,  AST,  Zenith  Data 
and  Gateway  2000.  An  IBM  marketing  rep 
said  negotiations  for  these  vendors  to  bun¬ 
dle  OS/2  were  under  way.  Don’t  hold  your 
breath,  though.  A  well-placed  Dell  source 
said  that  after  Dell’s  Glenn  Henry  and 
IBM’s  Lee  Reiswig  shook  hands  on  a  deal 
for  Dell  to  bundle  OS/2,  six  months  passed 
before  IBM’s  lawyers  signed  off  on  the  deal. 

—  Compiled  by  CW  staff  members 
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In  the  beginning,  only  hackers  cared  about  UNIX. 

Now  it’s  ironic  to  see  gaggles  of  suits 

trekking  down  to  IS  asking  the  gurus  about  UNIX. 

“Will  it  save  our  company?”  they  plead. 

And  hackers  (we  mean  IS  professionals), 
weary  of  flaming  the  clueless  veeblefesters, 
shouldn’t  be  faulted  for  wondering  what  took  so  long. 

(All  at  once  now:  “What  took  management  so  long  to  get  UNIX?”) 
Anyone  with  an  IQ  above  room  temperature  knows  that  the  hostile 
takeovers,  LBOs,  and  “consolidations”  of  1980’s-style 
attack  capitalism  finally  caught  up  with  everyone. 

Efficiency  is  now  in  fashion. 

Right-sizing  is  in  vogue 

Now  people  need  UNIX  because  it  makes  applications  and  data 
portable  to  platforms  of  vastly  different  scale. 

So  companies  can  rebuild  while  vastly  reducing  costs. 

Those  who  have  tried  it  are  very  happy  with  UNIX. 

The  hackers  in  the  IS  department  are  happy,  too, 
because  they  can  finally  stop  being  computer  paleontologists 
and  go  back  to  advancing  computer  science. 

Live  free  or  die! 

Dun  &  Bradstreet  Software  is  pleased  to  announce  Millennium  UNIX. 
Fully  functional  financial  and  materials  management  packages  for 
the  most  widely  used  multi-user,  general-purpose  operating  system 
in  the  world.  Call  now,  404-239-INFO  . 

*  advTHANKSance  (TLA.,  or  Thanks  in  Advance)  for  calling.  I  >H  SOFTWARE 

Offered  in  cooperation  with  Data  General  Corporation,  Dun  &  Bradstreet  Software 

Digital  Equipment  Corporation,  Hewlett-Packard  Company, 
and  International  Computers  Limited. 

UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories,  Inc. 


s  they  say,  its  all  in  the  genes.  Introducing  the 
ThinkPad  from  I  PM.  The  slickest,  sleekest 
little  number  that  ever  crunched  one.  A  mere  seven- 
and-a-hall  pounds  of  brains  and  beauty  that  just 
I )cgs  you  to  take  it  anywhere.  And  once  you  own  one, 

J  J  J 

t  hat's  exactly  what  you  II  do. 

The  top -of- the- line  ThinkPad  700C  sports  a 


< -  ill  this  in  only  11-7." - > 

Introducing 

ThinkPad 


screaming  486  SIX  "  25  MHz  upgradable  processor. 
But  its  built  for  comfort  too.  There’s  a  surprisingly 
roomy  interior,  with  a  full-size,  ergonomically 
designed  keyboard.  And  a  screen  that  literally  bends 
over  backwards  (180  degrees,  to  be  precise). 

Strategically  placed  on  the  keyboard  is  a  little 
red  spot  called  the  Track  Point  11“  It  does  what  a 
mouse  would  do  with  a  few  million  more  years  of 
(‘volution.  Nothing  dangles;  it’s  part  of  the  soul 
of  the  machine.  You  can  operate  it  with  one  finger¬ 
tip.  And  it  allows  you  to  think  on  any  terrain, 
even  one  without  any  Hat  surfaces. 

The 'ThinkPad’s  screen  is  a  thing  of  almost 
aching  beauty.  Its  640  X  480  VGA  resolution  is 
sharper  than  that  of  many  desktop  computers.  It  dis¬ 
plays  256  colors.  And  it’s  the  biggest  screen  on 
any  notebook.  All  of  which  makes  ThinkPad  very 
easy  on  the  eyes. 

The  ThinkPad  comes  standard  with  things  some 
other  notebooks  don’t  even  offer  as  options.  Like 
4MB  of  memory  you  can  upgrade  to  16MB.  120MB 
of  hard  disk  space.  Pre-installed  DOS  5.0  and 

•Depending  on  usage  and  configuration  "MSRP  Dealer  prices  may  vary.  tWarranty  information  available 
from  the  Personal  Systems  HelpCenter  or  an  IBM  authorized  dealer  700T  warranty  Is  available  In  USA 
and  Canada  only  "  In  Canada,  call  1  800  465  7999  IBM  is  a  registered  trademark  and  ThinkPad.  HelpWare, 
HelpCenter,  SLC  and  TrackPoint  II  are  trademarks  of  International  Business  Machines  Corporation.  PRODIGY 
is  a  registered  trademark  of  Prodigy  Services  Company  ©  1992  IBM  Corp. 
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Reasons  To  Buy  ThinkPad 


TrackPoint  II 
TFT  Color  Display 
IBM  486  SLC  Processor 
Removable  Hardfile 
Expandability 
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The  whole  thing  weighs  only  76  pounds 


If  256  colors 
and  razor-sharp 
resolution  can’t 
get  your  motor 
running,  you 
need  a  new 


mgejmage  Options  Preferences 


Photo 


The  screen 
tilts  up  to 
180  to 
adjust  to  the 
whims  and 
idiosyncrasies 
of  the  driver. 


iHHHk 

The  ergonomic,  full-size  keyboard 

first  lap  to  the  last. 

I ’KOI  )l(  /Y.  You  can  soup  it  up  \s  it  h  a  turbo-charged 
486SLC2  50/25  MHz  processor — just  one  ol  1 1 li*- 
upgrade  products  IBM  oilers. 

And  the  hard  disk  is 
removable,  which 
makes  it  easy  to 
upgrade  and  share 
your  ThinkPad, 
not  to  mention 
the  great  secu¬ 
rity  and  virtu¬ 
ally  unlimited 
storage. 

ThinkPad 
blows  the  doors 
oil  its  competition 
in  an  even  more 
surprising  arena. 

Price.  Any  ThinkPad 
in  the  line  will  give 
you  more  lor  your  money — 
and  for  your  psyche — than 
any  other  notebook  you  can  buy. 


ThinkPad 

Model  700C 

Model  700 

Processor 

486  SLC/25  MHz 

486  SLC/25  MHz 

Display 

10.4"  Active  Matrix 
256-Color  Screen 

9.5"  Monochrome  Display 

64  Grayscale  Screen 

Battery  Life* 

2-4  Hours 

3.8-75  Hours 

Weight 

7.6  Lbs.  with  Battery  |  6.5  Lbs.  with  Battery 

Warranty 

3  Years  (International)  3  Years  (International) 

Price** 

$4,350 

$2,750 

If  you  have  questions  along  the  way,  your 
ThinkPad  Models  700C  and  700  are  supported  by 
HelpWare,"  an  invaluable  service  package  that 
includes  a  three-year  international  warranty/ 

For  more  information  or  an  IBM  authorized 
dealer  near  you,  call  our  Personal  Systems 
HelpCenter™  24  hours  a  day,  7  days  a  week  at 
1  800  772-2227t+ 

Then  just  park  one  in  your  lap  and  see 
what  happens. 


a  mainframe. 

5  a  Maserati. 


Virtual 

reality? 

No,  a 

multimedia 
display  fora 
vendor  of 
local-bus 
equipment. 


News:  Comdex 


Photographer  Chip  Simons  took  an  unorthodox  view  of  the 
Comdex  show.  After  five  days  of  cruising  the  six  convention  sites, 
show  goers  may  well  identify  with  these  su  rrealistic  images. 


Comdex 
visitors  flock 
to  the  Las 
Vegas 
convention 
center,  one 
of  six  show 
sites. 


A  visitor  to 
Microsoft's 
Windows 
display  is 
apparently 
overcome  by 
the  sheer 
volume  of 
applications 
on  display. 


Conventional  View 


Off  the  show 

floor,  a 

mobile 

computing 

showcase 

highlights 

how  small 

computers 

have 

become. 


A  couple  of 
employees 
on  booth 
duty  ham  it 
up  with 
Lotus-colored 
glasses. 


Everyone’s  got  a 
gimmick.  For 
Fujitsu,  it's 
construction 
garb. 


Toshiba 
relies  on  a 
giant 

message  to 
draw 

attention  to 
its  tiny 
computers. 
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News:  Comdex 


IBM  PCs  to  take  ‘Green’  slant 


Environmen¬ 
tally  sound, 
or  “green," 
PCs  are 
being  driven 
byemerging 
European 
standards.  A 
European 
Community 
directive, 
scheduled  to 
take  effect 
next  month, 
states  that 
radiation 
from  PCs 
should  be 
reduced  to 
negligible 
levels. 

Commodore's 
German  unit 
has  gone 
one  step 
further:  It 
will  recycle 
any  old  PC. 


By  Michael  Fitzgerald 

LAS  VEGAS 


The  IBM  PC  Co.  unveiled  a  next- 
generation  PC  last  week  that  weighs 
4.4  pounds,  measures  12  by  12  in., 
uses  neither  the  AT  nor  the  Micro 
Channel  Architecture  bus  and  has  a 
flat-panel  monitor  in  place  of  a  CRT. 

Compliant  with  Environmental 
Protection  Agency  regulations  that 
go  into  effect  in  1993,  a  family  of 
products  similar  to  the  IBM  Energy 
Prototype  PCs  will  appear  before 
the  middle  of  next  year,  accordingto 
James  G.  Turner,  director  of  premi¬ 
um  systems  at  IBM. 

“I  guess  you  could  call  it  the  PS/3, 
though  I  don’t  know  that  that’s  what 
we’ll  call  it,”  Turner  said.  One 
source  said  the  new  machine  maybe 
called  the  Personal  System/2  Exec¬ 
utive  model. 

IBM’s  prototype,  which  Turner 
said  is  very  close  to  what  IBM  in¬ 
tends  to  introduce  next  year,  has 
several  other  unusual  features,  in¬ 
cluding  the  following: 

•The  bus  interface  has  four  Person¬ 
al  Computer  Memory  Card  Interna¬ 


tional  Association  (PCMCIA)  Type  2 
slots,  two  on  the  front  and  two  on  the 
back. 

•The  casing  has  room  for  a  3‘/2-in. 
disk  and  a  2 '/2-in.  hard  drive. 
•Advanced  power  savings  are  built- 
in.  With  the  flat-panel  display,  the 
system  will  draw  51W  of  electricity, 
compared  with  the  250W  today’s 
PCs  use. 

IBM  estimated  a  PS/3  will  cost  $15 
a  year  in  power,  as  opposed  to  $150 
to  $200  a  year  today.  Turner  said  he 
did  not  expect  the  new  PCs  to  cost 
customers  a  premium. 

The  display  machine  used  IBM’s 
clock-doubling  25/50-MHz,  3.3V 

486SLC2.  Intel  Corp.,  Cyrix  Corp. 
and  Advanced  Micro  Devices,  Inc. 
also  make  3.3V  processors,  which 
they  plan  to  include  in  their  product 
lines. 

Turner  said  IBM  was  moving  its 
product  line  in  an  energy-conserv¬ 
ing  direction  because  of  the  high 
cost  of  energy  here  and  in  Europe 
and  the  small  footprint  needed  for 
the  rapidly  growing  Japanese  mar¬ 
ket. 

“You  could  put  this  inside  your 


desk  drawer,”  he  said,  because  the 
PS/3  uses  so  little  power  it  does  not 
need  a  fan. 

Customers  will  also  be  able  to 
purchase  a  new  keyboard  —  with 
the  numeric  keypad  split  off  from  it 
—  and  the  TrackPoint  pointing  de¬ 
vice  recently  introduced  in  the 
ThinkPad  notebook  line. 

While  the  PS/3  was  shown  with  an 
active-matrix,  thin-film  transistor, 
flat-screen  color  display,  which  is 
pricier  than  a  monitor,  Turner  said 
IBM  will  also  offer  a  regular  CRT 
with  built-in  power  management. 

The  new  machine  was  also  de¬ 
signed  with  snap-in  components  to 
make  it  easy  to  upgrade  —  and  recy¬ 
cle  when  it  is  no  longer  useful. 

Turner  said  the  systems  will  use 
MWave,  a  multimedia  chip  devel¬ 
oped  by  IBM  and  Texas  Instru¬ 
ments,  Inc.,  on  the  planar  board  and 
may  use  a  new  version  of  Extended 
Graphics  Array  to  greatly  enhance 
multimedia  graphics.  For  security, 
Turner  said,  IBM  will  build  a  utility 
into  the  system  software  that  will 
force  users  to  type  in  a  password  to 
swap  PCMCIA  cards. 


Wireless  not  ready  to  take  off 

Security,  connectivity,  standards  issues  still  need  to  be  addressed 


By  Michael  Fitzgerald 

LAS  VEGAS 


Wireless  communications  was  on 
parade  at  Comdex/Fall  '92,  but  the 
industry  agrees  it  will  be  a  while  be¬ 
fore  the  sweet  music  of  easy  con¬ 
nectivity  and  reduced  costs  be¬ 
comes  generally  available. 

“Wireless  is  in  that  magic  egg¬ 
hatching  period  right  now,  and  this 
was  its  coming-out  party,  but  there 
are  a  lot  of  issues  to  be  resolved 
around  the  cost  and  the  networking 
infrastructure,”  said  Bruce  Ste¬ 
phen,  an  analyst  at  International 
Data  Corp.  in  Framingham,  Mass. 

“With  the  cellular  and  packet 
networks,  you  have  90%  population 
coverage  and  only  30%  geographic 
coverage,  and  you  have  issues  with 
power  consumption,  cost,  security  and  transaction  efficiency,” 
said  Vern  Raburn,  chairman  of  Slate  Corp. 

The  search  for  standards  will  not  stop  early  implementors 
from  making  effective  use  of  wireless  technology,  analysts 
said. 

“For  transaction-oriented  enivronments  like  banking  or 
sales,  where  real-time  data  exchange  is  valuable,  or  for  fast- 
moving  industries  like  trucking  companies,  this  technology 
represents  an  immediate  gain  that  will  make  it  attractive,” 
Stephen  said. 

.Analysts  and  vendors  said  several  issues  remain  to  be  re¬ 
solved  before  wireless  communications  takes  off: 

•  Security  —  Right  now,  people  can  tap  into  cellular  lines  and 
read  files  as  they  are  transferred.  Encryption  software  and 


hardware  are  being  developed  but 
are  not  ready  to  ship  yet. 
•Connectivity  —  Cellular  net¬ 
works  suffer  from  staying  connect¬ 
ed  and  interference.  While  Micro- 
corn  Networking  Protocol- 10 
(MNP-10)  helps,  it  only  works  if  it  is 
installed  in  both  the  sending  and  re¬ 
ceiving  ends  or  is  built  into  the  cel¬ 
lular  network. 

•Standards  —  Nothing  is  stan¬ 
dard,  and  no  one  knows  for  sure 
whether  cellular  will  win  in  the  mar¬ 
ket,  or  if  packet-switching  ap¬ 
proaches  such  as  Ardis  will  win.  In¬ 
frared  communications  and  radio 
frequency  efforts  will  also  compete 
for  attent  ion  during  the  next  year. 
•Better  compression  algorithms 
—  These  are  needed  to  compress 
data  for  faster  transmission,  an  im¬ 
portant  cost-cutter. 

“We’re  talking  to  RAM  Mobile,  but  their  packet-switching 
price  is  on  the  high  side.  But  we  have  a  mobile  sales  force,  and 
this  would  fit  into  what  we’re  doing,”  said  James  Wallace,  in¬ 
formation  services  manager  at  Tru-Test  ManufacturingCo.  in 
Cary,  Ill. 

Next  year  there  will  be  a  frenzy  of  standards  efforts  spear¬ 
headed  by  groups  such  as  the  Portable  Computer  Communica¬ 
tions  Association.  For  instance,  IBM’s  Robert  L.  Carberrv,  as¬ 
sistant  general  manager  of  the  Entry  Systems  Division,  said 
IBM  and  a  number  of  the  regional  Bell  operating  companies 
are  pushingCellular  Pocket  Data  Protocol,  a  standard  that  will 
allow  digital  packet-switching  over  standard  analog  cellular 
lines. 


Cutting  cables 

The  present  wireless  market  primarily  consists  of  LAN 
and  PBX  technology,  but  wireless  integrated  systems 
will  be  the  market’s  real  push  in  the  future 

Total  U.S.  wireless  office  market 


(Rounded  figures) 

Unit  shipments  (thousands)  Revenue  (millions) 


1989 

0.8 

$1.2 

1990 

4.2 

$3-6 

1991 

28.4 

$24.8 

1992 

113.8 

$96.6 

1993 

520.8 

$456.9 

1994 

1,127.0 

$9518 

1995 

1,958.5 

$1,556.9 

Source:  Market  Intelligence  Research  Corp. 


Reporter’s 

Notebook 


Lexicus,  a  Palo  Alto,  Calif.-based  start-up, 
introduced  what  it  called  the  first  pen  com¬ 
puting  software  to  recognize  cursive  hand¬ 
writing.  However,  Lexicus  met  its  match 
with  our  reporter,  whose  careful  rendition 
of  "The  quick  brown  fox  jumped  over  the 
lazy  dog”  was  interpreted  as  “The  quiak 
bonn  fox  iunped  ourr  the  icgy  dc.g.” 

While  Motorola  touted  its  68000  and  88000 
series  chips  on  t  he  show  floor,  other  indus¬ 
try  figures  pegged  the  processors  for  ulti¬ 
mate  demise.  Chip  survivors  of  the  ’90s,  ac¬ 
cordingto  John  Gage,  director  of  the 
science  office  at  Sun  Microsystems,  will 
be  the  following:  Intel  because  it  is  so  well- 
entrenched:  Sun's  64-bit  SPARC,  again  be¬ 
cause  of  proliferation;  and  the  IBM/Apple 
PowerPC,  simply  because  of  the  big  bucks 
behind  it. 

Proving  that  there  is  life  beyond  comput¬ 
ers,  Microsoft  scion  Bill  Gates  fielded 
questions  on  the  human  genome  project, 
the  decliningquality  of  American  educa¬ 
tion  and  bringing  art  to  the  masses  —  all 
duringaPC  user  group  reception. 

IBM  had  the  right  idea  for  attracting  foot- 
weary  attendees  to  its  OS/2  independent 
software  vendor  display.  Demo  machines 
were  set  up  on  ergonomic  desks  from  Bros- 
sard,  Quebec-based  Forminco.  Not  only 
did  the  desk  have  very  comfortable  chairs, 
but  the  footrests  also  included  massagers. 

In  the  hype,  kitsch  and  sound  bite  cate¬ 
gory,  Bob  Corrigan,  chief  of  I BM  PC  Co., 
likened  the  independent  unit’s  new-found 
financial  and  decision-making  freedom  to 
“rediscovering  our  inner  child”  during  a 
well-attended  speech.  He  also  said,  “This 
is  not  your  father’s  IBM”  and  donned  Mick¬ 
ey  Mouse  ears  after  talking  about  a  giant 
PC  deal  with  Disneyworld  France. 

If  Windows  for  Workgroups  “is  a  virus, 
we're  the  antivirus,”  quipped  IBM’s  Bob 
Carberrv  after  consultant  Roger  McNamee 
predicted  that  Microsoft’s  new  workgroup 
application  will  be  wildly  popular  — 
“spreading  like  a  virus.”  Carberry  alluded 
to  IBM’s  own  basic  workgroup  features  re¬ 
portedly  in  the  cards  for  OS/2  (see  story 
pag'el). 

Kaleida,  Apple's  multimedia  venture  with 
IBM,  has  a  new  kind  of  CD  in  “early  alpha 
testing”  with  selected  developers,  accord¬ 
ingto  Nat  Goldhaber,  president  and  chief 
executive  officer  of  Kaleida.  The  goal  is  to 
build  a  disk  that  can  be  played  on  any  mul¬ 
timedia  machine  adhering  to  Apple’s 
Script/N  standard. 

Some  Comdex  attendees  —  after  being 
turned  away  from  hotels  where  they  had 
prepaid  reservations,  waitingtwo  hours  in 
taxi  lines  and  traipsing  miles  between  Ve¬ 
gas  hotels  and  the  convention  center  — 
were  heard  muttering,  “Never  again.  They 
don't  pay  me  enough  for  this  kind  of 
abuse.” 
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(WHEW!) 


Al&r  800  Service  offers  so  many  reliability  enhancing  features, 
that  you’ll  never  have  to  worry  about  your  800  service  again. 


It’s  the  most  reliable  800  service  out 
there.  No  matter  what  your  business’  size  or 
needs,  we  have  special  features  designed  for 
the  way  you  do  business;  features  that  keep 
your  calls  coming  in,  no  matter  what. 

As  an  AT&T  800  Service  customer,  you 
automatically  get  two  remarkable  features 
built  into  the  service.  With  our  new  FASTARSM 
technology  in  the  event  of  a  cable  cut,  we  can 
get  your  calls  to  you  in  a  matter  of  minutes, 
instead  of  several  hours.  To  protect  you 
against  any  other  disruptions  (including  ones 
caused  by  your  own  equipment),  you  also  get 
the  AT&T  800  Service  Assurance  Policy. 

Because  every  business  has  different 
needs,  we  offer  a  whole  variety  of  optional 
features,  too.  Among  other  things,  we  have 
automatic  routing  features  that  direct  calls  to 
a  specific  location,  department  or  individual, 
according  to  time  of  day,  geography,  call 
center  capacity  or  purpose  of  call. 

There’s  even  one  that  lets  you  accom- 
modate  special  promotion  periods  or  call 
surges  by  creating  up  to  six  contingency 


routing  plans.  And  if  your  call  volume  or 
staffing  levels  change  a  lot,  you  can  get  a 
feature  that  lets  you  change  the  percentage  of 
calls  allocated  to  each  of  your  locations,  just 
by  making  a  simple  call. 

For  the  ultimate  protection  against  net¬ 
work  or  equipment  problems,  you  can  opt  for 
features  that  can  reroute  traffic  within  seconds 
to  an  alternate  route  or  a  prearranged  alter¬ 
nate  location. 

As  the  inventors  of  800  Service  twenty- 
five  years  ago  and  the  designers  of  800 
service  innovations,  AT&T  has  the  expertise 
to  create  solutions  for  any  business’  needs. 
Including  yours. 

To  find  out  how  we  can  help  you  take 
the  worry  out  of  running  an  800  service, 
call  your  AT&T  Account  Executive  or 
1  800  247-1212,  Ext.  427. 

Call  now  to  take  advantage  of  a  special 
offer  on  selected  Advanced  Features.  Sign  up 
before  November  30,  1992  and  we’ll  waive 
the  installation  charge.  And  we  ll  waive  all 
usage  and  monthly  charges  through  May  1993* 
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R/3.  For  the 

open-minded  enterprise. 


m 


Think  enterprise  applications 
from  SAP. 


m/m 


SAP  has  engineered  the  integrated  software,  the  data  models 
and  tools  —  and  the  client/server  strategy  for  UNIX  — 
to  deliver  the  results  you  need.  Find  out  more. 

Call  1  (800)  USA- 1  SAP. 


R/3  is  the  only  integrated,  enterprise¬ 
wide  solution  for  client/server ...  and  more. 
^  Engineered  to  streamline  business  processes 
and  improve  quality,  customer  service,  and  profitability, 
R/3  effortlessly  manages  your  manufacturing,  financial, 
sales  and  distribution,  and  human  resources  functions  re¬ 
gardless  of  geographical,  organizational  or  technological 
boundaries.  R/3.  Consider  the  implications. 

Imagine  the  results. 


Imagine  software  so  well-engineered  that  it  runs 
across  organizational,  technological,  and  geographi¬ 
cal  boundaries.  Consider  the  flexibility  of  multi-level 
client/server  and  the  functionality  of  true  applications 
integration.  Think  of  the  freedom  that  a  complete  set  of 
tools  for  custom  applications  development  brings  to 
your  enterprise.  Or  the  strategic  value  of  an  informa¬ 
tion  model  built  with  proven  international  business 
expertise  and  innovative  software  savvy. 
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Integrated  software.  Worldwide.5M 


SAP  •  Amsterdam  •  Atlanta  •  Brussels  •  Budapest  •  Chicago  •  Copenhagen  •  Heidelberg 
Hong  Kong  •  London  •  Madrid  •  Milan  •  Paris  •  Philadelphia  •  Son  Francisco 
Singapore  •  Stockholm  •  Sydney  •  Toronto  •  Vienna  •  Zurich 
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BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medicine/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 

T  ransportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer- Related 
Systems  or  Peripherals 

85.  System  Integrators,  VARs,  Computer  Service  Bureaus, 
Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Distr./Retailer 
95.  Other _ 


(Please  specify) 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/Asst.  VP  IS/ 
MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services,  Information  Center 
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CORPORATE  MANAGEMENT 

11.  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


DEPARTMENTAL  MANAGEMENT 

51.  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 
80.  Educator,  Journalists,  Librarians,  Students 
90.  Other  Titled  Personnel 


3 


Does  your  job  function  require  involvement 
with  your  company’s  or  your  client's  computer/ 
information  systems/data  processing/ 
communications  systems? 

(Please  check  only  one) 

E4247F-3 
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80.  Manufacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  System  Integrators.  VARs,  Computer  Service  Bureaus, 
Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Distr./Retailer 
95.  Other _ _ _ 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/ Asst.  VP  IS/ 
MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Tech.  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys.  Mgt.;  LAN  Mgr.,  PC  Mgr. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 
31.  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

60.  Sys.  Integrators/  VARs/Consulting  Mgt. 
CORPORATE  MANAGEMENT 

11.  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 
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News 


Advanced  Technology 

More  than  a  matter  of  money 

U.S.  companies  must  work  on  their  methods  if  them  R&D  is  to  be  effective 


Share  of  R&D  spending  by  U.S.  industry  sector 


Though  the  U.S.  semiconductor  and  computer  industry  performed  24% 
OF  ALL  PRIVATE  SECTOR  R&D  IN  1991,  THE  U.S.  GOVERNMENT  ALLOCATED  ONLY 
2%  OF  ITS  R&D  BUDGET  TO  COMPUTER-RELATED  R&D 


Industry  sector  R&D 
spending  as  a  percent  of  all 
industrial  R&D  ($78B) 


Chemicals 
Health  care. 

Aerospace 
Electronics 


Other 


Semiconductors  and  computers 


Government  sector  spending 
as  a  percent  of  total  ($66B) 


Chemicals 

Health  care 

H  Aerospace 
'  Electronics 
Computers 

Other 
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66% 

18% 

"'"“•I  5% 

-FI 

2% 

Source:  National  Science  Foundation,  Business  Week  (COMPUSTAT) 
American  Association  for  the  Advancement  of  Science 


U.S.  corporate  R&D  by  industry  (1991) 


IN  1991,  THE  U.S.  SEMICONDUCTOR  AND  COMPUTER  INDUSTRY  INVESTED  MORE  IN 
R&D  THAN  ANY  OTHER  SINGLE  INDUSTRY  SECTOR  —  $18.6  BILLION 


$18.6B 


Total  R&D  expenses 


Semiconductors, 
computer  systems 

and  services  |  Health  care 
Automotive 


$4. IB  $3.8B  $2  9B 


Chemicals  |  Telecommunications 

Aerospace  Fuel 


Source:  Business  Week  (COMPUSTAT) 


By  Gary  H.  Anthes 


0  ONE  NEEDS  TO  TELL  APPLE 
Computer,  Inc.  about  the  impor¬ 
tance  of  research  and  develop¬ 
ment:  Last  year,  Apple  derived  an 
astonishing  85%  of  its  revenue 
from  products  introduced  during 
the  year. 

The  company  spends  nearly  $2 
million  a  day  on  R&D,  about  aver¬ 


vices  and  semiconductor  compa¬ 
nies  last  year  invested  $18.6  billion 
in  R&D,  more  than  any  other  indus¬ 
trial  sector. 

Computer  companies  are  spend¬ 
ing  more  on  R&D  as  technology 
change  accelerates.  They  are  also 
seeking  R&D  partners,  a  practice 


The  R&D  payoff 


“U.S.  chip  makers  surgingto 
front,”  trumpeted  a  Page  1  ar¬ 
ticle  two  weeks  ago  [Nov.  8]  in 
the  No  n  Jose  Mercury  News. 
The  industry  has  turned  back 
six  years  of  global  dominance 
by  Japanese  rivals,  the  news¬ 
paper  reported,  through 
"dogged  pursuit  of  self-inter¬ 
est  and  its  ability  to  summon 
government  help.” 

That  may  be  a  prescription 
for  success  for  high-technol¬ 
ogy  firms  in  the  1990s,  said 
Andrew  Procassini,  president 
of  the  Semiconductor  Indus¬ 
try  Association  in  San  Jose, 
Calif.  In  addition  to  helping 
the  industry  overcome  unfair 
Japanesetrade  practices,  Un¬ 
cle  Sam  matches  the  indus¬ 
try’s  $  1 00  million  annual  con¬ 
tribution  to  Sematech,  the 
Austin,  Texas-based  consor¬ 
tium  developing  improved 
chip-makingtechniques,  and 
adds  millions  more  to  semi¬ 
conductor  R&D,  he  said. 

The  companies  have  done 
their  part  as  well.  Between 
1978  and  1991,  semiconduc¬ 
tor  firms  increased  spending 
on  R&D  from  8%  of  sales  to 
13.3%,  Procassini  said.  And 
U.S.  companies  developed 
high-margin  microproces¬ 
sors,  application-specific  in¬ 
tegrated  circuits  and  the  like. 


that  leverages  R&D  budgets,  pro¬ 
vides  access  to  scarce  skills  and 
brings  users  new  products  faster. 

On  average,  computer  and  semi¬ 
conductor  firms  invested  8.7%  of 
their  sales  in  R&D,  more  than  double 
the  average  for  all  U.S.  industry,  ac¬ 
cording  to  Business  Week.  A  few 
companies  went  much  higher;  Intel 
Corp.  spent  17%  of  its  $4.8  billion  in 
sales  on  R&D.  and  SAS  Institute, 
Inc.  in  Cary,  N.C.,  plowed  a  whopping 
35%  of  its  $295  million  in  revenue 
back  into  its  software  products. 

But  despite  these  huge  sums  — 
and  despite  the  obvious  success  of 
companies  such  as  Apple,  Intel  and 
SAS  —  critics  say  U.S.  R&D  funds 
could  be  better  spent.  “We  are  un¬ 
derinvesting  in  long-term  re¬ 
search,”  said  Erich  Bloch,  distin¬ 
guished  fellow  at  the  private  Council 
on  Competitiveness  in  Washington, 
D.C.,  and  former  director  of  the  Na¬ 
tional  Science  Foundation  (NSF). 
“You  look  at  IBM  or  GE  or  RCA  or 
Bell  Labs;  they  have  large  labs  that 
did  a  lot  of  basic  research,  and  they 
have  cut  it  back.” 

Continual  improvements 

At  the  same  time,  Bloch  said,  U.S. 
firms  do  not  make  enough  small,  in¬ 
cremental  improvements  to  existing 
products.  “IBM’s  problem  with  the 
PC  was  that  they  sat  on  it  too  long 
instead  of  constantly  improving  it.” 
Others  say  too  much  federally  fund¬ 
ed  university  research  remains 
locked  in  the  ivory  tower,  with  little 
trickling  down  to  the  products  tax¬ 
payers  buy. 

“There  is  some  validity  to  the 
view  that  we  have  become  detached 
from  the  application  of  technology,” 
said  William  Wulf,  AT&T  professor 
of  engineering  and  applied  science 
at  the  University  of  Virginia. 

Wulf  is  a  founder  of  software  ven¬ 
dor  Tartan  Laboratories,  Inc.  and 
former  head  of  computer  science 
programs  at  the  NSF,  which  Con¬ 
gress  is  now  pressing  to  focus  more 
on  applied  research.  Wulf  said  the 
NSF  should  devote  more  attention  to 
technology  transfer  as  long  as  that 
does  not  jeopardize  long-term  basic 
research. 

Some  observers  fault  industry  for 
not  more  effectively  tapping  into  the 
technology  available  through  gov¬ 
ernment  programs  and  industry 
partnerships,  but  a  trend  to  do  just 
that  is  emerging. 

“Company  after  company  — 
AT&T,  IBM,  Motorola  —  is  reaching 
out  to  other  companies  [for]  re¬ 
search  work,”  said  J.  Richard  Iver¬ 


son,  president  of  the  American  Elec¬ 
tronics  Association  (AEA). 

Iverson  said  an  AEA  member, 
which  he  would  not  name,  may  be  on 
a  course  that  heralds  a  new  para¬ 
digm  for  obtaining  technology.  The 
company  has  sought  funding  from 
the  Defense  Advanced  Research 
Projects  Agency  for  one  phase  of 
R&D,  from  the  U.S.  Department  of 
Commerce  for  another  phase,  from 
a  joint  venture  with  a  large  company 
for  another  and  has  entered  into 
technology-sharing  agreements 
with  two  federal  laboratories. 

“It’s  pretty  exciting,  a  very  bold 
venture,”  Iverson  said.  “They  have 
taken  a  look  at  how  they  can  move 
their  business  forward,  and  it  takes 
all  these  elements  to  do  it.  It’s  a  fair¬ 
ly  small  company  and  they’d  never 
have  enough  money  or  expertise  to 
do  it  themselves.” 

R&D  partners 

He  said  another  company,  a  large 
one,  has  gone  the  same  route  but 
has  taken  it  even  further  by  includ¬ 
ing  customers  in  the  research  alli¬ 


ance,  not  as  so-called  “beta"  testers 
of  new  products  but  as  R&D  part¬ 
ners.  That  ensures  users  will  get 
what  they  need,  and  it  gives  key  cus¬ 
tomers  the  advantage  of  having  new 
technology  before  their  competi¬ 
tors,  he  said. 

Iverson  said  it  is  too  soon  to  say 
whether  these  omnibus  partner¬ 
ships  will  become  common,  but  he 
called  the  idea  “a  good  model.” 

The  government  now  spends 
some  $70  billion  on  R&D,  about  60% 
of  it  for  defense,  a  percentage  Presi¬ 
dent-elect  Bill  Clinton  has  said  is  too 
high.  He  said  he  would  shift  $7  bil¬ 
lion  over  three  years  from  defense 
R&D  to  civilian  R&D,  double  the  bud¬ 
get  of  the  National  Institute  of  Stan¬ 
dards  and  Technology,  earmark  10% 
to  20%  of  the  budgets  of  the  national 
laboratories  to  joint  ventures  with 
industry,  establish  a  civilian  tech¬ 
nology  agency  to  foster  develop¬ 
ment  of  high-risk,  high-payoff  tech¬ 
nologies  in  the  private  sector, 
encourage  the  establishment  of  con¬ 
sortia  such  as  Sematech  and  make 
the  R&D  tax  credit  permanent. 


age  for  a  computer  company  with 
$7  billion  in  annual  sales.  Com¬ 
puter  hardware,  software,  ser- 
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Viewpoint 


Reality  check 

Someone  recently  asked  me  if  I 
agreed  with  analysts’  consensus 
that  Comdex  would  be  a  drag  be¬ 
cause  1992  had  been  so  uneventful. 

The  question  amazed  me.  How  could  anyone  say  this 
year  was  uneventful?  True,  there  haven't  been  any  big 
bangs  along  the  lines  of  a  Windows  3.0  or  an  AT&T 
breakup.  But  there  have  been  enough  controlled  explo¬ 
sions  to  make  this  Comdex  one  of  the  most  fascinating 
in  years.  Since  the  last  Comdex,  the  following  has  hap¬ 
pened: 

•Hardware  price  wars  made  386/486  PC  purchases 
a  no-brainer,  even  for  home  buyers.  The  sudden  demise 
of  the  286  and  other  old-generation  technology  is  a  major 
step  toward  laying  the  foundation  for  the  crop  of  32-bit 
software  that’s  coming  down  the  pike. 

•Windows  cornered  the  mass  market  and  achieved 
the  critical  mass  necessary  to  get  all  the  critical  appli¬ 
cations  on  the  Windows  platform.  Its  slam-dunk  success 
on  the  low-end  desktop  has  sent 
DOS  development  falling  off  the 
table  faster  than  a  bowling  ball. 

Good  thing,  too,  because  innova¬ 
tion  in  the  DOS  market  had  be¬ 
come  so  painful  that  some  ven¬ 
dors  had  even  taken  to  writing 
their  own  graphical  interfaces  as 
an  alternative  to  doing  some¬ 
thing  interesting. 

•The  Unix  wars  ended  as  the 
Open  Software  Foundation  and  Unix  International  put 
to  rest  one  of  the  silliest  standards  battles  in  memory. 
And  Unix  will  need  all  the  help  it  can  get  as  the  desktop 
operating  system  battle  shifts  to  the  high  end. 

•  Client/serv  er  took  off  like  a  rocket,  to  the  extent  that 
virtually  every  large  company  is  now  actively  developing 
or  seriously  considering  client/server  applications.  In 
10  years  in  the  industry,  I’ve  never  seen  a  concept  catch 
on  in  corporate  IS  as  fast  as  this  one. 

•Object-oriented  programming  came  of  age  and 
brought  with  it  real  opportunities  for  major  advances  in 
programming  productivity.  IS  people  should  be  on  this 
stuff  like  a  pack  of  wolves. 

•Advances  in  portability  have  brought  computers 
within  the  reach  of  25  million  mobile  professionals.  The 
combination  of  high-capacity  notebook  devices  —  like 
the  one  I’m  writingon,  a  Dell  386, 80M-byte  machine  that 
weighs  about  3  pounds  —  and  wireless  networkingwill 
allow  organizations  to  make  a  dent  in  the  tremendous 
amount  of  downtime  that’s  now  wasted  when  people  are 
on  the  road. 

•Voters  elected  a  high-tech  administration  with  a 
president  who  doesn’t  think  high-tech  policy  is  a  dirty 
word  and  a  vice  president  who’s  been  a  vocal  advocate 
of  building  high-speed  information  superhighways. 
There’s  a  superb  opportunity  here  for  the  country  to  re¬ 
establish  its  technology  supremacy  and  build  the  kind 
of  infrastructure  needed  to  bring  the  benefits  of  infor¬ 
mation  technology  to  consumers. 

Yes,  theeconomy’s  been  adead  fish  thisyear  and  may¬ 
be  some  of  the  vendors  are  suffering.  But  1992  unevent¬ 
ful?  Get  real.  I  wish  every  year  could  be  like  this. 
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Letters  to  the  editor 


HP  sets  the  record 
straight 

Regarding  “HP  forms  client/server 
division”  [CW,  Oct.  26]:  Two  quotes 
were  taken  out  of  context.  Follow¬ 
ing  a  reference  to  Electronic  Data 
Systems  Corp.,  the  quote  “typically, 
they  have  not  mapped  well  with  our 
clienl/server  solutions  bundle”  was 
misleading. 

EDS  has  played  a  very  significant 
role  in  helping  customers  move  to 
client/server  computing,  as  evi¬ 
denced  by  a  recent  $10  million  fin¬ 
gerprinting  EDS/Hewlett-Packard 
contract. 

The  article  also  noted  that  the  HP 
program  includes  products  from  50 
vendors.  In  fact,  HP’s  integrated  cli¬ 
ent/server  solutions  consist  of  50 
components,  five  of  which  come 
from  alliances  with  key  third-party 
software  vendors. 

Sridhar  Ramanathan 
Cupertino,  Calif. 

Only  kidding 

I  am  writing  in  response  to  Alex  Kel¬ 
so’s  letter  to  the  editor  [CW,  Oct. 
26]:  His  assertions  are  completely 
unfounded. 

To  set  the  record  straight,  my  ar¬ 
ticle,  “Technical  dysfunction  in  sys¬ 
tems  professionals,”  is  absolutely  a 
humor-type  article.  The  Data  Pro¬ 
cessing  Management  Association 
(DPMA)  was  not  used  as  an  “exam¬ 
ple"  of  anything  as  Mr.  Kelso  stated 
but  was  included  for  two  reasons. 

First,  I  wanted  to  indicate  where  I 
had  met  my  acquaintance.  Second, 
over  the  years,  I  have  belonged  to 
several  professional  organizations 
because  of  my  high  regard  for  their 
membership.  In  fact.  1  especially 


noted  DPMA  in  my  article  to  estab¬ 
lish  part  of  my  acquaintance’s  supe¬ 
rior  technical  credentials. 

I  reiterate  my  strong  support  for 
all  professional  organizations  of 
quality. 

Sheryl  Kay 

Tampa,  Fla . 

Missing  the 
Macintosh 

I  am  truly  stunned  that  your  Buy¬ 
ers’  Scorecard  on  graphical  user 
interfaces  (GUI)  [CW,  Nov.  2] 
omitted  the  Apple  Macintosh, 
which  pioneered  the  market!  I 
can  understand  omitting  Desq- 
view/X  (which  you  explained) 
and  NextStep  (which  you  do  not 
even  mention). 

But  Apple  desktops  number 
close  to  10  million.  Moreover,  the 
Macintosh  GUI  remains  the  stan¬ 
dard  against  which  others  must 
be  measured.  I  have  more  than  a 
year’s  hands-on  experience  with 
Motif,  OpenLook  and  DECwin- 
dows;  I  have  also  used  NextStep, 
Desqview/X  and  Windows.  I  have 
written  extensively  on  several  of 
these  products. 

Your  respondents  agree  with 
my  own  preference  in  the  re¬ 
viewed  products — I  would  much 
rather  use  OpenLook  than  Win¬ 
dow's  or  Motif.  But  I  run  my  con¬ 
sulting  firm  using  a  Macintosh 
network,  and  it  must  be  10  times 
a  day  I  say  to  myself,  “Thank  God 
I’m  using  a  Mac  rather  than  MS- 
Windows  or  X  Windows!" 

Andrew  D.  Wolfe  Jr. 

President 
LIPA  Strategic  Technologies 
Salem,  Mass. 


CASE 

Communique 

corrections 

Regarding  your  coverage  of  the 
CASE  World  ’92  exhibition,  “CASE 
show  goes  beyond  technology”  [CW, 
Oct.  5],  and  CASE  Communique: 
CASE  Communique,  not  Hewlett- 
Packard,  hosted  the  CASE  World 
’92  CASE  Communique  panel  dis¬ 
cussion. 

CASE  Communique  was  formed 
in  October  1991  as  an  industrywide, 
open  forum  for  creating  standard 
specifications  to  enable  CASE  tools 
to  work  together  more  effectively  in 
multivendor  development  environ¬ 
ments,  independent  of  the  underly¬ 
ing  framework  technology. 

Also,  it  was  incorrectly  stated  in 
the  article  that  our  group  “promotes 
SoftBench  as  a  Unix  CASE  frame¬ 
work  over  ToolTalk  from  Sun  Micro¬ 
systems,  Inc.” 

In  fact,  the  rules  and  regulations 
agreed  to  by  every  participant  in 
CASE  Communique  specifically 
state  that  membership  in  CASE 
Communique  in  no  way  constitutes 
an  endorsement  of  any  commercial 
product  or  a  service  produced  or 
distributed  by  CASE  Communique 
members. 

Edie  Bailey 
Fort  Collins,  Colo. 


■  COMPUTERWORLD  WELCOMES  COMMENTS 
FROM  ITS  READERS.  LETTERS  MAY  BE  EDITED 
FOR  BREVITY  AND  CLARITY  AND  SHOULD  BE 
ADDRESSED  TO  BILL  LABERIS,  EDITOR  IN 
Chief,  Computerworld,  P.O.  Box  9171, 
375  Cochituate  Road,  Framingham, 
Mass.  01701.  Fax  number:  (508)  875- 
8931;  MCI  Mail:  COMPUTERWORLD. 
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Viewpoint 


An  open  letter  to  Bill  Clinton 


First  of  all.  President-elect  Bill  Clinton, 
congratulations  on  your  election  vic¬ 
tory.  And  now  I  want  to  suggest  a  vital 
preinaugural  good  deed  you  can  per¬ 
form  to  activate  root-level  change  and 
help  rebuild  the  national  industrial  in¬ 
frastructure. 

What  I  have  in  mind  is  a  program  for  technol¬ 
ogy  entrepreneurs  similar  to  the  Head  Start  pro¬ 
gram,  which  allows  U.S.  children  to  benefit  from 
early  childhood  education.  Such  an  early-stage 
investment  program  has  been  proposed  and 
sidetracked,  yet  it  urgently  deserves  support.  I 
appeal  to  you  to  endorse  this  critical  and  under¬ 
addressed  issue  before  your  inauguration. 

Earlier  this  year,  a  nonpartisan  National  Sci¬ 
ence  Foundation  panel,  chaired  by  former  Sec¬ 
retary  of  Defense  Harold  Brown,  proposed  a  pri¬ 
vately  administered,  federally  seeded  Civilian 
Technology  Corp.  (CTC),  which  would  have  the 
job  of  actively  promotingthe  success  of  high-tech 
innovators  at  the  idea/concept  stage. 

The  government  investment  required  would 
be  modest;  what  has  been  proposed  is  a  $5  billion 
firing-up  appropriation.  After  that,  private  sec¬ 
tor  operations  would  take  command,  and  the  en¬ 
terprise  would  be  self-funded  from  patent  licens¬ 
ing  fees,  stock  holdings  and  loan  interest 
payments.  As  a  self-supporting,  nongovernment 
program,  CTC  would  not  be  prey  to  the  tradition¬ 
al  critics  of  government  funding. 

CTC  would  operate  outside  government  inter¬ 
ference  and  could  not  be  eliminated  by  Congress 
for  at  least  10  years.  This  would  permit  objective 


ArlenR.  Lessin 


support  and  promotion  of  technologies  based 
solely  on  merit  and  commercial  potential.  Invest¬ 
ments  would  be  made  at  the  very  early,  critical 
stage  when  the  majority  of  enterprising  innova¬ 
tors  meet  financial  defeat  and  must  give  up. 

Earlier  this  year,  I  discussed  the  CTC  proposal 
with  Vice  President-elect  Albert  Gore  as  well  as 
Sen.  George  Mitchell  (D-Maine)  and  Sen.  Ernest 
Hollings  (D-S.C.).  Hollings  heads  the  Senate 
Commerce  Committee,  which  would  recommend 
CTC  as  legislation.  At  the  time,  he  said  that  al¬ 
though  he  favored  CTC,  he  did  not  feel  he  could 
get  the  bill  passed  in  the  last  session  because 
President  George  Bush  would  have  vetoed  it. 


Gore  and  Mitchell  told  me  this  situation 
prompted  them  to  propose  an  alternative  $60 
million  bill.  I  believe  that  this  bill,  as  yet  unenact¬ 
ed,  is  inadequate. 

I  have  not  discussed  CTC  with  Sen.  Robert 
Dole  (R-Kan.),  although  I  know  from  previous 
contacts  that  he  supports  technology  initiatives. 
Some  fine-tuning  will  be  necessary,  but  I  would 
hope  to  see  nonpartisan  congressional  agree¬ 
ment  with  the  CTC  concept  based  on  its  apolitical 
nature  and  its  clear-cut  potential  to  aid  the  U.S. 

The  CTC  Head  Start  program  for  U.S.  innova¬ 
tors  would  encourage  a  critically  required  re¬ 
seeding  of  U.S.  technology  at  the  grass-roots  lev¬ 
el.  There  are  tens  of  thousands  of  Americans 
with  potentially  valuable  ideas  and  inventions 
fruitlessly  seeking  start-up  assistance.  These 
people  could  be  the  basis  for  a  bumper  crop  of 
new  enterprises,  products  and  jobs. 

Mr.  Clinton,  in  your  election  night  address,  you 
reiterated  key  words  from  the  1992  Democratic 
platform;  “Economic  growth  will  not  come  with¬ 
out  a  national  economic 
strategy  to  invest  in  peo¬ 
ple.”  Your  committed  sup¬ 
port  and  active  endorse¬ 
ment  of  CTC  could 
powerfully  and  concretely 
showyour  resolve  to  a  wait¬ 
ing  electorate. 


Lessin  is  chairman  of  the  Association  for  Information 
Management  and  New  York-based  Lessin  Technology 
Group. 


Clone  maker  IBM  may  kill  monolith  IBM 


It  is  a  sign  of  the  times  and  a  warning  of 
scary  passages  to  come:  IBM  wants  to  be 
a  clone  vendor.  If  it  succeeds,  as  it  likely 
will,  users  will  have  to  make  some  adjust¬ 
ments  because  such  a  change  will  rip  the 
fabric  of  the  systems  business  and  proba¬ 
bly  signal  the  end  of  IBM  as  we  know  it. 
The  story  begins  with  an  agreement  between 
IBM  and  Intel  that  allows  IBM  to  co-design  varia¬ 
tions  of  the  X86  architecture.  While  the  agree¬ 
ment  has  been  long-standing,  the  first  fruit  from 
IBM  under  the  pact  was  the  386SLC  chip,  intro¬ 
duced  in  Models  56  and  57  of  the  Personal  Sys¬ 
tem/2  line  earlier  this  year. 

The  386SLC  is  similar  to  the  Intel  80386SX  (32- 
bit  core,  16-bit  bus),  but  it  has  an  8K-byte  internal 
cache  similar  to  the  I486.  As  a  result,  it’s  quite  a 
bit  faster  than  the  386SX  at  the  same  clock  speed . 

This  fall,  Big  Blue  introduced  more  IBM-de¬ 
signed  Intel  chips,  namely  the  486SLC2  chip,  as 
a  second  generation  for  the  PS/2  Models  56  and 
57,  and  the  486SLC  —  the  former  chip  without 
dock-doubler  circuitry  —  in  the  ThinkPad  700C 
notebook  computer.  The  486SLC2  is  a  3.3-V  chip 
with  16K  bytes  of  internal  cache  —  larger  than 
Intel’s.  It’s  a  screamer. 

This  means  that  come  spring,  when  volumes 
are  up  on  the  IBM  486SLC2,  IBM  will  have  an  ex- 


fire  watch  by  John Gantz 

cellent  chip  to  pop  into  next-release  ThinkPads 
and  may  then  have  the  best  486  notebook  com¬ 
puter  with  an  active-matrix  display  in  the  mar¬ 
ket. 

Now  for  the  clone  part.  By  the  nature  of  its 
agreement,  IBM  is  not  allowed  to  sell  chips  in 
competition  with  Intel,  but  it  can  sell  boards.  The 
word  on  the  street  is  that  IBM  is  actively  looking 
to  sign  up  OEM  customers  wrho  would  be  inter¬ 
ested  in  buying  chips  premounted  in  mother¬ 
boards  of  either  IBM’s  or  their  own  design — put¬ 
ting  IBM  in  direct  competition  with  Intel. 

Such  a  chip  wmuld  be  of  interest  to  Far  East 
notebook  vendors  that  are  not  expecting  to  see 
even  samples  of  the  rival  Intel  chip,  the  486SL, 
until  spring  and  volume  supplies  until  summer. 
By  that  time,  first-tier  players  such  as  Compaq 
and  Toshiba  will  already  be  in  the  market. 

If  IBM  can  bring  an  Intel  chip  to  market  sooner 
than  Intel,  it  will  find  customers  —  particularly 
OEMs  that  want  to  have  favored  customer  status 
when  50-  and  100-MHz  chips  come  out.  Intel’s 
premier  customer  is  suddenly  a  competitor. 

For  users,  the  immediate  prospects  are  good: 
better  notebook  computers  cheaper  and  sooner 
—  unless,  of  course,  they  have  just  committed  to 
a  large  purchase  from  one  of  the  vendors  IBM 
shoulders  aside  with  its  leading-edge  products. 


The  long-term  prospects  are  scarier.  Not  only 
is  there  the  increased  overhead  of  doing  busi¬ 
ness  in  a  world  so  complex  that  it  has  IBM  selling 
motherboards  to  manufacturers,  but  there  is  al¬ 
so  the  specter  of  the  disintegration  of  IBM. 

As  the  various  IBM  “companies”  search  for 
strongholds  in  the  market  by  selling  to  OEMs, 
they’ll  begin  competingwith  one  another  without 
the  adjudicating  influence  of  a  single  IBM  sales 
force.  They  can’t  help  but  become  very  separate 
companies,  not  the  ersatz  separate  companies 
they  are  now.  Then  that  comforting  blanket  of 
one-stop  shopping  with  an  IBM  tuned  to  the 
needs  of  the  corporate  customer  and  the  IS  shop 
is  shredded  to  pieces. 

It  is  one  thing  for  IBM  to 
want  to  make  Intel  chips  to 
secure  the  best  designs  for 
itself,  but  it  is  quite  another 
to  sell  them  to  others.  Be¬ 
lieve  me,  the  IBM  SLC2  is  a 
bellwether  chip.  IBM  the 
monolith  is  disappearing. 


Gantz  is  senior  vice  president  at  International  Data 
Corp.,  where  he  is  responsible  for  all  research  and  con- 
sultingin  desktop  automation  and  workgroup  and 
office  computing. 
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|  n  the  latest  Computerworld 
Brand  Preference  Survey  our  DPN-100  WAN  solutions 
mowed  down  the  competition. 


NtMw 

Computerworld  readers  rated  Northern  Telecom  packet  switching 
number  one  in  Price/Performance,  Service/Support,  Documentation, 
Technology  and  Most  Preferred  to  Do  Business  With. 


For  more  information  on  Northern  Telecom's  WAN  solutions,  call  1 -800-NORTHERN  and  press  1 . 

northern 
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Technology  the  world  calls  on. 


DPN  is  a  trademark  of  Northern  Telecom  ©  1 992  Northern  Telecom 


ALL  SORTS  OF  COMPANIES 
MAKE  PROJECT  MANAGEMENT 
PROGRAMS  FOR  WINDOWS: 
THEN  AGAIN.  AIRPORT  LOUNGES 

MAKE  NACHOS. 


INTRODUCING  A  NEW  GENERATION 
OF  PRODUCTS  FROM  ABT. 

Project  Workbench®  and  the  Project  Bridge®  family  of  products 
are  now  available  for  the  Windows-  operating  environment.  You  get 
the  expertise  of  project  managers  in  programs  that  are  more  power¬ 
ful,  accessible,  visual  and  customizable.  So  don’t  go  to  just  anyone 
who  makes  a  Windows-  product.  Call  us.  1-800-4PR0JEC. 

APPLIED  BUSINESS  TECHNOLOGY 


©1992  Applied  Business  Technology.  Project  Bridge  and  Project  Workbench  are  registered  trademarks  of 
Applied  Business  Technology  Corporation  Windows  is  a  trademark  of  Microsoft  Corporation 


News 


Commentary 


Charles  Babcock 


OSF  to  fill 
software  gap 

I  was  talkingwith  Carl 
Zeigler,  the  iconoclas¬ 
tic  Unix  guru  at  the 
SAS  Institute  in  Cary, 
N.C.,  and  true  to  form, 
he  was  pushingthe 
envelope  of  public  dis¬ 
course:  “I  keep  urging 
the  Open  Software  Foundation  to  drop 
work  on  the  OSF/1  kernel.  It’s  only  a  way 
of  getting  DEC  and  IBM  to  fund  the  tech¬ 
nology  that  goes  into  HP’s  HP/UX.” 

Carl,  who  works  for  a  company  that  is 
not  a  member  of  the  OSF,  was  cheerfully 
warming  to  the  task:  “OSF  has  a  credibility 
problem.  I  want  the  things  that  OSF  pro¬ 
vides,  but  I  don’t  know  that  I  need  OSF  to 
provide  them.” 

These  are  unrewarding  times  for  the 
OSF,  my  candidate  for  forsaken  stepchild 
of  the  year.  In  fact,  the  role  of  the  OSF  is  so 
poorly  understood  that  its  future  may  be 
challenged  even  as  its  contributions  begin 
to  make  themselves  felt. 

The  OSF  was  not  set  up  as  a  software 
institute  to  produce  a  set  of  discrete  prod¬ 
ucts.  Rather,  it  is  an  industry  collaboration 
for  defining  a  set  of  specifications  and 
adapting  a  set  of  technologies  that  imple¬ 
ment  them.  If  assembled  rigorously 
enough,  these  specifications  and  technol¬ 
ogies  will  be  built  into  many  vendors’  prod¬ 
ucts  and  will  allow  their  customers  to  de¬ 
velop  applications  that  can  run  across 
multivendor  environments. 

This  means  the  OSF  is  creating,  for  want 
of  a  better  term,  “middleware”  —  the  Dis¬ 
tributed  ComputingEnvironment  (DCE) 
and  the  Distributed  Management  Environ¬ 
ment  (DME). 

DCE  provides  security,  threads,  a  dis¬ 
tributed  naming  service,  file  sharing  and 
remote  procedure  calls  for  applications  to 
operate  across  dissimilar  systems. 

DME  uses  an  object  request  brokering 
system  to  achieve  a  logical  view  of  a  net¬ 
work  that  supersedes  single-vendor  and 
single-platform  views.  A  systems  manager 
can  then  manage  the  network  through  one 
consistent  interface,  OSF/Motif. 

Because  of  plug-in  points  provided  by 
DEC,  you  will  have  the  option  of  getting 
your  application  to  share  data  and  work 
with  other  applications  across  the  net¬ 
work. 

So  why  isn’t  the  OSF  a  huge  success  sell¬ 
ing  middleware?  That’s  not  its  job.  It  only 
produces  the  specifications  and  source 
code  to  accomplish  these  things,  then 
turns  them  over  to  its  members. 

It  is  the  member  companies  that  must 
build  DCE  and  DME  into  their  products. 
With  the  third  release  of  DCE  due  in  the 
first  quarter  of  1993,  this  process  is  well 
under  way  at  DEC,  IBM  and  HP.  (The  first 
release  of  DME  is  slated  for  September 
1993.) 


So  the  OSF  is  doingsomething  quite  dif¬ 
ferent  from  standards  formulation.  In¬ 
stead  of  assembling  widely  used  and  polit¬ 
ically  acceptable  technology  under  an 
umbrella,  such  as  Posixor  OSI,  the  OSF  is 
bringingnew  technology  to  bear  on  diffi¬ 
cult  issues  of  distributed  computing.  DCE 
and  DME  may  one  day  be  accepted  as  stan¬ 
dards,  but  first  they  must  prove  their  tech¬ 
nical  wherewithal. 

“We  have  been  watching  OSF  with  acute 
interest.  It  may  show  us  how  to  avoid  de¬ 


veloping  somethingthree  times,”  says 
John  Burton,  president  of  Legent  Corp., 
the  Vienna,  Va„  systems  software  house. 

To  return  to  Carl  Zeigler  and  the  SAS  In¬ 
stitute,  I  had  to  agree  that  the  OSF  has  an 
imperfect  technology  selection  process. 
But  how,  I  asked,  are  we  going  to  fund  the 
development  of  middleware  if  we  don’t  do 
it  through  a  quasi-government  agency  like 
the  OSF? 

“You  got  me  there,”  he  conceded. 

In  fact,  development  houses  with  the  re¬ 


sources  —  Oracle,  Computer  Associates, 
Lotus  and  Microsoft  — hav  e  been  develop¬ 
ing  their  own  middleware  for  some  time. 
The  rub  here  is  that  their  middleware  is 
designed  to  extend  their  products  first  and 
the  independence  of  the  customer  sec- 
ond.Until  somebody  comes  up  with  a  bet¬ 
ter  idea,  the  OSF  or  some  agent  like  it  will 
be  a  fixture  of  the  software  industry. 


Babcock  is  Computerworld's  technology 
editor. 


MOST  OF  IT  IS 
DESIGNED  BY  PEOP 
WHO  HAVE  NO  IDE 
1HAT  IT’S  LIKE  TO  I 


8 


Project  management  software  seems  to  have  one  fundamental  flaw:  the  people  who  design  it 
usually  aren’t  project  managers.  So  they  don’t  think  the  way  you  do.  They  give  you  functions  you 
don’t  need  or  they  oversimplify  your  job  with  products  that  soon  become  obsolete. 

At  ABT,  we  are  project  managers.  Which  is  why  we’ve  designed  a  way  to  work  based  on  a  familiar 
way  of  thinking:  yours.  1-800-4-PR0JEC.  Call  us  when  you're  good  and  mad. 


FOR  PROJECT  MANAGERS  BY  PROJECT  MANAGERS 


(^Project  Bridge  Modeler  (  Project  Bridge  Method 


r  Project  Graphics _ )  (  Project 
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Workbench 


D 


Methods  Architect 


Metrics  Manager 
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For  a  limited  time,  you  can  purchase  IBM  DOS  5.0,  Stacker®  Version  2.0  Disk  Compression 
and  386MAX®  Version  6  Memory  Manager  for  an  incredibly  low  $74?  That’s  a  savings  of 
up  to  $200.  Time  is  limited,  so  don’t  delay.  Because  at  $74,  it  will  be  hard  to  find  a  better  deal. 
For  more  information,  see  your  1 BM  authorized  dealer  or  call  1  800  426-2968. 


*  $74  lor  upgrade  from  any  DOS.  $135  for  base  operating  system  Offer  expires  March  31 , 1993  IBM  reserves  the  right  to  withdraw  or  modify  this  offer  at  any 
time  Stacker  Version  2  0  and  386MAX  Version  6  packaged  with  limited  documentation  Full  documentation  available  through  respective  companies  IBM 
makes  no  representations  or  warranties  regarding  Stacker  or  386MAX  Stacker  is  a  registered  trademark  of  Stac  Electronics  386MAX  and  Qualitas  are 
registered  trademarks  of  Qualitas  Corporation  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation  (c>  1992  IBM  Corp 


PCs  and  Software 
Portable  computers 


Freelance  Graphics 
ships,  40 
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New  sounds 

Noisy  debut 
for  Audioman 

By  Christopher  Lindquist 


If  you  are  sensible  about  the  future  of  PCs,  you 
are  probably  sensitive  to  the  fact  that  people  are 
coming  to  their  senses  about  the  sensational  po¬ 
tential  of  giving  computers  sensory  perceptions. 
Nonsense,  you  say?  Logitech,  Inc.  is  betting  you 
will  change  your  mind. 

Logitech  has  spent  years  giving  computers  a 
sense  of  touch,  through  mice  and  trackballs,  and 
sight,  with  scanners  and  digital  cameras.  Now  it 

wants  to  add  to  its 
“Senseware”  line 
by  giving  comput¬ 
ers  a  means  to  hear 
via  Audioman,  its 
entry  into  the  bur¬ 
geoning  “business 
audio”  peripherals 
market. 

Audioman  is  a 
portable,  self-con¬ 
tained  unit  that  includes  a  speaker  and  micro¬ 
phone  as  well  as  audio  input  and  output  jacks. 
The  unit  plugs  into  the  parallel  port  on  any  PC 
and  runs  on  either  battery  or  AC  adapter  power. 
A  pass-through  allows  a  printer  to  be  attached  to 
the  port  simultaneously  with  Audioman. 

Business  audio  in  this  case  means  just  that. 
Audioman  is  not  meant  for  games,  nor  does  it  sup¬ 
port  MIDI  files  or  compatibility  with  other  sound 
cards.  It  plays  .WAV  files  and  comes  with  soft¬ 
ware  that  allows  users  to  annotate  sound,  such 
as  voice,  into  applications  that  support  Object 
Linking  and  Embedding.  And  according  to  users, 
it  does  it  well. 

Comes  in  handy 

“I  think  it’s  a  great  little  product,”  said  Randy 
Dugger,  manager  of  the  workstation/LAN  sup¬ 
port  group  at  Tandem  Computers,  Inc.  in  Cuper¬ 
tino,  Calif.  “It  fills  a  need  that  hasn’t  been  ad- 

Audioman,  page  41 


Audioman  is  easy 
to  set  up  and  use, 
requiring  no  screw¬ 
drivers  or  complex 
installation  soft¬ 
ware,  according  to 
one  user. 


A  mixed 
report  card 


Hardware:  B+ 

The  best  grade  of  the 
four  categories,  it 
pulled  up  the  overall 
score.  However,  users 
found  CD-ROM  and 
high-volume  printing 
capabilities 
unimpressive. 


Software:  B- 

Users  downgraded 
software  because  of 
weak  development 
tools,  particularly  the 
lack  ofCASE  options. 


Networking:  B- 

Many  of  the 
respondents'  negative 
comments  centered  on 
AppleTalk,  but 
performance,  network 
managementand 
security  also  need 
work. 


Support:  C+ 

The  worst  of  the  four 
grade  categories. 
Buyers  were  unhappy 
with  post-sales 
support,  citing  dealers 
as  inadequate  sources 
for  solving 
large-enterprise  and 
multinational 
problems. 


Overall:  B- 

Buyers  said  Apple  can 
and  must  do  better. 


Source:  Aberdeen  Group 


Users  prove  tough 
graders  with  Apple 


By  James  Daly 


Apple  Computer,  Inc.  has  received  a  report  card 
from  its  corporate  customers  that  leaves  it  shy  of 
makingthe  honor  roll. 

The  report,  the  result  of  a  survey  of  hundreds 
of  Macintosh  devotees  by  the  Boston-based  re¬ 
search  firm  Aberdeen  Group,  noted  that  while 
corporate  users  still  have  a  high  regard  for  Ap¬ 
ple’s  hardware,  they  have  quibbles  with  the  avail¬ 
able  software  and  find  networking  with  the  Mac¬ 
intosh  less  than  spectacular.  Their  harshest 
criticism  was  reserved  for  Apple’s  support  —  or 
lack  thereof.  Apple’s  overall  grade:  a  B-. 

“Buyers  believe  Apple  can  and  must  do  better,” 
the  report  read.  “Clearly  the  company  has  work 
to  do  if  it  wants  to  be  a  major  presence  in  large 
enterprise  markets.” 

Not  all  the  news,  however,  was  glum. 

The  very  nature  of  the  sampling,  rang¬ 
ing  from  customers  in  small  firms  to 
large  companies,  suggested  that  Ap¬ 
ple  has  already  penetrated  the  dense 
and  difficult  wall  of  general  corporate 
acceptance. 

The  report  described  the  typical  Macin¬ 
tosh  corporate  user  as  one  networked  to  one 
mainframe,  two  midrange  machines  (predomi¬ 
nantly  Digital  Equipment  Corp .  VAX  machines) ,  a 
handful  of  peers  and  a  database. 

The  surveyed  sites  had  an  average  of  2,600 
desktop  machines,  split  evenly  among  Macin¬ 
toshes,  PCs  and  other  desktop  devices  such  as 
workstations  and  terminals.  Overall,  125,000 
desktops  were  represented  in  the  survey. 

Apple  took  it  on  the  chin  most  severely  in  the 
area  of  support.  It  was  the  only  area  in  which  Ap¬ 
ple  did  not  receive  a  single  positive  comment. 
“Post-sales  support  is  nonexistent,”  one  respon¬ 
dent  grumbled.  “Dealers  can’t  cope  with  the  com¬ 
plex  questions  large  accounts  need  answers  for.” 
Another  said:  “Apple  still  doesn’t  get  it.” 


The  assessment  should  come  as  no  surprise  to 
Apple,  which  for  years  has  heard  complaints 
about  its  poor  support  from  user  groups  such  as 
Management  Apple  Computers  in  Information 
Systems.  Apple  is  structured  much  like  an  auto¬ 
mobile  manufacturer,  relying  heavily  on  third- 
party  distributors. 

Users  praised  Apple’s  traditional  ease-of-use 
stronghold  but  warned  that  it  can  no  longer  rest 
on  its  decade-old  laurels.  “Ease  of  use,  Apple’s 
hallmark  trait  of  the  1980s,  is  just  not  competitive 
enough  to  win  over  large  numbers  of  today’s  sav¬ 
vy  —  and  often  IBM  PC-committed  —  corporate 
buyers.  Apple’s  efforts  to  market  to  the  large  en¬ 
terprise  are  particularly  critical  now  because 
buyers  are  locking  in  desktop-architecture  deci¬ 
sions  that  will  dictate  buying  patterns  for 
the  next  several  years,”  the  report  said. 
While  Microsoft  Corp.’s  Windows 
3.0  and  3.1  have  certainly  narrowed 
the  usability  gap  in  this  area,  they  are 
still  not  enough  to  woo  longtime  Mac¬ 
intosh  fans .  The  report  said  few  of  Ap¬ 
ple’ s  corporate  customers  are  enthu¬ 
siastic  about  Windows  and  that  most 
show  little  sign  of  abandoningApple. 

Still,  there  is  no  getting  around  the  fact  that 
work  needs  to  be  done  if  Apple  is  to  continue  to 
exploit  its  inroads  in  the  corporate  marketplace. 
The  Macintosh  has  expanded  beyond  its  toehold 
in  the  art  department,  but  it  is  still  far  from  being 
No.  1.  Aberdeen  Group  estimated  the  overall  cor¬ 
porate  ratio  is  one  Macintosh  for  every  12  PCs. 

Networking  was  another  area  targeted  for 
complaints.  Users  groused  that  Apple’s  built-in 
networking  scheme,  AppleTalk,  was  slow'  propri¬ 
etary  and  nonscalable. 

The  implications  for  Apple  are  not  good,  par¬ 
ticularly  in  light  of  the  survey's  projection  that 
corporate  information  systems  budgets  for  next 
year  will  be  flat  or  down. 

Apple  declined  comment  on  the  findings. 
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XDB-Link.  The  SQL  Connection  to  DB2 


XDB-QMT,  or  C/Visual  Basic  applications  on  the  PC  with  XDB-SQL/ 
Windows,  XDB-Link  is  the  connectivity  tool  for  you. 

XDB-Link  is  the  first  product  to  support  DRDA  and  access  IBM’s 
relational  databases.  You  can  also  access  IBM’s  non-relational 
databases  through  XDB’s  RPC  support.  And,  XDB  ensures  the 
security  and  integrity  of  your  corporate  data  using  existing  security 
managers  like  RACF! 

Before  you  invest  in  a  connectivity  tool,  learn  all  the  facts.. .only  XDB 
provides  100%  DB2  compatibility  across  multiple  platforms.  For 
more  information  call  XDB  at  1-800-488-4948  ext.  513  today! 


^XDB  takes  DB2  compatibility  one  step  further  with 
XDB-Link.  Now  you  can  develop  100%  DB2  compat¬ 
ible  applications  under  DOS,  OS/2  or  Windows  and 
run  them  against  mainframe  DB2  or  a  local 
XDB-Server.  XDB-Link  gives  your  applications  true 
cooperative  processing  power. 

With  XDB-Link,  you  can  access  mainframe  DB2  and  the  system 
catalog  while  testing  applications  on  the  PC  before  migrating  to  the 
mainframe.  Or  you  can  turn  your  PC  into  a  production  environment 
by  running  your  applications  against  mainframe  data  through 
XDB-Link.  This  connectivity  it  not  only  transparent;  it  is  also  100% 
DB2  compatible!  Whether  you  are  developing  COBOL  applications 
on  the  PC  with  XDB-Workbench,  QMF  applications  on  the  PC  with 


1992.  XDB  Systems,  Jnfc  09  s  a  register  trademark  of  XDB  Systems.  Inc.  Otner  oroduci  names  are  trademarks  o-  -e-gste-red  trademarks  of  tneir  hokjefja. 
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Users  welcome  Freelance  Release  2.0 


By  Rosemary  Cafasso 


When  Frank  Arduini,  a  consulting  manag¬ 
er  at  Baxter  Healthcare  Corp.,  was  putting 
together  a  presentation  last  year  with  Lo¬ 
tus  Development  Corp.'s  Freelance  Graph¬ 
ics  for  Windows,  he  discovered  that  it  had 
no  template  for  organizational  charts. 


Then  he  realized  that  he  was  limited  by  the 
types  of  lines  he  could  draw. 

While  these  were  not  big  problems,  they 
nonetheless  really  bugged  him.  But  Ardui¬ 
ni  said  these  annoyances  are  fixed  with 
Release  2.0,  which  he  beta-tested  and  Lo¬ 
tus  plans  to  begin  shipping  next  month. 

He  said  Release  2.0  is  “evolutionary,  not 


revolutionary,”  but  the  company  did  a  good 
job  in  making  it  a  better  graphics  package 
than  the  previous  release. 

“We  had  a  whole  list  of  things  like  that, 
and  they  were  all  taken  care  of,”  Arduini 
said. 

Freelance  Graphics  for  Windows  Re¬ 
lease  2.0  is  Lotus’  second  major  effort  in 


DEPENDABILITY 


Dependability,  def.  "worthy  of 

trust".  CANAC  Telecom's 
parental  resources  and 
accumulated  telecommunications 
experience  span  over  140  years  of 
operation  and  completion  of  over 
300  projects  in  50  countries.  Now  that's 
worthy  of  trust. 

Short  &  Long  Term  Dependability 

Our  EDI  software  system  is  designed 
not  only  to  meet  your  current 
requirements  but  also  to  grow 
concurrent  with  electronic  media 
enhancements  and  integrate  fully  to 
your  applications.  You  can  depend  on  it. 


No  Complications, 

Just  One  Simple  Solution 

CANAC's  EDI  integrates  to  your 
present  system  to  manage  both  stand 
alone  and  multiple  EDI  strategies  with 
one  PC  based  software  solution.  And  it  is 
designed  to  be  compatible  with  virtually 
any  trading  partner  worldwide,  with  any 
recognized  standard. 

Network  Facilities 

The  strength  of  our  strategic  network 
alliance  provides  you  with  global 
accessibility  and  comprehensive 
network  interconnectivity  through  local 
dial-up. 


Comprehensive  Support 

Included  with  installation  of  our  EDI 
software  is  complete  education,  training 
and  technical  support  provided  by  first 
level  personnel  with  constantly 
accessible  secondary  support  facilities. 

CANAC  Telecom's  EDI  system 
offers  a  sensible  software  solution  to  suit 
your  individual  needs.  It's  pure  and 
simple. 


CALL  1-800-668-2784  TODAY 

CANAC  Telecom _ _ 

a  ci\>  operation  Responding  Globally 


the  Windows-based  graphics  market.  It 
competes  with  Software  Publishing 
Corp.’s  Harvard  Graphics  and  Microsoft 
Corp.’s  Powerpoint. 

Release  2.0  attempts  to  create  an  intu¬ 
itive  design  environment  so  that  profes¬ 
sionals  without  graphics  experience  can 
quickly  create  presentations.  For  exam¬ 
ple,  the  software  includes  ready-made  pre¬ 
sentation  page  layouts  that  a  user  can  sim¬ 
ply  fill  in  with  data.  Layouts  can  also  be 
customized. 

The  software  provides  users  with  the  op¬ 
tion  of  using  an  outline  facility,  which  ap¬ 
pears  on-screen  as  a  page  of  a  notebook, 
to  create  a  presentation.  Once  completed, 
the  outline  is  then  translated  into  a  chart. 
Or  a  user  can  create  the  presentation  in  the 
chart  pages  themselves. 

Tony  Gleicher,  a  marketing  research 
manager  at  Pepsi  Cola  Co.,  said  the  soft¬ 
ware  goes  a  long  way  toward  helping  make 
presentation  preparation  easier.  He  said 
the  use  of  context-sensitive  menus  can  be 
a  big  time  saver  because  “you  don’t  have 
to  go  searching  the  menu  bar.”  Context- 
sensitive  menus  can  be  called  with  a  mouse 
click  and  will  reflect  options  based  on  the 
work  in  progress. 


I n  Brief 


Software  sting 

Federal  marshals  in  Baltimore  re¬ 
cently  raided  an  electronic  bulletin 
board  that  offered  its  subscribers 
the  ability  to  illegally  copy  nearly 
500  software  programs.  The  raid 
came  in  the  wake  of  a  sting-tvpe  in¬ 
vestigation.  The  operators  could 
face  stiff  new  penalties  under  recent 
legislation  that  provides  up  to  five 
years’  imprisonment  and  a  $250,000 
fine  for  copyright  infringement. 

SPA  raids  Vicon 

The  Software  Publishers  Associa¬ 
tion  has  announced  the  completion 
of  a  court-ordered  raid  on  Vicon  In¬ 
dustries,  a  maker  of  closed-circuit 
television  components  in  Melville, 
N.Y.  The  firm  had  been  accused  of  il¬ 
legally  pirating  software.  Vicon  al¬ 
legedly  made  unauthorized  copies  of 
several  computer-aided  design 
packages,  reportedly  employing  a 
product  specifically  designed  to 
break  the  copy  protect  ion  devices  on 
the  software. 

Sharp  organizer  debuts 

Sharp  Corp.  has  announced  its  lat¬ 
est  palmtop  organizer  for  the  U.S. 
market,  aceordingto  Toshiro  Katao- 
ka,  products  planning  department 
manager  at  Sharp’s  Personal  Equip¬ 
ment  Division.  The  organizer  — 
dubbed  the  Wizard  OZ-9600  —  is 
small  enough  to  fit  in  a  suit  jacket’s 
inside  pocket  and  sports  a  large  LCD 
touch  screen  with  icons  for  built-in 
applications  such  as  a  telephone  di¬ 
rectory,  a  scheduler,  a  to-do  list,  a 
scrapbook  and  a  word  processor. 
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to  other  PCs, 

you  may  have  to  add  a  card.  This  means  going  through  the  long,  tedious 
process  of  reconfiguring  your  system.  On  a  Mac,  you  just  plug  in  a  cable 


l pgrade  your  memory,  reconfigure  your  system.  Add 

memory  to  a  Mac,  and  it  reconfigures  itself  accordingly 
But  add  memory’  to  a  PC,  and  you'll  almost  always  hare  to 
run  a  setup  program  to  configure  the  new  memory  -  or  the 
computer  won't  know  what  to  do  with  it. 


Add  almost  anything,  reconfigure  your  system.  Expanding 

your  PCs  capabilities  can  be  amazingly  frustrating.  But  a  Macintosh 
easily  adjusts  to  whatever  extra  device  you  cutd  to  it 


Add  Windows,  buy  a  new  PC.  Most  PCs  in  use  today 
weren't  designed for  graphical  computing.  So  if  you  want  to 
run  Windows,  you  may  have  to  buy  a  new  computer.  Why 
not  consider  a  Macintosh  and  ai  vid  all  the  problems 
_  on  this  page  forever:1 


Change  monitors, 
reconfigure  your 
sy  stem.  Add  a  new 
monitor,  amt  you'll 
hare  to  reconfigure 
your  entire  system  - 
or  your  monitor 
could  took  like  this 
one.  A  Mac  recog¬ 
nizes  a  new  monitor 
and  adjusts  to  it 
automatically. 


Buy  a  mouse/''-' 
reconfigure 
your  sy  stem. 

If  your  system 
doesn’t  come  with  a 
mouse,  you'll  want  one. 

Bui  first  be  prepared  to  install  and 
configure  a  special  softu  'are  drit  ler. 
(No  need  with  a  Mac -you  just 
plug  it  in.) 


Play  and  record 
sounds,  reconfigure  y  our 
system.  Multimedia 
promises  to  be  the  future 
of  computing  But  most 
PCs  aren't  ready  for  it.  So 
if  you  want  to  work  uith 
sound,  it'll  cost  you 
time  and  trouble  -  not 
.  to  mention  money. 

\  On  a  Mac,  sournl  is 
1^.  built  in. 


Whoops!  When  you  add  something  to  an 
ordinary  PC,  you  may  hare  to  "reconfigure" 
your  system  -  a  process  of  hardware  and 
software  adjustments,  which  can  be  comjilex. 
tedious,  and  take  up  hours  of  your  time 


J  Call  for  help, 

write  a  check.  There  is  one 
^ easy  way  to  expand  a  complicated  PC- hire 
somebody  else  to  do  it for  you.  Over  time,  of  course, 
that  can  wind  up  costing  you  more  than  the  PC.’ 


_ Add  peripherals,  reconfig- 

I  ure  your  sy  stem  for  each 

L  - — — - — 3|J|  one.  Want  load/I  a  Cl)  POM 

L  ;  or  hard  disk  drii  >e?  Then  pre- 

pare  to  spend  hours  installing 
amis,  flipping  switches  and  editing  files -for  each 
one.  With  a  Mac.  you  can  add  up  to  set  m  peripherals  by  simply 
plugging  them  in  and  clicking  a  button  or  two. 


500  Tablets 


Add  printer,  adjust  DIP 
sw  itches.  Hooking  up  a 
printer  seems  easy.  Until 
you  set  your  DIPsuilches. 
install  your  driver,  loaite 
your  Windows  diskettes, 
make  an  error  and  start 
all  over  again. 


\  of  Windows  3.1 


Expand  your  PC,  take  two  aspirin.  Inevitably,  you'll 
want  to  expand  your  computer's  aipabililies  by  adding 
extra  devices.  The  more  instructions  you  shg  through 
and  switches  you  fiddle  with,  the  more  time  it  uill  lake. 
And  the  more  pain  reliever  you  'll  need 


Manual  labor.  Software  like  Windows  purports 
to  make  things  easier.  But  the  reality  is,  mu  ll  still 
: pend  hours  retuling  manuals  just  to  make  it  all 
work  -  time  you  could  spend  doing  more  useful 
things  with  yvur  computer 


On  a  typical  PC,  even  adding  a  simple  hard  disk  can  he  extraordinarily  complicated.  You’ll  probably  have  to  “reconfigure”  your  system -the  time- 
consuming  process  of  telling  your  computer  what  pieces  you’ve  added.  You  may  have  to  edit  complex  CONFIG.SYS  and  SYSTEM.INI  files,  install 
special  device  drivers  and  fiddle  with  DIP  switches.  And,  of  course,  building  even  a  basic  network  is  extremely  difficult -what  with  installing 


Macintosh 

Hvx 


_ 
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Macintosh  is  designed  lo  make  it  easy  to 
grow.  Networking  and  sound  support  are 
already  built  in.  File-sharing  and  multi 
media  capabilities  are  standard.  So  is  sup¬ 
port  for  up  to  seven  peripherals.  Which 
means  you  am  add  everything  you  see  on 
the  other  page  to  this  Macintosh  Ilvx  without 
using  up  a  single  expansion  slot,  totaling 
room  for  things  like  an  accelerator  card,  an 
Ethernet  or  tbken  Ring  card  or  other  airds 
that  allow  you  to  customize  a  Mac  for  high- 
performance  or  specialized  tasks. 


»  Cj 


I  CD 


Welcome  fo  the  Printer  Installer 


>  □ 


MYour  Personal  laserWrtter  NTR  requires  certain 
software  to  operate  with  your  computer. 

The  Printe  r  Installer  places  this  software  on  | 

your  dish  in  the  Macintosh  System  Folder.  syifemF^Mfr 
'Basy  Install*  chooses  the  software  Apple  recommends  for 
your  Personal  laserWriter  NTR  printer,  Including  the  driver 
and  fonts  you  will  need. 


►  □ 


t'  CD 


>  '  ... 


m— 


cards  and  networking  software.  An  Apple’  Macintosh,  on  the  other  hand,  knows  when  you’ve  added  a  hard  drive.  Installing  a  CD-ROM 
drive  or  scanner  is  a  matter  of  plugging  in  a  cable  and  clicking  a  couple  of  buttons.  Even  installing  a  network  requires  nothing  more 
than  plugging  one  Mac  into  another.  It’s  just  one  more  example  of  how  a  Macintosh  works  in  a  simple,  logical  way.  So  you  can,  too. 


Plug  in  an  AppleCD'300  CD-ROM  drive,  and  you'll  bate 
access  to  huge  libraries  of  reference  sources,  fonts,  clip  art 
and  video  images  on  CD.  (It  even  supports  Kodaks  exciting 
new  Photo  CD  technology.) 


A  Mac  gives  you  profes- 
sional-qmlity  documents 
even  if  you're  on  a  student 
budget.  Just  plug  in  an 
Apple  StyleWriter'  /winter. 


Plug  in  an  Apple  Personal  LaserWriter’ N1R,  and 
everyone  in  your  workgroup  unll  have  access  to  the 
fastest  printer  in  its  class.  (It  works  untb  PCs.  too.) 


This  Macintosh  llvx  has  built-in  monitor  support 
for  up  to  a  14’ color  monitor.  Buy  a  card,  and  you  can  add  a 
second  monitor -significantly  enlarging  your  desktop  work  area 
so  you  can  move  documents,  files  and  folders  across  boll)  screens. 


You  can  easily  record  sound  into  every  new  Macintosh 
computer.  Mast  even  come  with  a  microphone. 


Plug  in  a  SyQuest  drive,  and 
you'll  have  virtually  unlimited 
hard  drive  storage  via  remov¬ 
able  44MB  or  88MB  cartridges. 


! ed  |  " 

t 


Plug  in  an  Apple  LaserWriter  llg,  and  everyone 
on  your  network  unll  instantly  be  able  to  lake 
advantage  of  the  Apple  PhotoGrade'  technology’ 
that  rivals  800  dpi  printers  costing  thousands 
more -  for  spectacular-looking  documents. 


Plug  in  an  external  hard  drive  or 
other  storage  device,  and  you  increase 
your  storage  capacity’  in  seconds. 


Plug  in  an  Apple  OneScannef  and  you  can  add  beau¬ 
tiful  black-and-  white  photographs  to  your  documents  with 
one  touch  of  a  button.  No  fussing  or  fiddling  required. 


Aiding  a  peripheral  to 
a  Mac  is  as  easy  as  using 
one.  Plug  it  in,  click  a  couple 
of  buttons  and  get  back  to  work. 


For  the  second  consecutive  year,  J.  I).  Power  and  Associates  ranked  Apple  highest  among  Personal  Computer  Companies 
in  Overall  Customer  SatisfactiorTAnd  no  wonder:  whether  you’re  writing  a  letter  or  adding  a  CD-ROM  drive,  only  Macintosh 
makes  things  genuinely  easy.  Giving  you  the  power  you  really  want  from  a  personal  computer.  The  power  to  be  your  best."  Apple 


For  At  name  of  your  nttmsl  authorized  Apple  reseller,  call  1 800  538-9696.  ext.  2j0  fn  Carutda.  call  1 800  66$  2775,  ext  910  ‘Invoice  prices  are  basal  on  industry  atmges  “J.D  Pouer  arul  Associates'  1991  arui  WtJ  Computer  pjid  iser  'yatujoctxjn  dudks  1992  stud)  conducted 
among  2.25 5  business  end  users  at  1,145  business  sites  © 1992  .\pf2e  Computer  hie.  .Ml  rights  reserved  Apple  the  Apple  logo.  LaserWriter  Mac.  Macmtosb.  StykVnkr  and  The pacer  A  be  your  best  are  registered  trademarks  u)  Apple  Computer  Inc.  AppieClJ.  Oneyanner  and  Phot horadr  *e 
trademarks  of  Apple  ( Computer,  Inc  Kodak  and  Photo  CD  are  trademarks  of  Postman  Kodak  Company  Wmduus  is  a  trudemark  of  Mtcrwft  Corporation .  SyQuest  u  a  registered  trudemark  of  SyQuest  HcbnoiufQ  Ihsaduus  created  using  Macintosh  personal  computers  UJ\66WA 


Desktop  Computing 


Board  Watch 


Christopher  Lindquist 

Biting  the 
bullet 

The  price  of  the  lM-byte 
SIMMs  I  need  for  m\  [’(’went 
W  ,  up  nearly  40"n  last  week. 

■  ;>  Seems  the  government 

T  -  wants  to  protect  the  U.S. 

chip  market  by  preventing 
Korea  from  dumpingmemo- 
:  W-  Byk  J.V]  ry chips  on  our  market. 

The  tariff  isn’t  in  effect 

yet,  but  the  government  has  announced  an  intent 
to  investigate  and  has  imposed  a  bond  on  all  chips 
imported  from  Korea.  The  result  has  been  a  drop 
in  Korean  memory  imports  and,  therefore,  higher 
prices — $15  per  megabyte  for  me.  The  goal  is  to 
protect  U.S.  jobs,  though  the  memory  I  was  going 
to  buy  is  Japanese.  All  it  did  was  protect  my  bank 
account  —  I’ll  wait  for  the  prices  to  drop  again. 

I  certainly  wasn’t  the  only  one  who  noticed  the 
price  increase.  What  may  end  up  a  trade  battle 
between  the  U.S.  and  Korea  is  already  a  war  of 
words  on  some  bulletin  boards. 

Help  or  hindrance? 

Part  of  the  reason  I  want  to  get  more  memory  is 
that  I’m  ready  to  load  the  OS/2  2.0  Service  Pack 
on  my  home  system  and  give  it  a  try.  The  verdict 
still  seems  to  be  out  on  whether  IBM’s  bugfix/up¬ 
grade  package  is  a  blessing  or  a  bane.  Some  users 
love  it.  Others  say  they  still  can’t  install  it  and 
have  all  sorts  of  nasty  words  for  IBM. 

Of  course,  any  of  those  disgruntled  OS/2  2.0  us¬ 
ers  who  want  to  give  Windows  NT  a  try  still  have 
awhile  to  wait,  unless  they  want  to  jump  on  the 
beta-test  bandwagon.  And  if  you  want  to  do  that, 
you’ll  want  quite  a  machine.  While  Microsoft  is 
stating  that  Windows  NT  will  eventually  run  in 
8M  bytes  of  memory,  the  current  beta  test  sug¬ 
gests  12,  plus  about  50M  bytes  of  your  disk  space 
in  program  and  swap  files.  Of  course,  you  also 
need  at  least  a  386. 

Those  of  you  with  286s  can  still  run  Windows 
3. 1  if  you’re  not  in  a  hurry.  The  requirement  once 
again?  Get  more  of  that  memory. 

A  lot  of  Windows  users  are  runningon  486  ma¬ 
chines.  And  the  issue  of  heat  sinks  and  extra  cool¬ 
ing  fans  to  keep  the  faster  chips  running  safely 
seems  to  be  comingup  quite  a  bit.  The  consensus? 
Using  a  sink  may  not  help,  but  it  can’t  hurt. 

One  Symantec  Norton  Backup  user  was  a  bit 
surprised  by  the  response  he  received  from  Sy¬ 
mantec  technical  support  when  he  requested  info 
on  support  for  a  SCSI  tape  drive.  They  reportedly 
told  him  that  the  software  supports  only  SCSI 
hard  disks,  not  tape  drives. 

I  “When  I  asked  them  what  use  a  backup  pro¬ 
gram  was  that  supports  the  disks  but  not  the 
tapes,  they  merely  repeated  themselves,”  he 
said.  To  which  a  sympathetic  respondent  replied, 
“I’m  surprised  they  didn’t  askwhyyou’d  want  to 
back  up  a  tape  drive.” 

:  Got  any  Comdex  tales  of  dread?  Send  a  mes¬ 
sage  via  MCI  Mail  at  549-8464 ,  CompuServe 
with  72369,2005  or  Internet  under  chrisl@- 
u  nix  l  a  nd.  nat  ick.  ma.  us. 

Lindquist  is  a  Computerworld  West  C oast  correspon¬ 
dent. 


NEC  presents  first  pen  computer 
with  true  PCMCIA  compatibility 


By  Michael  Fitzgerald 

BOXBORO,  MASS. 


NEC  Technologies,  Inc.  recently 
cast  its  hat  in  the  pen  computing 
hardware  ring  with  its  Ultralite 
Autograph,  based  on  Intel  Corp.’s 
20-MHz  I486SL. 

“The  problem  has 
been  lack  of  hardware, 
so  any  announcement 
like  this  helps,”  said 
William  Lempesis,  edi¬ 
tor  of  the  newsletter 
“Pen  Vision  News”  in 
Pleasanton,  Calif. 

The  Autograph  fea¬ 
tures  a  1.8-in.,  40M-  or 
80M-byte  hard  drive, 
two  Personal  Comput¬ 
er  Memory  Card  International  Asso¬ 
ciation  (PCMCIA)  cards  and  a  local- 
bus  video  architecture.  It  uses 
Intel’s  new  20-MHz  486SL. 

NEC  claimed  the  Autograph  was 
the  first  system  to  have  true 
PCMCIA  compatibility  The  stan¬ 


dard  has  been  plagued  by  spotty 
software  support  and  only  recently 
developed  a  solid  standard. 

With  this  standard,  “PCMCIA 
makes  it  as  easy  to  install  peripher¬ 
als  as  it  is  to  insert  a  floppy,”  said 
Renee  Bader,  NEC’s  director  of  stra¬ 
tegic  marketing. 

While  NEC  already 
has  a  digitizer  inter¬ 
face  and  pen  attach¬ 
ment  for  one  of  its  UT 
tralite  notebooks,  the 
Autograph  is  its  first 
pen-only  interface  sys¬ 
tem. 

Bader  said  NEC  is 
“committed”  to  pen 
technology  and  plans 
more  systems  that  use 
the  pen  interface. 

The  Autograph  is  slated  to  ship 
in  January.  Retail  prices  are  $3,999 
with  Microsoft  Corp.’s  Windows  for 
Pen  Computing  operating  environ¬ 
ment  and  $4,099  with  Go  Corp.’s 
PenPoint  operating  system. 


According  to 
industry 
experts, 
Ultralite 
Autograph 
could  help 
jump-start 
the  nascent 
pen-computing 
market. 


Where  is  the  loyalty? 


Respondents  planning  to  further  invest  in  Windows  NT  appear  to  be  closer  to  a 
standardization  decision  than  those  investing  in  OS/2  Release  2.0 


OS/2  Release  2.0 


Survey  of  3,597  IS  pro¬ 
fessionals  with  over  100 
employees  at  their  company 

Percent  planning  to 
invest  within  the 
coming  year 

OS/2  Release  2.0 


Of  those  planning  to  in¬ 
vest,  nearly  two-thirds  al¬ 
ready  use  Release  2.0  or 
an  earlier  OS/2  version  .  . 


.  .  .  but  most  of  them 
still  have  a  heavy  in¬ 
vestment  in  Windows 


m  Windows  NT 


The  majority  of  those 
investing  currently  use 
Windows  .  .  . 


.  .  .  while  only  one- 
third  maintain  OS/2 
installations 


Source:  CW  Database  Division 


CW  Chart:  Michael  Siggins 


Noisy  debut 
for  Audioman 

CONTINUED  FROM  PAGE  39 

dressed  [by  sound  cards].” 

Dugger  said  Audioman  is  easy  to 
set  up  and  use,  requiring  no  screw¬ 
drivers  or  complex  installation  soft¬ 
ware. 

That  ease  of  use,  combined  with 
its  portability — it  can  be  quickly  at¬ 
tached  to  a  laptop  computer  — 
make  it  ideal  for  people  who  have 
wanted  to  give  sound  annotation  ca¬ 
pabilities  to  users  but  have  not  yet 
found  a  low-cost,  nonintrusive 
means  of  doing  so. 

With  easy-to-use  tools  and  the  ad¬ 
vent  of  built-in  audio  capabilities 


from  such  system  vendors  as  Com¬ 
paq  Computer  Corp.,  sound  annota¬ 
tion  may  move  quickly  from  the 
realm  of  “gimmick”  and  into  main¬ 
stream  business,  the  users  said. 

“Sound  does  add  the  missing  ele¬ 
ment  that  people  sometimes  need  to 
express  urgency  in  a  message,”  said 
Sal  Merchant,  a  PC  specialist  at 
Conner  Peripherals,  Inc.  in  San 
Jose,  Calif.  “I  would  say  that  it  is 
somethingto  look  at  seriously.” 

Merchant  said  he  uses  Audioman 
to  voice-annotate  Excel  files  that 
are  then  sent  via  electronic  mail  to 
other  users.  The  annotation  allows 
truly  “human”  stresses  to  be  placed 
on  instructions  and  helps  eliminate 
misunderstandings. 

Audioman  is  scheduled  to  be 
available  next  month  for  a  list  price 
of  $179. 


Top  guns  from  the  Big  Three  microcom¬ 
puter  software  compan  ies  were  in  Bos¬ 
ton  recently  for  the  Forrester  Research, 
Inc.  1992  Technology  Management  Fo¬ 
nt  m.  Wh  i le  the  conference 's  agenda  was 
client/server  computing,  execut i ves 
from  Microsoft  Corp.,  Lotus  Develop¬ 
ment  Corp.  and  Borland  Inter  national, 
Inc.  spoke  more  about  desktop  plat¬ 
forms.  Here  are  some  of  their  views: 

Jim  Manzi,  chief  executive  officer  of  Lo¬ 
tus,  reiterated  the  company’s  commitment 
to  Microsoft's  Windows  NT.  “We  expect  to 
have  one  of  the  first  NT  products  out,”  Man¬ 
zi  said .  First  out  of  the  Lotus  box  for  this 
Microsoft  platform:  Notes,  its  workgroup 
computing  software. 

Manzi  was  not  so  kind  when  it  came  to 
Windows  for  Workgroups,  which  may  or 
may  not  be  a  “Notes  killer,”  depending  on 
which  industry  viewpoint  you  hear.  But 
Manzi  made  himself  very  clear:  “It  is  not  a 
full  workgroup  product.  It’s  designed  for 
dental  offices  that  don’t  want  to  expand.” 

Curiously,  then,  Manzi  added:  “We  will 
have  apps  to  ship  on  it.” 

Asked  by  the  Forrester  audience  if  he  be¬ 
lieved  Microsoft  could  trip  as  it  delivers 
Windows  for  Workgroups  or  NT,  Manzi 
said,  “I  light  candles  for  that.  I  was  never  a 
religious  guy  until  a  year  ago.” 

Philippe  Kahn,  Borland  CEO.  never 
strayed  far  from  the  subject  of  objects.  But 
he  did  stress  his  company's  commitment  to 
OS/2,  notingthat  ObjectVision  is  nowship- 
pingand  a  “final  beta  for  C+  +  is  out.” 

He  also  said  Borland  is  “looking  at” 
making  Interbase  for  OS/2  2.0  available  in 
1993. 

Then  Kahn  tossed  IBM  a  backhanded 
compliment:  “I  believe  OS/2  2.0  will  be  a 
successful  server  operating  system.”  IBM 
has  longbeen  insistingthat  OS/2  will  do 
well  as  both  an  end-user  and  a  server  oper¬ 
ating  system  and  claims  a  large  chunk  of 
the  software  sales  so  far  have  been  to  con¬ 
sumers. 

Mike  Maples,  executive  vice  president 
at  Microsoft,  had  little  to  say  about  OS/2. 
He  was  asked  to  explain  and  help  differen¬ 
tiate  the  many  flavors  of  Windows,  includ¬ 
ing  Windows  3.1,  Windows  for  Workgroups 
and  the  yet-to-be-delivered  Windows  NT. 

“If  you  haveonePC,  use  Windows.  More 
than  one,  use  Windows  for  Workgroups. 
More  powerful  requirements,  use  NT,”  Ma¬ 
ples  said. 

When  asked  which  server  operating  sys¬ 
tem  will  be  key  next  year.  Maples  didn’t  sur¬ 
prise  anyone  with  his  claims  for  NT. 

“On  Intel-based  servers,  two-thirds  will 
be  running  NT  by  year-end  1993. 

“If  you  go  out  to  1999,  every  desk  will  be 
NT,”  Maples  added.  “Windows  will  have 
gone  out  to  the  consumers.” 

Computerworld  staff  writers  contributed 
to  this  report. 
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Desktop  Computing 


Systems 


Diamond  Flower  Electric  Co.  has  intro¬ 
duced  the  486-66DX2  Diamond  Series 
Computer. 

Both  MS-DOS  and  Microsoft  Corp.'s 
Windows  3.1  operating  system  are  includ¬ 
ed  with  the  desktop  model. 


Other  features  accompanying  the  prod¬ 
uct  are  4M  bytes  of  random-access  memo¬ 
ry,  a  1.2M-  and  a  1.44M-byte  floppy  disk 
drive,  a  200M-byte  hard  disk  drive,  two  se¬ 
rial  ports,  one  parallel  port,  lM-byte  video 
RAM,  a  1,024  by,  768  noninterlaced  color 
monitor,  a  101-key  board  and  a  Diamond 
Flower  Electric  mouse,  the  company  re¬ 
ported. 

The  486-66DX2  costs  $4,539. 

>Diamond  Flower  Electric 

135  Main  Ave. 


Sacramento,  Calif.  95838 
( 916)568-1234 

Application  packages 


Contact  Software  International,  Inc.  has 
announced  IstACT  for  Windows,  a  contact 
management  software  product. 

A  contact  database,  activity  manager, 
report  generator  and  auto-dialer  are  inte¬ 
grated  within  the  product.  A  full-featured 
word  processor  with  spell-checker  and 


Next  they’ll  try  to  sell  him  a  docking  station. 


Some  |>eo|)le  will  try  to  sell  you  anything.  You 
ask  for  a  way  to  get  a  notelxx)k  on  the  network, 
they  say  you  need  a  docking  station.  W'ell,  don’t  buy 
that  for  a  second.  Instead,  why  not  buy  our  Pocket  LAN 
Adapters?  They're  cheaper.  Easier.  They  fit  in  your  pocket. 


(Try  that  with  a  docking  station.)  And  they  work 
with  virtually  all  notebooks,  all  network  operating 
systems,  and  all  topologies.  To  find  out  more, 
call  1-800-874-7875  ext.31B.Or  better  yet,  call 
your  \dealer.  And  take  one  out  for  a  test  spin. 


Xircom 


mail-merge  capability  are  also  included. 
Industry-standard  dBase-compatible  file 
structures  are  incorporated  for  activity, 
contact  and  history  data,  and  IstACT  has 
built-in  import  capabilities  to  automate 
the  process  of  exchanging  data  with  other 
ACT  products. 

Microsoft  Corp.’s  Windows  3.0  or  3.1  or 
DOS  Version  3.1  or  higher  are  required  as 
well  as  2M  bytes  of  system  memory  and 
hard  disk  space  and  one  high-densitv  5‘A- 
in.  or  any  37^in.  disk  drive. 

1  stACT  for  Windows  costs  $149. 
>Contact  Software  International 
Suite  200 
1840 Hutton  Drive 
Carrollton,  Texas  75006 
(214)  919-9500 


Peripherals 


Procom  Technology,  Inc.  has  announced 
the  Procom  ISA  SCSI  Xelerator,  a  Small 
Computer  Systems  Interface  (SCSI)  host 
adapter  for  PC  compatibles. 

The  Xelerator  offers  a  Fast  SCSI  XT/ AT 
bus-mastering  interface  that  is  capable  of 
user  selectable  transfer  rates  of  up  to  10M 
bytes  per  second,  according  to  the  compa¬ 
ny. 

Other  features  include  disk  spanning 
and  striping,  transparent  disk  mirroring, 
multiple  formatting,  password  protection, 
virus  protection  and  selectable  boot  drive. 

A  configurable  virtual  drive  engine  is 
provided  that  is  capable  of  dispersing  mul¬ 
tiple  I/Os  to  a  number  of  independent  disk 
drives. 

The  product  can  also  automatically  de¬ 
tect  and  reassign  bad  block-on-the-fly  as 
well  as  automatically  restore  the  mirror 
state  in  case  a  system  power  failure  oc¬ 
curs. 

The  Xelerator  costs  $359. 

>P>  'ocom  Technology 

2181  Dupont  Dri  ve 

Irvine,  Calif.  92715 

(714)  852-1000 


Data  I/O  Corp.  has  introduced  the  CardPro 
Universal  PC  Card  Drive. 

Through  memory  cards,  the  product 
permits  the  transfer  of  data  from  mobile 
computing  systems  to  desktop  PCs. 

The  drive  supports  all  mobile  computing 
systems  and  every  memory  and  I/O  card 
conforming  to  Personal  Computer  Memory 
Card  International  Association  standard 
2.0,  the  company  reported. 

CardPro  costs  $450. 

> Data  I/O 

10525  Willows  Road  N.E. 

Redmond,  Wash.  98073 

(206)  881-6444 


HOWTO 
SELL  USED 
EQUIPMENT. 

Advertise  in  Computerworld’s 
Classifieds.  They  work. 

800-343-6474 

x744 
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Some  say  2,190  MIPS. 

(We  say  power  to  run  your  business.) 

Some  say  1 TB  disk. 

(We  say  3  trillion  ideas  on  record.) 

Some  say  dual  system  XDBuses. 

(We  say  grow  any  way  and  any  time  you  want.) 


These  are  more  than  computers. 
They  are  networks  that  compute. 


Whether  you’re  running  a  manufactur¬ 
ing  plant,  a  small  department  of  design 
engineers,  or  a  group  of  stockbrokers, 
the  computer  system  plays  a  crucial 
role.  Both  for  your  business  and  for 
your  people. 

That’s  why  you  need  a  system  built  on  a 
true  client-server  model,  where  cost-effective 
servers  are  supporting  the  network.  And  where 
powerful  desktops  are  helping  users  reach  a 
higher  level  of  productivity. 

Simply  put,  you  need  a  better  way  to  handle 
your  computing  needs. 

Enter  SPARCcenter™  2000,  a  server  expand¬ 
able  from  two  processors  up  to  20.  And  power¬ 


ful  enough  to  run  your  department, 
your  division,  and  even  your  business. 
All  for  about  the  cost  of  upgrading  your 
mainframe. 

As  for  workstations,  there’s  the  new 
SPARCstation™  LX  and  SPARCclassic'  Both  help 
users  speed  through  their  applications  effort¬ 
lessly.  The  LX  gives  you  advanced  graphics 
capabilities.  The  SPARCclassic  has  color  and  a 
$3,995  price  tag,  fully  configured*  With  16  MB 
of  memory,  207  MB  of  disk  storage,  and  59 
MIPS  throughput. 

All  three  newcomers  (as  well  as  all  Sun™ 
systems)  are  based  on  the  SPARC®  architecture 
and  the  advanced  Solaris®  operating  environ¬ 


ment.  An  absolutely  unbeatable  combination 
for  the  enterprise  and  the  user  for  whom  com¬ 
puting  is  serious  business.  And  for  whom  the 
network  actually  is  the  computer. 

Call  1-800-426-5321,  ext.  520  for  more  in¬ 
formation  today.  We’ll  tell  you  more  about  Sun 
and  business  computing,  whatever  business 
you’re  in. 

♦ Sun 

Sun  Microsystems  Computer  Corporation 

A  Sun  Microsystems,  Inc.  Business 


SP/^RC 


Compliant 
1  SCO  | 


•$3,995  each  for  quantities  of  11  ©1992  Sun  Microsystems,  Inc.  Sun,  Sun  Microsystems,  the  Sun  logo,  and  Solans  are  trademarks  or  registered  trademarks  of  Sun  Microsystems.  Inc  All  SPARC  trademarks,  including  the  SCD  Compliant  logo,  arc  trademarks  or  registered  ti.uiri'.ark»  of  SP 
International,  Inc.  SPARCstation,  SPARCcenter,  and  SPARCclassic  arc  licensed  exclusively  to  Sun  Microsystems,  Inc  Products  bearing  SPARC  trademarks  are  based  upon  an  architecture  developed  by  Sun  Microsystems,  Inc.  XDBus  is  a  trademark  of  Xerox  Cofp  ,  licensed  to  Sun  Mk  rosy*' 
Inc.  All  other  products  or  service  names  mentioned  herein  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


Information 

Warehouse 


Before  their  next 
decision,  there’s  one 
thing  your  executives 
should  know. 


Everything. 


In  business,  knowledge  is  power.  It’s  hard  lor 
people  to  make  sound  decisions  when  the 
information  they  need  is  locked  away  in  one 
departments  system,  or  on  a  different  hard¬ 
ware  platform. 

So  IBM  developed  the  Information 
Warehouse™  framework.  An  array  of  many 
products  and  services  that  work  with  your 
current  hardware  and  software — IBM 
or  not.  To  give  key  users  complete  and  timely 
access  to  information  in  the  enterprise,  no 
matter  where  it  resides.  And  to  make  the  most 
of  your  company’s  investment  in  its  data. 

Information  Warehouse  products  sup¬ 
port  common  standards  that  let  them  work 
together  seamlessly  and  give  users  a  consis¬ 
tent  look  and  feel.  And  they  include  data- 
bases  and  decision  support  tools  to  analyze 
and  present  data  understandably.  All  of  which 
puts  the  knowledge  and  power  of  your  com¬ 
pany  in  the  hands  of  the  people  who  need  it. 

For  free  literature,  or  to  have  an  I BM 
marketing  representative  contact  you,  call 
1  800  IBM-6676,*  ext.  724.  It  may  he  your 
best  decision  ever. 

Today’s 

Information  Warehouse. 


•  [forks  with  tunny  of  your  existing  databases. 

•  Products  from  IBM  and  International  Alliance 
Members  HACHM  I  \  "  and  Information  lluilders. 

•Decision  support  through  IBM  and  Development 
Partners  like  Comshare." 


y-.Ti  £ 


nation  W t 


s  a  Irademark  of  International  Business  Machines  Corporation  BACHMAhris  a 
Comshare  is  a  registered  trademark  of  Comshare.  Inc.  ©1992JBMlb ory^  - 
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New  workgroup  player 


XSoft 

A  division  of  Xerox 


Lines  of  business:  Doc¬ 
ument  software,  in- 


By  Maryfran  Johnson 

PALO  ALTO.  CALIF. 


Unix  and  office  productivity  appli¬ 
cations  are  still  an  odd  couple  in  the 
world  of  workgroup  computing,  but 
this  burgeoning  $3  billion  market  is 
attracting  a  crowd  of  would-be 
matchmakers  these  days. 

While  PC  software  goliaths  Micro¬ 
soft  Corp.  and  Lotus  Development 
Corp.  seek  to  inherit  this  market 
with  products  such  as  Windows  for 
Workgroups  and  Lotus’  Notes,  some 
comparatively  small  Unix  vendors 
are  also  getting  in  line. 

One  high-hopes  contender  is 
XSoft,  a  software  division  of  Xerox 
Corp. 

Earlier  this  fall,  XSoft  unveiled  a 
number  of  office  productivity  appli¬ 
cations  for  the  X  Window  System  en¬ 
vironment,  plus  document  search 
and  retrieval  products,  publishing 
software  and  a  utility  that  allows 
Windows  users  to  connect  to  XSoft’s 
document  services.  Its  flagship 
product  is  the  $1,495  GlobalView  for 
X  suite  of  document  management 
products  for  Unix,  now  installed  in 
beta-test  sites  and  slated  for  ship¬ 
ment  in  early  1993. 

GlobalView’s  personal  productiv¬ 
ity  tools  help  users  create  docu¬ 
ments  quickly,  present  information, 
automate  forms  in  routine  tasks  and 
interoperate  with  third-party  appli¬ 
cations  such  as  Lotus’  1-2-3. 

In  other  words,  they  do  the  sort  of 
things  Unix  users  often  turn  to  PCs 


and  Apple  Computer,  Inc.  Macin¬ 
toshes  to  accomplish. 

The  XSoft  document  software 
currently  runs  on  Xerox  6085  and 
6500  workstations,  Sun  Microsys¬ 
tems,  Inc.  SPARCstations  and  PCs 
running  OS/2  and  The  Santa  Cruz 
Operation’s  SCO  Unix. 

Market  make-over 

The  market  XSoft  addresses  is  un¬ 
dergoing  a  significant  transition 
now,  said  Krystyna  Filistowicz,  di¬ 
rector  of  business  applications  at 


Dataquest,  Inc.  in  San  Jose,  Calif. 
“It’s  moving  from  the  old  office  soft¬ 
ware  market  to  the  new  definitions 
of  workgroup  computing  or  group- 
ware,”  she  said. 

Now  pegged  at  $3  billion  in  size, 
the  workgroup  software  market 
could  treble  to  $10  billion  by  1996, 
Filistowicz  said. 

“XSoft  is  a  very  tiny  player  right 
now,  initially  focused  only  on  Unix 
but  now  extending  to  encompass 
Windows  users.  That’s  a  wise 
move,”  she  added.  “But  they’re  on  a 


cludingoffice  applica¬ 
tions,  publishing, 
document  services, 
search  and  retrieval 
tools  and  personal  pro¬ 
ductivity  tools. 


Competitors:  Applix, 
Inc.,  Clarity  Software, 
Inc.,  Island  Graphics 
Corp.,  Uniplex  Ltd.  and 
Frame  Technology 
Corp. 


Law  firm  makes 
strong  imaging  case 


Anderson  &  Co. 


New  York 


Business  challenge:  To 

develop  a  network- 
based  integrated  imag¬ 
ing  application. 


Technology:  Execu- 
tech's  IMAXS  and  Laser- 
Data's  LaserView  imag¬ 
ing  software,  Gupta's 
NLM  SQL  database  en¬ 
gine,  Microsoft's  Win¬ 
dows  3.1  and  Novell’s 
NetWare  v3.11. 


By  Thomas  Hoffman 

NEWYORK 


Anderson  &  Co.  might 
be  one  of  the  smaller 
law  firms  in  the  Wall 
Street  district,  but  the 
company’s  savvy  use 
of  image  technology'  is 
helping  it  stand  tall 
among  lower  Manhat¬ 
tan’s  legal  giants. 

The  36-person  firm 
focuses  primarily  on 
insurance  and  reinsur¬ 
ance  litigation  cases. 
Founded  in  1984  by  A. 


Broadus  Anderson  III 
and  a  handful  of  part¬ 
ners,  the  firm  prides  it¬ 
self  as  being  one  of  the 
least  expensive  law 
firms  around  Wall 
Street,  according  to 
Anderson. 

Earlier  this  year,  An¬ 
derson  and  his  staff  be¬ 
gan  to  study  the  merits 
of  adding  a  network  in¬ 
tegrated  image  pro¬ 
cessing  application  de¬ 
signed  to  provide  the 
legal  staff  with  instan¬ 
taneous  access  to  case 


documents.  Such  a 
system,  Anderson 
said,  would  enable  the 
legal  staff  to  locate 
case  information  in  a 
fraction  of  the  time  it 
took  to  scour  case  doc¬ 
uments  manually. 

Cost  justification 

“We  realized  that  we 
could  be  much  more  ef¬ 
ficient  as  litigators  and 
bring  our  clients’  costs 
down,”  Anderson  said. 

.Anderson  added 
Anderson,  page  47 


tightrope  of  sorts.  They  want  to  shed 
the  legacy  Xerox  reputation,  which 
is  mostly  negative  on  the  desktop, 
yet  still  leverage  the  work  coming 
out  of  Xerox  PARC.” 

XSoft  has  managed  to  do  some 
technology  transfer  already,  said 
Steve  Unger,  manager  of  office  ap¬ 
plications  marketing  at  XSoft.  For 
example,  an  offshoot  of  some  Xerox 
Palo  Alto  Research  Center  (PARC) 
research  became  the  “Rooms” 
desktop  manager  utility  that  is  built 
into  GlobalView  for  X. 

One  beta-test  user  of  GlobalView 
is  ITT  Federal  Services,  which  han¬ 
dles  all  engineering  work  for  the 
missile  and  aircraft  test  range  at 
California’s  Vandenberg  Air  Force 
Base. 

“We’re  now  able  to  do  document 
review  on-line  and  then  electroni¬ 
cally  transfer  the  data  between  us 
and  the  government  and  the  engi¬ 
neers  developing  the  documents,” 
said  Bill  Smith,  deputy  director  of 
engineering  at  ITT,  which  has  Glo¬ 
balView  for  X  running  on  a  network 
of  10  Xerox  workstations. 

The  software  also  helps  ITT  com¬ 
ply  with  the  requirements  of  the  gov¬ 
ernment’s  Computer-Aided  Logis¬ 
tics  Support  standard  for  electronic 
document  interchange,  Smith  said. 

Another  benefit  is  the  flexibility  of 
being  able  to  transfer  data  more 
easily  to  other  platforms,  such  as 
Digital  Equipment  Corp.  VAXs  and 
other  Unix-based  workstations,  he 
said.  “Over  the  long  run,  we  think 
this  will  save  us  and  the  government 
time  —  which  is  money,”  Smith  ex¬ 
plained.  “We  won’t  have  to  produce 
nearly  as  many  documents  in  hard 
copy  as  we  do  today.” 


By  the  end  of  this  week  Computerworld  readers 
will  have  spent  over  $73.2  Billion  on 
Information  Technology  this  year  -  representing  nearly 
half  of  all  IT  spending  to  date  in  1992. 

COMPUTERWORLD 
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Source:  IDG  Research  Services,  Fall  1991 
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Workgroup  Computing 


Intel  eases  LAN  control 

LANDesk  applications  enable  LAN  management  from  a  single  console 


By  Michele  Dostert 


LAN  managers  who  currently  use 
several  consoles  to  manage  their 
Novell,  Inc.  local-area  networks  will 
soon  be  able  to  centralize  their  man¬ 
agement  on  one  PC. 

Intel  Corp.  has  begun  beta-test¬ 
ing  its  new  LANDesk  family  of  LAN 
management  software  products, 
which  provide  a  single  point  of  con¬ 
trol  for  a  variety  of  node  manage¬ 
ment  tools  for  Novell  NetWare  3.X 
networks. 

Early  beta  testers  of  the  product 
were  enthusiastic.  “What  I  like 
about  LANDesk  is  the  single  point  of 
control  for  a  number  of  solutions,” 
said  Glen  Earrell,  a  programmer/an¬ 
alyst  at  Firestone  Textiles  in 
Ontario.  “lean  tell  everything  I  need 
to  know  about  the  network  instan¬ 
taneously,  without  leaving  my 
desk.” 

The  LANDesk  family  includes  the 
LANDesk  Manager,  a  local  environ¬ 
ment  that  provides  core  network 
management  software  under  a  sin¬ 
gle  Microsoft  Corp.  Windows-based 


interface,  and  a  line  of  companion 
software  to  expand  the  LANDesk 
Manager’s  capabilities.  These  will 
include  the  LANDesk  Inventory 
Manager  software  for  hard¬ 
ware/software  inventory  and  an  ap¬ 
plication  for  continuous  virus  pro¬ 
tection. 

Single-agent  design 

The  LANDesk  Manager  software 
employs  a  single  agent  running  on 
LAN  nodes  to  provide  remote  con¬ 
trol  and  access,  application  moni¬ 
toring,  packet  monitoring,  virus 
protection  and  Windows-based  ac¬ 
cess  to  standard  NetWare  adminis¬ 
tration  utilities.  The  single-agent 
design  provides  simplified  installa¬ 
tion  and  low-memory  overhead  — - 
less  than  6K  bytes  —  at  user  work¬ 
stations. 

According  to  Intel,  the  LANDesk 
family  will  include  a  Simple  Net¬ 
work  Management  Protocol  (SNMP) 
gateway  that  will  enable  LANDesk 
to  report  to  SNMP-based  manage¬ 
ment  environments,  such  as  those 
from  Sun  Microsystems,  Inc.  and 


Hewlett-Packard  Co.  Future  ver¬ 
sions  of  the  LANDesk  software  will 
also  support  the  Desktop  Manage¬ 
ment  Task  Force  application  pro¬ 
gramming  interface  when  a  refer¬ 
ence  implementation  becomes 
available. 

“I  was  really  impressed  by  LAN- 
Desk’s  ability  to  track  network  per¬ 
formance  by  application.  That’s  an 
incredibly  valuable  tool  for  network 
managers,”  said  Diane  Danielle,  an 
independent  network  consultant  in 
Berkeley,  Calif. 

“It  tells  [the  network  manager] 
that  either  there’s  somethingwrong 
with  how  the  application  is  installed 
or  maybe  he  needs  an  application 
server  or  whatever.  It  shows  that  In¬ 
tel  is  thinking  of  network  manage¬ 
ment  from  the  systems  manage¬ 
ment  perspective,  which  has  been 
sadly  lacking  in  LANs  up  to  now,” 
Danielle  added. 

Intel’s  LANDesk  family  of  prod¬ 
ucts  is  scheduled  to  be  available  in 
early  1993  through  Intel’s  network 
of  distributors  and  value-added  re¬ 
sellers. 


In  Brief 


Product  automates  E-mail  delivery 

Employees  at  Sun  Microsystems  Computer  Corp.  in 
Mountain  View,  Calif.,  have  their  electronic  mail  auto¬ 
matically  sorted,  prioritized  and  forwarded  with  the 
help  of  Personal  Postmaster,  a  software  product  for  Sun 
workstations  from  Qualix  Group,  Inc.  in  San  Mateo, 
Calif.  Sun  signed  a  worldwide  site  license  agreement 
with  Qualix  Group  in  August.  Personal  Postmaster  was 
designed  for  the  Solaris  operating  environment  and 
standard  Unix  E-mail. 

LAN  prices  drop 

The  cost  of  bridging  Ethernet  and  Fiber  Distributed  Da¬ 
ta  Interface  (FDDI)  local-area  networks  dropped  last 
week  when  Synernetics,  Inc.  in  North  Billerica,  Mass., 
lowered  prices  on  several  workgroup  models  of  LAN- 
plex  5000  Ethernet  switching  hubs.  The  LANplex  5004, 
which  includes  eight  switched  Ethernet  networks  plus 
an  FDDI  network  interface,  is  now  priced  at  $25,800, 
including  software.  Without  FDDI  it  costs  $16,800.  an 
18%  price  decrease. 

Company  profits  from  the  weather 

Concurrent  Computer  Corp.  recently  announced  a 
contract  with  a  potential  value  of  more  than  $80  million 
for  its  role  in  Nexrad,  a  weather  radar,  storm  tracking 
system  sponsored  by  the  U.S.  departments  of  Com¬ 
merce,  Transportation  and  Defense.  Under  the  contract 
from  Paramax  Systems  Corp..  Concurrent  will  install 
its  real-time  minicomputer  systems  at  up  to  1 75  sites. 


As  your  business 


maintain  the  agility  to 


With  the  help  of  EDS,  Riser  Foods  answered  yes. 

Supermarket  chain  Riser  Foods  has  become 
a  regional  powerhouse  thanks,  in  part,  to 
a  new  information  technology  system 
integrated  by  EDS. 

The  system  helped  cut  costs,  improve 
customer  service,  and  enhance  the  com¬ 
pany’s  competitive  agility.  Riser  now  uses  a 


consolidated  data  processing  system  to 
coordinate  all  critical  activities — from 
product  pricing  to  warehouse  management. 
This  has  lowered  operating  costs  while 
improving  Riser’s  customer  service. 

The  EDS  system  also  cuts  the  time 
it  takes  for  stores  to  order  and  receive 
merchandise.  Orders  entered  directly  into 
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Law  firm  makes  strong  case  for  integrated  imaging 

CONTINUED  FROM  PAGE  45 


that  he  was  dismayed  to  find  few,  if  any,  off-the- 
shelf,  image-based  legal  applications  that  suited 
the  firm's  needs.  “We  looked  at  all  the  legal  imag¬ 
ing  applications  out  there,  but  what  we  were  dis¬ 
covering  were  applications  written  the  way  com¬ 
puter  programmers  think  legal  professionals  do 
work,  and  not  how  lawyers  and  paralegals  actu¬ 
ally  do  work,”  Anderson  said. 

Anderson  and  Sheldon  B. 

Pressman,  a  partner  in  the  firm, 
decided  to  develop  the  system 
specifications  themselves  and 
work  with  a  third-party  consul¬ 
tant  who  would  write  the  appli¬ 
cation.  The  firm  contracted  Ex- 
ecutech,  Inc.,  a  New  York-based 
imaging  systems  integrator,  to 
develop  a  Microsoft  Corp.  Win¬ 
dows-based  image  application. 

Software  framework 

The  Windows-based  imaging  application,  called 
IMAXS,  is  front-ended  by  Laser  Data,  Inc.’s 
LaserView  imaging  software.  Topic,  a  full-text 
search  software  engine  developed  by  Verity,  Inc., 
searches  for  information  housed  in  a  Gupta  Corp. 
Network  Loadable  Module  (NLM)  SQL  database. 

Documents  are  scanned  into  the  system  using 
a  LaserData  scanner,  compressed  with  a  Laser- 
Data  decompression/compression  board  and 
stored  on  5.'/4-in.  optical  discs  housed  in  a  Pana¬ 


sonic  Co.  jukebox.  Information  is  routed  through 
the  network  usinga  variety  of  six  Intel  Corp.  1486- 
based  PC  servers,  including  PCs  from  Dell  Com¬ 
puter  Corp.  and  Northgate  Computer  Systems. 

The  imaging  application  went  into  production 
when  it  was  added  to  the  3-year-old  network  in 
May.  So  far,  the  firm  has  stored  400,000  case  docu¬ 
ments  on  optical  disc,  with  plans  to  have  1  million 
documents  stored  on  the  system 
by  the  end  of  1993. 

Time  is  money 

According  to  Pressman,  the  im¬ 
aging  system  has  already 
helped  the  law  firm  work  faster. 
In  the  past,  it  took  a  month  for 
the  firm  to  have  several  parale¬ 
gals  manually  put  case  docu¬ 
ments  into  chronological  order 
at  a  cost  of  $25  per  hour  per 
paralegal,  Pressman  said.  Us¬ 
ing  the  imaging  system,  the  process  is  completed 
in  less  than  a  minute. 

“Paralegal  and  reproduction  copying  costs 
represent  a  large  percentage  of  costs  for  legal  cli¬ 
ents.  The  imaging  system  has  helped  us  to  reduce 
these  costs  significantly,”  Pressman  said. 

Anderson  said  the  firm  is  considering  market¬ 
ing  the  imaging  application  to  other  law  firms 
through  third-party  channels.  Anderson  runs  its 
operations  in  a  Windows  3.1  environment  over  a 


Anderson 
plans  to  have 
1  million 
documents 
stored  by  the 
end  of  1993. 


Market 

misread 


Anderson  &Co. 
discovered  how 
vendors  may 
misunderstand  how 
users  work  when  the 
law  firm  found  a  lack  of 
Windows-based  image 
applications  that 
provided  annotation 
capabilities.  Ofthe 
programs  that  did 
include  annotation, 
none  allowed  users  to 
search  through 
annotations  in  case 
revisions  or  updates 
were  required,  which  is 
a  feature  that  is 
importantto  attorneys. 


Novell,  Inc.  NetWare  v3.11  network  operating 
system.  The  Novell-based  local-area  network 
also  runs  WordPerfect  Corp.'s  Office  word  pro¬ 
cessing  software  as  the  network  operating  sys¬ 
tem  shell. 

Anderson  said  the  Windows  environment  is 
particularly  useful  for  lawyers.  “Windows  is 
more  intuitive  than  Nexus  or  Westlaw,  which  is 
good  for  computer-phobes  because  it's  simple,” 
Anderson  said. 

Network  expedience 

The  networked  environment,  Anderson  added, 
has  enabled  the  firm  to  work  more  efficiently.  In 
1989,  the  firm  dismissed  its  seven  secretaries 
who  were  employed  mainly  to  conduct  word  pro¬ 
cessing  tasks.  Once  the  legal  staff  was  fully 
trained  under  the  Novell/WordPerfect  environ¬ 
ment,  the  secretaries  became  expendable. 

“We  found  that  it  was  faster  to  do  our  own  work 
on  networked  PCs  than  it  was  to  delegate  respon¬ 
sibility,”  Anderson  said.  “We're  much  more  effi¬ 
cient  without  [secretaries] The  law  firm  contin¬ 
ues  to  employ  a  file  clerk,  a  receptionist  and  a 
LAN  administrator. 

Anderson  and  Pressman  said  they  hope  to  see 
major  technological  advancements  from  Micro¬ 
soft’s  upcoming  NT  operating  system.  Anderson 
said  he  hopes  Windows  NT  will  provide  the  multi¬ 
tasking  capabilities  Windows  lacks. 

“Right  now,  we  can’t  toggle  back  and  forth  be¬ 
tween  the  imaging  system  and  the  word  process¬ 
ing  system  while  the  imaging  system  is  conduct¬ 
ing  a  search,”  Anderson  said.  “Hopefully,  NT  will 
provide  us  the  flexibility  to  do  that.” 


grows*  can  you 
outmaneuver  competitors? 


hand-held  computers  are  transmitted  to  the 
Riser  warehouse.  As  soon  as  the  warehouse 
receives  the  order,  it  can  be  processed  and 
shipped  in  a  few  hours  instead  of  days. 

This  ensures  that  each  store  provides  its 
customers  with  the  right  merchandise  at  the 
right  price,  when  they  want  it.  “Streamlined 
technolog}'  has  helped  us  increase  profits  by 


14%  and  margins  by  33%, ”  says  Anthony 
Rego,  Chairman  and  CEO  of  Riser  Foods. 
“EDS  helped  us  gain  a  big  edge  over  our 
competition  and  continues  to  help  us 
increase  our  lead  ” 

New  technology  is  creating  many 
opportunities  to  improve  both  profits  and 
service.  EDS  is  the  world  leader  in  applying 


information  technology.  To  find  out  how 
we  could  help  you,  contact  Barry  W. 
Sullivan,  EDS,  7171 
Forest  Lane,  M6,  Dallas, 

TX  75230.  Or  you  can 
call  (214)  490-2000, 
extension  106. 

TAKE  ADVANTAGE  OF  CHANGE” 
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HELP  LINE 


Part  of  a  series  of  user  tips  provided  by 
vendors  and  drawn  from  their  customer 
support  l i nes.  Th is  week ’s  topi c  is  Lot  us 
Development  Corp.  ’s  Notes. 

Q:  What  happens  when  one  Notes  docu¬ 
ment  is  edited  by  two  users  simultaneously 
on  the  same  Notes  server? 

A:  There  is  no  document  lock  feature  in 
Notes.  When  one  person  opens  a  document 
and  makes  a  change,  and  another  person 
opens  the  same  document  (before  the  first 


user  has  saved  and  exited  it)  and  makes 
some  change,  the  following  will  happen: 

The  first  person  to  save  the  document  will 
have  his  changes  written.  When  the  second 
person  attempts  to  save,  Notes  will  warn, 
“Another  copy  of  this  document  was  saved 
while  you  were  editing  it,”  and  ask  the  user 
whether  to  overwrite  the  first  person's 
changes.  Ifyou  are  faced  with  this  situation, 
you  can  opt  not  to  overwrite  the  previously 
saved  document  (i.e.,  select  “No”  when 
asked  “Overwrite  it?”).  Then  select  and  copy 


The  Cost  Of 
Configuring 
May  Be  More 
Than  You’re 
Figuring. 


Intergraph  workstations  are  configured  to  handle  real-world 
applications  straight  out  of  the  box. 

If  you’re  not  buying  Intergraph,  then  you’re  buying  pieces  of 
workstations:  a  color  monitor,  a  disk,  a  mouse,  and  more  memory. 
Then  figure  in  the  cost  of  application  integration,  worldwide 
customer  service,  and  open  systems  solutions. 

Bottom  line,  it  takes  more  than  just  a  box  to  get  your  job  done. 
It  takes  solutions  from  Intergraph. 

Call  us  today  at  800-826-3515  or  205-730-2727  for  more 
information  on  our  SOLUTION Station  products  and  our  superior 
portfolio  of  more  than  1,200  integrated  applications. 


INTERGRAPH 

Everywhere  you  look. 


InttTgraptKis1  is  a  irfpsferad  trademark  and  Everywhere  You  Look  and  SOLimONSiauon  are  trademarks  of  Intergraph  Corporation  Cupynghl  1992  Intergraph  Corporation,  Huntsville,  AL  35H94-0001  DDAD071A0. 


your  edits  to  the  clipboard.  Exit  the  docu¬ 
ment  without  saving  your  changes.  Reopen 
the  document  and  check  the  previous  edi¬ 
tor's  changes  and,  if  necessary,  paste  your 
changes  to  this  copy  of  the  document. 

Q:  What  does  "Error  SYS:o252  mean  when 
I'm  loading  Notes  Server? 

A:  This  message  usually  occurs  on  a  ma¬ 
chine  that  has  installed  both  IBM's  OS/2  Ex¬ 
tended  Edition  and  Novell,  Inc.'s  Requester, 
which  is  loading  Novell's  NetBIOS.  It  is 
caused  by  a  conflict  between  a  Novell  Re- 
questerfile  called  NETAPI.DLL  and  an  IBM 
Communication  Managerfile  with  thesame 
name. 

To  resolve  the  conflict,  you  must  remove 
the  directory  C:MUGLIBDLL  from  the  LIB- 
PATH  statement  in  the  CONFIG.SYS  file  and 
make  sure  that  the  directory  where  the  No¬ 
vell  NETAPI.DLL  file  is  located  is  listed  in  the 
LIBPATH  statement.  You  must  reboot  the 
machine  after  making  the  changes  to  the 
CONFIG.SYS  file,  and  then  you  can  startthe 
Notes  Server.  To  find  out  ifyou  have  in¬ 
stalled  the  Extended  Edition  of  OS/2,  go  to  a 
full  screen  OS/2  prompt  and  type  in  SYS- 
LEVEL. 


HP  DAT  triples  its 
data  transfer  rate 

By  Mark  Halper 

LAS  VEGAS 


Hewlett-Packard  Co.  last  week  introduced 
a  digital  audio  tape  backup  system  that  it 
said  will  provide  close  to  three  times  the 
data  transfer  rate  of  the  firm’s  current  of¬ 
fering  and  will  quadruple  its  longevity. 

Robert  Hill,  marketing  manager  at  HP’s 
computer  peripherals  division  in  Bristol, 
England,  said  the  4mm  HP  C1532A  will 
record  at  510K  byte/sec.,  compared  with 
the  183K  byte/sec.  speed  of  the  firm's  cur¬ 
rent  offering,  HP35470A.  The  newr  unit, 
which  will  be  commercially  available  in 
April  or  May,  is  rated  at  200,000  hours 
mean  time  between  failures  vs.  50,000 
hours  for  HP’s  existing  model,  Hill  said. 

The  HP  C1532A,  which  uses  a  Small 
Computer  Systems  Interface-11  connec¬ 
tion,  is  positioned  for  use  with  network 
servers,  workstations  and  minicomputers. 
It  will  be  made  available  to  beta-test  sites 
in  .January, 

The  existing  model,  packaged  with  tape 
backup  software,  is  priced  at  S2,100.  Initi- 
tally,  HP  will  not  bundle  the  faster  model 
with  software  because  early  users  will  be 
large  operations  that  will  want  to  integrate 
that  function  themselves,  Hill  said.  HP  will 
add  a  bundled  option  when  it  offers  the 
tape  drive  through  reseller  channels. 

At  51  OK  byte/sec.,  the  4mm  HP  tape 
drive  operates  as  fast  as  the  fastest  8mm 
drives  and  faster  than  other  4mm  drives. 
Hill  claimed.  Industry  analysts  speculated 
vendors  may  match  HP’s  speed  by  the  time 
the  new  drive  ships  six  months  from  now\ 

Hill  said  the  new-  drive  provides  2G  bytes 
of  storage  in  noncompressed  mode.  It  will 
compress  some  data  —  typically  applica¬ 
tions  —  at  a  2-to-l  ratio  and  other  data  — 
that  is  in  databases  —  at  a  4-to-l  ratio. 
Storage  capacity  could  reach  8G  bytes. 
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Pacific  Bell  connection 

LANmail  is  the  new  addition  to  PacBell’s  E-mail  service 


Private  E-Mail  — 
systems 

•  DECAll-In-1 

•  HP  Desk 

•  DEC  VMS  Mail 

•  CEO 

•  Data  General 

•  IBM  OfficeVision 

•  Others 

Other  public  service 
providers  including: 

•  Internet 

•  AT&T 

•  Sprint 

•  IBM 


Lotus  CC:MAIL 

L 


Microsoft  Mail 

i 


LAN  E-mail  systems 


Directory 

Simple  addressing 
Query-by-mail 


Fax  machines 


•  Novell  MHS  Compatible 

1 


Remote  devices 

•  PCs 

•  Terminals 

•  Macintoshes 


Pac  Bell  offers  E-mail 
service  for  LANs 


By  Lynda  Radosevich 


Users  who  are  trying  to  glue  togeth¬ 
er  disparate  electronic-mail  sys¬ 
tems  have  a  new  option  open  to 
them:  Rather  than  investing  in  gate¬ 
ways,  software  and  staff  expertise, 
they  can  outsource  their  connectiv¬ 
ity  headaches  to  Pacific  Bell. 

Pacific  Bell,  a  subsidiary  of  Pacific 
Telesis  Group  in  San  Francisco,  in¬ 
troduced  LANmail  Connection  last 
month  for  national  and  internation¬ 
al  users.  The  service  provides  direc¬ 
tory  synchronization  and  gateways 
for  Lotus  Development  Corp.’s 
Cc:Mail,  Microsoft  Corp.’s  Mail  and 
Novell,  Inc.’s  NetWare  Message 
Handling  System-compatible  sys¬ 
tems.  All  that  is  required  to  use  it  is 
a  mail  server  equipped  with  a  mo¬ 
dem  and  a  phone  line. 

The  service  “removes  the  over¬ 
head  from  the  user  side,”  said  Nina 
Burns,  president  of  Creative  Net¬ 
works,  Inc.  in  Palo  Alto,  Calif.  "It 


means  users  have  a  lower  barrier  of 
entry  into  electronic-mail  integra¬ 
tion.” 

Because  of  regulatory  issues,  Pa¬ 
cific  Bell  cannot  provide  long-dis¬ 
tance  services,  and  users  must  se¬ 
lect  a  long-distance  carrier  sep¬ 
arately.  Analysts  point  out  that 
these  long-distance  charges  could 
significantly  add  to  the  cost  of  the 
service,  dependingon  the  amount  of 
traffic.  Pacific  Bell  said  it  reduced 
message  costs  to  account  for  this. 

Compared  with  the  roughly 
$  1 5,000  it  would  cost  to  install  a  ded¬ 
icated  X.400  gateway  between  agen¬ 
cies,  the  Pacific  Bell  solution  was 
cheap,  said  Tom  Laffey,  E-mail  ad¬ 
ministrator  at  the  California  De¬ 
partment  of  Forestry  in  Sacramen¬ 
to,  Calif.  Laffey  estimated  that  the 
department  is  spending  between 
$200  and  $250  a  month,  including 
phone  charges,  for  80  users  to  send 
mail  to  other  agencies  in  California 
Pac  Bell,  page  53 


Seeking  a  MIB  for  SNA  nets 

IBM,  DEC,  others  look  to  manage  SNA  devices  via  SNMP 


By  Elisabeth  Horwitt 


■  Vendors  of  IBM  Systems  Network  Architec¬ 
ture  (SNA)  networks  -  including,  most  re¬ 
cently,  IBM  itself  -  are  banding  together  to 
come  up  with  a  standard  for  managing  SNA 
devices  via  Simple  Network  Management 
Protocol  (SNMP). 

A  consortium  of  about  17  vendors,  formed  last 
month,  includes  SNA  gateway  vendors  such  as 
AttachmateCorp.,  Digital  Communications  Asso¬ 
ciates,  Inc.,  Digital  Equipment  Corp.,  Eicon  Tech¬ 
nology  Corp.,  Novell,  Inc.,  Adacom  Corp.,  Apple 
Computer,  Inc.  subsidiary  Orion  Network  Sys¬ 
tems,  Inc.,  Sun  Microsystems,  Inc.  subsidiary 
SunConnect  and  Systems  Strategies,  Inc. 

“It  has  been  apparent  to  us  that  there  is  no 
standardized  way  to  manage  SNA 
gateways  —  i.e.,  to  configure  them  or 
query  them  to  see  how  many  users  are 
on  them  or  what  traffic  or  error  levels 
are  like,”  said  Kevin  Tolly,  president  of 
independent  consulting  and  testing 
firm  InterLab  in  Seagirt,  N.J.,  and  co¬ 
ordinator  for  the  group.  Users  gener¬ 
ally  had  to  find  out  what  was  wrong  with  a  gate¬ 
way  by  going  there  in  person,  which  is  “not  an 
ideal  solution  when  [gateways]  are  sprinkled  all 
over  the  enterprise,”  according  to  Tolly. 

IBM  announced  recently  that  it  would  publish 
a  management  information  base  (MIB)  for  man¬ 
aging  networks  running  its  Advanced  Peer-to- 
Peer  Networking  (APPN)  protocol;  however,  the 
MIB  does  not  include  variables  for  managing 
more  traditional,  3270-based  SNA  networks. 

While  it  will  definitely  join,  IBM  is  still  evaluat¬ 
ing  whether  the  consortium  is  the  right  vehicle  to 
open  up  its  APPN  MIB  to  the  vendor  community, 
an  IBM  spokeswoman  said.  IBM’s  proposed  MIB 
would  enable  SNMP  systems  to  manage  nodes  on 
an  APPN-based  multivendor  internetwork.  How¬ 
ever,  the  consortium  might  provide  an  important 
missing  piece:  management  of  LAN  devices  that 


are  attached  to  APPN  nodes  but  do  not  directly 
use  APPN  protocols,  Tolly  indicated. 

The  consortium  plans  shortly  to  go  through  the 
process  of  becoming  an  Internet  Engineering 
Task  Force  workinggroup  so  it  can  make  a  formal 
MIB  proposal  to  the  SNMP  standards  body.  The 
group  should  have  a  working  document  soon,  giv¬ 
en  that  members  such  as  Eicon  have  draft  docu¬ 
ments  in  progress,  Tolly  said. 

Another  promising  development  is  that  Sync 
Research,  Ring  Access,  Inc.  and  Netlink,  Inc. 
have  all  expressed  interest  in  joining  the  consor¬ 
tium,  Tolly  said.  The  vendors  sell  products  that 
convert  IBM  Synchronous  Data  Link  Control 
(SDLC)  packets  into  a  format  that  can  travel  over 
a  local-area  network. 

These  efforts  should  give  users  more  choices 
for  managing  such  products;  however,  some  in¬ 
formation  systems  managers 
said  their  companies  will  contin¬ 
ue  to  use  IBM’s  NetView  to  man¬ 
age  their  SNA  devices  and  SNMP 
to  manage  their  LAN  devices. 

One  such  company  is  The  Trav¬ 
elers  Corp.  Network  control  cen¬ 
ter  technicians  can  manage  Sync 
Research  and  Netlink  devices  using  the  same  fa¬ 
miliar  NetView  commands  they  use  to  manage 
IBM  3174  cluster  controllers,  said  Robin  Layland. 
manager  of  SNA  software  engineering  at  the  in¬ 
surance  firm.  Travelers  is  looking  at  IBM’s 
SNMP-based  NetView/6000  system  to  manage  its 
LANs  and  routers,  he  added. 

Similarly,  mainframe  IS  managers  at  Pfizer, 
Inc.  use  NetView  to  manage  Sync  Research  boxes 
and  other  SNA  devices,  while  the  LAN  group  uses 
SNMP  for  bridges  and  routers,  according  to  Vin- 
nie  Costa,  a  data  communications  manager  at  the 
New  York  drug  company.  “It  allows  each  group 
the  best  tools  for  its  area,”  he  said. 

There  is  a  good  chance  that  the  SDLC  conver¬ 
sion  vendors  will  develop  a  separate  MIB  rather 
than  try  to  enhance  the  SNA  gateway  MIB  to  man¬ 
age  their  products,  Tolly  said. 


The  group  plans 
to  become  a 
working  group  of 
the  Internet  Engi¬ 
neering  Task 
Force. 


Management  key  re-engineering  hurdle 


By  Joanie  M.  Wexler 


When  it  comes  to  re-engineering  networks  to  support  distrib¬ 
uted  computing,  managing  the  new  infrastructure  poses  a  big¬ 
ger  user  challenge  than  constructing  it,  according  to  several 
companies  that  have  embarked  on  network  revamp  projects. 

“I  think  the  industry  has  gotten  over  the  connectivity  issues 
and  is  worrying  about  management,”  said  Don  Rife,  director 
of  computer  services  at  the  Medical  Center  of  Delaware,  based 
in  Wilmington.  “And  the  state  of  integrated  network  manage¬ 
ment  is  greatly  exaggerated.” 

For  example,  Charles  Stunson,  chief  information  manager 
at  U.S.  Army  Acquisition,  a  government  agency  that  builds  the 
army’s  research  and  development  budget,  said  there  is  one 
thing  missing  in  the  client/server  infrastructure  his  agency 
built:  integrated  management  of  hardware  and  applications. 

He  said  he  considers  most  management  systems  to  be 


strongly  oriented  toward  the  vendor’s  equipment,  so  “the  only 
way  for  complete  management  is  for  an  independent  vendor 
with  the  right  alliances”  to  offer  a  solution. 

Stunson  told  this  to  Computerworld  at  a  recent  seminar  in 
Washington,  D.C.,  conducted  by  Boston-based  research  firm 
The  Yankee  Group,  on  the  ins  and  outs  of  the  network  meta¬ 
morphoses  accompanying  business  process  revamps  sweep¬ 
ing  corporate  America.  At  the  event,  Yankee’s  managing  di¬ 
rector,  Howard  Anderson,  asserted  that  the  “role  of  the  new  IS 
is  to  manage  highly  complex  networks.” 

A  hurdle  facing  information  systems  departments  in  this 
task,  said  Todd  Dagres,  vice  president  of  data  communications 
at  Yankee,  is  that  users  bypassed  IS  for  much  of  today’s  dis¬ 
tributed,  local-area  network  infrastructure.  “Now  the  depart¬ 
ments  want  to  hand  back  to  central  IS  the  management  of  a 
function  it  never  created,”  he  said. 

Re-engineering,  page  52 


State  of  flux 

Corporate  networks  must  adapt  to  new  business 
processes  that  depend  on  large-bandwidth  appli¬ 
cations  and  far-flung  data 

Which  of  the  following  best  describes  the 
change  in  your  network  for  the  next  five  years? 

Percent  of  respondents 

Base:  204  Fortune  1,000  organizations 

Redesigning/Re-engineering 


Expanding  geographically 


Increasing  capacity 


Adding  new  services 


Changing  topology 


Source:  The  Yankee  Group 
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At  Lotus;  we  have  the 
solution  for  communicating 
across  the  vast  network  you  see 
before  you:  cc:Mail',  '  the  world’s 
leading  LAN-based  electronic 
mail  system. 

With  cc:Mail,  you’ll  have 
full  connectivity 
and  transparent 
cross-platform 
communication 
at  every  level  of  your 
organization.  Our  e-mail  system 
was  built  from  the  ground  up  to 
support  network  environments 
of  different  platforms  and 
LANS- without  the  need  for 
gateways.  So  you  don’t  have 
to  worry  about  reaching  the 
people  you  need  to  reach. 
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A  Mail  System  That  Has 
All  The  Obstacles  Licked. 


Want  to  send  text?  Files?  Graphics? 

Or  Faxes?  To  Bob?  Carol?  Ted?  Or  Alice? 

With  cc:Mail  you  can. 

Whether  they’re  on 
the  road  or  at  home, 
whether  they’re  on 

Macintosh,  DOS,  A  What  platforms  does  cc:Mail  run  on?  A  better  question 


might  be  what  platforms  doesn’t  it  ran  on. 


Windows"  OS/2  or  UNIX,  whether  they’re 
on  Banyan,  Novell,  LAN  Manager  or 

iBwgtjiiii  Appleshare, 

j  cc:Mail  delivers. 
unix  |  Even  if  you 

I  want  to  send  mail 
messages  to  private 


(OI!h)2  Lotus  Development  Corporation.  All  rights  reserved.  Lotus  is  a  registered  trademark  and  Smartlcons  and  cc:Mail  are  trademarks  of  Lotus  Development  Corporation.  IBV 
and  Mac  are  registered  trademarks  of  Apple  Computer,  Inc.  Windows  is  a  trademark  of  Microsoft  Corporation.  UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories.  Inc. 
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A  With  cc:Mail ,  you  can  send  a  message  to  anyone  in  your 
organization ,  no  matter  what  network ,  platform, 
or  continent  they're  working  on. 

and  public  e-mail  systems,  you  can  do  so 
via  cc:Mail  gateways  for  IBM  PROFS, 
MHS,  X.400,  MCI  Mail,  SMTP  SoftSwitch, 
DEC  and  others. 


N.  RAX 


SALES  SkI  LANIsA 


A  Mail  System  That  Makes  Life  Easier. 

You’ll  find  cc:Mail  easy  to  install,  maintain 
and  administer,  thanks  to  time-saving  tools  like 
full  user  move,  directory  synch  and  reporting, 
and  automatic  backup. 

You  can  also  administer 
cc:Mail  from  any  PC  or 
Mac’  on  the  network- 
something  other  e-mail  “**  always  out  oj u. 

systems  don’t  let  you  do.  cc:Mail  is  built  on 

a  fully  scalable  architecture.  Which  means 
it  can  accommodate  5  to  500,000  users. 

And  grow  along  with  your  business. 

A  Mail  System  That 
Has  Everyone’s  Stamp 
of  Approval. 

Over  two  million  people 
from  around  the  world  already 
use  award-winning  cc:Mail.  So  if  you’re  look¬ 
ing  to  standardize  your  e-mail  system,  you’ve 
come  to  the  right  place. 

For  a  free  demo  disk  of  cc:Mail  on  the 
platform  of  your  choice,  call  1-800-448-2500. 
You’ll  find  getting  through  to  people  at  the 
office  isn’t  so  hard  after  all. 


3 PS  and  OSA  are  registered  trademarks  of  International  Business  Machines  Corporation.  MCI  Mail  is  a  registered  trademark  of  MCI  Communications  Corporation  Macintosh 
pan  is  a  registered  trademark  of  Banyan  Systems  Incorporated.  Novell  is  a  registered  trademark  of  Novell,  Inc.  DEC  is  a  registered  trademark  of  Digital  Equipment  Corporation 
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Key  re-engineering  hurdle 


CONTINl  IED  FROM  PAGE  49 

This  situation  raises  the  question  of  who 
actually  owns  and  manages  the  corporate 
network.  “Where  do  I  find  management 
tools  similar  to  those  available  in  the  main¬ 
frame  environment  for  managing  distrib¬ 
uted  data?”  asked  one  IS  manager  at  the 
conference. 


Dagres  replied  that  “nobody  has  rolled 
out  a  system  that  can  plug  in  and  manage 
the  whole  thing.  Today,  it  is  not  possible  to 
go  out  and  buy  an  integrated  network  man¬ 
agement  system  without  doing  a  lot  of  cus¬ 
tomization.” 

Rife  said  his  challenges  are  more  mana¬ 


gerial  than  technical.  “If  a  carpenter  ar¬ 
rives  at  my  house,  I  don't  expect  him  to 
have  one  tool  for  the  whole  job,”  he  said.  “I 
expect  him  to  have  a  truckload  of  tools  and 
the  expertise  to  use  all  of  them.” 

He  added,  “In  the  giant  scheme  of  things, 
I  couldn't  care  less  about  alerts  [from  a 
network  management  system],  I  have 
3,000  users  who  will  alert  me  if  something 
goes  wrong.  It’s  managing  change  that's 
the  biggest  challenge.” 

However,  other  users  with  more  broad- 


WITH  EVERYTHING  YOU  HAVE 
RIDING  ON  THIS  DECISION, 

GET  REHIND  THE  RIGHT  WHEEL. 


The  KODAK  OPTISTAR 
Storage  System. 

You  can't  afford  any  system  that 
could  leave  you  functionally  and 
financially  stranded  down  the 
road.  You  need  a  system  that's 
right  for  today  and  ready  for  the 
challenges  that  lie  ahead.  You'll 
find  it  in  the  new  KODAK 
OPTISTAR  Storage  System. 

Our  system,  an  automated  library 
housing  up  to  1 00  of  Kodak's 


unique  14-inch  optical  disks, 
offers  you  much  more  than  1-  to 
1 5-second  on-line  access  to  over 
four  terabytes  of  coded  data.  It's  a 
turnkey  system  based  on  proven 
technology  that  integrates  easily 
into  your  data  center.  It's  the  one 
system  that  gives  you  the  flexibil¬ 
ity  you  need  to  support  erasable- 
optical  and  imaging  applications. 
Plus,  it  lets  you  take  advantage  of 
Kodak's  complete  family  of 
computer  output  products, 


including  microfilm,  fiche, 
magnetic  tape,  optical  disk,  and 
writable  CD.  And  it's  ready  today 
to  take  you  anywhere  you  need 
to  go. 

Find  out  how  you  can  get 
behind  the  right  wheel. 

Call  1-800-242-2424,  ext.  93 
for  our  brochure  describing  the 
full  range  of  Kodak  data  storage 
and  retrieval  solutions. 


©Eastman  Kodak  Company,  1992.  KODAK  and  OPTISTAR  are  trademarks. 


reaching  networks  are  concerned  with 
tools.  For  example,  “the  wide-area  equip¬ 
ment  vendors  need  to  support  SNMP,”  the 
limited-function  management  capability 
widespread  in  today's  LAN  equipment, 
said  Ed  Ward,  communications  services 
manager  at  American  Management  Sys¬ 
tems,  a  management  consulting  firm  and 
software  company  in  Arlington,  Va. 

Ward  said  two  factors  are  driving  his 
quest  for  getting  a  firmer  grip  on  network 
management:  Networked  corporate  appli¬ 
cations  have  become  mission-critical,  and 
the  business  has  become  more  geographi¬ 
cally  dispersed. 

American  Management  network  man¬ 
agement  today  is  basically  “Novell-orient¬ 
ed  and  home-wTitten,”  Ward  said,  adding 
that  he  is  seeking  a  management  system 
“more  open”  than  Novell’s  NetWare  Man¬ 
agement  System  (NMS). 

But  NMS  “is  not  approaching  the  matu¬ 
rity  of  others”  such  as  Unix-based  inter¬ 
network  managers  from  Hewlett-Packard 
Co.  and  Sun  Microsystems,  Inc.,  he  said. 


Funny  money 


For  some  users,  it  can  be  difficult  to 
gain  funding  for  network  manage¬ 
ment  software,  given  that  the  pay¬ 
backs  are  somew'hat  intangible. 

However,  the  Medical  Center  of 
Delaware  has  an  innovative  ap¬ 
proach:  Its  IS  department  collects 
onetime  “network  connection”  fees 
from  new  users  whose  departments 
have  fronted  the  costs  as  deter¬ 
mined  from  an  IS  price  list.  The  pro¬ 
cedure  removes  the  IS  department 
from  “the  cost-justification  busi¬ 
ness,”  explained  Don  Rife,  director 
of  computer  services  at  the  Wilming¬ 
ton.  Del.-based  facility. 

For  example,  at  the  beginningof 
each  fiscal  year,  departments  pay  IS 
$3,700  for  any  new  users  who  re¬ 
quire  a  medical  center-standard 
workstation,  word  processingsite  li¬ 
cense,  LAN  connection  and  main¬ 
frame  access,  he  said. 

Aside  from  eliminating  network 
management  cost-justification 
headaches,  “I  know  what  my  de¬ 
mand  will  be  for  the  next  year.  I  know 
quantities,  so  I  can  negotiate  dis¬ 
counts”  with  suppliers,  he  said. 

Using  this  system,  the  medical 
center  has  deployed  a  S3  million  net¬ 
work  with  “almost  no  IS  funding.” 

— JoanieM.  Wexler 


ATTENTION 

CONSULTANTS! 

Increase  your  sales! 
Advertise  in 

Computerworld’s  annual 
Consultants  Directory  for 
just  $399. 

Appears  in  our  Annual  Forecast 
issue  on  Jan  4. 

Ad  Close:  Dec  7 

800-343-6474 
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Pac  Bell  offers  LAN  E-mail  service 


CONTINUED  FROM  PAGE  49 

and  around  the  country.  The  department 
has  been  using  the  sendee  since  August 
and  has  not  had  a  chance  to  measure  mes¬ 
saging  traffic  or  cost  savings  exactly,  ac- 
cordingtoLaffey. 

“It  is  more  expen¬ 
sive  than  nothing,” 
which  is  what  the 
agency  spent  to  con¬ 
nect  its  E-mail  systems 


Users  can 
send  a 
message 
to  users  in¬ 
side  or  out¬ 
side  the 
company. 


before  August,  he  said, 
“but  it  is  definitely  less 
expensive  than  buying 

our  own  gateway” 

The  main  difference  between  this  and 
other  value-added  E-mail  services  such  as 
those  provided  by  Sprint  Corp.  and  MCI 
Communications  Corp.  is  that  LANmail 
supports  more  E-mail  protocols  and  does 
not  require  additional  software,  said  Ran¬ 
dall  Edminston,  electronic  messaging 
marketing  manager  at  Pacific  Bell. 

Industry  analysts  agreed  that  the  ser¬ 
vice  may  appeal  to  small  companies  and 
corporations  with  many  satellite  offices. 
But  some  said  large,  centralized  compa¬ 
nies  will  want  the  control  of  managing 
their  own  messaging  backbone. 

“E-mail  public  services  are  nice  to  reach 
beyond  the  corporations,”  said  Mark 


EPA  grants  MCI  contract 

The  U.S.  Environmental  Protection 
Agency  (EPA)  has  awarded  MCI 
Communications  Corp.  a  five-year, 
$7  million  contract  for  telecommuni¬ 
cations  services  among  domestic 
and  international  EPA  locations. 
Voice  and  data  services  to  be  provid¬ 
ed  by  MCI  include  the  carrier’s  vir¬ 
tual  private  network  sendee,  local- 
area  networking  and  MCI  Mail. 

Novell  to  finance  Reach 

Electronic-mail  and  work-flow  de¬ 
veloper  Reach  Software  Corp.  re¬ 
cently  closed  $4  million  in  a  second 
round  of  financing,  a  deal  that  in¬ 
cluded  Novell,  Inc.  as  an  investor. 

Bell  markets  ISDN  apps 

Bell  Atlantic  Network  Services 
and  DigiBoard  in  Minneapolis  said 
they  have  allied  to  jointly  market  the 
telephone  company’s  Integrated 
Sendees  Digital  Network  applica¬ 
tions  and  DigiBoard’s  internetwork- 
ingand  telecommutingproducts. 

DEC,  Vitalink  standardize 

Router  vendor  Vitalink  Communi¬ 
cations  Corp.  recently  said  it  has 
entered  into  an  agreement  with  Dig¬ 
ital  Equipment  Corp.  to  implement 
interoperability  standards  between 
the  two  companies’  internetworking 
products  and  to  cross-license  their 
products. 


Leary,  director  of  communications  re¬ 
search  at  International  Data  Corp.-Tech- 
nology  Investment  Strategies  Corp.  “But 
anyone  who  thinks  they  will  get  better  ser¬ 
vice  for  internal  communications  is  proba¬ 
bly  misguided.” 

To  use  the  LANmail  service,  a  user  on  a 


Cc:Mail  system,  for  example,  can  send  a 
message  to  a  co-worker  using  Microsoft 
Mail.  The  message  travels  from  the  sender 
to  the  Cc:Mail  server,  which  then  dials  up 
LANmail  Connection  and  transmits  its 
messages.  (The  frequency  of  mail  seiv- 
er/LANmail  connections  is  programmed 
by  the  customer’s  mail  administrator.) 

Pacific  Bell  sends  the  message  through 
X.400  gateways  and  stores  it  in  the  com¬ 
pany’s  Microsoft  Mail  mailbox  at  Pacific 
Bell.  The  translation  typically  takes  10 


minutes,  according  to  Pacific  Bell.  The 
message  is  stored  in  the  mailbox  until  the 
Microsoft  Mail  server  makes  a  connection 
with  Pacific  Bell  and  picks  up  its  messages. 
Pacific  Bell  takes  care  of  synchronizing  the 
mail  directories. 

Pacific  Bell  charges  a  onetime  S25-per- 
LAN  fee  for  LANmail  setup  and  SlO-per- 
LAN  monthly  services  charges.  Domestic 
use  charges  are  15  cents  for  typical  mes¬ 
sages  of  1,000  characters  or  less.  Interna¬ 
tional  use  is  30  cents  per  1 ,000  characters. 


What  are  VSAT  users  saying 
about  AT&T  Tridom? 


Best  Overall 


AT&T  Tridom 


Consistent  per¬ 
formance  in  all 
categories  pro¬ 
pelled  AT&T 
Tridom  to  the 
top  spot  in  this 
DATA  COMM 
User  Survey.  The  company's  VSAT 
network  offering  placed  first  in  eight 
of  the  16  technical  and  service  cat- 
e cones.  AT&T  Tridom  earned  its 
highest  marks  for  network  reliability 
and  availability,  it*  support  for  dif¬ 
ferent  data  types  and  protocols,  and 
the  quality  of  its  technical  help  and 

installation  effort 


KWh 


AV&T  Tridom 

GTE  Spacenet 
Cylix  Communications 

Hughes  Network  Systems 

Scientific-Atlanta 


Best  Technology 

A  T&T  Tridom 

I  AT&T  Tridorn 
[  rated  tops  in 

•  five  out  of  eight 

technology  cat 
egories.  It  was 
the  only  vendor 
I  •  lo  achieve  a  rat- 

ingot  more  than  3.0  for  its  abilitt  to 
integrate  with  other  network  man¬ 
agement  systems.  The  vendor  also 
earned  h,gh  marks  for  the  quality  „f 
ns  diagnostic  features  and  perfor- 
I  mance  monitoring  tools. 


At  AT&T  Tridom,  there  is  nothing 
more  important  than  standing  by  our 
customers  —  and  it  shows. 

It  shows  in  the  1992  I/S  Brand 
Preference  survey  on  wide  area  networks 
conducted  by  Cornputerworld  where  AT&T 
Tridom  swept  five  categories  including  Best 
Technolog y,  Best  Brice/Performance ,  Best 
Service/Support,  Best  Documentation, 
and  Prefer  to  Do  Business  With. 


It  shows  in  the  1992  Users’  Choice 
survey  conducted  by  Data  Communica¬ 
tions  in  which  AT&T  Tridom  was  voted 
the  Best  Orerall  I  N-17'  Vendor  with  the 
Best  Technology. 

And  it  shows  by  what  industry  analysts 
are  saying.  A  recent  Yankee  Group  report 
lauded  AT&T  Tridom’s  shared  hub  service 
capability,  technical  superiority,  and  facility 
for  combining  VSAT  technology'  with  terres¬ 
trial  data  services. 


These  achievements  have  occurred 
for  one  simple  reason:  We  make  it  our 
business  to  be  totally  responsive  to  our 
customers'  networking  needs. 

Give  us  a  call.  800-346-1 174 

404-426-^26 1 ,  FAX:  404-5 14-1737 


AT&T  Tridom 
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Vistakon  realized 
its  vision  with  AS/400s. 

Perhaps  you  should  take 
a  closer  look. 


Vistakons  vision  was  clear.  With  their  Acuvue®  disposable 
contact  lenses,  this  division  of  Johnson  &  Johnson  Vision 
Products,  Inc.  already  offered  a  popular  product.  But  they 
also  wanted  to  provide  enhanced  customer  service. 

With  CallPath7400,  Vistakons  telephone  operations 
are  now  controlled  by  AS/400  “  computers,  so  customer  data 
can  be  accessed  instantly.  As  a  result,  accuracy  of  orders  has 
increased.  Length  of  calls  has  decreased,  allowing  more 
orders  to  come  in.  And  99%  of  their  customer  service  calls 
are  now  answered  within  20  seconds,  keeping  hang- ups  to 
a  minimum  and  customers  satisfied. 

Of  course,  you  don’t  have  to  be  a  contact  lens  maker 
to  see  things  so  clearly.  All  kinds  of  companies  are  looking 
to  advanced  AS/400  computer  applications.  Companies 
like  Porsche®  Cars  North  America  Inc.  are  also  using 
CallPath/400  to  improve  customer  service.  And  companies 
like  Purity  Wholesale  Grocers,  Inc.  and  Omak  Wood  Prod¬ 
ucts  are  using  our  advanced  applications  to  fax  invoices 
and  information  directly  from  their  AS/400s,  so  they  can 
service  their  customers  better  and  reduce  costs. 

For  free  literature  on  how  advanced  AS/400 
applications  can  help  your  company  keep  its  focus, 
call  1  800  IBM-6676,  ext.  733. 

The  IBM  AS/400. 

Success  isn’t  complicated. 


•  CallPath/400:  integrate  telephone  and  computer  capabilities. 

•  Facsimile  Support  1400:  manage  and  store  faxes,  reduce  costs. 

•  ImagePlus®/400:  faster  document  retrieval,  lower  storage  costs. 

•  Multimedia:  deliver  interactive  impact  through  PS/2  "  terminals 


BEL  GATES 

WANTS TO 

SHAKE 
TOUR  HAND. 


But  first  you’ll  have  to  win  the  2nd  Annual  WINDOWS  WORLD  Open, 

Computerworld’s  Custom  Application  Contest 
at  WINDOWS  WORLD  ’93  in  Atlanta,  May  24-27. 


So  you  think  your  custom  Windows'" 
applications  look  pretty  good? 

Then  show  the  world  at  the  2nd  Annual 
WINDOWS™  WORLD  Open. 

If  your  custom  application  wins,  you’ll 
join  Bill  Gates  at  an  awards  ceremony  and 
private  reception  in  your  honor. 

In  fact,  if  your  entry  is  one  of  those  se¬ 
lected  we’ll  pay  for  all  necessary  equipment 
to  be  shipped  to  WINDOWS  WORLD  to 
demo  your  winning  application,  and  you’ll 
receive  free  admission  to  the  conference  and 
the  exhibit. 

And  finally,  you  and  your  company 
will  be  featured  in  Computerworld.  How’s 
that  for  instant  fame  and  fortune? 

Here’s  what  our  WINDOWS  WORLD 
Open  Winners  w ill  look  like. 

We’re  looking  for  innovative  applica¬ 
tions  made  possible  by  you  and  Windows. 

For  instance,  maybe  you  created  an 


executive  information  system,  or  a  field 
sales  office  reporting  system,  perhaps  you 
downsized  a  host  application,  or  wrote  a 
mainframe-to-micro  user  access  system. 

Enter  it! 

Do  you  have  the  Qualifications? 

Your  entry  should  be  a  custom  pro¬ 
gram  currently  in  use  (not  a  prototype),  and 
not  for  resale. 

It  should  also  be  either  an  entirely  new 
application,  a  modification  of  an  off-the- 
shelf  application,  or  a  Windows  front-end 
for  a  host  application.  And  of  course,  it 
should  require  Windows. 

Entries  w  ill  be  accepted  in  the  follow¬ 
ing  eight  industry  categories:  1 )  Manufactur¬ 
ing,  2)  Finance,  3)  Insurance/Real  Estate,  4) 

T ransportation/  C  ommunications/  Util  ities, 
5)  Services,''  Professions,  6)  Wholesale/ 
Retail/Distribution,  7)  GovemmentPublic 
Administration,  and  8)  Other. 


Call  for  Entry. 

Just  call  the  WINDOWS  WORLD 
Open  Hotline  toll-free  at  1-800-829-4143, 
or  1-206-443-3329  to  request  your  official 
WINDOWS  WORLD  Open  entry  kit* 

The  deadline  for  entry  is  Midnight, 
February  15  th,  1993. 

But  hurry.  The  first  200  entries  receive 
a  free  WINDOWS  WORLD  OpenT-Shirt. 

So  call  now.  Because  the  competition 
is  right  around  the  comer.  And  Bill  is  look¬ 
ing  forward  to  meeting  you. 

Sponsored  by: 

COMPUTERWORLD 

The  Newspoper  of  IS 

Microsoft • 

Windows  World 


•  l"hc  WINDOW  S  W  ORLD  Open  Entry  kat  contains  all  details,  rules  and  qualifications  for  this  contest.  Contest  is  void  where  prohibited  by  law.  No  purchase  necessary. 

1 992  (.  omputera  orki  375  C  ochituate  Road,  F  rami  ogham,  MA  01 701-91 7 1 , 508-879-0700,  Fax:  508-879-0446.  An  IDG  publication.  Computerworld  is  a  trademark  of  CW  Publishing  Inc.  Microsoft  is  a  registered  trademark  and 
W  indows  is  a  trademark  of  Microsoft  Corporation.  WINDOWS™  WORLD  Conference  and  Exposition  and  WINDOWS™  WORLD  Open  are  properties  of  INTERFACE  GROUP  -  NEVADA,  Inc. 
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Life  after  Alpha  at  DEC,  6 1 
HP  REPACKAGES  OpENODB,  6l 


Software 

Strategies 


Sybase  System  10 
answers  user  pleas 


By  Jean  S.  Bozman 


Sybase,  Inc.  apparently  took  to  heart  information 
systems  managers’  concerns  about  day-to-day 
operations  of  on-line  distributed  database  sys¬ 
tems.  Longtime  Sybase  users  last  week  said  their 
concerns  about  backup  and  recovery,  database 
copies  and  performance  were  addressed  by  Sy¬ 
base’s  recent  announcement  of  its  System  10 
product  lineup  for  1993  [CW,Nov.  16]. 

System  10  addresses  distributed  database  up¬ 
dates  with  its  Replication  Server  and  IS  opera- 


users  will  face  some  operational  difficulties  for 
several  months.  The  Norton  Co.  in  Worcester, 
Mass.,  a  maker  of  abrasive  wheel  and  grinding 
equipment,  uses  four  Sybase  SQL  Server  data¬ 
bases  to  run  its  manufacturing  systems.  But,  un¬ 
der  heavy  work  loads,  the  systems  sometimes 
slow  down,  said  Ron  Beroll,  a  database  project 
leader. 

“If  SQL  Server  were  to  speed  up,  it  would  help 
since  the  schedule  program  is  taking  longer  to 
run  when  data  volumes  are  high,"  Beroll  said. 

Backup  and  recovery  is  also  a  primary  concern 
for  production  data 
on  Sybase  servers. 


Database  derby 


Methods: 

Characteristics: 


Bottom  line: 


Two  approaches  to  distributed  databases 


Two-phase  commit 

Replication 

Peer-to-peer  servers 

Master/Slave  servers 

Real-time  updates 

Near-real-time  updates 

Synchronous  updates 

Asynchronous  updates 

New  transactions 

BLOCKED  DURING  UPDATE 

Continuous  server 
operation 

IS  HAS  LIMITED  CONTROL 
OVER  UPDATES 

Lets  IS  control  timing 
AND  NETWORK  TRAFFIC 

Source:  International  Data  Corp. 


CW  Chart:  Michael  Siggins 


tional  control  with  its  Control  Servers  for  backup, 
recovery  and  database  tuning.  Its  SQL  Server  10 
database  engine  (formerly  known  as  SQL  Server 
5.0)  supports  multigigabyte  databases  and  faster 
processing. 

But  users  will  have  to  wait  for  System  10  fea¬ 
tures,  some  of  which  have  been  in  development 
for  two  years. 

The  products  have  not  yet  passed  beta  tests 
and  will  be  phased  in  during  1993,  said  Stewart 
Schuster,  Sybase’s  vice  president  of  marketing. 
He  gave  no  pricing  or  shipment  dates. 

The  System  10  test  schedule  means  that  most 


Takes  time 

“Loading  and  dump¬ 
ing  of  data  takes  a 
disproportionately 
large  amount  of  sys¬ 
tem  resources  and 
time,”  said  Roland 
Klinger,  database 
systems  manager  at 
Tri  Valley  Growers, 
Inc.,  a  San  Francisco 
food  processing  coop¬ 
erative. 

Klinger  said  he 
wants  a  separate  application  programming  inter¬ 
face  that  would  handle  data  dumps  without  af¬ 
fecting  other  database  engine  resources,  which 
he  believes  is  included  in  the  System  10  Control 
Server  feature. 

Customer  technology  institutes,  including  one 
held  by  Sybase  in  February,  gathered  user  con¬ 
cerns  about  IS  operational  issues,  according  to 
Paul  Hamel,  vice  president  of  systems  and  plan¬ 
ning  at  Textron  Financial  Corp.,  a  Providence, 
R.I.,  division  of  Textron  Corp. 

“We’re  happy  with  the  product  direction,  which 

Sybase,  page  60 


Wang  previews  VS 
machines;  unveils  Unix 
software  —  finally 


By  Kim  S.  Nash 

BOSTON 


Wang  Laboratories,  Inc.  surprised 
attendees  at  its  recent  user  group 
conference  with  pre¬ 
views  of  three  new  VS 
minicomputers  and 
Unix  versions  of  key 
proprietary  software 
products.  The  compa¬ 
ny  also  unveiled  —  fi¬ 
nally  —  Open/Pace,  a 
database/application 
development  environ¬ 
ment  that  runs  on 
IBM’s  RISC  Sys¬ 
tem/6000  line. 

The  loudest  and 
most  oft-repeated  mes¬ 
sage  from  Wang  offi¬ 
cials  at  the  show  was 
that  the  VS  is  not  dead. 

Despite  laying  off 
more  than  2,000  work¬ 
ers  since  filing  for 
Chapter  1 1  bankruptcy 
protection  in  August — 
with  at  least  that  many 
more  employees  still 
scheduled  to  be  cut  — 

Wang  “still  has  signifi¬ 
cant  resources  behind 
the  VS,”  said  Peter 
Crenier,  manager  of  VS 
systems  marketing. 

However,  neither  he 
nor  other  Wang  officials  would  com¬ 
ment  on  the  size  of  the  VS’  research 
and  development  staff  or  budget, 
and  some  users  expressed  doubt 


that  the  VS  is  longfor  this  world. 

One  information  systems  manag¬ 
er  who  oversees  some  200  VS  ma¬ 
chines  said  he  attended  the  show  to 
“get  a  sense  of  how  [Wang]  manage¬ 
ment  is  relatingto  [its] 
customers  and  to  fig¬ 
ure  out  for  myself 
where  the  VS  is  head¬ 
ed.” 

He  did  not  want  to  be 
identified,  but  he  ex¬ 
plained  that  he  faces  a 
crossroads:  The  200 
VS  systems  need  up¬ 
grading,  and  he  wants 
to  know  if  he  should  in¬ 
vest  further  in  Wang 
technology  or  turn  to 
another  vendor  for 
Unix  platforms.  “A  lot 
of  people  are  like  me — 
confused,”  he  said. 

The  Lowell,  Mass.- 
based  company  tried 
to  allay  such  fears  by 
previewing  VS  proces¬ 
sors  that  are  sched¬ 
uled  to  be  announced 
next  month  and  early 
next  year. 

Wang  plans  to  ex¬ 
tend  the  high  end  with 
two  VS  12000  systems 
that  bracket  the  per¬ 
formance  of  today’s  VS 
12000  Model  550.  The 
midrange  is  due  for  a  kicker  in  a  few 
forms:  a  new  processor  in  the  VS 
6000/Server,  new  pricing  and  op- 
Wang,  page  60 


Highlights  of 
Wang’s  new 
processors 


VS  12000  Models 

45oand650 

minicomputers. 


Look  fora  March  1993 
unveiling  ofthe  VS 
9000,  which  combines 
VS  12000  memory 
capabilitiesand 
cabinetwiththeCPUof 
a  VS  8000. 


VS 8000  includes  two 
series:  the  8400  with 
up  to  64M  bytes  of 
capacity,  and  the  8200 
aimed  at  smaller 
shops. 


VS  6000/Server 

designed  to  do  duty  as 
a  minicomputerand  an 
application  server. 


BIM  Spotlight 


PROBLEM: 


n  57  RST  B  1  MOYLE  associates,  INC. 

I  J  I  I  U  U  5788  Lincoln  Drive  »  Minneapolis  MN  55436 


612-933-2885 

FAX  612-933-7764 


Finding  a  single  solution  to  all  my 
on-line  editing  needs 


SOLUTION:  BIM-EDIT-  Online  Editor  System 

Here  are  just  a  few  of  many  reasons  BIM-EDIT  can  provide 
solutions: 

•  flexible  and  easy  to  use  editor 

•  significantly  better  performance  /  efficiency 

•  tight  source  control  features 

•  powerful  yet  simple  to  use  procedure  language 

•  flexible  and  direct  security  system 

•  can  be  run  as  a  VTAM  application 

BIM-EDIT  is  priced  at  only  $8000  (DOS)  /  $1 2,000  (MVS)  for  a  permanent 
license,  $4000  (DOS)  /  $6000  (MVS)  on  annual  lease  or  $400  (DOS)  /  $600 
(MVS)  for  a  monthly  rental.  For  more  information  on  BIM-EDIT  or  any  of 
our  other  quality  software,  give  us  a  call  at  612-933-2885. 

BIM  has  over  40  system  software  products  for  improving  productivity  and  use  of  DOS/VSE. 
OS/MVS,  and  CICS  and  also  performs  systems  programming  consulting 
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We  Subject  Our  Computers 
An dYi  b ration. Then  We  Pu 


r\«tl  COMPAg.  DESK  PRO.  LTE  R» 


Wm-tJ  U  S.  I'iiml  oi 
Thr  Intel  lituHk- 


To  Extreme  Heat,  Humidity 
r Them  Through  The  Press. 


At  Compaq,  we  put  our  products  through  some  of  the 
most  brutal  testing  in  the  industry.  That  way  we  can  be  sure 
they’ll  withstand  the  toughest  test  of  all:  public  opinion. 

“Compaq  hit  the  mark  with  14  machines  that  combined  low  price 
with  high  performance  and  a  most-wanted  list  of  features” 

InfoWorld,  June  22,  1 992 

“. . .Compaq  has  slashed  prices  without  compromising  quality.” 

— PC  Week,  June  22,  1 992 


“Compaq  Computer  Corporation  has  taken  an  aggressive  pricing 
stance  with  its  new  ProSignia  server  line.” 

®  — PC  Week,  October  5,  1 992 

“Despite  its  low  price,  the  ProSignia  packs  a  variety  of  features.” 

-PC  Week,  October  5,  1992 


“. .  .For  running  Windows  on  the  road,  the  Compaq  LTE  Lite /25c 
is  clearly  the  best  notebook  yet.” 

.  ^  —PC  Laptop,  October  1 992 

“It  is  the  best-looking  color  screen  on  any  notebook,  plain  and  simple.” 

—PC  Computing,  August  1992 

“DeskPro/i.  ..combines  the  traditional  Compaq  virtues  of  strong 
performance  and  technical  innovation  with  aggressive  pricing.” 

PC  Week,  June  22,  1 992 


“Make  no  mistake  about  it:  this  is  a  strikingly  energetic  Compaq.” 

—PC  Week,  June  22,  1992 

“You’d  expect  technical  leadership  from  Compaq,  but  the  Lite/25c’s 
I  aggressive  price  took  us  completely  by  surprise.”  fQ  ^ ;  ^ 

“Low-cost  ProLinea  offers  solid  quality.” 

J  InfoWorld,  October  5,  1 992 

“...Compaq  Contura  3/25  notebook  is  part  of  Compaq’s  clone- 
beater  strategy  and  packs  an  aggressive  price /performance  punch...” 

PC  Magazine,  August  1992 


Our  alliance  with  Intel  enables  us  to 
improve  on  processor  technologies 
with  such  advances  as  casv-to 

y 

upgrade  architectures  and  sophist  1 
cated  power-conservation  features. 


Compaq  engineers  have  already  been 
improving  our  netv  affordable  PCs 
In  fact,  the  COMPAQ_Contura  PC 
is  now  available  with  a  super-crisp, 
passive-matrix  VGA  color  screen. 


comPAa 


“That’s  leadership.” 


PC  W  eek,  June  22,  1 992 
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Sybase  System  10  answers  user  pleas 


CONTINUED  FROM  PAGE  57 

will  support  enterprise  client/server  appli¬ 
cations  as  well  as  departmental  solu¬ 
tions,”  said  Hamel,  who  installed  Sybase 
databases  on  Sun  Microsystems,  Inc.  serv¬ 
ers  several  years  ago.  High  on  Hamel’s 
wish  list  is  the  System  10  Replication  Serv¬ 
er  that  can  keep  multiple  Sybase  database 
servers  in  sync. 


Industry  analysts  said  they  believe  Sy¬ 
base’s  attention  to  IS  concerns  should  help 
stem  customer  concerns  about  large-scale 
Sybase  production  systems. 

“People  want  to  be  able  to  do  production 
applications  the  way  they  have  done  them 
in  the  glasshouse  for  years,”  said  Donald 
Feinberg,  a  senior  software  analyst  at 


Gartner  Group,  Inc.  in  Stamford,  Conn. 
“The  piece  that  has  been  missing  is  sys¬ 
tems  management  software  for  backup 
and  recovery.” 

Many  users  cited  the  System  10  Repli¬ 
cation  Server  as  the  single  feature  they 
most  wanted  to  install  when  it  becomes 
available. 

The  Replication  Server  is 
Sybase’s  answer  to  Oracle  Corp.'s  auto¬ 
matic  two-phase  commit  scheme  (see 
chart  page  57). 


Wang  previews 
VS;  unveils  Unix 

CONTINUED  FROM  PAGE  57 

tions  on  the  VS  8000  and  a  smaller  cabinet 
for  the  VS  9000  to  which  users  can  field- 
upgrade  from  the  VS  7000  or  VS  8000  (see 
box  page  57). 

On  the  corporate  side,  reorganization 
plans  at  Chapter  11-protected  Wang  are 
takingshape,  and  it  looks  like  the  company 
wants  to  be  a  network  integrator.  LAN 
Management  Services  is  a  newly  formed 
group  that  harnesses  various  local-area 
network  support  efforts  under  one  roof. 

The  30-worker  unit,  based  in  Atlanta, 
will  not  enjoy  a  stature  in  the  company 
equal  to  Wang’s  imaging  group,  “but  it'll 
be  up  there,  just  below  imaging,”  said  Dan 
Brown,  a  marketing  representative. 

The  Technetron  ’92  conference  was 
sponsored  this  year  by  both  Wangand  non- 
Wang  groups,  such  as  the  Boston  Comput¬ 
er  Society  and  a  local  Banyan  Systems, 
Inc.  group. 

Wang  is  one  of  the  largest  Banyan  Vines 
resellers  in  the  U.S.,  generating  approxi¬ 
mately  $15  million  worth  of  network  oper¬ 
ating  system  revenue  for  Banyan  last  year, 
accordingto  Brown. 

Plenty  of  pitches 

VS  users  also  heard  migration  pitches 
from  Digital  Equipment  Corp.,  Hewlett- 
Packard  Co.  and  Sun  Microsystems,  Inc., 
which  outlined  conversion  and  VS  hard¬ 
ware  trade-in  programs  to  interested  VS 
users. 

Wang  itself  touted  RS/6000  versions  of 
the  following  key  software  products: 
•Open/Pace.  Wang  originally  showed  the 
database/development  tool  more  than  a 
year  ago  running  on  SCO  Unix  from  The 
Santa  Cruz  Operation  but  shelved  that  ver¬ 
sion  after  signing  a  contract  to  support 
IBM’s  Unix  line  in  June  1991.  Wang  then 
declared  that  an  IBM  AIX  edition  was  on 
the  way,  finally  making  good  on  that  prom¬ 
ise  earlier  this  month. 

•Open/Office  1.0.  Office  is  Wang’s  VS- 
based  electronic-mail  package.  It  was  built 
to  run  in  client/server  mode,  with  an 
RS/6000  as  a  server  and  PCs  using  Micro¬ 
soft  Corp.’s  Windows  as  clients.  The  prod¬ 
uct  adheres  to  the  X.400  and  X.500  stan¬ 
dards  of  the  Consultative  Committee  for 
International  Telegraphy  and  Telephony, 
according  to  Wang. 

Also  unveiled  was  Cobol  Resource,  a 
tool  kit  for  downsizing  Cobol  applications, 
such  as  software  written  in  the  VS’  ANSI 
Cobol  85,  to  run  on  AJX-based  platforms. 


NEED  GLOBAL 
SALES  LEADS? 

Advertise  in 
Computerworld’s 
new  Global 
Response  Cards. 

Next  ad  close:  January  25 

800-343-6474 

x757 


The  fact  is,  our  Computerworld 
IDC  White  Paper  was  read  by  the 
most  powerful  IT  leaders  in  the  world. 


Ann  Dalrymple 
Manager  of  Publications 
The  Open  Software 
Foundation 


“At  the  Open  Software  Foundation,  we  believe 
freedom  means  not  having  to  stay  inside  a  box 
that  someone  else  created.  Which,  of  course,  is  the 
very  concept  of  open  systems:  the  freedom  to 
choose. 

“ The  OSF  believes  that  interoperability  is 
becoming  recognized  as  increasingly  important  in 
the  growing  open  systems  marketplace.  Our 
White  Paper  on  “ Interoperability :  Cornerstone  of 
Open  Systems  ”  was  designed  by  IDC  to  educate 
the  IS  marketplace  on  the  terms  Interoperability'' 
and  ‘ open  systems.  ’ 

“The  Computerworld  White  Paper  Program 
helped  us  accomplish  our  objectives  by  educating 
information  systems  management,  the  most 
important  buying  influence  in  the  market  today, 
on  how  to  make  open  systems  a  reality.  ” 


THE  COMPUTERWORLD  WHITE  PAPER  PROGRAM 

An  innovative  marketing  tool  for  selling  your  technology  solution 

375  Cochituate  Road,  Framingham,  A1A  01701-9171 

(508) 879-0700 
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HP  sweetens  object  licensing 


DEC  fortune 
needs  Alpha 
and  more 

By  Melinda-Carol  Ballou 


By  Mark  Halper 

PALO  ALTO, CALIF. 


Hewlett-Packard  Co.  this  week  plans  to 
give  a  little  lift  to  its  object-oriented  data¬ 
base  marketing  program,  adding  induce¬ 
ments  primarily  for  its  Unix  machines. 

The  company  will  disclose  new  packag¬ 
ing  that  enables  users  to  evaluate  Open- 


ODB  before  committing  to  a  full  purchase 
and  increases  the  number  of  users  sup¬ 
ported  by  a  license  from  eight  to  64.  The 
user  expansion  applies  to  HP’s  Unix  serv¬ 
ers  and  workstations  and  its  MPE  line  of 
multiuser  systems;  the  other  purchasing 
incentives  apply  only  to  the  Unix  line. 

An  HP  spokesman  said  HP  emphasized 
Unix  platforms  because  they  are  typically 


used  for  development  of  both  MPE  and 
Unix  applications  and  because  an  MPE  us¬ 
er  can  get  evaluation  benefits  from  exam¬ 
ining  OpenODB  on  a  Unix  machine.  The 
user  expansion  applies  to  deployment  and 
development  ,  which  is  why  HP  is  easing  li¬ 
censing  policies  for  MPE  and  Unix. 

An  evaluator’s  bundle  of  OpenODB  costs 
$5,000  and  includes  a  three-month  license 
for  up  to  64  users.  A  learning  version  costs 
$10,000  and  includes  a  one-user  license  for 
an  unlimited  time  period. 


Digital  Equipment  Corp.’s  long-awaited 
release  of  Alpha  AXP  platforms  earlier  this 
month  was  welcomed  by  analysts  and  us¬ 
ers,  settingwhat  some  described  as  a  “new 
tone”  for  the  company. 

The  products  are  an  important  step,  but 
Chief  Executive  Officer  Robert  Palmer  and 
analysts  agreed  that  Alpha  alone  will  not 
move  DEC  out  of  its  financial  slump;  the 
company’s  survival  strategy  must  also  fo¬ 
cus  on  a  more  efficient  organization  and 
on  new  markets,  such  as  systems  integra¬ 
tion  and  services. 

As  an  indication  of  its  focus  on  services, 
DEC  supplemented  the  unveiling  of  Alpha 
AXP  platforms  with  announcements  on  mi¬ 
gration  and  services  for  Alpha  and  busi¬ 
ness  practices  geared  toward  easing  the 
move  to  the  newplatforms  [CW,  Nov.  9], 

The  new  Alpha  AXP  Services  include 
Application  Re-engineering  and  Migration 
Services;  Learning  Services  for  doing  de¬ 
sign  work  for  Alpha 
AXP;  Vendor/Devel¬ 
oper  Support  Ser¬ 
vices;  Consulting 
Services  with  DEC- 
start  packages  for 
Open  VMS  and  DEC 
OSF/1  with  system  instal¬ 
lation,  training  and  technical  consulting; 
DECathena  for  DEC  OSF/1  Version  1.2; 
and  Hardware/Software  System  Services 
or  traditional  DEC  support  services  for  Al¬ 
pha. 

DEC  also  clarified  upgrade  paths  and 
pricing  for  making  the  migration  from  spe¬ 
cific  VAX  models  to  Alpha  AXP.  New  up¬ 
grade  pricing  of  $99  per  SPECmark  is  in 
line  with  Alpha-ready  pricing  made  avail¬ 
able  earlier  this  year. 


Analyst  reaction 

Analysts  spoke  approvingly  of  the  new  sys¬ 
tems  and  service  —  for  the  most  part. 

“The  pricing  on  a  performance  basis  for 
the  new  systems  is  extremely  low,  but  there 
are  a  lot  of  missing  pieces  right  now,”  said 
Ted  Krum,  research  analyst  at  D.  H.  Brown 
&  Associates,  a  market  research  firm 
based  in  Port  Chester,  N.Y.  He  added  that 
critical  software  and  applications  will  not 
be  ready  for  another  year  or  18  months,  es¬ 
pecially  for  commercial  customers  with 
clusteringvolumes. 

“Without  the  actual  applications,  they 
are  going  to  be  in  a  tough  situation;  for  ex- 
istingcustomers,  they  can  push  the  Alpha- 
ready  solutions  and  say  that  they  will  mi¬ 
grate  them  over  later,”  said  Steve  Widen, 
senior  analyst  at  WorkGroup  Technol¬ 
ogies,  Inc.,  a  market  research  firm  based 
in  Hampton,  N.H.  “But  new  customers  ar¬ 
en’t  going  to  opt  for  one  architecture  today 
and  move  in  the  future.  The  window  of  op¬ 
portunity  is  closingfor  DEC." 


The  World’s  largest 


■ 


■■ 


mm  mm 


u- 


S' 


m 


Up 


fi 


Join  20,000  of  your  IS  Colleagues  at  DB/EXPO  ’93! 


Learn  the  Latest  in  Information  Technology  Business  Solutions 


Hear  Reknown  Experts  and  Users...  Test  Drive  the  Hottest  Products 


May  3-7  1993  Moscone  Center,  San  Francisco,  California 
Call  Today  for  your  complimentary  brochure 
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Most  service  providers 

offer  a  road  map. 

But  how  many  are  willing  to 
dig  in  and  help  pave  the  road? 


To  help  you  reach  your  business  goals, 
Unisys  Services  do  more  than  point  the  way. 
We  provide  concrete  means  for  getting  you 
there.  We  don’t  create  abstract  strategy  docu¬ 
ments  that  sit  on  a  shelf  collecting  dust.  We 
join  you  in  the  trenches. 

Unisys  systems  integration  ties  to¬ 
gether  all  the  elements  of  your  information 
environment,  no  matter  whose  systems  the 
environment  is  composed  of.  We’re  unri¬ 
valed  at  translating  the  need  for  interoper¬ 
ability  into  competitive,  bottom-line  business 
solutions. 

Unisys  consulting  services  work  closely 
with  you  to  develop  a  pragmatic,  information 
technology  plan-a  plan  that  serves  your 
business  goals  and  not  the  other  way  around. 
Our  user-proven  application  development 
process  teams  us  with  customers  to  iden¬ 
tify  desired  real-world  results  before  design¬ 
ing  the  applications  on  which  those  results 
will  depend. 

Through  our  end-user  education  ser¬ 
vices,  you  gain  the  practical  knowledge 
essential  for  bringing  out  the  best  in  people 
■md  technology,  ensuring  that  strong  plan¬ 


ning  yields  a  strong  outcome.  And  Unisys 
outsourcing  will  shoulder  responsibility  for 
the  distracting  busywork  of  your  information 
systems,  freeing  you  to  focus  energy  and 
resources  on  your  core  business.  We’ll  man- 

UNISYS 

We  make  it  happen. 


age,  staff,  and  support  the  tactical  aspects  of 
your  systems  operation,  generating  cost  and 
productivity  benefits  for  your  enterprise. 

Strategy  is  only  as  good  as  the  execu¬ 
tion,  and  Unisys  has  built  a  reputation  for 
knowing  where  the  rubber  meets  the  road. 
Call  us  at  1-800-874-8647,  ext.  186.  Ask  how 
Unisys  Services  can  help  you  drive  your  busi¬ 
ness  as  far  as  you  want  it  to  go. 


nisys  Corporation 


CASE 


LANGUAGES 

TOOLS 
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Redevelopment  takes  root 

Pilot  effort  frees  up  Arizona  State  University  programmers 


By  Garry  Ray 

TEMPE.  ARIZ. 


■  About  a  year  ago,  Arizona  State 
University  (ASU)  was  in  the  same 
position  as  many  of  its  43,000 
students.  The  university's  55  ap¬ 
plication  programmers  spent 
much  oftheirtime  poring  through 
tomes  of  dusty  Cobol  code  to 
learn  how  the  school's  systems 
functioned.  There  was  little  time 
to  add  new  features  or  to  satisfy 
maintenance  requests. 

The  problems  did  not  end  there. 
With  a  thin  budget  for  1992,  the  pro¬ 
gramming  staff  could  not  be  ex¬ 
panded,  although  it  was  stretched  to 
the  limit  maintaining  35  applica¬ 
tions  serving  more  than  one  quarter 
of  the  university’s  5,000  employees. 
Locked  away  with  reams  of  Cobol 
code,  the  data  processing  depart¬ 
ment  had  to  shunt  to  the  back  burn¬ 
er  most  new  maintenance  requests. 

The  situation  was  becoming  des¬ 
perate.  “We  knew  that  if  the  trend 
in  maintenance  demands  contin¬ 
ued,  and  if  resources  stayed  flat, 
there  would  be  no  resources  to  add 
new  functionality  to  the  applica¬ 
tions,”  said  Darrel  Huish,  assistant 
director  of  computer  information 
systems  at  the  university.  “We’d  be 
doing  nothing  more  than  keeping 


existing  systems  alive,  and  maybe 
not  too  adequately.” 

But  a  pilot  re-development  effort 
started  last  springhas  given  the  uni¬ 
versity  its  second  wind.  Employing 
tools  from  Viasoft,  Inc.,  a  Phoenix 
software  re-development  firm,  and 
from  IBM,  ASU  has  launched  a  new 
maintenance  methodology  that 
Huish  said  it  expects  to  have  fully  in 
place  “within  four  or  five  months.” 

Somewhat  different  than  re-engi¬ 
neering,  re-development  is  intended 
to  make  maintenance  easier.  “Re¬ 
development  modularizes  existing 
code  to  make  it  more  efficient  with¬ 
out  changing  functions.  Re-engi¬ 
neering  is  actually  changing  the 
functions,”  said  Doug  Griffin,  man¬ 
ager  of  IBM's  application  develop¬ 
ment  consulting  practice  in  Phoe¬ 
nix.  During  the  ASU  effort,  Griffin’s 
consulting  group  took  the  role  of 
“project  management,  including  co¬ 
ordination  of  tools  and  trying  to 
make  sure  we  met  the  objectives 
[ASU]  outlined,”  he  said. 

Surprisingly,  ASU’s  initial  objec¬ 
tives  were  turned  to  longer  term 
goals  as  the  project  took  shape. 
With  its  pressing  maintenance 
problems,  the  university  initially 
wanted  to  examine  and  re-develop 
its  largest  and  most  important  ap¬ 
plications  from  the  outset.  “They 
wanted  to  re-engineer  live  pro¬ 


grams  that  they  could  put  right  into 
production,”  said  Steve  Tesinsky, 
manager  of  consulting  practices  at 
Viasoft.  However,  it  quickly  became 
apparent  that  smaller  pilot  projects, 
alongwith  staffwide  training,  would 
better  fit  the  university’s  long-term 
objectives. 

“They  said  the  emphasis  should 
be  on  learning  how  to  do  [re-devel- 
opment],  not  to  cut  corners,”  Huish 
reflected.  “They  were  right.” 

Still,  the  pilot  project  provided  im¬ 
mediate  proof  that  there  would  be  a 
significant  payback  from  re-devel¬ 
opment.  One  of  the  two  pilot  projects 
involved  a  campuswide  directory  of 
student  information,  Huish  said. 
Over  the  years,  security  rights  and 
access  codes  had  become  embedded 


Arizona  State 
University 

Tempe,  Ariz. 


Challenge:  To  reduce 
the  maintenance  load 
burdening  55  program¬ 
mers  supporting  35 
administrative  applica¬ 
tions. 


Technology:  Cobol 
redevelopment  meth¬ 
odologies  and  tools 
from  Viasoft  and  IBM. 


Result:  An  estimated 
20%  gain  in  produc¬ 
tivity. 


in  various  parts  of  the  application. 
“It  was  really  a  tangled  mess,” 
Huish  said.  “When  we  got  [mainte¬ 
nance]  requests,  we  would  say,  ‘It’s 
more  trouble  than  it’s  worth.’  ” 

During  the  pilot,  users  requested 
a  change  to  the  system.  Working 
with  the  code  from  the  pilot  pro¬ 
gram,  “making  a  change  went  from 
40  hours  of  wrork  dowm  to  six  hours,” 
Huish  said. 

With  the  pilot  phase  now  com¬ 
plete,  Huish  said  he  plans  to  have  10 
programmers  use  Viasoft’s  Renais¬ 
sance,  which  decomposes  Cobol 
programs  into  functional  compo¬ 
nents.  The  rest  of  the  staff  has  been 
trained  in  the  new  re-development 
and  maintenance  methodology. 

Although  the  project  has  spanned 
more  than  six  months  and  has  re¬ 
quired  training  and  software  acqui¬ 
sitions,  Huish  said  it  has  been  an 
eminent  success.  “We  feel  we’ve  got¬ 
ten  about  a  20%  productivity  gain. 
It’s  like  getting  six  new  program¬ 
mers.” 


On  Site 

Petroleum  firm 
relies  on  CASE 

ByPaulGillin 

WALTHAM,  MASS. 


When  your  business  grows  a  thousandfold  in  20 
years,  you  do  not  have  much  time  to  mess  around 
with  Cobol. 

That  is  why  Global  Petroleum  Corp.  has  made  a 
major  commitment  to  computer-aided  software 
engineering  (CASE)  tools  and  high-level  lan¬ 
guages.  Global,  a  closely  held  energy  distributor, 
has  grown  from  a  $3  million  regional  company  in 
1973  to  a  $3  billion  giant  today.  Yet  Global  has  an 
information  systems  staff  of  only  four  people. 

The  secret?  Use  productivity  tools,  contract 
out  for  expertise  and  do  not  reinvent  the  wheel. 
“We  automate  the  stuff  that  ought  to  be  automat¬ 
ed,”  said  data  processing  director  Jim  Shelton, 
who  noted  that  Global  went  to  a  virtual  lights-out 


data  center  10  years 
ago.  “And,”  he  said, 
“we’re  good.” 

Global  employs  its 
staff  sparingly.  The  da¬ 
ta  center  manager  who 
supports  a  Unisys 
Corp.  A6  mainframe 
and  Micro  A  worksta¬ 
tion  also  supports  the 
80  local-area  network 
users  at  headquarters. 
There  are  just  two  pro¬ 
grammers,  and  Shel¬ 
ton  doubles  as  data¬ 
base  administrator  and  occasional  programmer. 

Key  to  Global’s  productivity  is  a  commitment 
to  buyingwhat  it  can  and  developingnew  systems 
entirely  in  high-level  languages.  One  of  its  bread- 
and-butter  applications  —  an  inventory  system 
that  gets  the  bulk  of  new  development  work  — 
was  built  in  Unisys’  Line  fourth-generation  lan¬ 
guage  (4GL).  The  system  runs  more  than  150  re¬ 
ports  and  100  screens  and  accesses  two  external 
databases  for  real-time  reporting. 

Accounts  payable  and  general  ledger  packages 

Petroleum,  page  64 


Global  Petroleum's 

Jim  Shelton  and 
Martha  Thayer 


Intersolv  unveils  upgrades 


By  Garry  Ray 


The  downward  push  to 
PC-based  develop¬ 
ment  platforms  was  in 
evidence  at  a  recent 
user  conference  held 
by  Intersolv,  Inc. 

The  Rockville,  Md., 
company,  which  sells 
development,  re-engi¬ 
neering  and  version- 
control  products,  con¬ 
tinued  its  emphasis  on 
PC-based  platforms 
with  the  unveiling  of 
the  followingproducts: 
•PVCS  Reporter  1.0, 
a  report  writer  that  ex¬ 
tracts  and  presents  in¬ 
formation  stored  in  the 
PVCS  version-control 
repository.  The  pro¬ 
gram,  which  is  now 


available  for  Microsoft 
Corp.’s  Windows  and 
OS/2,  is  priced  at  $200. 
•Excelerator  II  1.1 
for  OS/2,  an  analysis 
and  design  tool  that 
company  officials  said 
will  now  support  cli¬ 
ent/  server  application 
development.  New  fea¬ 
tures  include  event- 
driven  application 
modeling  and  an  inte¬ 
grated  graphical  user 
interface  design  tool. 
The  new  version  of  Ex¬ 
celerator  is  planned 
for  release  this  month. 
•Design  Recovery 
for  Windows  1.0  is  a 
redevelopment  tool  for 
use  with  Cobol  appli¬ 
cations.  First  released 
as  an  MS-DOS  product 


this  year,  the  upgraded 
tool  captures  and 
stores  design  specifi¬ 
cations  from  Cobol 
code.  Specifications 
can  be  transferred  to 
the  company’s  Excel¬ 
erator  for  subsequent 
analysis  and  design. 
Design  Recovery  1 .0  is 
available  now  for 
$6,500. 

On  the  business 
front,  Intersolv  an¬ 
nounced  that  PVCS 
will  be  delivered  for  Mi¬ 
crosoft’s  Windows  NT 
simultaneously  with 
the  release  of  the  oper- 
atingsystem  next  year. 
Intersolv  officials  said 
other  development 
tools  will  be  ported  to 
Windows  NT. 
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Application  Development 


Petroleum  firm  relies  on  CASE 


CONTINUED  FROM  PAGE  63 

were  purchased  from  Lawson  Associates. 
Global’s  only  major  homegrown  Cobol  ap¬ 
plication  is  a  20-year-old  accounts  receiv¬ 
able  system  that  is  maintained  using  an 
ad-hoc  report  writer  called  EZSpec  from 
Software  Clearing  House,  Inc.  in  Cincin¬ 
nati.  The  product  provides  a  checkoff  ap¬ 


proach  for  specifying  data  fields,  criteria 
and  sort  orders.  “I  can  probably  do  in  five 
minutes  using  EZSpec  what  used  to  take 
two  to  three  hours  in  Cobol,”  said  Martha 
Thayer,  Global's  manager  of  technical  sup¬ 
port.  “If  it’s  not  what  I  want,  I  can  easily 
change  it  and  generate  the  report  again.” 


Under  its  best-of-breed  philosophy,  the 
IS  department  also  chose  Progress  Soft¬ 
ware  Corp.’s  Progress  4GL  in  1990  to  build 
a  Unisys  CTOS  application  for  its  traders. 
As  the  size  of  the  application  grew,  Global 
migrated  it  to  Unix,  a  conversion  made 
easier  by  Progress’  portability. 

For  most  of  Global’s  projects,  the  tools 
of  choice  are  Line  and  the  Line  Systems 
Approach,  a  methodology  designed 
around  the  Line  tool  set.  “We  looked  at  sev¬ 
eral  alternatives  to  Unisys  but  found  that 


the  other  CASE  tools  aren't  as  well  inte¬ 
grated,”  Shelton  said. 

Global’s  processing  load  is  not  very 
transaction-oriented,  but  it  involves  a 
steady  stream  of  report  requests  from  us¬ 
ers.  Using  a  joint  application  development 
approach  and  the  Line  tool  set,  the  depart¬ 
ment’s  two  programmers  can  turn  around 
most  reports  in  a  day  or  two,  Shelton  said. 
IS  staff  members  can  produce  mock-up  re¬ 
ports  usingLinc  screen  painters  to  give  us¬ 
ers  a  quick  pre¬ 
view  of  the 
applications 
they  request. 

The  Unisys 
environment  is 
particularly 
well-adapted  to 
quick  change 
artistry,  Shelton 
explained.  “Ex¬ 
cept  for  the  larg¬ 
est  shops,  I  don’t 
know  any  Uni¬ 
sys  users  who 
have  database 
administra¬ 
tors,”  he  said. 

For  example, 

Shelton  handled 
a  recent  change 
request  that  re¬ 
quired  adding 
several  data¬ 
base  fields  and 
application 
screens  by  dial- 
ingin  from  home 
and  making  the 
change  over  the 
weekend.  When 
the  company  ex¬ 
panded  a  prod¬ 
uct  code  from 
three  to  four  digits  last  year,  the  staff  first 
ran  an  impact  report  to  identify  the  more 
than  80  reports  and  50  screens  that  would 
have  to  change  and  then  made  all  the 
changes  in  10  days. 

Shelton  estimated  that  the  process 
would  have  taken  six  weeks  or  more  using 
conventional  programming. 

Brushingaside  concerns  about  4GL  per¬ 
formance  (“A  fast  solution  that’s  late 
doesn’t  buy  you  anything”),  Shelton  said 
the  real  benefit  of  software  productivity 
tools  is  in  their  impact  on  the  business. 

“Our  primary  focus  is  to  make  the  appli¬ 
cation  do  what  it’s  supposed  to  do,”  he 
said.  “The  Line  system  generates  code  as 
efficiently  as  an  average  programmer. 
Maybe  I  could  write  code  more  efficiently, 
but  I  couldn't  do  it  anywhere  as  quickly.” 
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Datapro  rates  TMON  for  CICS 
tops  in  user  satisfaction  ^ 


Computerworld  buyers  scorecard 
ranks  niO\  for  MVS  first 


Eyewitness  chalks  up  highest 
rating  in  Xephon  user  study 


The  Monitor  for  VTAM 
shines  in  Xephon  survey 


TNET. 

A  SYSTEMS  MANAGEMENT 
BREAKTHROUGH  THAT  WASN’T 
BORN  YESTERDAY. 

There’s  nothing  like  the  thrill  of  discovering  new  tech¬ 
nology  that  makes  your  job  easier.  Better  yet  -  a  quan¬ 
tum  leap  that’s  well-grounded  in  time-tested,  top-rated 
products.  Take  TNET"'.  When  it  comes  to  improving 
IBM  systems  performance,  only  TNET  -  the  architec¬ 
ture  on  which  our  networked  family  of  performance 


tools  is  based  -  takes  you  straight  from  problem  to 
solution. 

Best  of  all,  TNET  is  based  on  industry-leading 
performance  monitors  and  proven  problem  manage¬ 
ment  products.  World-class  tools  that  users  and 
independent  researchers  alike  rate  number  one  in 
value,  sewice,  and  ease-of-use. 

So,  if  you  want  tomorrow's  solution  that  already 
has  a  reputation  for  excellent  results,  call  us.  We'll  be 
happy  to  share  with  you  some  user  success  stories 
and  industry  studies  from  Computerworld,  Xephon, 
and  Datapro. 
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The  Monitor  for  CICS®  •  The  Monitor  for  CICS®  (VSE)  •  Eyewitness®  •  The  Monitor  for  MVS® 
The  Monitor  for  DB2  •  The  Monitor  for  VTAM  •  NaviGraph™ 
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Global  Petroleum 

Waltham,  Mass. 


Challenge:  To  keep  pace 
with  information 
demands  ofa  $3  billion 
company  while  main- 
tainingan  ISstaffofonly 
four  people. 


Technology:  Unisys  and 
Progress  Software  4GI 
products  generate  new 
applications.  Core 
financial  packages 
purchased  from  Lawson 
Associates.  Only 
in-house-developed 
Cobol package 
maintained  with  ad-hoc 
report  writer  EZSpec. 


Results:  Faster  develop¬ 
ment. 
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Application  Development 


Computer-aided  software 
engineering 


The  Object  Group,  Inc.  has  introduced 
QuickGen/DB2,  an  application  develop¬ 
ment  computer-aided  software  engineer¬ 
ing  tool. 

According  to  the  company,  the  product 
quickly  generates  DB2  SQL  data  objects, 
data  object  programs  and  IBM  Presenta¬ 
tion  Manager  window  definitions.  Benefits 
include  less  DB2  programming,  easier  DB2 
maintenance  and  an  easier  DB2  applica¬ 
tion  design  that  permits  users  to  alternate 
design  applications  without  having  to 
manually  modify  completed  DB2  applica¬ 
tion  programs. 

Application  programming  task  features 
include  static  or  dynamic  SQL  execution 
and  business  logic  exit,  among  others. 

Prices  start  at  $40,000. 

>-  The  Object  Group 

1306  W.  Cornelia  Ave. 

Chicago,  III.  60657 

(312)  472-4040 

Application  development  tools 


Shared  Financial  Systems  has  introduced 
ON/X  transaction  engine. 

ON/X  is  an  integrated  development/sup¬ 
port  environment  and  runtime  delivery 
platform  that  supports  system  solutions 
and  on-line  transaction  processing  appli¬ 
cations.  Simple  or  complex  cooperative 
transaction  processing  among  external, 
heterogeneous  third-party  networks,  dis¬ 
tributed  client/server  transaction  process¬ 
ing  and  time-  and/or  value-sensitive  trans¬ 
actions  are  also  supported. 

Prices  start  at  $20,000. 

> Shared  Financial  Systems 

Suite  600 

15301  Dallas  Pkwy. 

Dallas,  Texas  75248 

(214)233-8356 


Softool  Corp.  has  introduced  a  new  version 
of  CCC/Manager  for  the  IBM  RISC  Sys¬ 
tem/6000. 

According  to  the  company,  the  tracking 
version  of  any  type  of  component  such  as 
object,  source,  computer-aided  software 
engineering,  graphics  or  executable  is 
automated  and  designed  to  give  faster  ac¬ 
cess  to  applications  through  a  graphical 
user  interface  or  a  Unix  command  line. 

For  complete  reporting,  the  product 
merges  concurrent  versions  of  applica¬ 
tions  and  components.  For  application 
management,  CCC/Manager  enables  users 
to  optimize  productivity  by  comparing,  iso¬ 
lating  and  securing  multiple  versions  of  an 
application  system. 

CCC/Manager  costs  $3,200  per  user. 

>Softool 

340 S.  Kellogg  Ave. 

Goleta,  Calif  9311 7 

(805)  683-5777 


Advanced  Software  Automation,  Inc.  has 
released  Hindsight-Fortran. 

According  to  the  company,  Hindsight- 
Fortran  is  a  fully  integrated  software  main¬ 
tenance,  testing  and  re-engineering  envi¬ 


ronment.  The  product  parses  Fortran 
source  code  and  has  the  capability  to  de¬ 
compose  system  structure.  Hindsight-For¬ 
tran  produces  a  detailed  look  at  a  repre¬ 
sentation  of  the  common  and  local  data,  a 
static  structure  of  the  software  system  and 
connections  to  the  dynamically  collected 
runtime  data.  Currently,  Hindsight-For¬ 
tran  is  available  for  Sun  Microsystems, 
Inc.  Unix  workstations  running  the  Open 
Software  Foundation’s  Motif. 

A  single  floating  license  costs  $8,450. 


> Advanced  Software  Automat  ton 
3130 A  Coronado  Drive 
Santa  Clara,  Calif.  95054 
(408)492-1668 


GE  Advanced  Concepts  Center  has  an¬ 
nounced  the  OMTool,  an  interactive  data 
modelingtool. 

Users  working  within  a  PC  environment 
can  develop  a  graphical  model  of  an  appli¬ 
cation  that  can  be  easily  edited,  allowing 
the  user  to  focus  more  on  analysis  and  de¬ 


sign,  the  company  reported.  For  object-ori¬ 
ented  languages,  the  product  automates 
the  process  of  preparing  an  application 
model,  adding  implementation  details,  up- 
datingit  and  producing  program  skeletons 
and  data  structures. 

OMTool  will  cost  $695  throughout  1992. 
The  price  in  1993  will  be  $995. 

>GE Advanced  Concepts  Center 
640  Freedom  Business  Center 
King  of  Prussia,  Pa.  19406 
(215)  992-6200 


What  do  you  call  a 
training  company  with 
all  the  skill  and  dynamics 

of  IBM? 


Imagine  one  company 
made  up  entirely  of  technology, 
management  and  consulting 
specialists  hand-picked  from 
inside  IBM? 

A  full-service  train¬ 
ing  company  that  knows 
first-hand  the  impor¬ 
tance  of  maximizing  the 
potential  of  people  and 
technology. 

Now  stop  imagining. 

And  start  maximizing. 


From  instructor- led  and 
computer-based  training  to  cus¬ 
tomized  courses — offered  at  our 
sites,  or  yours. 

From  management  and 


Skill  Dynamics 

An  IBM  Company 


professional  skills  to  quality  pro¬ 
cesses,  industrial  training  and 
maintenance  service  skills.  From 
full-blown  multimedia  classes 
to  mega-system  and  PC  classes. 

IBM  is  a  registered  trademark  and  Skill  Dynamics  is  a  trademark  of  International  Business  Machines  Corporation. 
©1992  IBM  Corp. 


Because  Skill  Dynamics  is  up 
and  running  w  ith  what  could  he 
the  industry’s  widest  range  of 
education  and  training  services. 


Plus  a  long  list  of  continu- 
ing  education  to  help  you 
keep  your  edge — after  we’ve 
helped  you  attain  it. 

Our  skills  range  from 
education  consulting 

c~> 

to  developing  curricula 
to  actually  training 
trainers — all  at  very 
competitive  prices.  We’re 
Skill  Dynamics. The 
first  training  company  to 
come  right  out  of  the  blue, 
to  help  keep  you  in  the  black. 

For  more  information, 
give  us  a  call:  1-800-IBM- 
TEACh. 
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The  Compaq  ProSig 
The  Same  Impact  As 


Not  long  ago,  we  introduced  PCs  that  established  us 


delivering  a  new  level  of  performance,  affordability 
and  support  by  establishing  a  new  class  of  PC  servers. 

Ironically,  the  more  support.  All  at  an  excep- 


critical  your  PC  network 

J 

becomes,  the  more  likely 
your  network  server  will 
prove  inadequate. 

The  faster  you  need 
something,  the  slower  it 
delivers.  When  it’s  time  to 
upgrade  or  expand,  you 
find  yourself  at  the  tech- 

J 

nological  equivalent  of  a 
dead-end  street. 

Which,  needless  to  say, 
can  be  a  problem. 

What  you  need  is  an 
casy-to-manage  system  of- 

J  O  J 

fering  high  performance, 
flexibility  and  extended 


tional  price. 

In  other  words,  a  break¬ 
through. 

In  still  other  words,  the 
new  COMPAQ  ProSignia. 


PROCESSORS:  chip  upgradable 
486/33  or  486DX2  / 66  EXPAN¬ 
SION:  7  32-Bit  EISA  bus  master 
slots  STORAGE:  over  6GB  inter¬ 
nal  in  8  bays  HARD  DRIVES: 
Fast-SCSl-2  (330MB,  S50MB, 
1.05GB),  Drive  Array  Pairs  (680MB, 
1.02GB),  IDE  (210MB,  340MB, 
510MB)  DRIVE  CONTROLLER: 
Integrated  or  optional  32-Bit 
Fast-SCSl-2,  IDA-2,  or  Integrated 
IDE  (on  models  1/EL  and  340/ W) 
NETWORK  CONTROLLER: 
Preinstalled  32-Bit  NetFlex  Control¬ 
ler  SERVER  MANAGEMENT: 
INSIGHT  Server  Management 
Framework  RAM:  4- 128MB  oj 
industry-standard  SIM  MS  WAR¬ 
RANTY:  Free  three-year,  parts  and 
labor,  on-site"  warranty  SUP¬ 
PORT:  Free  24 -hour,  7 -day  hard¬ 
ware  support, optional  multi- vendor 
network  operating  system  support. 


starters. 


as  the  new  leader  in  affordable  computing.  To  that  we 

the  COMP 

now  add  the  COMPAQ  ProSignia  Family  of  PC  Servers: 


ProSignia  486/3 

r  V  „■ 

outperforms  compara¬ 
bly  configured  IBM  and 
Dell  servers  by  83%  and 
64%,  respectively*  (Both 
of  which,  by  the  way,  are 
much  more  expensive.) 

In  not-so-simple  terms, 
here’s  how  we  did  it: 

Compaq  ProSignia 

disk  -configured  models 
come  standard  with  an  all - 
new  32-Bit  Fast-SCSI-2 
Controller  that  performs 
twice  as  fast  as  old  SCSI 
technologv.  As  well  as  a 
preinstalled,  COMPAQ 
32  Bit  NetFlex  Controller 
that  works  with  Ethernet 
or  Token  Ring.  And  for 
those  who  require  truly 


'  1  ,‘mlV4H  ofnPu,cr  All  Rights  Reserved.  C  ( )MPAQ  Registered  US  Patent  and  Trademark  Office  ProSignia,  NetFlex  and  CompaqCarr  are  trademarks  of  Compaq  Computer  Corporation  Product  names  mentioned  herein 

mas  be  trademarks  and  /« »r  registered  trademarks  uf  their  respective  companies.  "Results  from  running  PC  Week  File  Sets  er  Shootout  test  All  products  with  16  MB  of  RAM  COMPAQ  ProSignia  with  Milrgratrd  J2  Bit  Past  SCSI  2  Controller  and 
lour  5 50X18 F **  v  s|  1  )nws  1  k  l1  Pkmertinr  4S0SF  vs  .ih  Dell  SCSI  Controller  and  four  6S0MB  SCSI  Hard  Drives  IBM  PS/2  XP486/S0  Model  95  with  IBM  SCSI  Controller  and  four  400MB  SCSI  Hard  Driv«.MTh»  icrvtte,  provided 


r-n  tt! 


rvcr.We  Expect  It  To  Have 


cently  Introduced 


7-day-a-week  technical 

J 

support.  Free. 

CompaqCare  also  now 
includes  our  optional  Ad¬ 
vanced  Network  Support 
Agreement,  a  comprehen¬ 
sive  selection  of  systems- 
related  support  services 
that  can  be  customized 
to  meet  your  needs. 

o  learn  how  easy  it 
is  to  get  up  and 
running,  just  call 
1-800-345-1518 
in  the  U.S.,  or 
1-800-263-5868 
in  Canada. 

You’ll  find  out  whv 
the  COMPAQ  ProSignia 
represents  such  an  excep¬ 
tional  value.  And  why  it 
will  undoubtedly  make  a 

J 

big  impression.  On  the 
marketplace,  and  on  you. 


extraordinary  capabilities,  maintain  better  control 


we  offer  an  optional  32-Bit 
IDA-2  Controller. 

All  of  which  means  it 
takes  a  lot  less  time  to  get 
a  lot  more  done.  No  more 
waiting  for  files.  No 


over  your  entire  network, 
but  can  also  anticipate, 
and  help  prevent,  poten¬ 
tial  problems. 

The  simple  translation: 
Fewer  headaches.  For  you. 


more  staring  For  users.  Forever. 


We’ve  even  turned 


blanklv 


at  a  com¬ 


puter 


that 


screen 


stares  just  as 
blanklv  back. 

The  COMPAQ 
ProSignia  is  also  the 
first  affordable  PC  server 
incorporating  advanced 
management  technolo¬ 
gies.  Included  is  a  set  oi 
simple-to-use  features 
that  not  only  help  you 


up  the  volume  on  our  ser¬ 
vice  and  support  program. 
You  get  a  full  three-vear, 
on-site ‘limited  warranty, 
as  well  as  24-hour-a-day, 


by  Contracted  Service  Providers .  is  specific  to  hardware  products  and  may  not  lie  available  in  certain  geographic  locations.  Consult  the  Compaq  Customer  Support  Center  for  details  tSuggosted  retail  price .  reseller  price  may  vary ;  price  indicated 
is  for  non  disk  configured  COMPAQ  ProSignia  486/3  3  Model  1  /  EL,  not  pictured  here;  monitor,  NctFlex  Controller  not  included  Models  including  hard  drive  and  NetFlex  Controller  start  under  S4  500  The  Intel  Inside  logo  u  a  registered 

trademark  of  Intel  Corporation 


The  COMPACfProSignia  starts  at  under 
$2,700f  and  is  designed,  tested  and 
certified  to  run  NetWare  flawlessly.  We 
even  offer  NetWarejrom  Compaq  to  op¬ 
timize  server  management  capabilities. 


With  only  industry-standard  technolo¬ 
gies  and  an  easy-to-upgrade  processor 
path,  the  COAlPAQJProSignia  provides 
a  cost-ejfective  way  to  meet  today’s 
needs  today.  And  tomorrow's  tomorrow. 


When  was  the  last  time  a 
reat  inventor  asked  for  your  opinion? 


Famous 
inventions 
you  had 
nothing 
to  do  with. 


Okay.  You’re  a  smart  person.  But  time  and  again,  nobody  asked  what  yew 
thought.  And  in  the  end,  perfect  or  imperfect,  you  just  had  to  make  the  best 
of  it  because  that’s  the  way  the  world  works.  Right? 

Nope. 

We’re  asking  for  your  opinion  about  Object  Technology.  And,  what’s  more, 
we’re  actually  listening  to  what  you  say.  Now.  Before  our  Object  Management 
Group  (280  of  the  highest  octane  minds  from  every  single  respectable  soft¬ 
ware  and  computer  company  in  the  world)  gets  down  to  the  business  of 
creating  standards  for  OT  products. 

That  means  speak  now,  and  get  your  way.  Seriously, 
we  could  really  use  your  frankest  end-user  opinion. 


The  architecture  and  interfaces  we  adopt  would  be  smarter,  faster  and  a  lot 
more  usable.  Besides,  think  what  you  could  tell  the  grandkids. 

Get  as  involved  as  you  want  with  OMG.  Fax  us  at  508-820-4303. 

SEND  ME:  First  Class,  our  newsletter  ($40/yr),  The  OMA  Guide,  our 
architecture  ($50/ea),  CORBA,  technical  specs  on  messaging  interface  ($50/ea). 

TEACH  ME:  Please  give  me  the  list  of  OMG  authorized  seminars  and  training. 

GIVE  IT  TO  ME,  FREE:  Call  1-800-486-9808,  Ext.  100  for  a  list  of 

pertinent  documents. 

LET  ME  IN:  I’m  interested  in  becoming  an  OMG 
member.  Send  me  some  background. 


OBJECT  MANAGEMENT  GROUP 

492  Old  Connecticut  Path,  Framingham,  MA  01701,  Phone:  508-820-4300,  FAX:  508-820-4303 


No  longer  able  to  say  what  the  hell 
to  more  than  1.5  million  unbillable 
calls  a  month,  the  nation  s  largest 
local  phone  company  is  calling  on  a 
new  expert  system  to  recoup  lost 
cash. 


By  Willie  Schatz 


I 

ontrary  to  popular  Orwellian  belief,  the  telephone  company 
doesn’t  know  everything  about  who  calls  whom.  In  California,  the 
country’s  largest  local  system,  Pacific  Bell,  processes  1.88  billion 
■  calls  —  yes,  you  read  it  right  —  per  month. 

Yet  even  though  the  San  Francisco-based  utility  uses  the  most 
advanced  technologies  available  to  stuff  every  possible  penny  into 
I  Pacific  Bell  coffers,  some  3.9  million  calls  cannot  be  routinely 
I  charged  each  month.  Chief  among  the  two  dozen  or  so  reasons? 

I  Many  callers  —  from  teenage  phone  hackers  to  drug  dealers  and 

/  organized  crime  figures  —  simply  cannot  be  located  or  identified. 

I  Not  that  Pacific  Bell,  a  division  of  Pacific  Telesis  Group,  doesn’t 

try:  Labor-intensive  manual  searching  by  120  company  investiga¬ 
tors  identifies  roughly  2.4  million  calls  per  month.  But  that  still  leaves  1.5 
million  calls  unbilled.  At  this  point,  Pacific  Bell  simply  writes  off  the  calls 
and  swallows  losses,  totalingmore  than  $4  million  ayear. 

“In  the  previous  monopoly  environment ,  we  could  have  continued  to  write 
off  the  calls  and  said,  ‘What  the  hell,  we’ll  just  increase  rates,”’  explains 
Eric  Firdman,  Pacific  Bell’s  executive  director  of  strategic  information  sys¬ 
tems.  “But  we  can’t  do  that  now.” 

There’s  another  motive,  notes  Tom  Nolle,  president  of  CIMI  Corp.,  a  tele¬ 
communications  consultancy  in  Voorhees,  N.J. 

“One-and-a-half  million  unbilled  calls  are  not  neces¬ 
sarily  goingto  hurt  them,”  Nolle  says.  “But,  if  you  have 
a  hole  big  enough  to  stuff  that  many  calls  through,  you 
run  the  risk  of  being  known  as  a  patsy.  It’s  more  of  a 
proactive  stance.” 

With  big  monthly  losses  ringing  in  their  ears,  Fird¬ 
man  and  other  Pacific  Bell  executives  set  about  creating 
a  re-engineering  plan  to  capture  some  of  the  lost  reve¬ 
nue.  By  next  April,  when  a  new  knowledge-based  billing 
system  is  slated  to  go  on-line,  they’re  hoping  to  hear  the 
clink  of  lost  coins  in  corporate  cash  registers  once  again. 

The  new  $800,000  on-line  system  will  pursue  freeloading  callers  with  two 
Hewlett-Packard  Co.  9000  servers  running  ART-IM,  an  Automated  Reason¬ 


The  old 
manual 
system 
certainly 
had  room 
to 

improve. 


Pacific  Bell's  Eric  Firdman  sags  bringing  in  an  outside  vendor  as  an 
integrator  helped  foster  cooperation  with  user  departments 


ing  Tool  from  Inference  Corp.,  over  Unix  workstations.  Collectors  will  use 
the  system  to  access  billing  data  now  residing  on  three  mainframe  legacy 
systems. 

When  fully  operational,  the  “Expert  Message  Correction  System”  is  ex¬ 
pected  to  resolve  328,000  (about  22%)  of  the  monthly  write-offs.  While  Fird¬ 
man  concedes  the  system  won’t  solve  the  problem  entirely,  he  says  it  will 
help  Pacific  Bell’s  bottom  line  and  improve  worker  efficiency  and  morale. 

“The  phone  business,  especially  in  the  regional  Bell  operating  compa¬ 
nies,  is  becoming  more  market-oriented  and  more  competitive,”  Firdman 
explains.  “We’ve  got  to  look  at  all  possible  sources  of  saving  money  and 
generating  revenue.  This  isn’t  funny  money.  It’s  just  waiting  around  to  be 
collected.” 

Economy  forced  the  issue 

Pacific  Bell’s  effort  is  a  good  example  of  how  tougher  economic  conditions 
have  forced  a  once-complacent  firm  to  leap  into  process  automation  and 
re-engineering. 

Over  the  past  year.  Pacific  Bell  has  cut  4,300  jobs,  part  of  an  effort  to  trim 
1 1 ,000  positions  by  1994.  Last  month,  plans  were  announced  to  cut  600  man- 

Pacific  Bell,  page  73 
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Stella  Johnson 


While  other  mainframe  disk  com¬ 
panies  have  been  slow  to  deliver 
high  data  availability,  the  new 
Symmetrix  5500  ICDA™  from  EMC 


was  designed  for  I HM  and  compatible 
mainframe  sites  that  need  continuous 
operation  —  24  hours  a  day,  seven  days 
a  week.  With  redundant  hardware 


Never  be 
a  disk  storag 
fast  been  s 


now  brings  the  unbeatable  combina¬ 
tion  of  superior  performance  and 
continuous  operation  to  high-end 
mainframe  computing.  What's  more, 
EiVIC  is  shipping  this  product  today. 


The  Symmetrix  5500  is  the  latest 
evolution  of  the  high  performance 
Symmetrix  Series  of  Integrated 


Cached  Disk  Arrays  (ICDA  ™),  and 


footprint  and  low  cost  of  ownership 
that  has  become  the  hallmark  of 
the  Symmetrix  Series.  Over  1,000 
Symmetrix  installations  world- 

fore  has 

e  system  this 
o  available. 

components,  proactive  maintenance 
features,  a  full  mirroring  option  and 
the  ability  to  repair  or  upgrade  the 
system  with  no  loss  of  uptime,  the 
Symmetrix  5500  offers  the  highest 
level  of  data  availability  you  can  find 
in  the  market  today. 

And,  the  Symmetrix  5500  incor¬ 
porates  the  high  performance,  small 


wide  are  proof  of  the  widespread 
acceptance  of  Symmetrix  ICDA™ 
technology. 

To  inquire  about  Symmetrix  5500 
availability,  please  call  1-80  0- 
424-EMC2,  extension  LA164C. 

ET. 4C2 

THE  STORAGE  ARCHITECTS 


EMC  Symmetrix  Integrated  Cached  Disk  Arrays  and  ICDA  are  trademarks  of  EMC  Corporation  IBM  is  a  trademark  of  International  Business  Machines  Corporation 


for  EIS 


Total  Quality  Management  System 

Critical  Success  Factors  Menu 


Quality  Control 


m 

■■ 

The  Difference  Between 
fhceWue  and  RealWue 


It  takes  more  than  a  fancy  front  end  to  make  a  full- 
function  Executive  Information  System.  To  be  of  real 
value,  an  EIS  must  deliver  the  right  information  to  the 
right  people  at  the  right  time... to  support  strategic 
decision  making.  That’s  why  you  need  the  SAS  System. 

Software  that’s  Changing  the  Face 
of  Information  Delivery 

Of  course  the  SAS  System  gives  executives  such  EIS  ‘"basics” 
as  up-front  menus. ..pull-down  windows. ..drill-down, 
traffic-lighting,  hot-spotting,  and  exception  reporting... 
graphical  display  of  critical  success  factors... and  desktop 
productivity  tools  such  as  calendars,  notepads,  a  letter¬ 
writing  facility,  and  access  to  native  electronic  mail. 

But  the  benefits  of  the  SAS  System  extend  far  below 
the  surface.  As  the  world’s  leading  information  delivery 
.\'  stem,  the  SAS  System  provides  total  control  over  data 
access,  management,  analysis,  and  presentation.  Execu¬ 
tives  can  directly  access  all  kinds  of  data  sources — 

.u  !uding  data  locked  away  in  database  management 
vs  toms.  And  they  can  analyze  and  present  data  using 

Printed  in  the  USA. 


specialized  tools  for  project  management,  forecasting 
and  financial  reporting,  and  hundreds  of  other  tasks... 
all  fully  integrated. 

Information  managers  can  build  a  custom-tailored  EIS... 
in  far  less  time,  and  using  fewer  resources,  than  it  takes 
to  force -fit  an  off-the-shelf  solution  into  your  organiza¬ 
tion.  And  because  the  SAS  System  is  entirely  portable, 
you  can  integrate  data  and  applications  from  different 
computing  environments  into  a  single,  company-wide 
information  delivery  system. 

Free  Video  Preview...Call  Today. 

There’s  more  to  the  SAS  System  for  EIS  than  meets  the 
eye.  Call  us  now  at  919-677-8200  to  arrange  for  your  free 
video  preview... plus  details  about  a  no-risk  software 
evaluation  and  upcoming  SAS  System  executive  briefings. 

SAS  Institute  Inc. 

Software  Sales  Department 

m  M  I  a  SAS  Campus  Drive  Cary,  NC  27513 
Phone  919-677-8200  □  Fax  919-677-8123 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright©  1991  by  SAS  Institute  Inc. 


Management 


“Who’s  calling,  please?” 
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agement  jobs  by  year’s  end. 

The  company  is  also  starting  to 
pay  $56  million  in  refunds  to  cus¬ 
tomers  as  ordered  by  the  California 
Public  Utilities  Commission,  which 
charged  that  Pacific  Bell  improperly 
made  customers  pay  for  research 
into  new  technology,  such  as  elec¬ 
tronic  messaging  and  voice  mail. 

And  two  months  ago,  Pacific  Tele- 
sis  announced  that  it  is  exploring 
spinningoff  its  three  telephone  com¬ 
panies,  including  Pacific  Bell,  to  fo¬ 
cus  on  more  profitable  ventures,  in¬ 
cluding  cellular,  cable  television, 
paging  and  overseas  systems.  Pacif¬ 
ic  Bell’s  third-quarter  revenue  rose 
slightly  to  $2.51  billion.  So  at  this 
stage,  every  penny  clearly  counts. 

The  old  manual  “unbillables” 
system  certainly  had  room  for  im¬ 
provement.  When  management 
asked  Firdman  to  examine  the  pro¬ 
cess,  a  “quick  and  dirty’’  study  pro¬ 
cess  revealed  investigators  were 
maximizing  their  time  by  chasing 
big-bill  rogues,  leaving  smaller  calls 
untouched.  But,  as  Firdman  notes, 
small  calls  can  nickel-and-dime  a 
company  to  distraction.  “They  may 
be  small  peanuts  individually,  but 
they  represent  a  lot  of  money.” 

Initially,  Firdman  had  to  make  the 
tough  choice  of  whether  to  use  an 
outside  expert  system  vendor  or 
give  the  work  to  the  internal  IS  staff. 
Given  the  scope  of  Pacific  Bell’s 
problem,  it  soon  became  clear  that 
outside  expertise  and  manpower 
were  required,  Firdman  says. 

One  result  of  using  an  outside  in¬ 
tegrator  and  subcontractor,  Fird¬ 
man  says,  was  the  low  level  of  dis¬ 


agreement  between  IS  and  busi¬ 
ness.  “We  became  the  intermediary 
and  the  technical  liaison  between 
the  business  side  and  the  end  us¬ 
ers,”  Firdman  says. 

Another  small  company  was 
hired  to  provide  an  interface  be- 


Eric  Firdman  setup  the  bridge 
between  business  and  end  users 


tween  Pacific  Bell’s  legacy  systems 
and  any  new  knowledge-based 
ones. 

Let  go  of  the  past 

While  the  system  is  fairly  straight¬ 
forward  to  install,  Firdman  initially 
was  concerned  about  resistance  to 
the  new  methods  by  front-line  staff 
or  business  units. 

He  says  cooperation  has  been 


surprisingly  good,  however.  “I’m 
amazed  that  there’s  been  absolutely 
no  conflict  between  IS  and  business. 
There  are  other  projects  going  on  in 
Pacific  Bell  that  I  can’t  say  that 
about.  We’ve  been  on  the  same 
wavelength  since  the  beginning.” 

Firdman  attributes  this  unusual 
cooperation  to  a  widespread  under¬ 
standing  that  the  expert  system  will 
reduce  paperwork,  boost  collec¬ 
tions  and  generally  make  everyone 
look  and  perform  better. 

“There’s  been  a  strong  psycho¬ 
logical  boost,”  he  says,  “because  ev¬ 
eryone  knows  that  the  faster  we  im¬ 
plement  it,  the  more  money  we 
save.” 

To  make  sure  the  system  would  be 
accepted,  Firdman  decided  to  posi¬ 
tion  the  IS  department  as  a  liaison 
between  the  end  users  and  the  inte¬ 
grators  from  Inference. 

His  reasoning'  “When  a  systems 
integrator  comes  in  and  tries  to 
work  with  the  end  users  and  with 
the  business  people,  it  never  works. 
The  systems  integrators  don’t 
speak  the  same  language,  and 
there’s  no  communication  between 
the  two  sides.  But  as  the  managers, 
we  can  speak  both  languages.” 

Although  a  good  six  months  of 
work  remains  before  the  project  is 
completed,  Firdman  predicts  things 
will  continue  to  go  smoothly  be¬ 
cause  the  most  potentially  rocky  po¬ 
litical  parts  of  the  project  are  now 
behind. 

“Employees  are  really  convinced 
the  system’s  goingto  help  them,”  he 
says.  “And  we  don’t  anticipate  any 
layoffs.  That’s  why  I’m  convinced 
this  project  is  goingto  work.” 


Sehatz  is  president  of  the  Schatz  Group 
in  Washington,  D.C. 


Update: Intelligent  systems 


During  the  past  decade,  artificial  intelligence  has  been 
born,  slain  and  resurrected  almost  as  many  times  as 
Dracula. 

Little  wonder  the  average  IS  manager  can  still  barely 

supress  a  yawn  or  skeptical  wink  (“Right _ ”)  when 

the  topic  of  AI  comes  up. 

“The  w'hole  idea  of  expert  in  a  box  has  not  been  popu¬ 
lar,  even  though  it  has  saved  millions  and  millions,”  ob¬ 
serves  Neena  Buck,  a  vice  president  at  New  Science  As¬ 
sociates,  Inc.,  a  Westport,  Conn.,  consultancy. 

A  poor  economy,  programmer  resistance,  w  eak  inter¬ 
nal  marketing  and  elitist  and  unproductive  .AI  groups 
haven’t  helped  matters,  either,  she  adds.  But  AI  use  ap¬ 
pears  to  be  changing. 

Re-engineeringand  business  process  automation  has 
rekindled  interest  in  knowledge-based  systems  as 
smart  pieces  of  larger  systems.  Whirlpool  Corp.,  Ameri¬ 
can  Express  Co.,  General  Motors  Corp.,  American  Air¬ 
lines  and  others  showed  off  money-saving  applications 
at  this  summer’s  American  Association  for  Artifical  In¬ 
telligence  conference  in  San  Jose,  Calif. 

At  some  companies,  AI  groups  are  teaming  up  with 
development  teams  using  object-oriented  technologies. 
This  mirrors  an  industry  trend  in  winch  bigAl  vendors 
such  as  Neuron  Data,  Inference  and  IBM  are  recasting 
themselves  as  general-purpose  development  software 
vendors. 

Two  AI  pioneers,  AI  Corp.  and  Aion  Corp.,  for  exam¬ 
ple,  recently  merged  under  the  new  name  Trinxic  and 
industry  observers  say  a  new  partnership  between  com¬ 
puter-aided  software  engineering  guru  James  Martin 
and  .AI  vendor  Intellicorp  represents  the  wave  of  the  fu¬ 
ture. 

Such  vent  ures  are  expected  to  begin  producinglibrar- 
ies  that  will  let  end  users  develop  applications  atop  ob¬ 
ject-oriented  programming  sys  terns. 

Still,  big  obstacles  remain,  includingpolitical  battles 
with  user  groups  (which  now  buy  many  AI  packages), 
battles  between  AI  and  computer-aided  software  engi¬ 
neering  groups  and  plain  old  management  apathy. 

Buck  concludes:  “The  biggest  problem  with  AI  re¬ 
mains  not  the  tools  but  the  systematic  transfer  of  tech¬ 
nology  into  the  organization.” — Joseph  Maglitta 


Dun  &  Bradstreet 
pushes  the  positive 


Not  every  rollout  of  a  knowledge-based  system 
—  darned  few  in  fact  —  go  as  smoothly  and  seem¬ 
ingly  without  political  problems  as  Pacific  Bell’s. 

Seasoned  companies  honest  enough  to  share 
their  hair-pulling  experiences  implementing 
knowledge-based  systems  will  attest  to  that.  Con¬ 
sider  the  experience  of  the  Credit  Clearing  House 
of  Dun  &  Bradstreet  Corp.’s  Business  Informa¬ 
tion  Group  in  Morristown,  N.J. 

Like  Pacific  Bell,  Credit  Clearing  House  used 
Inference  Corp.’s  ART-IM  tool  to  tackle  what  Rog¬ 
er  Jambor,  an  assistant  vice  president  at  D&B, 
terms  “a  number  of  significant  business  prob¬ 
lems.” 

Credit  Clearing  House  assigned  credit  ratings 
and  dollar-specific  recommendations  to  the  ap¬ 
parel  industry’s  retail  customers.  Demand  for 
credit  information  swelled  to  more  than  125,000 
businesses,  and  the  suppliers  of  answers  were 
overwhelmed. 

“If  a  customer  called  in  and  his  case  needed 
updating,  that  could  take  as  long  as  three  wreeks,” 


Smart  sources 


American  Association 
for  Artificial 
Intelligence 

Menlo  Park,  Calif. 
(415)328-3123 


Association  for 
Computing  Machinery 

Special  interest 
group  on  AI 
New  York,  N.Y. 

(212)  869-7440 


Ablex  Publishing  Corp. 

Catalog  of  titles  and 
serials  on  AI 
Norwood,  N.J. 

(201)  767-6717 


Jambor  explains.  “If  a  customer  requested  infor¬ 
mation  on  a  particular  prospect  and  we  couldn’t 
find  it  or  we  couldn’t  retrieve  it  fast  enough,  that 
meant  a  lost  sale.” 

Little  wonder  that  in  such  conditions  the  aver¬ 
age  analyst  burned  out  in  about  18  months.  Pres¬ 
sure  also  grew  because  the  retail  companies 
were  developing  their  own  information,  which 
posed  a  growing  source  of  competition. 

Turning  to  outsourcers 

Unable  to  cope  with  the  situation  internally,  Jam¬ 
bor,  whose  job  includes  identifying,  evaluating 
and  introducing  new  technology  to  the  business 
information  group,  went  outside. 

Credit  Clearing  House’s  predicament  seemed 
ideally  suited  for  an  expert  system:  a  well-bound¬ 
ed  problem  that,  if  the  new  technolog}'  failed, 
would  not  negatively  affect  the  business. 

In  January  1988,  Credit  Clearing  House  began 
building  a  prototype  of  a  credit  reporting  system; 
a  production  version  was  installed  18  months  lat¬ 
er.  The  system  was  developed  on  a  PC  using 
ART-IM/MS-DOS  and  ported  to  two  MicroVAX 
3100s.  These  act  as  coprocessors  to  an  IBM  3090 
mainframe  running  under  CICS  with  database 
access  through  CA-IDMS.  That  was  the  easy  part, 
Jambor  says. 

Howr  could  anyone  argue  with  a  reporting  sys- 


“Its  a 
natural 
human 
tendency 
to  be 

concerned,’ 

Jambor 

says. 


tem  that  cut  information 
search  times  from  three 
weeks  to  five  seconds  and 
paid  for  itself  in  less  than  a 
year  instead  of  the  30  months 
predicted?  Easy,  Jambor 
says. 

From  the  start,  analyst  us¬ 
ers  disliked  the  idea  of  a  com¬ 
puter’s  invading  even  a  small  piece  of  their  terri¬ 
tory,  Jambor  recalls.  “You  could  tell  they  w^ere 
concerned  because  they’d  say  so  in  the  meetings 
w^e  had  to  discuss  the  new  system,”  he  says.  “It’s 
a  natural  human  tendency  to  be  concerned.  ” 

Convincing  skeptics  wyas  hardly  easy,  but  Jam¬ 
bor  emphasized  several  key  points:  The  system 
wnuld  help  staff  focus  on  more  complex  cases, 
wnrk  more  efficiently  and  reduce  paperwork. 
“Management  assured  them  it  wasn’t  going  to 
throw  people  out  the  window.  We  stressed  the 
positive  from  the  beginning.”  The  approach 
worked. 

“It  took  six  months  before  the  analysts  really 
believed  the  system  was  w  orking  and  another  six 
months  before  they  reached  the  enthusiastic  lev¬ 
el,”  Jambor  says.  “But  now'  it’s  clear  that  the 
business  side  and  the  technical  side  have  gotten 
more  from  the  system  than  each  expected.” 

— Willie  Schatz 
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en  systems. 


Everyone  agrees  they’rfl 

The  idea  of  open  systems — that  computers 
should  easily  share  things  and  basically  behave 
like  f  riends — is  what  everybody  is  aiming  for. 

Still,  you  hear  lots  of  definitions  lor  open 
systems,  from  many  points  of  view.  So,  on  the 
subject  of  openness,  1 BM  remains  open. 

Instead  of  insisting  that  one  operating 
system,  like  UNIX!?  is  more  open  than  another, 
were  for  anything  that  gets  your  existing  and 
future  systems  working  together.  So  to  us,  each 
customer's  open  system  will  he  different,  and 
unless  your  pockets  are  incredibly  deep,  you  II 
begin  with  the  systems  you  alreadv  have. 

O  J  J  J 


©  1992  IBM  Corp  IBM  and  RISC  System/6000  are  trademarks!)!  IBM  Corp  The  following  are  trademarks  of  UNIX  Systems  Latoratones.  Inc  Digital  Equomeot  l 


Dod,  but  not  always  from  the  same  point  of  view. 


An  ideal  open  system  begins  with  a  plan 
tailored  for  your  business  needs,  and  IBM  can 
help  you  with  it,  probably  better  than  anyone. 

Our  stake  in  open  systems  goes  far  beyond  hard¬ 
ware,  operating  systems  and  all  the  standards  we 
support.  It  includes  the  services  you’ll  need  to 
make  everything  work. 

Call  us  and  we  ll  listen  to  your  business  needs 
first,  then  we’ll  get  into  computer  solutions,  present 
and  future.  After  that,  we’ll  build  a  plan  for  open¬ 
ing  things  up,  and  of  course  we’ll  work  with  other 
vendors — that’s  what  open  systems  are  about. 

At  Republic  National  Bank  ol  New  York,  for 


example,  we  built  an  open  system  that’s  improv¬ 
ing  customer  service.  Based  on  the  I BM  RISC 
System/ 6000,  it  works  in  close  partnership  with 
their  DEC,  Tandem"  and  IBM  mainframes,  on  a 
network  that  includes  both  TCP/IP  and  SNA 
protocols.  And  along  with  IBM  banking  software 
(customized  by  one  of  our  Business  Partners),  it 
runs  a  wide  variety  of  off-the-shelf  UNIX  applica¬ 
tions.  And  we  not  only  helped  integrate  the  whole 
system,  we  prov  ide  ongoing  service. 

We  re  open  to  helping 
you,  too. To  learn  more,  call  us 
at  1  800  1  BM  6676,  ext.  730. 


Management 


It’s  Big  Blue  or  you 

Entrepreneurship  and  IBM  top  IS  work  favorites 


By  Nell  Margolis 


Which  organization  would  you  most  like  to  work 
for?  Young  and  old,  male  and  female,  staff  and 
line  agree:  My  own  company  or  Thomas  Wat¬ 
son’s. 

A  recent  Computer  world  survey  asked  some 
1.400  information  systems  professionals  what 
topped  their  workplace  wish  lists.  Surprisingly, 
respondents  whizzed  past  such  highly  acclaimed 
corporations  as  Ben  &  Jerry’s 
Homeade,  lnc„  Levi  Strauss  &  Co., 

Federal  Express  Corp.  and  General 
Electric  Co. 

Some  paused  at  the  likes  of  3M 
Corp.,  AT&T,  Novell,  Inc.,  Apple 
Computer,  Inc.  and  Electronic  Data 
Systems  Corp.  and  gave  a  more 
striking  salute  to  the  U.S.  govern¬ 
ment,  NASA  and  Microsoft  Corp. 

But  the  clear  winners  were  “my  own 
company”  and  IBM  —  with  34%  of 
the  vote. 

That’s  how  the  grass  looks  from 
across  the  fence.  But  how  do  the  en¬ 
trepreneurial  alternative  and  IBM 
stack  up  as  viewed  from  inside ? 

Sweet  and  sour 

"1  wouldn’t  do  it  again  for  anything  in  the  world,” 
John  Kohler  said  of  his  stint  as  an  entrepreneur. 
Between  a  partnership  at  Chicago-based  sys¬ 
tems  integration  player  Andersen  Consulting 
and  six  years  heading  up  IS  operations  at  Dallas- 
based  paper  products  giant  Kimberly-Clark 
Corp.,  Kohler  founded  and  headed  his  own  IS 
management  consulting  firm.  Being  the  chief  ex¬ 
ecutive  officer  was  great,  he  says,  but  being  the 
chief  financial  officer  was  something  else.  “What 
made  an  old  man  out  of  me  —  and  quickly — was 
trying  to  balance  the  checkbook  and  meet  the 
payroll,”  he  says. 

Even  when  the  details  of  running  the  business 
left  him  time  for  the  customer-oriented  activities 
lie  craved,  “1  was  constantly  torn  between  selling 
the  work  and  doing  the  work,”  says  Kohler,  who 
left  Kimberly-Clark  to  become  a  partner  at  Chi¬ 
cago-based  systems  integration  firm  Technology 
Solutions  Corp.  “Entrepreneurship  looks  good 
from  the  outside,  but  it’s  just  not  fun;  you  don’t 
get  to  do  the  things  you  went  into  it  for.” 

That  is  news  to  Larry  Phipps,  now  head  of  his 
own  IS  marketing  and  consulting  firm  after  a  25- 


year  career  in  media  relations  at  the  survey  re¬ 
spondents’  other  top  choice,  IBM. 

“I’m  very  tired,  I’m  very  stressed,  but  I’ve  never 
enjoyed  anything  so  much  in  my  life,”  said 
Phipps,  a  second-generation  entrepreneur  who 
acknowledges  that  following  in  his  dad’s  foot¬ 
steps  gives  his  current  career  an  extra  layer  of 
satisfaction. 

But  learning  to  be  a  part-time  CFO  —  or  earn¬ 
ing  enough  to  hire  one — is  a  worthwhile  trade-off 
for  having  your  hand  on  the  reins 
when  it  comes  to  business  strategy 
and  customer  relations,  he  said. 

Among  Phipps’  new  clients  is  his 
old  employer,  a  firm  that  Phipps  said 
was  a  good  place  to  work.  “It  still  is, 
from  everything  I  hear,”  said 
Phipps,  who  is  in  close  touch  with  a 
raft  of  former  colleagues  through¬ 
out  IBM,  includingthose  in  IS. 

Ironically  he  said,  these  days  life 
at  IBM  —  whose  reputation  for  cor¬ 
porate  security  and  solidity  zoomed 
straight  past  legend  and  into  cliche 
during  the  past  several  decades  — 
is  sometimes  hard  to  distinguish 
from  life  at  a  start-up. 

“You’ll  hear  different  answers 
from  different  people  if  you  ask  them  what  it’s 
like  to  work  at  IBM  right  now,  but  you'll  find  gen¬ 
eral  agreement  that,  ‘Boy,  has  it  changed!  This 
ain’t  the  company  I  signed  on  with,’  ”  he  noted. 
“And  that’s  not  totally  a  negative A  lot  of  peo¬ 
ple  are  excited  by  the  change.” 

True  Blue 

Meanwhile,  many  on  the  outside  look  beyond  the 
Big  Blue/New  Blue  distinction.  What  they  see  is 
True  Blue,  said  Jacqueline  Bynsdorp,  PC  coordi¬ 
nator  at  Jockey  International,  Inc. 

“IBM  is  a  corporate  standard,"  said  Bynsdorp 
—  and  that  goes  for  the  company  as  well  as  its 
products. 

“Why  would  I  want  to  work  there?  Because 
they’re  stable,”  Bynsdorp  said,  noting  that  her 
own  Kenosha,  Wis.-based  firm  is  happily  bypass¬ 
ing  the  headaches  of  heterogeneous  computing 
by  standardizing  on  the  IBM  Application  Sys- 
tem/400. 

“Through  all  their  alliances,  [IBM]  is  constant¬ 
ly  in  touch  with  the  latest  technological  advance¬ 
ments,  whether  they’re  actingon  them  at  any  giv¬ 
en  moment  or  not." 


John  Kohler.Entrejrre- 

neurship  ‘not  fun' 


Calendar 


DEC.  6 -DEC.  12 


Supporting  and  Troubleshooting  Win¬ 
dows  3.1  Seminar.  Seattle,  Dec.  7-8  — 
Contact:  Data-Tech  Institute,  Clifton, 
N.J.  (201)478-5400. 

Wireless  Datacom  '92  Exposition  and  Con¬ 
ference.  Boston,  Dec.  7-9  —  Contact: 
Communication  Events,  Norwalk,  Conn. 
(203)847-5131. 

Computer  Measurement  Group  (CMG)  '92. 

Reno,  Nev.,  Dec.  7-11  —  Contact:  CMG 
'92,  Department  77-5105,  Chicago,  Ill. 
(312)527-6652. 

Image  World  Atlanta.  Atlanta,  Dec.  7-11 

—  Contact:  Benita  Roumanis,  Knowl¬ 
edge  Industry  Publications,  Inc.,  White 
Plains,  N.Y.  (914)  328-9157. 

The  1992  Federal  Computer  Conference. 

Washington,  D.C.,  Dec.  8-10  —  Contact: 
National  Trade  Productions,  Inc.,  Alex¬ 
andria,  Va.  (703)  683-8500. 

The  Auditing  LANs  Symposium.  Chicago, 
Dec.  8-10  —  Contact:  Pam  Bissett,  MIS 
Training  Institute,  Framingham,  Mass. 
(508)  879-7999. 

Database  World  Conference  and  Exposi¬ 
tion.  Chicago,  Dec.  8-10  —  Contact:  Digi¬ 
tal  Consulting,  Inc.,  .Andover,  Mass.  (508) 
470-3880. 

The  New  York  Technology  Summit  Confer¬ 
ence  and  Exhibition.  Jacob  Javits  Center, 
New  York,  Dec.  8-11  —  Contact:  Ameri¬ 
can  Exposition,  Inc.,  New  York,  N.Y.  (212) 
226-4141. 

Process  for  Using  Quantitative  Data  to 
Manage  Information  Technology  Projects 
and  Activities.  Orlando,  Fla.,  Dec.  10-11 

—  Contact:  Quality  Assurance  Institute, 
Orlando,  Fla.  (407)  363-1  111. 

DEC.  13 -DEC.  19 


The  Fourth  Annual  Baltimore  Computer 
Conference  and  Exposition.  Baltimore, 
Dec.  15-17  —  Contact:  National  Trade 


Productions,  Inc.,  Alexandria,  Va.  (703) 
683-8500. 

JAN.  3 -JAN.  9 


ShowBiz  Expo  East.  New  York,  Jan.  7-9  — 
Contact:  Live  Time,  Inc.,  Los  Angeles, 
Calif.  (213)668-1811. 

JAN.  10  -JAN.  16 


Software  User  Documentation:  Designing 
for  Usability.  Orlando,  Fla.,  Jan.  11-12  — 
Contact:  Digital  Equipment  Corp.,  Marl¬ 
boro,  Mass.  (508)  467-6910. 

Electric  West  '93.  San  Diego,  Jan .  1 2-1 4  — 
Contact:  The  Fairfield  Factor,  Inc., 
Brookfield,  Conn.  (203)  775-0422. 

JAN.  17 -JAN.  23 


The  Canadian  Software  Re-engineering 
and  Maintenance  Conference.  Toronto, 
Jan.  19-21  —  Contact:  Digital  Con¬ 
sulting,  Inc.,  Andover,  Mass.  (508)  470- 
3870. 

Outsourcing  Conference  '93.  Dallas,  Jan. 
22-23  —  Contact:  Frost  &  Sullivan  In¬ 
ternational,  New  York,  N.Y.  (212)  233- 
1080. 

JAN. 31 -FEB. 6 


Downsizing  Corporate  Information  Sys¬ 
tems  Conference.  London,  Feb.  1-2  — 
Contact:  Amanda  Stuart.  IBC  Technical 
Services  Ltd.  London.  01 1-071-637-4383. 

Object  World.  Boston,  Feb.  1-4  —  Con¬ 
tact:  Lynn  Fullerton,  World  Expo  Corp., 
Framingham,  Mass.  (508)  879-6700. 

Comnet.  Washington,  D.C.,  Feb.  2-4  — 
Contact:  World  Expo  Corp.,  Framing¬ 
ham.  Mass.  (508)  879-6700 

FEB. 7 -FEB. 13 


1993  UDMS  User  Conference.  Keystone, 
Colo.,  Feb.  7-10  —  Contact:  Rebecca 
Campbell,  Interactive  Software,  Denver, 
Colo.  (303)987-1001. 


Mark  \\  iesenberg  is  the  new  head 
of  t  he  L’oniputingand  Communica¬ 
tions  division  of  Brookhaven 
National  Laboratory.  Wiesenberg 
eomes  to  the  Upton,  N.Y. -based 
telecommunications  research  or¬ 
ganization  from  two  decades  of 
data  processingand  management  at  Longlsland, 
N  A  based  AIL  Systems,  Inc.  He  will  head  an  86- 
person  staff  that  provides  technological  support 
to  the  lab's  scientific  researchers. 


Palatine,  Ill. -based  William  Rai¬ 
ney  Harper  College  has  a  newly 
created  position  —  vice  president 
of  information  systems  —  and  a 
new  executive  to  fill  it:  David  J. 
McShane.  Formerly  the  dean  of  IS 
at  Livonia,  Mich.-based  School¬ 
craft  College,  he  w  ill  head  up  a  technology  ac¬ 
quisition  initiative  at  Harper  as  well  as  a  drive  to 
incorporate  the  acquired  technology  into  the  col¬ 
lege’s  academic  and  administrative  endeavors. 

David  Altman  has  been  promoted  to  senior  pro¬ 
grammer  analyst  for  corporate  MIS  at  spice  and 
specialty  foods  giant  McCormick  &  Co.,  based  in 
Sparks,  Md.  Altman  came  to  McCormick  and  to 
theU.S.in  1991  from  Moldava,  USSR,  where  he 
served  as  a  programmer/analyst  at  the  Computer 


Center  for  the  Ministry  of  Health.  In  his  new  post, 
he  will  head  the  design  and  programming  of  a 
contract  management  system  for  McCormick  as 
well  as  system  development  and  support  func¬ 
tions  for  the  firm’s  sales  and  marketing  applica¬ 
tions. 


John  G.  Fov  J  r.,  former  vice  presi¬ 
dent  and  director  of  a  management 
eonsultingorganization  at  Cincin¬ 
nati  Bell  Information  Systems,  is 
the  new  vice  president  in  charge  of 
the  management  eonsultingprac- 
tice  at  Consulting  Research 
Associates  (CRA).  In  addition  to  offering  con- 
sultingin  a  range  of  management  areas,  Bloom¬ 
field  Hills,  Mich.-based  CRA  represents  out- 
sourcingvendor  The  Genix  Group. 


Moving  on  up 

Have  you  or  a  col¬ 
league  in  the  infor¬ 
mation  systems 
field  recently  been 
promoted?  Compu- 
terworld  would  like 
to  tell  the  rest  of  the 
IS  community.  Con¬ 
tact  Associate  Editor 
Carol  Hildebrand  at 
(800)  343-6474  to 
pass  the  news. 
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Integration  Strategies:  Specialists 

Little  firms,  big  benefits 


By  Alan  Radding 


■  Hiring  a  small  systems  integrator  can  be  like 
seeing  a  small-town  doctor:  It's  probably  bet¬ 
ter  at  patching  up  small  cuts  and  bruises  than 
attempting  major  surgery. 

But  that’s  also  a  big' attraction,  accordingto  in¬ 
formation  systems  managers  who  have  opted  to 
work  with  smaller  integrators.  Plus,  they  add, 
smaller  companies  appear  more  eager  to  please 
—  and  less  likely  to  present  a  hefty  bill  at  the  end 
of  a  project. 

“If  you  need  a  Band-Aid,  don’t  set  yourself  up 
for  major  surgery,”  says  Karen  Phillips,  a  net¬ 
work  engineer  and  project  manager  at  a  major 
federal  agency  based  in  Washington,  D.C. 

Phillips  says  that  smaller  players  work  well  for 
less  comprehensive  jobs,  enablingher  to  save  her 
resources  for  the  big  projects  that  require  an  in¬ 
tegration  heavyweight. 

That’s  why  she  turned  to  ISYX  LAN  Systems, 
Inc.,  in  Rockville.  Md.,  to  install  and  tie  together 
about  half  a  dozen  departmental  local-area  net¬ 
works  in  the  Washington.  D.C.,  metropolitan  ar¬ 
ea.  With  experience  in  Novell,  Inc.,  Tricord  Sys¬ 
tems,  Inc.’s  superservers  and  X.400  electronic- 
mail  systems,  ISYX  was  qualified  to  handle  the 
specialized  network  integration  job,  she  says. 

For  others,  the  wallet  plays  a  big  part  in  the 
decision.  Curtis  Meltzer,  director  of  information 
services  at  Chadbourne  &  Parke,  a  New  York  law 


firm,  says  specialized  firms  usually  cost  less  and 
respond  faster  —  and  are  more  appreciative  of 
smaller  projects. 

Meltzer  recently  hired  New  York-based  LAN 
Systems,  Inc.,  a  small  integrator  specializing  in 
networking,  to  handle  the  installation  and  inte¬ 
gration  of  a  600-node  LAN,  tying  together  the  law 
firm’s  Microsoft  Corp.  Windows-based  PCs  and 
Apple  Computer,  Inc.  Macintoshes. 

“Our  project  probably  equals  10%  of  their  an¬ 
nual  income,"  he  says.  “If  I  went  to  EDS  with  a 
project  this  size,  they’d  tell  me  to  get  in  line." 

Hal  Neumann,  senior  process  control  engineer 
at  SMS  Concast,  Inc.  in  Montvale,  N.J.,  also  likes 
beingthe  big  fish  in  a  smaller  pond. 

The  company  turned  to  a  small  group  of  inte¬ 
grators,  particularly  the  Computer  Task  Group 
(CTG)  in  Buffalo,  N.Y.,  to  provide  the  software  de¬ 
velopment  and  integration  of  custom  control 
equipment  for  the  steel  industry.  “One  reason  we 
like  CTG  is  they  bend  over  backward  to  give  us 
what  we  ask  for.  The  big  guys  are  more  likely  to 
tell  us  to  take  a  hike,"  Neumann  says. 

Specialized  knowledge  and  familiarity  with  the 
particular  project  is  what  attracted  Boston-based 
John  Hancock  Mutual  Life  Insurance  Co.  to  Fu¬ 
sion  Systems  Group,  an  integrator  located  in  Bos¬ 
ton  specializing  in  expert  systems.  John  Hancock 
was  using  an  expert  system  with  a  shell  from  a 
vendor  that  went  out  of  business.  Last  year,  it  de¬ 
cided  to  convert  to  a  new  shell. 

Little  firms, page  78 


Vendors  that  wear  two  hats 

Giants  such  as  IBM,  DEC  and  Oracle  are  getting  serious  about  the  integration  business 


By  Mark  Mehler 


Candy  mint.  Breath  mint.  Tastes 
great.  Less  filling.  Computer  ven¬ 
dor.  Systems  integrator. 

Thanks  to  re-engineering, 
shrinking  software  profit  margins, 
the  spread  of  low-cost  PCs  and 
complex  enterprise  integra¬ 
tion  projects,  a  high-tech 
entry  has  been  added  to 
these  “two-in-one”  pairs. 

During  the  past  couple 
of  years,  IBM,  Digital 
Equipment  Corp.,  Unisys 
Corp.,  Microsoft  Corp.,  Lotus  De¬ 
velopment  Corp.,  Oracle  Corp.  and  a 
host  of  other  hardware  and  software 
companies  have  spun  out  large  con¬ 
sulting  and  integration  organiza¬ 
tions,  both  to  support  their  core 
businesses  and  to  create  new  reve¬ 
nue  streams. 

While  these  vendors  have  differ¬ 
ent  strengths  and  missions,  all  are 
serious  about  succeeding  in  the 
crowded,  S15  million  marketplace. 


Industry  insiders  say  survival  de¬ 
mands  it.  “Today,  customers  don’t 
care  what  technology  you  use,”  says 
Mark  Tebbe,  president  of  Chicago- 
based  client/server  integration  spe¬ 
cialist  Lante  Corp.“The  focus  has 
clearly  shifted  to  a  business  consult¬ 
ing  role.  No  company  can  afford 
not  to  be  in  that  business.” 

Oliver  Pflug,  a  consul¬ 
tant  at  G2  Research,  Inc.  in 
Mountain  View,  Calif., 
adds  that  technology  has 
made  it  difficult  to  sepa¬ 
rate  systems  from  business 
re-engineering. 

Talent  raids 

The  most  ambitious  vendors  are  ag¬ 
gressively  recruiting  top  consul¬ 
tants.  Oracle,  for  example,  recently 
hired  Booz,  Allen  &  Hamilton,  Inc. 
heavyweights  Ray  Lane  and  Robert 
Shaw  as  president  of  Oracle  USA 
and  head  of  the  700-person  Oracle 
Consulting  Division,  respectively. 

Other  product  vendors  are  greed¬ 


ily  eyeing  the  limited  pool  of  consult¬ 
ing  expertise. 

Bonnie  Digrius,  project  manager 
at  Gartner  Group,  Inc.,  says  this 
commitment  to  talent  will  separate 
the  future  standouts 
from  the  also-rans. 

“Bringing  in  a  Ray 
Lane  gives  Oracle 
enormous  credibility,” 
she  says. 

Several  big  obsta¬ 
cles  face  every  product 
vendor  with  designs  on 
professional  services. 

These  include  re¬ 
source  allocation,  lack 
of  track  records  on  ma¬ 
jor  projects  and  an  inherent  issue  of 
neutrality  that  targets  IBM  and 
DEC. 

Then  there’s  the  harsh  fact  that 
operating'  a  service  business  is  very 
different  from  running  a  hardware 
or  software  business,  both  from  an 
organizational  and  a  financial  view. 

“This  is  a  relationship  business,” 


says  Don  Monaco,  managing  part¬ 
ner  for  integration  sendees  and 
technology  at  Andersen  Consult¬ 
ing’^  Americas  practice.  Monaco, 
who  predictably  is  skeptical  about 


product  vendors  succeeding  as  full¬ 
blown  consultancies,  says  most 
hardware  and  software  firms  have 
a  lot  to  learn.  “Managing  a  large 
portfolio  of  jobs,  maintaining  billa- 
bles,  is  a  very  different  thing  than 
managing  people  wdio  are  out  sell¬ 
ing  product,”  he  says. 

Vendors,  page  78 
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Big  or  small? 
Page  8o 


Top  10  integration  vendors 

IBM 

SI. 98  billion 

Andersen  Consulting 

St. 58  billion 

Digital  Equipment  Corp. 

$1.26  billion 

Electronic  Data  Systems  Corp. 

SI. 02  billion 

Computer  Sciences  Corp. 

S700  million 

Unisys  Corp. 

$667  million 

SHL  Systemhouse,  Inc. 

$650  million 

Control  Data  Corp. 

$59 1  million 

Boeing  Computer  Services 

S370  million 

TRW,  Inc. 

S350  million 

Source:  International  Data  Corp. 
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At  a  glance 

A  quick  glance  at  three 
vendors  who  recently 
took  the  integration 
plunge: 


Oracle  Consulting,  in  a 
bid  for  recognition,  has 
raided  Booz,  Allen  & 
Hamilton  for  its  top 
brass,  Robert  Shaw. 
The  consulting  arm  is 
growing  at  an  annual 
rate  of  25%:  Look  for  it 
to  eventually  outstrip 
the  company's  product 
income  by  fourtimes. 
Oracle  Consulting  has 
made  a  serious  invest¬ 
ment  in  personnel:  The 
company  employs  ap¬ 
proximately  700  peo¬ 
ple. 


Microsoft  tried  the 
same  trick  as  Oracle, 
tapping  Ernst  &  Young 
partner  Bob  McDowell 
as  its  consultancy 
chief.  With  the  Consult  - 
ingServices  unit  num¬ 
bering  220  staffers  al¬ 
ready,  the  company  is 
figuring  to  add  more 
than  100  more  employ¬ 
ees  duringthe  next 
eight  months. 

Some  Microsoft  Con¬ 
sulting  clients  who 
have  already  signed 
on:  Pacific  Gas  &  Elec¬ 
tric  Co.,  Mirage  Re¬ 
sorts,  Inc.  and  Baxter 
Healthcare  Corp. 


Lotus  Consulting  Ser¬ 
vices  is  concentrating 
on  a  global  strategy: 
Former  Deloitte  & 
Touche  staff  member 
DavidConnorheads  up 
the  group  and  is  deter¬ 
mined  to  move  beyond 
Lotus' touchstone 
Notes  and  spread¬ 
sheets.  The  company 
has  acquired  consul¬ 
tancies  in  Canada,  Ger¬ 
many  and  Dallas  and  is 
opening  offices  in  Aus¬ 
tralia  to  strengthen  its 
global  punch.  The  divi¬ 
sion,  which  numbers 
about  160  employees, 
is  raking  in  about  twice 
its  revenue  forecast  for 
fiscal  1992. 


SMS’  Hal  Neumann:  ‘The  big  guys  are  more  likely  to  tell  us  to  take  a  h  ike’ 


Little  firms 

CONTINUED  FROM  PAGE  77 

After  reviewing  a  variety  of  systems  integra¬ 
tors  in  the  expert  area,  it  settled  on  Fusion,  where 
several  people  from  the  original  vendor  had  end¬ 
ed  up.  John  Hancock  found  other  advantages  be¬ 
sides  technical  familiarity  with  the  small  integra¬ 
tor. 

In  terms  of  cost,  “Fusion  was  a  bargain,”  says 
Raymond  Barr,  a  senior  consultant  at  the  firm. 

Small  firms,  he  notes,  are  hungrier  for  assign¬ 
ments  and  more  willing'to  go  the  extra  mile.  Even 
when  their  hourly  rates  are  the  same  as  a  large 
firm,  they  deliver  more  production  per  hour  than 
the  large  firms,  which  may  load  more  people  than 
necessary  on  a  project  and  tie  them  up  in  more 
meetings. 

Barr  also  says  he  finds  it  easier  to  work  with  a 
small  company.  “You  deal  with  the  top  people,  and 
they  know  they  have  to  do  a  good  job.”  With  large 
systems  integrators,  on  the  other  hand,  the  top 
people  are  brought  in  for  the  sales  presentation 
but  disappear  when  it  is  time  to  do  the  actual  pro¬ 
ject  work,  he  says. 

Small  size  can  hurt 

On  the  other  side  of  that  coin,  dealing  with  the 
top  people  all  the  time  can  be  a  drawback:  Small¬ 
er  integrators  typically  lack  the  depth  of  talent 
found  at  the  large  firms.  “They  may  revolve 
around  one  or  two  key  people.  If  those  people 
leave,  you’re  out  of  luck,"  Meltzer  says. 

Specialized  firms  may  also  lack  the  financial 
wherewithal  to  survive,  leaving  the  customer  to 
scramble  for  support  in  the  future.  "We  evaluated 
1 1  systems  integrators,  and  one  went  bankrupt 
duringthe  selection  process,”  he  recalls. 

Specialized  systems  integrators  work  best, 
customers  report,  with  projects  that  have  a  clear 
start  and  finish.  The  assignment  of  three  to  four 
people  for  a  project  lasting  between  six  and  nine 


months  is  a  comfortable  size  and  duration  for  a 
specialist. 

When  the  specialist  seems  to  take  up  perma¬ 
nent  residence  in  the  company,  it  may  be  masking 
some  underlying'problem. 

Such  was  the  case  at  a  major  West  Coast  trans¬ 
portation  company,  reports  Dick  Tonnemacher, 
its  former  information  resources  director  who  is 
now  a  management  consultant  based  in  Novato, 
Calif. 

In  the  late  1980s,  the  company  launched  a  new 
business  unit  that  was  an  immediate  success, 
outstripping  the  ability  of  the  company’s  central 
IS  depart  ment  to  support  it  with  systems. 

“The  IS  people  couldn’t  build  systems  fast 
enough,  so  the  business  people  were  trying  to 


manage  this  unit  with 
spreadsheets  and 
PCs,"  Tonnemacher 
recalls. 

He  recommended 
the  business  unit  call 
Marathon  Systems, 
Inc.,  a  San  Francisco- 
based  system  integra¬ 
tor  specializing  in  PC- 
based  projects. 

Marathon’s  assign¬ 
ment  was  to  piece  to¬ 
gether  some  small  sys¬ 
tems  with  the  PCs  and 
spreadsheets  already 
in  place  until  the  com¬ 
pany's  IS  department 
could  crank  up  a  per¬ 
manent  solution. 

“They  showed  up 
three  days  later  and 
delivered  something 
that  worked  in  two 
weeks,”  Tonnemacher 
recalls. 

With  the  heat  off,  the 
IS  staff  put  the  major 
project  of  integrating  the  business  unit  on  the 
shelf.  The  result?  The  Marathon  relationship 
continued  for  two  years,  encompassing  file  serv¬ 
ers,  databases  and  LAN  technology. 

Although  the  unit  loved  the  service  it  received, 
the  IS  department  paid  dearly  in  the  end.  Man¬ 
agement  pressured  the  business  unit  to  cut  costs 
by  turning  over  all  its  systems  to  the  IS  depart¬ 
ment,  which  was  totally  unprepared  to  support 
the  PC-based  systems. 

The  lesson,  Tonnemacher  says,  is  to  bring  IS 
into  the  systems  integration  effort  early,  even  if  it 
has  to  be  dragged,  and  make  sure  it’s  prepared 
to  carry  on.  • 


Raiding  is  a  free-lance  writer  based  in  Newton,  Mass. 


Vendors  that  wear  two  hats 
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This  challenge  is  reflected  on  the 
bottom  line.  “Consulting  is  a  very 
expensive  business  over  the  long 
term,”  Digrius  notes. 

Product  vendors  also  bring  some 
big  advantages  to  the  consulting 
market.  At  the  high  end,  IBM  and 
DEC  can  try  to  link  new  re-engineer- 
ingcapabilitieswith  strong  systems 
design,  implementation  and  out- 
sourcingoperations  to  create  a  total 
services  offering. 

Consulting  divisions  of  product 
firms  bring  a  deeper  understanding 
of  the  guts  of  their  systems  —  a  big 
edge  when  the  technology  is  as  ubiq¬ 
uitous  as  Microsoft's  on  the  desktop 
or  as  ground-breaking  as  Lotus’ 
Notes  in  the  workgroup  arena. 

Moreover,  some  customers  may 
want  long-term  consulting  relation¬ 
ships  with  their  product  vendors, 
simply  to  keep  them  on  the  hook  in¬ 
definitely.  Oracle  Consulting’s  Shaw 
argues  that  the  "traditional  need  for 
independent  consultants  to  come  in 
and  study  35  solutions  and  do  a 
bake-off’  is  dwindling. 

"Companies,  once  they’ve  made 


their  backbone  decision,  want  ex¬ 
pert  advice  on  how  to  leverage  their 
investment  to  achieve  the  maximum 
business  benefit,”  Shaw  says.  “We 
don’t  have  to  become  masters  of 
many  different  technologies  to  com¬ 
pete  against  Andersen  and  Price 
Waterhouse.” 

Shaw  says  Oracle  Consulting  is 
currently  growing  at  a  minimum  of 
25%  annually.  He  envisions  the  pos¬ 
sibility  of  increasing  consultinghn- 
tegration  revenue  to  four  times  that 
of  Oracle’s  product  business.  “This 
is  no  hobby  for  us,”  he  says. 

Bob  McDowell,  vice  president  of 
education  and  consulting  services 
at  Microsoft,  likewise  eyes  rapid 
growth  for  the  software  giant’s  220- 
member  consulting  services  unit, 
hoping  to  add  more  than  100  people 
by  June. 

In  Microsoft’s  case,  the  technol¬ 
ogy  backbone  is  Windows,  and  the 
driver  is  client/server.  Consulting 
focuses  on  designing  and  architect¬ 
ing  custom  applications  for  users 
requiring  full-time,  on-site  assis¬ 
tance;  building  Windows  front  ends 


to  existing  client/server  or  legacy 
systems;  and  developing  cli¬ 
ent/server  systems  from  scratch  for 
customers  willing  to  take  a  higher 
risk.  McDowell  says  Microsoft  Con¬ 
sulting  also  eschews  “the  soup-to- 
nuts,  all-things-to-all-people”  con¬ 
sulting  mentality.  The  firm,  he  says, 
is  content  to  subcon¬ 
tract  to  Andersen  Con¬ 
sulting  and  DEC  on 
large  client/server  en¬ 
gagements. 

Lotus  professes  to 
harbor  some  lofty  in¬ 
tentions  for  its  ser¬ 
vices.  Carla  Marci- 
nowski,  director  of 
business  development 
at  2-year-old  Lotus 
Consulting  Services,  says  the  oper¬ 
ation  has  made  a  sharp  departure 
from  its  modest  initial  goal  of  sup- 
portingexistingcustomers. 

Under  new  chief  David  Connor, 
formerly  of  Deloitte  &  Touche,  Lotus 
Consulting  is  looking  to  expand  be¬ 
yond  Notes  and  spreadsheet  appli¬ 
cations  into  “classical”  consulting 
in  multiplatform  environments. 

Marcinowski  says  Lotus  Consult¬ 
ing  aims  to  assist  customers  in  the 
global  deployment  of  network  and 
workgroup  computing.  With  the  ac¬ 


quisition  in  September  of  three  in¬ 
dependent  consultancies  and  the 
opening  of  new  offices  in  Australia, 
the  global  strategy'  is  beginning  to 
come  together,  she  says. 

Lotus  Consulting  employs  160 
workers  and  is  running  at  twice  its 
revenue  forecast  for  1992,  Marci¬ 
nowski  says. 

In  terms  of  revenue 
and  market  share,  all 
these  newcomers  have 
had  a  relatively  small 
impact  on  the  consult¬ 
ing  sector,  observers 
agree.  There  remains 
more  than  enough 
business  and  systems 
re-engineering  work 
for  even  this  crowded 
field  to  handle. 

However,  Lante’s  Tebbe  says, 
some  product  vendors  are  making 
their  presence  felt  in  the  constant 
scramble  for  good  consulting  help. 

“I’ve  had  five  people  hired  away 
by  Microsoft.  They’ve  got  the  glam¬ 
our  appeal,  and  that’s  very  scary 
when  you  consider  the  amount  of  in¬ 
vestment  a  small  integrator  has  to 
make  in  people.”  • 


Mehler  is  a  free-lance  writer  based  in 
Jackson  Heights,  N.Y. 


IBM,  DEC,  Uni¬ 
sys,  Microsoft, 
Lotus,  Oracle 
and  Borland 
have  all  opened 
consulting  arms 
within  the  last 
two  to  three 
years. 
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Introducing  MacX  for  Macintosh. 


Because  you  probably  didn’t  realise 
*  you  can  now  run  X  Window  System 


applications  on  a  Macintosh: 

It’s  simple  and  it’s  inexpensive.  And 
all  you  have  to  do  is  add  MacX.'" 

MacX  is  a  seamless  extension 
of  the  Macintosh  operating 
system  that  takes  only  a  few 
seconds  to  install.  It  allows 
Macintosh  computers  to  run 
X  Window  System  applica¬ 
tions  concurrently  in 
separate  windows  on  tire 
Macintosh  desktop. 

Actually,  MacX  is  even 
better  than  that.  It  allows 
you  to  run  Macintosh  and  X 
applications  at  the  same  time. 

And  cut  and  paste  informa¬ 


tion  between  the  two  as  easily  as  cutting  and  pasting 
between  two  Macintosh  applications.  Which  means  now 
everyone  on  your  system  can  use  tire  same  X  applications. 
Without  anyone  uttering  a  single  word  of  confusion. 

hi  fact,  since  MacX  supports  all  X 
application  tools,  as  well  as  OPEN 
LOOK  and  Motif  GUIs,  MacX 
helps  you  answer  the  question, 
“How  do  these  Macintosh 
computers  fit  into  my  open 
systems  environment?” 
Very  well,  thank  you. 

Call  1-800-554-5999, 

extension  110,  now  and 
we’ll  send  you  a  free  copy 
of  our  Technical  Overview 
of  MacX?  The  power  to  bring 
Macintosh  computers  into 
your  UNDC  environment. 

The  power  to  *  i 
be  your  best?  Appl6 


* 


Integration  Strategies 


Big  or  small? 

Is  it  better  to  do  business  with  a  giant  systems  integrator  or  a  nimble  specialist? 


Pick  a  world-class 
decathlete 

By  Rudy  Puryear 

Puryear  is  a  Ch  icago-based  manag¬ 
ing  partner  of  Andersen  Consult¬ 
ing’s  Information  &  Technology 
Strategy  Practice  for  the  Americas. 
Andersen  Consulting 
is  an  international 
management  and  tech¬ 
nology  consulting 
organization  that 
helps  clients  integrate 
strategy,  people,  pro¬ 
cesses  and  technology. 

The  firm  has  more  than 
21,000  consultants  in 
151  offices  and  46 
countries. 

The  niche  consultant  is  like  an  out¬ 
standing  discus  thrower  who  can¬ 
not  pole  vault  or  run  the  100-meter 
hurdles.  The  full-service  provider  is 
like  a  decathlete.  With  a  variety  of 
strong  skills,  this  player  need  not 
specialize  in  one  event  to  be  a  world- 
class  athlete. 

I  don't  think  the  issue,  however,  is 
strictly  “niche”  vs.  “large.” 

After  all,  some  consultancies  gen¬ 
erate  billion-dollar  revenues  and 
employ  thousands  of  people.  But 
they  are  still  “niche”  because  they 
focus  on  one  industry,  one  part  of 
your  busi¬ 
ness,  one 

technology 
platform,  one 
geographic 
region  or  one 
part  of  the  solution  —  such  as  strat¬ 
egy  or  implementation. 

The  real  issue  is  knowing  when 
to  select  a  niche  firm  vs.  a  global, 
full-service  provider.  The  latter  of¬ 
fers  industries  around  the  world  a 
complete  spectrum  of  services,  from 
strategy  to  implementation  to 
change  management  to  ongoing 
business  process  management.  The 
former  focuses  on  what  it  does  best 
or  where. 

Based  on  1 0  years  of  experience 
at  a  niche  technology  strategy  firm, 
and  now  several  years  at  Andersen 
Consulting,  a  global,  full-service 
firm,  i  d  like  to  offer  some  guidelines 
about  choosing  which  route  is  right 
for  you. 

Here  are  three  characteristics 
common  to  clients  of  global,  full-ser¬ 
vice  providers: 

omplex  business  problems.  Do 
you  simply  need  to  tune  a  DB2  data¬ 
base?  Or  do  you  have  a  complex 
need,  such  as  re-engineering  part  or 
all  of  your  business? 

The  clients  of  global,  full-service 


providers  tend  to  have  complex 
problems  that  affect  all  components 
of  a  business:  people,  business  pro¬ 
cesses,  information  technology  and 
strategy. 

■  Need  complex  solutions.  Many 
organizations  today  need  innova¬ 
tive  strategies  tightly  coupled  with 
re-engineered  business  processes, 

which  is  a  complex 
task.  Many  companies 
find  a  large  consultan¬ 
cy  can  leverage  skills 
that  span  the  entire 
project  cycle  —  from 
developing  the  plan  to 
implementing  the  solu¬ 
tion  to  helping  smooth 
the  path  for  re-engi¬ 
neering 

Moreover,  such  ways 
of  doing  things  often  call  for  new 
technologies  from  multiple  vendors. 
Global,  full-service  providers  can 
assemble  the  many  pieces  of  such 
complex  solutions  in  an  unbiased 
way. 

Rather  than  choosing  a  solution 
to  match  their  capabilities,  full-ser¬ 
vice  providers  can  opt  for  the  one 
that  is  best  for  the  client.  If  an  ap¬ 
propriate  solution  does  not  exist, 
the  integrator  can  use  its  industry 
knowledge  and  technical  skills  to 
modify  an  existing  solution  or  build 
a  new  one. 

Plus,  with  extensive  capital  re¬ 
sources,  big 
global  firms 
can  develop  the 
skills  to  imple¬ 
ment  anything. 
Finally,  full- 
service  firms  can  help  manage 
change  —  a  key  part  of  any  business 
process  redesign. 

■  Global  market  and/or  competi¬ 
tion.  Often  companies  that  are  ex¬ 
panding  internationally  or  facing 
tough  off-shore  competition  need  a 
partner  that  understands  the  global 
marketplace.  Obviously,  they’ll 
want  a  company  that  does  business 
in  more  than  one  nation  itself. 

It’s  also  a  good  idea  to  partner 
with  a  global  provider  when  you’re 
targeting  international  customers 
or  dealingwith  international  suppli¬ 
ers.  These  consultancies  deal  with 
the  same  competitive  challenges  as 
their  globally  oriented  clients,  so 
they  arc  well-equipped  to  handle 
these  business  issues. 

Bottom  line:  There  will  always  be 
narrowly  defined  problems  that  re¬ 
quire  niche  solutions. 

But  if  your  international-minded 
organization  struggles  with  com¬ 
plex  business  problems,  a  global, 
full-service  provider  may  be  your 
onlv  choice.  • 


Watch  out,  Goliath! 

By  Barton  Goldenberg 


Goldenberg  is  chairman  of  Infor¬ 
mation  Systems  Experts,  a  Wash- 
i ngton,  D.C. -based  systems  integra¬ 
tor  firm  specializing  in  sales, 
customer  service  and  marketing 
information  systems. 

The  times,  they’re 
changing.  Just  as 
many  companies  are 
replacing  mainframes 
with  networked  PCs, 
an  important  parallel 
trend  is  emerging:  the 
rise  of  small,  “lean  and 
mean"  systems  inte¬ 
grators. 

Driving  the  rise  of  the  specialists 
is  a  widespread  need  to  build  sim¬ 
ple,  useful  and  growable  systems  for 
less  time  and  money. 

These  small,  new  firms  are  not 
tied  to  old,  stale  ways  of  develop¬ 
ment  but  use  new  and  proven  ap¬ 
proaches  that  can  speed  up  work  by 
40%  to  50%.  Because  we  are  not 
looking  to  sell  canned  products  or 
for  projects  to  keep  hundreds  of  em¬ 
ployees  busy,  we  can  look  for  simple 
solutions. 

Often,  this  maybe  as  simple  as  do¬ 
ing  “iterative”  development  and 
testing  that  is  quick,  thanks  to  new 
object-oriented 
tools,  along  with 
proven  methods. 

Because  the 
project  is  done 
quickly  with  lit¬ 
tle  labor,  overall  implementation 
cost  is  kept  low.  And  because  these 
systems  are  based  on  discrete  func¬ 
tional  modules  —  like  “Lego”  build¬ 
ing  blocks  —  customers  select  only 
those  tailored  modules  that  match 
their  unique  needs. 

Perhaps  most  importantly,  small 
integrators  often  use  international 
software  standards,  such  as  the 
Open  Software  Foundation’s  OSF, 
graphical  user  interface  (GUI)  stan¬ 
dards  such  as  X  Window  System, 
database  standards  such  as  SQL, 
multitasking  operating  systems 
standards  such  as  Unix  and  de  facto 
network  standards  from  firms  such 
as  Novell,  Inc. 

The  result  is  compatible  applica¬ 
tions  that  let  customers  continually 
grow  their  system  using  new  tech¬ 
nology. 

Let’s  see  how  the  “lean  and 
mean”  approach  works  in  real  life. 

■Group  Hospitalization  and  Med¬ 
ical  Services,  Inc.,  a  large,  Wash¬ 
ington,  D.C.-based  health  insurance 


firm,  wanted  to  automate  24-hour 
health  insurance  eligibility  ques¬ 
tions  for  several  hundred  thousand 
customers  traveling  abroad. 

Options  included  cross-Atlantic 
fiber-optic  circuit,  satellite  trans¬ 
missions  and  several  communica¬ 
tions  networks.  Development  time 
for  the  project  was  estimated  at  six 
months  to  nine  months 
at  a  cost  of  $250,000  to 
$500,000. 

One  quick  look  re¬ 
vealed  that  24-hour  ac¬ 
cess  for  an  application 
that  involves  infre¬ 
quent  bursts  of  traffic 
amounted  to  overkill. 
So  we  developed  an 
easy-to-use,  graphical- 
based  application  run¬ 
ning  on  a  multitasking  system  con¬ 
nected  to  a  public-switched  X.25 
data  communications  network. 

The  job  cost  less  than  $100,000 
and  was  implemented  in  only  90 
days. 

■  Development  Alternative,  Inc., 
an  international  consulting  firm 
based  in  Bethesda,  Md.,  was  trying 
to  develop  a  marketing  information 
system  last  year  to  handle  50  cur¬ 
rencies,  200  products  and  100  units 
of  measure. 

The  system  had  to  be  simple 
enough  for  use  by  clients  of  varying 
computer  skills 
in  locations 
with  little  or  no 
technical  back¬ 
up.  Larger  inte¬ 
grators  either 
said,  “It  can’t  be  done”  or  “We  have 
a  nice  package  that  we  could  build 
on.” 

It  was  clear  that  the  firm  needed 
a  presentation  package  and  a  proj¬ 
ect  implementation  tool.  Using  GUI 
and  database  management  system 
tools,  we  built  a  powerful  system 
that  also  looked  good.  The  company 
president  loved  it. 

These  kind  of  big  benefits  are 
helping  lean  integrators  gain  re¬ 
spect.  And  small  firms  have  begun 
to  address  the  two  key  issues  that 
will  determine  future  growth:  staff¬ 
ing  and  support. 

A  growing  number  of  partner¬ 
ships  with  large  hardware,  software 
and  communications  firms  are  help¬ 
ing  to  ensure  needed  client  support 
services. 

This  creates  a  win-win  scenario 
whereby  big  partners  provide  per¬ 
sonnel  and  support,  while  small  in¬ 
tegrators  become  anewr  distribution 
channel. 

Watch  out  Goliath  —  David  has  a 
pocket  full  of  stones.  • 


Strengths:  Technical  depth, 
global  reach 


Strengths:  Flexibility,  less 
costly,  simpler  approach 
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“The  customer 


must  be  the 


primary 


everything 


ROBERT  PALMER 
President 
Digital  Equipment 
Corporation 


CHANGE , 


CHALLENGE , 


and  a  NEW 


DIRECTION  - 


But  you  didn’t  stop  there.  You  explained 
that  comprehensive  support  and  service 
also  play  an  important  part  in  your  suc¬ 
cess.  You  want  easy  access  to  industry- 
knowledgeable  experts  who  are  dedicated 
to  your  business  and  who  can  address 
your  specific  needs.  Of  equal  importance 
is  a  portfolio  of  partners  who  can  provide 
you  with  products  and  services  that  are 
complementary  to  Digitals. 

To  top  it  off,  these  applications, 
services,  and  partners 
must  be  available 
worldwide. 

Does 
one  vendor 
deliver  all  of 
this?  Digital  does 
with  the  Alpha  AXP 
Program. 

On  Getting  the  Best  Information 
Technology  Money  Can  Buy 

When  your  competitive  advantage 
depends  on  information  technology,  you 
want  access  to  the  best.  Your  definition  of 
“the  best”  encompasses  many  dimensions. 

One  aspect  is  balanced  systems  that  can 
be  upgraded  over  time  —  with  memory, 

I/O  capacity,  high-speed  mass  storage*  and 
communication  capability  to  match  their 
very  high  speed  microprocessors.  .  pa 

Another  important  dimension  is  a  full  cai 


On  Open  Solutions  from  Multiple  Sources 

There  are  many  dimensions  to  openness. 
You  require  availability  from  multiple 
sources  and  at  competitive  prices.  Plus, 
you  need  support  for  software  standards 
like  POSIX,  and  XPG3  branding,  as  well 
as  support  for  industry-standard  networks 
and  busses. 

You’ve  told  us  that  you  want  the  free¬ 
dom  to  choose  the  operating  system  on 
which  you  will  deploy  your  applications. 
You  want  Windows  NT  a  UNIX  operating 
system  that  supports  the  OSF/USL  Unified 
Open  UNIX  definition,  and  Open  VMS. 
You  added  that  true,  open,  multivendor 
solutions  are  critically  dependent  on  the 
ability  of  your  IT  vendor  to  service  and 
support  your  multivendor  computing 
environment. 

Can  one  vendor  provide  this  kind  of 
“universal”  platform  and  the  services 
it  demands?  Digital  does  with  the 
Alpha  AXP  Program. 


64-bit  architecture  that  can  support  mul¬ 
tiple  operating  systems  today,  as  well  as 
others  that  will  be  invented  in  the  future. 
You’re  looking  for  an  architecture  that  can 
scale  from  the  smallest  palmtop  device  up 
to  the  largest  supercomputer. 

Your  success  is  also  dependent  upon 
software  that  will  help  you  build  a  distrib¬ 
uted,  multivendor  computing  environ¬ 
ment  designed  to  support  future 
client/server  computing  styles. 

A  tall  order?  Not  for  Digital.  Alpha  AXP 
systems  and  Network  Application  Support 
(NAS)  will  take  your  business  into  the 
21st  century. 


On  the  Ease  of  Doing  Business 

Perhaps  the  technology  you  need  is 
available.  But  the  purchase  process  is  not 
easy,  and  the  price  tag  is  out  of  reach. 
You’re  looking  for  a  vendor  with  whom 
you  can  easily  do  business  and  who  can 
offer  you: 

Fair,  consistent  pricing,  without  compli- 
ted  discounts  and  adjustments 


Investment  protection  for  software, 
training,  and  data  as  you  move  to  64-bit 
computing 

■  One-stop  shopping  for  sendees 

■  Simple  software  licensing  terms  across 
hardware  platforms. 

You  need  a  vendor  who  utilizes  a  flexible 
approach  in  providing  you  with  successful 
business  solutions. 

Is  there  any  vendor  who  can  do  it  all? 
Yes  —  Digital. 


"There's  nothing  permanent 
extept  thange"  —  an  adage  that 
could  well  describe  the  state  of  today's 
computer  industry.  Reduced  margins, 
lower  profitability,  and  slower  growth  are 
the  result  of  rapid  technological  change. 
The  investments  required  to  maintain 
product  leadership  are  enormous  — 
more  than  some  companies  will  be  able 
to  afford.  A  few  are  merging  or  forming 
new  alliances.  Others  are  leaving  the 
industry  altogether.  The  question 
remains:  Who  <an  you  tount  on 
for  the  long  term?  Let's  face  it. 
What  hasn't  changed  is  your  need  to  succeed 
and  remain  competitive.  These  needs 
have  helped  guide  the  development  and 
delivery  of  Digital's  Alpha  AXP 
Program  —  a  program  committed 
to  helping  sustain  your  competitive 


WELM  ith  its  Alpha  AXP 
E§TE  Program,  Digital  is 
putting  you  and  your 
success  first.  You’ve  told  us  that 
you  need  an  information  tech¬ 
nology  supplier  who  can  deliver  value  over 
the  long  term  —  a  vendor  who  will: 

■  Help  you  succeed 

•  Give  you  the  best  information 
technology 

■  Deliver  open  computing  solutions 

•  Offer  an  easy  and  efficient  way  of  doing 
business. 

We  listened  closely,  asking  you  for 
specifics.  Naturally,  you  had  a  lot  to  say. 

On  Becoming  Successful 

Every  business  looks  toward  the  future  — 
toward  continued  growth  and  success. 
You’ve  stated  that  your  success  partly 
depends  on  acquiring  applications  that  are 
right  for  your  business.  What  you’re  look¬ 
ing  for  is  the  broadest  and  deepest  applica¬ 
tion  portfolio  in  the  computing  industry. 


By  Ed  Pastor 

Market  Development  Manager 
Alpha  AXP  Program 


advantage  well  into  the  2 1  st  century. 
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continued  y 

We  Offer  You  Four  Commitments 

Our  Alpha  AXP  Program  is  designed  to 
help  you  succeed  today,  tomorrow,  and  in 
the  future.  That  means  you  can  expect  us 
to  make  good  on  four  key  commitments. 

Delivery  of  21st  Century  Computing 

First,  Alpha  AXP  is  the  only  architecture 
that  delivers  the  features  that  are  required 
for  21st  century  computing  —  features 
that  include  scalable  CPU  performance  and 
full  64-bit  addressing.  These  will  enable 
you  to  run  todays  applications  faster  at 
reduced  costs,  and  will  allow  you  to  effi¬ 
ciently  access  very  large  databases. 

Today’s  first  generation  Alpha  AXP 
microprocessor,  the  DECchip  21064,  runs 
at  up  to  200  megahertz  —  twice  as  fast  as 
the  nearest  competition.  In  the  future,  you 
can  expect  to  see  the  performance  of 


Alpha  AXP 

ANGLE 


You  can  solve  the  most  demanding 
applications  today  with  Alpha-ready 
OpenVMS  VAX  systems  —  at 
price/performance  levels  that  match 
even  the  latest  RISC/UNIX  systems. 
What's  more,  all  of  today's  Alpha-ready 
systems  and  future,  faster  VAX  systems 
will  enable  you  to  move  to  Digital's 
breakthrough  Alpha  AXP  systems  when 
you're  ready. 

Your  Investment  Is  Enhanced 

You’re  happy  with  the  power  and 
performance  provided  by  your  current 
OpenVMS  VAX  system,  but  you’d  like 
to  have  the  option  of  moving  to  an 
Alpha  AXP  system  at  some  point  in  the 
future.  But  you  have  questions:  Will  my 
current  investments  be  protected?  How 
about  investments  I  make  in  VAX  system 
upgrades  in  the  coming  year?  Can  I  take 
advantage  of  the  best  features  of  both 
systems  as  I  make  the  transition? 

lb  answer  these  questions,  first  consider 
that  SO  to  40  percent  of  voui  investment  in 
computer  systems  resides  in: 

■  Personnel  and  training 

*  Applications 

"  1  anguages  networking 

*  Operating  system 

*  lYripherals, 


Alpha  AXP-based  systems  increase  by  a 
factor  of  1 ,000. 

Alpha  AXP  will  be  the  platform  of 
choice  for  the  next  generation  of  applica¬ 
tions  that  use  new  technologies,  such  as 
video  imaging,  artificial  intelligence,  and 
voice  user  interfaces. 

Delivery  of  a  Universal  Platform 

Second,  Alpha  AXP  is  the  universal  plat¬ 
form  for  software  development  and 
deployment. 

Today,  Alpha  AXP  supports  OpenVMS, 
OSF/1,  and  Microsoft’s  Windows  NT. 
Other  operating  systems  will  be  added 
over  the  next  12  to  18  months. 

Digital  will  offer  the  broadest  and 
deepest  portfolio  of  Alpha  AXP  applica¬ 
tions.  Already,  more  than  900  software 
vendors  have  committed  to  make  their 
applications  available  on  Alpha  AXP  systems. 

Plus,  to  ensure  broad-based  availability 
of  Alpha  AXP  hardware  and  software, 
we’re  licensing  the  Alpha  AXP  architecture 
and  selling  Alpha  AXP  chips,  boards,  and 


systems  —  making  it  easy  for  vendors  to 
incorporate  them  into  their  products.  To 
date,  three  system  vendors  (Cray  Research, 
Kubota  Pacific  Computer,  and  Olivetti) 
and  more  than  30  technical  OEMs  are 
committed  to  using  Alpha  AXP. 

Delivery  of  Worldwide  Services 

Third,  Alpha  AXP  offers  a  complete  port¬ 
folio  of  services  worldwide  to  help  you 
succeed. 

At  over  30  Alpha  AXP  resource  centers 
around  the  globe,  Digital  provides  you 
with  a  seamless  transition  to  Alpha  AXP 
technology  and  products  —  helping  you 
to  maximize  the  investments  you’ve 
already  made  in  systems,  software,  data, 
and  development  of  your  staff.  Plus, 
Digital’s  worldwide  consulting  capabilities 
help  you  capitalize  on  new  business  oppor¬ 
tunities. 

Our  ultimate  goal  is  to  provide  the 
multivendor  support  and  systems  integra¬ 
tion  services  you  require  anywhere  you 
need  them. 


Delivery  of  Cost-effective  Solutions 

Lastly,  Digital  offers  you  the  easiest,  most 
cost-effective  way  to  build  solutions  today 
and  tomorrow. 

The  Alpha- ready  program  provides  a 
clearly-defined  path  to  the  future  with 
today’s  products.  The  same  data,  the  same 
applications,  the  same  software,  and  the 
same  user  training  that  you  utilize  on 
today’s  VAX  system  and  DECsystem  prod¬ 
ucts  will  be  available  on  tomorrow’s  Alpha 
AXP  systems. 

Alpha  AXP  provides  you  with  the  pro¬ 
grams,  the  tools,  and  the  services  to  make 
it  easy  to  extend  your  current  computing 
environment  by  adding  new  Alpha  AXP 
systems. 

Meeting  Your  Needs 

With  Alpha  AXP,  Digital  will  meet  and 
exceed  all  your  requirements.  After  all,  we 
have  one  very  clear  goal:  the  success  of 
your  business. 


VAX  Systems:  Even  More  Valuable  with  Alpha  AXP  Systems 


Then  consider  this  important  fact: 
Digital’s  OpenVMS  operating  system 
runs  the  same,  regardless  of  whether  it’s  on 
a  VAX  or  an  Alpha  AXP  system.  Thus,  all 
the  aforementioned  investments  are 
protected.  In  a  sense,  every  VAX  system 
already  installed  is  Alpha-ready.  The  only 
new  investment  you  make  is  in  hardware. 
In  fact,  the  new  VAX  7000  and 
VAX  10000  systems  require  only  a  CPU 
board  investment,  since  they  already  come 
complete  with  cabinet. 


VAX  and  Alpha  AXP  Systems 
Work  Together 

Alpha  AXP  offers  revolutionary  performance 
in  expandable  packages  —  providing  you 
with  the  flexibility  to  tailor  it  to  meet  the 
needs  of  your  current  and  future  com¬ 
puting  environment.  And  since  VAX  and 
Alpha  AXP  systems  share  all  the  same 
OpenVMS  features,  they  can  coexist  in 
your  computing  environment  in  a  number 
of  different  ways. 

For  instance,  you  will  be  able  to  link 
VAX  and  Alpha  AXP  systems  across  local 
area  and  wide  area 
networks  immedi¬ 
ately,  and  soon 
afterwards  connect 
systems  at  the 
datacenter  level  by 
adding  Alpha  AXP 
to  your  VAXcluster 
systems.  This  link¬ 
age  will  enable 
each  system  to 
share  the  resources 
of  that  cluster. 
Other  options 
include  adding 
Alpha  AXP  servers 
to  your  worksta¬ 
tion  network,  or 
adding  Alpha  AXP 
clients  to  your 
multivendor  desk¬ 
top  devices. 


Alpha  AXP  systems,  such  as  the  DEC  7000  AXP,  the  DEC  4000  AXP,  and  the  DEC  3000  AXP,  will  work 
together  with  VAX  systems  because  they  run  the  same  OpenVMS  software.  They'll  connect  to  the  same 
networks  and  clusters,  run  the  same  applications,  have  the  same  user  interface,  and  use  the  same  data. 


Once  connected  to  the  same  networks 
and  clusters,  Alpha  AXP  and  VAX  will  run 
the  same  applications,  have  the  same  user 
interface,  and  use  the  same  data.  In  addi¬ 
tion,  you  can  use  a  VAX  system  to  develop 
software  for  Alpha  AXP,  or  use  an  Alpha 
AXP  system  to  develop  software  for  VAX. 

The  VAX  System  Family  Continues  to  Grow 

Digital’s  commitment  to  support  businesses 
operating  in  an  OpenVMS  VAX  environ¬ 
ment  is  reinforced  by  our  plans  to 
announce  a  major  version  of  the 
OpenVMS  operating  system  in  1993.  This 
new  version  of  OpenVMS  will  enable 
large,  distributed  VAX  systems  to  be  devel¬ 
oped  with  significant  performance  and 
security  enhancements. 

We  have  plans  to  expand  our  entry- 
level  line  of  Alpha-ready  VAX  4000, 
VAX  7000,  and  VAX  10000  systems  — 
complete  with  even  higher  levels  of  perfor¬ 
mance  and  industry-leading  price/perfor¬ 
mance  than  their  predecessors.  Plus,  these 
systems  will  coexist  with  the  new  genera¬ 
tion  of  Alpha  AXP  systems  in  networks 
and  VAXcluster  configurations. 

In  addition,  Digital  offers  you  cost- 
effective  VAX  and  Alpha  AXP  upgrade 
programs  —  letting  you  move  to  Alpha- 
ready  VAX  systems  and  Alpha  AXP  sys¬ 
tems  in  your  own  timeframe. 

For  FREE  VAX  performance 
reports  or  a  FREE  brochure  titled 
VAX  Systems  at  a  Glance,  call 
800-DIGITAL  (800-344-4825),  press 
2,  and  reference  ext.  67U. 


special 


advertising 


section 


GOOD  NEWS  FOR  YOUR  BUSINESS 

Buying  from  Digital  Just  Got  Better 


You’ve  been  talking 
to  us  —  and  we’ve  been 
listening.  Really  listening. 
You’ve  told  us  that  when  it 
conies  to  buying  commodity 
products,  two  things  are 
important:  competitive 
pricing  and 


easy  purchasii 

ng. 

We  hear  you.  And 

were 

taking  action. 

Digital  understands  that 
the  way  you  buy  com- 
;;  puter  products  has 
•  changed.  Years  ago,  you 

had  to  purchase  practically  a  whole  team 
of  support  personnel  to  get  you  “up  and 
running”  and  to  make  sure  your  new 
products  “fit  in.”  But,  that  was  then. 

Peripheral  products  (commodities,  such 
as  PCs,  storage  products,  low-end  net¬ 
working  pieces,  and  supplies)  are  available 
from  almost  any  vendor.  Therefore,  your 
decision  to  buy  is  based  mainly  on  price 
and  availability.  So  why,  you  ask,  shouldn’t 
commodity  products  be  easily  purchased 
at  very  competitive  prices?  We  agree. 
That’s  why  we’ve  revised  our  pricing  prac¬ 
tices.  Under  this  new  pricing  structure, 
our  list  prices  reflect  a  competitive  net 
price  for  these  products. 

An  Easier  Buying  Process 

Digital’s  new  pricing  structure  cuts  right 
to  the  chase  with  a  simple  pricing 
approach  to  ordering  that  gives  you  a 
“final  price”  price.  No  more  fumbling 
with  calculators  to  figure  out  contractual 
discounts;  no  more  hassles  with  price 
negotiations.  Plus,  to  save  you  even  more, 
were  giving  you  quantity  price  breaks  on 
selected  products.  The  result?  You  get  a 
very  competitive  price  and  a  discount  on 
top  of  that  for  buying  in  quantity. 

Quantity  Price  Breaks 

Here’s  how  it  works.  Line-item  quantity 
price  breaks  (QPB)  are  available  to  you  and 
our  Business  Partners  on  selected  hardware 


Examples  of  new 
pricing  include: 

Digital  VT420  T 
Our  price:  As  low  as  $433 

Note:  Per  drive,  with  enduser  order  of  50-plus. 


RF72  1.0  GB  A 
DSSI  disk  drive 
Our  price: 

As  low  as  $3,209 

Note:  Per  drive,  with 
enduser  order  of  50. 


option  products.  That  means  you  get  up 
to  15  percent  off  on  the  following  products 
when  purchased  in  quantity: 

Storage 

•  SCSI  disks  and  tapes 

■  DSSI  disks,  tapes,  and  arrays 

•  SDI  disks,  tapes,  and  arrays 

•  Floppy  disks 

■  Optical  products 

•  Tape,  disk,  floppy,  and  optical  media. 

Memory 

•  Workstation  memory. 

Video,  Image,  and  Printers 

•  Desktop  printers 

■  PrintServer  networked  printers 

■  Video  X  Window  terminals 

■  Printer  and  video  accessories  and 
supplies. 

Networks  and  Communication 

•  Hub-based  products 

■  InfoServer  CD-ROM  servers 

•  Terminal  servers 

■  PC  controller  cards 

■  FDDI  products. 

Ordering  Made  Easy 

Ordering  is  as  simple  as  picking  up  the 
phone.  Call  us,  fax  us,  or  use  the 
Electronic  Connection.  More  than  300 
experts  are  ready  to  explain  Digital’s  new 
pricing  program  and  quote  new  price 
points.  One  phone  call  to  800-DIGITAL 
enables  you  to: 

■  Place  an  order 

■  Receive  product  information 

■  Ask  for  configuration  assistance. 


Call  800-DIGITAL  and  press  1  for 
ordering  —  or  press  2  for  prepurchase 
technical  assistance. 

If  you  prefer  to  use  the  Electronic 
Connection,  you’ll  get  product  quotes,  up- 
to-date  information  on  configurations, 
and  product  descriptions  —  all  on-line. 

To  access  the  Electronic  Connection 
anytime,  dial  800-234-1998  at  1200  to 
9600  baud,  from  a  Digital-compatible  ter¬ 
minal  or  PC. 

Perhaps  you’re  working  with  one  of  our 
Business  Partners.  If  so,  they  can  answer 
any  questions  you  may  have  on  products 
and  pricing. 

There's  More  to  Come 

Digital  has  always  been  the  quality  choice. 
And  now  there’s  even  more  reason  to 
choose  us:  we  give  you  the  quality  you 
expect  at  prices  you’ll  value.  And  this  is 
only  the  beginning.  We’re  already  working 
on  other  ways  to  continue  our  commit¬ 
ment  to  serve  you  better. 

For  detailed  product  and  pricing 
information,  call  800-DIGITAL 
(800-344-4825),  press  1,  and  ask  for 
your  FREE  copy  of  our  new 
DECdirect  FastFind  catalog. 
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Get  Hardware  Upgrades 
for  Your  DEC  PC320P 

Digital  Assisted  Secvi 
offers  simple,  fast,  hardware 
upgrades  for  your  DEC  PC320P 
portable  computer.  For  a  one-time 
labor  lee  of  $135,  you  can  add  as 
many  of  the  following  hardware 
options  as  you  wish: 


Added  Option  _  J’rite 

2  MB  Memory  $175 

4  MB  Memory  $325 

6  MB  Memory  $475 

80  MB  Hard  Disk  $475 

Fax  Modem  $248 

Moth  Coprocessor  $160 


Our  upgrade  services  include  virus 
detecrion  and  operability  testing  on 
all  units  and  full  data  transfer  on 
disk  upgrades.  Turnaround  time  on 
these  upgrades  is  just  48  hours  from 
the  receipt  of  your  unit. 

For  information  on  hardware 
upgrades  for  your  DEC  PC320P, 
or  to  place  your  order,  call  the 
Customer  Returns  Center  at 
800-225-5385. 


In  the  Event  of  Disaster, 

Digital  and  IBM  Can  Help 

If  your  business  operates  in  mixed 
IBM  and  Digital  environments, 
you’ll  welcome  this  new  disaster 
support  team.  Digital  and  IBM  have 
agreed  to  provide  cooperative  support 
to  customers  of  IBM’s  Business 
Recovery  Services  and  Digital’s 
Business  Protection  Services. 

This  joint  support  will  enable  you 
to  recover  both  the  Digital  and  IBM 
components  of  your  information 
system  through  a  single  point  of 
contact.  Plus,  Digital  and  IBM  pro¬ 
vide  24 -hour  access  to  each  other’s 
recovery  centers  across  the  Unired 
States. 

Both  companies  offer  a  complete 
portfolio  of  disaster  recovery  sendees, 
including: 

•  Contingency'  planning 
■  Hotsites 

•  Relocation  services 

•  Facilities  design  and  construction 

•  Environmental  products 

•  Equipment  repair  or  replacement. 

For  more  information  on  Digitals 
Business  Protection  Services  and 
IBM’s  Business  Recovery  Services, 
call  1-800-HOT-SITE 
(800-468-7483). 
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What  Can  Digitals  Solid  State 
Disks  Offer  Your  Business? 


SPEED,  SPEED,  and  SPEED 


First,  the  good  news. 

The  power  of  Digital  VAX 
and  RISC  system  processors 
has  increased  dramatically  in 
recent  years.  Now,  the  bad 
news.  Heavy  demands  are 
placed  on  your  most  fre¬ 
quently  accessed  data.  That 
means  you  sit  and  wait.  How 
can  you  access  critical  data  fast  in  order  to  complete  your 
job  more  efficiently?  Discover  the  power  and  performance 
of  Digitals  solid  state  disks. 


The  EF5x  series  of  solid  state  disk 
(SSD)  for  Digital  Storage  System 
Interconnect  (DSS1)  systems  is  a 
market  leader  in  terms  of  price/perfor¬ 
mance.  The  series,  available  in  a  107- 
megabyte  unit  and  a  205-megabyte  unit, 
delivers  lightning-fast  I/O  that  can  match 
the  CPU  power  of  your  VAX  4000, 
VAX  6000,  VAX  7000,  VAX  10000,  and 
VAXcluster  systems.  That  means  you  no 
longer  have  to  sit  and  wait  for  critical  data 
while  business  deadlines  loom  closer  and 
closer. 

DSS1  solid  state  disks  match  your  CPU 
processing  speeds  by  executing  more  than 
800  I/O  requests  per  second  —  I/O 
throughput  that  is  ideally  suited  for  maxi¬ 
mizing  revenue- producing  and  beat-the- 
clock  types  of  applications.  For  example: 

•  A  financial  services  organization  imple¬ 
mented  Digital’s  solid  state  disks  and 
realized  a  tenfold  increase  —  from  2—3 
to  20-30  per  second  —  in  the  number 
of  trade  orders  it  could  execute. 

■  Before  the  installation  of  two  of  Digital’s 
solid  state  disks,  more  than  1,500  system 
users  at  a  major  metropolitan  newspaper 
experienced  increased  response  times  for 
many  accounting  and  realtime  appli¬ 
cations.  By  adding  two  of  Digitals  solid 
state  disks  to  its  VAXcluster,  the  systems 
application  response  time  was  reduced  by 
75  percent.  The  newspaper’s  major 
benefits?  Increased  productivity  and 
optimization  of  system  performance. 

•  Efficient  and  timely  routing  is  critical  for 
the  success  of  a  freight  carrier.  As  one 


freight  company  added  hubs  to  its  auto¬ 
mated  system,  response  was  so  slow  that 
users  waited  up  to  30  minutes  for  answers 
to  routing  inquiries.  The  bottlenecked  sys¬ 
tem  resulted  in  bottlenecked  deliveries. 
Digital’s  solid  state  disks  solved  the  prob¬ 
lem  —  enabling  the  company  to  service 
the  routing  application’s  heavy  disk  I/O 
demand  and  still  maintain  fast  system 
response. 

SSD  Features:  Ease  of  Use  and 
Data  Protection 

The  “plug  and  play”  design  of  Digital’s 
solid  state  disks  allows  you  to  slide  them 
into  any  5.25-inch  storage  slot  —  without 
hardware  or  software  modifications. 

In  addition,  Digital’s  EF51  and  EF52 
models  feature  an  integrated  Data 
Retention  System  in  order  to  provide  the 
data  permanence  of  magnetic  disks.  By 
automatically  writing  data  from  the  solid 
state  disk  DRAMs  to  the  integrated  hard 
disk  during  a  power  outage,  these  solid 
state  disks  create  safe,  secure,  nonvolatile 
storage  for  your  system’s  most  critical  and 
valuable  data. 

Ready  for  Alpha  AXP 

Digital’s  DSSI-based  solid  state  disks  not 
only  match  the  power  of  today’s  state-of- 
the-art  system  processors,  but  are  ideally 
suited  to  match  the  power  of  Digital’s 
Alpha  AXP  architecture  as  well. 

For  your  FREE  Digital  Solid  State  Disk 
information  sheet,  call  800-DEC-INFO 
(800-332-4636),  press  1,  and  reference 
ext.  FAST. 


DIGITAL’S  MEMORY  PRODUCTS: 

New,  Lower  Priees  —  More  Performance 

Now,  more  performance  costs  less.  By  simply  adding  memory  to  your  system, 
you  can  reap  significant  performance  benefits  for  the  majority  of  applica¬ 
tions  run.  And  by  adding  memory  today,  you  can  also  take  advantage  of  up  to 
53  percent  savings  on  Digital’s  workstation  memory  products.  Our  new 
pricing  program  offers  you  competitive  prices  —  without  complicated 
discounts. 

Count  on  Memory  Reliability 

Many  of  our  memory  products  contain  features  that  enhance  reliability, 
including: 

•  Error  Checking/Correcting  to  provide  single-bit  error  correction  and  double¬ 
bit  error  detection 

*  Comprehensive  self-tests  to  ensure  that  memory  is  functioning  properly  each 
time  your  system  powers  up. 

What’s  more,  extended  ROM-based  memory  diagnostics  are  integrated  with 
system  diagnostics  at  the  system  level  to  provide  high  system  availability. 


OPTION 

SIZE  (MB) 

NEW  PRICE 

SAVINGS 

MicroVAX  3100/90 

VAXstation  4000/90 

VAX  4000/100 

MS44L-BC 

16 

$2,000 

38% 

MS44-DC 

64 

$8,000 

31% 

VAXstation  4000/60 

DECsystem  5100 

MicroVAX  3100  /30/40/80 

MS44L-BA 

8 

$1,000 

38% 

MS44-DA 

32 

$4,000 

31% 

VAXstation  3100  30/38/40/48 
MicroVAX  3100/10e/20e 

MS42-AB 

4 

$500 

44% 

MS42-KA 

8 

$1,000 

44% 

MS42-8A 

12 

$1,500 

44% 

MS42-CA 

16 

$2,000 

44% 

DECsystem  5500 

MS220-AA/AF 

32 

$4,800 

53% 

MS220-BA/BF 

64 

$9,600 

53% 

DECstation/DECsystem  5000/200/240 
DECsystem  5900 

MS02L-AA 

8 

$800 

50% 

MS02-CA 

32 

$3,200 

43% 

DECstation  5000/20/25/120/125/133 
DECsystem  5000/25 

MSOU-AB 

4 

$400 

40% 

MS01-CA 

16 

$1,600 

48% 

DECstation  3100,  2100 

MS01-AA 

4 

$400 

45% 

VAXstation  4000/VLC 

MS40-BA 

8 

$800 

50% 

MS40-AA 

4 

$400 

50% 

MicroVAX  3100/76 

MS44-AA 

4 

$500 

50% 

For  your  FREE  copy  of  Digital’s  Guide  to  Configuring  Menwry  for 
System  Performance,  call  800-DIGITAL  (800-344-4825),  press  2,  and 
reference  ext.  67T 
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matters 

E-mail  privacy  is  a  contentious  issue.  Here  are  some  ideas  for 
putting  together  a  privacy  policy  that  works. 


By  Ernest  A.  Kallman  and  Sanford  Sherizen 


snot  enough  to  say  you’re 
for  protecting  the  privacy  rights  of 
your  users.  You’ve  got  to  act. 

As  information  systems  profession¬ 
als,  you  are  deeply  involved  in  creat¬ 
ing  systems  that  have  a  direct  impact 
on  privacy.  These  systems  exchange 
messages,  text,  data,  images  and  dig¬ 
itized  voice  among  computers.  Every 
time  users  send  an  electronic-mail 
message,  perform  electronic  data 

Hitting  the  books 

Want  more  information  about  E-mail  privacy?Try  this  rec¬ 
ommended  reading: 

Privacy  for  Sale  by  Jeffrey  Rothfeder  (Simon  &  Schuster, 

1992). 

The  La  w  of  Electronic  Commerce:  EDI,  Fax  and  E- 
mail  by  attorney  Benjamin  Wright  (Little,  Brown,  1991). 


interchange  (EDI),  transfer  funds, 
exchange  voice  mail,  use  videotext 
services  or  transmit  a  fax,  they  are 
leaving  a  trail  of  messages  that  may 
comeback  later  to  haunt  them,  their 
managers  or  the  company. 

Privacy  issues  pose  problems  for 
business  executives  and  users.  Ex¬ 
ecutives,  for  instance,  may  face  the 
prospect  of  a  lawsuit.  Right  now, 
there  are  about  half  a  dozen  privacy 
lawsuits  pending  whose  charges  in¬ 
clude  invasion  of  privacy,  wrongful 
termination,  breach  of  contract  and 
slander.  For  their  part,  users  must 
deal  with  having  their  privacy  chal¬ 
lenged  or  limited. 

Don’t  wait  for  the  lawyers  to  etch 
your  organization’s  privacy  policies 
in  stone.  You  have  to  get  involved  in 
helping  your  company  understand 
privacy  issues  and  develop  appro¬ 
priate  policies,  not  only  because  pri¬ 
vacy  is  becoming  a  major  techni¬ 
cal/social/legal  issue  but  also 
because  you  may  have  something 
personal  at  stake:  If  a  situation  gets 
litigious  enough,  you  may  find  your¬ 
self  in  court. 

A  good  place  to  start  is  with  poli¬ 
cies  associated  with  internal  and 
public  E-mail,  which  has  in  recent 


years  become  an  area  of  privacy 
contention.  And  as  one  of  the  fastest 
growing  forms  of  computer  use  — 
the  number  of  electronic  mailboxes 
has  grown  from  430,000  in  1080  to 
about  19  million  today  —  E-mail 
isn’t  about  to  step  out  of  the  privacy 
limelight. 

We’d  like  to  help  by  providing 
some  insight  into  what  users  should 
be  told  about  E-mail  privacy  and 
suggesting  some  items  that  privacy 
policies  should  include.  Putting  to¬ 
gether  the  right  privacy  policy  will 
go  a  long  way  towfard  ensuring  ac¬ 
ceptable  E-mail  practices  and  will 
likely  keep  everyone  out  of  court. 

Educate  users 

One  of  the  reasons  privacy  prob¬ 
lems  may  crop  up  is  a  lack  of  under¬ 
standing  about  E-mail  on  the  part  of 
users.  Because  they  don’t  compre¬ 
hend  how  E-mail  works,  users  as¬ 
sume  their  messages  are  private. 

Unfortunately,  that’s  not  thecase. 
It’s  up  to  IS  managers  to  ensure  that 
users  know-  what  they  are  dealing 
with  when  it  comes  to  E-mail  so  that 
they  can  use  it  appropriately. 
There’s  more  at  stake  here  than 
Private  matters,  page  86 


COMPUTERWORLD  NOVEMBER  23,  1992 


85 


JAMES  KACZMAN 


In  Depth:  Private  matters 


Con  I  in  nrd  from  page  85 
users’  private  information;  the  more  users 
know  about  the  E-mail  system,  the  more 
they  will  guard  correspondence  contain¬ 
ing  company  information  (trade  secrets, 
customer  data,  salary,  records,  etc.). 

Here  is  what  IS  should  make  sure  users 
understand: 

■  A  message  does  not  disappear  when  it 
is  received.  Most  users  think  of  E-mail  as 
keyboard-to-keyboard  or  screen-to-screen 
transmission.  Once  it  is  received,  the  mes¬ 


sage  is  deleted  or  destroyed.  However,  they 
don’t  take  into  account  the  fact  that  the  re¬ 
ceiver  often  prints  out  the  E-mail  message. 

Printing  an  E-mail  message  came  into 
playduringthe  Iran  Contra  investigations, 
in  which  a  court  ruled  that  a  printed  copy 
of  an  E-mail  message  between  National  Se¬ 
curity  Adviser  John  Poindexter  and  Oliver 
North  could  be  used  as  evidence. 

A  rule  of  thumb  might  be  this:  If  you 
would  not  send  the  information  on  a  post¬ 
card  through  the  postal  sendee,  you  should 


hesitate  to  send  it  by  E-mail. 

In  terms  of  public  E-mail  systems,  most 
of  these  sendees  keep  records  of  messages 
for  backup  and  administrative  purposes. 
As  long  as  these  messages  exist,  people 
can  get  at  them. 

■  The  addressee  may  not  be  the  only 
person  reading  the  mail.  Even  if  a  mes¬ 
sage  is  not  printed  but  only  appears  on  the 
screen,  someone  can  read  it  if  the  terminal 
is  left  unattended.  Perhaps  more  disturb¬ 
ing  is  that  the  sender  has  no  control  over 


what  happens  at  the  receivingend. 

■  Copies  of  messages  aren't  necessarily 
duplicates  of  the  original.  When  an  E- 
mail  message  is  received  and  that  recipi¬ 
ent  forwards  the  message  to  another  party, 
the  last  recipient  has  no  way  of  knowing 
whether  the  original  message  was  altered 
before  it  was  forwarded. 

■  The  E-mail  process  isn't  innately  pri¬ 
vate.  Lots  of  people  can  get  into  E-mail  for 
legitimate  reasons.  For  example,  internal 
or  external  staffers  can  audit  the  commu¬ 
nications  facility  to  ensure  its  proper  op¬ 
erations  and  security;  law  enforcement  of¬ 
ficers  can  investigate  misconduct; 
supervisors  can  monitor  employee  activi¬ 
ty;  and  IS  staffers  can  perform  operation 
control  functions  such  as  creating  backup 
files,  rerouting  misaddressed  messages 


A  tangled  web 


When  Eugene  Wang,  former  vice 
president  of  the  Computer  Lan¬ 
guages  Division  at  Borland  Interna¬ 
tional,  Inc.,  left  the  company  to  join 
rival  Symantec  Corp.,  what  hap¬ 
pened  next  was  a  situation  that  may 
have  ramifications  for  E-mail  priva¬ 
cy  policy. 

Borland  alleges  that  Wang  may 
have  traded  Borland  secrets  to  Sy¬ 
mantec  before  leaving  his  job.  To 
find  evidence  of  this,  Borland 
opened  Wang's  MCI  Mail  account, 
where  it  claims  to  have  found  mes¬ 
sages  that  the  company  believes 
back  up  its  suspicions.  What  fol¬ 
lowed  were  police  searches  of  the 
homes  of  Wang  and  Symantec  Chief 
Executive  Officer  Gordon  Eubanks 
and  Symantec  offices,  a  pending 
criminal  investigation  of  Wangand 
Eubanks  and  a  civil  suit  by  Borland 
against  Symantec. 

Wang,  on  advice  of  company  attor¬ 
neys.  has  separated  himself  for  the 
time  being  from  any  work  in  Syman¬ 
tec’s  language  area. 

How  were  Borland  and  its  attor¬ 
neys  able  to  get  into  Wang’s  mailbox, 
even  though  the  federal  Electronic 
Communications  Privacy  Act  of 
1986  protects  messages  in  transmis¬ 
sion  on  a  public  mail  sendee  such  as 
MCI  as  well  as  after  transmission 
and  storage  of  said  messages?  Ac¬ 
cording  to  Mitchell  Kapor,  head  of 
the  Electronic  Frontier  Foundation, 
a  group  interested  in  individual 
computer  users’  rights,  the  intru¬ 
sions  were  explained  as  a  property 
right:  Borland  was  payingthe  bills 
for  Wang’s  MCI  account.  When  Wang 
left,  his  E-mail  reverted  back  to  the 
corporation. 

In  an  article  in  Forbes  magazine, 
Kapor  says  Borland  could  have 
strengthened  its  case  against  Wang 
if  it  had  announced  its  policies  on  E- 
mail.  The  company,  however,  report¬ 
edly  continues  without  a  formal  E- 
mail  privacy  policy  to  explain  when 
messages  sent  from  company  equip¬ 
ment  are  company  property. 


Our  Idea  Of 
A  Meet  Ten. 


At  Lexmark,  we  lake  a  close  look  at 
every  aspect  of  character  generation  to 
make  sure  your  IBM  equipment 
delivers  maximum  performance. 
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IBM  printer  toners  by  Lexmark  assure 
your  characters  are  permanently  fixed 
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There  are  a  number  of  reasons  to  use  Lexmark 
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and  reissuing  lost  passwords. 

■  People  can  break  into  an  E-mail 
system.  Hackers,  disgruntled  em¬ 
ployees  and  even  corporate  or  gov¬ 
ernment  spies  and  saboteurs  have 
attempted  to  gain  (and  in  some  cas¬ 
es  succeeded  in  gaining)  unautho¬ 
rized  access  to  users'  messages. 

■  The  technology  can  work 
against  privacy.  Sometimes,  not 
understanding  the  software  that 
supports  the  messaging  operation 
causes  problems.  For  example,  us¬ 
ing  the  REPLY  command  in  some 
software  to  automatically  send  a  re¬ 
ply  to  a  message  can  be  problemat¬ 
ic.  If  they’re  not  careful,  users  can 
mistakenly  send  the  message  not 
only  to  the  original  addressee  but  al¬ 
so  to  all  those  copied  in  the  original 
message. 

This  often  happens  when  a  user 
responds  to  a  message  posted  on  an 
electronic  bulletin  board  or  forum. 
Rather  than  the  reply  going  only  to 
the  message  originator,  all  subscrib¬ 
ers  to  that  discussion  receive  it. 

In  one  actual  case,  a  vice  presi¬ 
dent  at  a  computer  vendor  company 
responded  nastily  to  a  message  and 
inadvertently  broadcast  it  to  a 
group  of  people  rather  than  to  one 
person,  as  he  had  intended. 

Time  to  talk 

Once  you’ve  got  the  message  out 
about  E-mail  —  how  it  works  and 
why  it’s  not  so  private  —  you’ve  got 
the  basis  for  a  dialogue  among  IS, 
management  and  users  from  which 
a  privacy  policy  can  emerge.  Human 
resources  and  the  legal  department 
should  also  eventually  be  part  of 
this  team. 

Ideally,  privacy  should  be  viewed 
as  a  functional  activity  that  the  en¬ 
tire  organization  can  support.  For 
some  organizations,  this  will  mean 
a  change  from  asking  “What  can  we 
legally  do  with  information  about 
our  employees?”  to  “What  is  an  ap¬ 
propriate  way  to  collect,  use,  dis- 


Foreign  affairs 

As  of  Jan.  1,1993,  the 
European  Community 
(EC)  is  enacting  laws 
and  regulations  re¬ 
garding  privacy  and  in¬ 
formation  protection. 
In  essence,  private  in¬ 
formation  cannot  be 
moved  out  of  one  EC 
country  into  another 
unless  the  target  coun¬ 
try  has  adequate  priva¬ 
cy  protection. 

In  one  case,  informa¬ 
tion  could  not  be  sent 
from  France  to  auto¬ 
maker  Fiat  in  Italy  be¬ 
cause  Italy  doesn't 
have  adequate 
protection. 

In  the  end,  U.S.  compa¬ 
nies  doing  business  in 
Europe  may  very  well 
spur  the  move  to  defin¬ 
ing  a  national  privacy 
policy  in  the  U.S.  With¬ 
out  such  a  policy,  it  is 
conceivable  that  U.S. 
companies  in  Europe 
may  not  be  able  to 
send  E-mail  and  other 
messages  to  the  U.S. 


Unsavory  choices 

You  don’t  want  to  take  the  easy  way  out  when  it  comes  to  an  E-mail 
privacy  policy.  Avoid  the  followingtwo  “easy"  choices: 

Choice  1.  E-mail  messages  are  open  to  the  organization  regard¬ 
less  of  content.  Every  thing  on  the  system  and  netw ork  belongs 
to  the  organization.  No  privacy  rights  for  employees  are  appro¬ 
priate. 

This  choice  starts  management/employee  wars.  Any  employee  pri¬ 
vacy  rights  wall  have  to  be  won,  traded  or  negotiated.  Employees  will 
be  angry  and  may  even  sue.  Do  you  want  to  be  known  as  the  company 
that  “invades  worker  privacy”  or  “violates  the  public  trust”? 

Choice  2.  Conditional  privacy.  The  company  tells  employees  that 
their  privacy  will  be  protected  only  if  certain  management- 
defined  criteria  are  met.  For  example,  a  message  must  be 
deemed  appropriate,  have  a  certain  format,  appear  only  in  cer¬ 
tain  forums  and  bulletin  boards  and  so  on. 

In  this  case,  the  company  has  announced  employee  privacy  rights 
but  with  so  many  restrictions  that  workers  view  the  policies  as  a  legal 
trick  to  protect  the  organization  from  lawsuits.  The  main  message 
employees  walk  away  with  is,  “Be  careful,  we’re  watchingyou.” 
There’s  no  faster  way  to  demoralize  employees  and  devalue  E-mail. 

Furthermore,  such  a  stringent  policy  might  cause  employees,  wor¬ 
rying  about  beingtrapped  or  tapped,  to  use  E-mail  too  carefully.  In 
the  end,  they  will  likely  be  less  productive. 

For  example,  Hewlett-Packard  Co.  experienced  a  two-thirds  reduc¬ 
tion  in  E-mail  use  after  it  let  users  know  supervisors  might  monitor 
the  system,  according  to  Jeffrey  Rothfeder,  author  of  Privacy  for 
Sale.  While  some  of  that  message  exchange  may  have  been  “social,” 
some  of  it  was  probably  work-related. 


tribute  and  store  employee  informa¬ 
tion?” 

The  former  question  results  only 
in  a  narrow,  legal  definition  of  pri¬ 
vacy.  It’s  old-time  management 
thinking:  We  own  everything,  and 
the  employee  owns  nothing.  The  lat¬ 
ter  question  is  broad  in  scope  and 
keys  in  on  appropriateness  — 
what’s  right  for  the  organizations 
and  its  employees,  so  no  one  gets 
wronged. 

Before  putting  together  a  policy, 
you  may  want  to  undertake  a  priva¬ 
cy  audit  to  review  the  adequacy  of 
privacy  protection  in  the  collection, 
use,  distribution  and  storage  of  in¬ 
formation  throughout  the  organiza¬ 
tion.  When  you’re  ready  to  formu¬ 
late  your  policy,  use  the  following 
items  as  your  guide: 

•E-mail  policies  should  take  into 
consideration  the  law,  public  opin¬ 
ion,  technology,  existing  employ¬ 
er/employee  agreements  and  other 
relevant  factors. 

•The  policy  should  cover  all  E-mail, 
whether  internal  or  external  (ex¬ 
changed  over  public  carriers). 

•The  policy  should  contain  state¬ 
ments  about  what  is  considered  pri¬ 
vate  E-mail  and  under  what  condi¬ 
tions  an  E-mail  message  can  be  read 
(such  as  when  an  employee  is  ab¬ 
sent  or  ill  for  an  extended  period  of 
time,  what  the  legal  grounds  are  for 
reading  it  and  who  will  read  it) . 

•A  senior  executive  should  act  as 
the  organizational  privacy  officer  to 
ensure  that  policies  are  written, 
promulgated  and  implemented. 
•The  policy  must  have  immediacy. 
Establish  and  implement  an  E-mail 
privacy  policy  as  soon  as  possible. 
Employees  presume  privacy  unless 
informed  otherwise. 

•Make  sure  employees  know  what 
is  expected  of  them.  This  may  in¬ 
clude  having  them  sign  off  on  the 
policy. 

•A  good  privacy  policy  is  best  sup¬ 
ported  by  appropriate  security 


practices  and  an  environment  that 
fosters  ethical  computer  use. 

•  Keep  the  policy  relevant,  changing 
it  as  technology  changes. 


Privacy  is  not  a  liberal  plot.  It  is  of 
great  concern  to  many  people  and  is 
receiving  legislative  attention.  Pri¬ 
vacy  laws  are  appearing  every  day. 
Court  cases  are  in  the  news  (see  sto¬ 
ry  page  86). 

For  its  part,  E-mail  privacy  is  just 
the  tip  of  the  iceberg.  Privacy  prac¬ 
tices  not  only  need  to  eventually  en¬ 
compass  EDI,  voice  mail,  videotext 


and  so  on  but  must  also  go  even 
broader  to  cover  privacy  in  the  cor¬ 
poration  in  general.  For  instance,  do 
employers  have  the  right  to  look  in 
your  desk  drawer? 

The  best  advice  is  start  right  now 
on  a  policy  for  your  company.  • 


Kallman  is  a  professor  of  computer  in¬ 
formation  systems  at  Bentley  College  in 
Waltham,  Mass.,  where  he  teaches  about 
privacy  and  ethics.  Sherizen  is  an  infor¬ 
mation  security  consultant  and  presi¬ 
dent  of  Data  Security  Systems,  Inc.  in 
Natick,  Mass. 


Some  organizations  are  defining  E-mail  privacy 


Interex,  Aerospace  Industry  Association  take  a  stand:  ‘It  is  just  common  sense’ 


■  Some  organizations  are  doing  more  than 
just  talking  about  E-mail  privacy  guidelines  - 
they're  crafting  some  of  their  own. 

Interex,  the  $8  million  nonprofit  Hewlett-Packard 
Co.  user  group,  established  a  formal  E-mail  pri¬ 
vacy  policy  as  the  direct  result  of  publicity  sur¬ 
rounding  a  1990  incident  in  which  Epson  Ameri¬ 
ca,  Inc.  fired  its  E-mail  administrator,  Alana 
Shoars,  after  she  questioned  the  company’s  al¬ 
leged  monitoring  of  employee  messages. 

“To  me,  the  fact  that  anybody  would  even  think 
of  doing  what  happened  in  that  case  was  appall¬ 
ing,"  says  Steve  Souza,  technical  systems  spe¬ 
cialist  at  the  Sunnyvale,  Calif.,  organization. 

After  contacting  Shoars  and  finding  out  what 
happened,  Souza  wrote  an  E-mail  privacy  policy 
that  Interex’s  IS  department  and  board  of  direc¬ 
tors  approved  in  late  1991. 


The  policy  governs  any  interaction  among  In¬ 
terex’s  42  staff  members,  volunteers,  committee 
members,  board  of  directors  and  its  10,000  mem¬ 
bers.  Some  of  its  specific  tenets  are  as  follows: 
•E-mail  is  considered  private,  direct  communi¬ 
cation  between  sender  and  recipient(s). 

•E-mail  will  not  be  monitored,  observed,  viewed, 
displayed  or  reproduced  in  any  form  by  anyone 
other  than  the  sender  or  intended  recipient(s). 
•In  the  case  of  employment  termination  or  when 
an  employee  is  absent  for  an  extended  period  of 
time,  work-related  mail  is  forwarded  to  the  most 
appropriate  employee.  Personal  messages  are 
forwarded  to  the  intended  recipient.  If  that's  not 
possible,  they’re  destroyed.  Messages  aren’t  ex¬ 
amined  further  than  is  necessary  to  determine  in 
which  category  they  fall. 


The  impetus  for  creating  guidelines  for  E-mail 


Do  it  yourself 

While  no  numbers  exist 
on  how  many  compa¬ 
nies  in  the  U.S.  have  E- 
mail  privacy  policies, 
the  Electronic  Mail  As¬ 
sociation  in  Arlington, 
Va.,  says  it  receives 
about  two  requests  a 
week  for  its  corporate 
E-mail  privacy  policy 
kit.  The  association 
has  sent  out  approxi¬ 
mately  200  kits  since 
1991.  For  more 
information,  call 
(703)  875-8620. 


privacy  for  the  54  members  of  the  Aerospace  In¬ 
dustry-  Association  of  America.  Inc.  came  from 
the  members  themselves,  says  Joseph  Dauksys, 
director  of  information  technology  and  quality 
assurance  at  the  Washington,  D.C.-based  group. 
“A  lot  of  it  is  just  common  sense  for  people  work¬ 
ing  with  E-mail,”  Dauksys  says. 

Recommendations  in  the  the  four-page  docu¬ 
ment,  which  a  committee  pulled  together  during 
six  months  in  199 1 ,  include  the  following: 
•Employees  should  be  advised  of  their  compa¬ 
ny’s  E-mail  privacy  policies. 

•Companies  shall  treat  E-mail  transmission  and 
files  as  private  information. 

•Company  E-mail  is  for  the  primary  purpose  of 
correspondence  relatingto  business. 

•The  company  will  not  routinely  monitor  E-mail 
for  the  purpose  of  discovering  misconduct. 
—  Lory  ZottolaDix,  senior  editor,  in  depth. 
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If  you  recruit 
computer 
professionals,  we 
have  their  numbers. 


We’ve  probably  spent  more  money 
researching  this  market  than  any 
company  in  America.  And  what 
we’ve  learned  can  help  you. 

Number  of  computers  up 
6,415%  in  10  years. 

At  this  pace,  how  will  you  meet  the 
demand  for  staff  in  the  future?  One 

More  computers  are 
demanding  more  talent* 


1980  82  84  86  88  90 

Fewer  campus  freshman  are 
choosing  computer  careers** 


1982  83  84  85  86  87  88  89 


source  is  America’s  campuses.  But 
with  college  freshmen  interest  in 
computer  careers  dropping  more  than 
two-thirds  since  1982,  you’ll  need  to 
find  other  sources.  Call  us.  We’ll  tell 
you  about  them. 

Only  20%  of  computer 
professionals  actively  seek 
jobs  through  sources  like 
local  classifieds.  Free  reports! 

Which,  according  to  figures  from  our 
annual  Job  Satisfaction  Survey,  leaves 
80%  of  the  market  largely  unreachable 
through  local  papers.  Yet  easily 
reached  through  professional 
newspapers.  Our  research  can  show 
you  how. 

Over  247,000  professionals 
with  CICS  operating  system 
experience  are  reachable  with 
a  single  advertisement 

And  so  are  hundreds  of  thousands  of 
others  with  skills  from  DB2  to  IBM 
S/38  to  Unix.  How?  Call  us  and  we’ll 
show  you. 

Computerworld  reaches 
professionals  with  key  skills 

-  a  few  examples  from  our  survey- 

Experts  in 
Computerworld’s 


Skill/Product  Product  type  Audience 

IBM  PC  compatible  hardware  523,573 

IBM  (all  but  PC)  hardware  488,965 

Digital  Equip.  Corp.  hardware  214,375 

MVS  operating  system  257,248 

Cobol  language/utility  443,166 


Free  reports! 


Our  skill  survey  reveals 
demographics. 

Computerworld  just  completed  a 
major  survey  of  computer  skills 
among  its  readers.  The  results  can 
help  you  target  your  recruiting. 

Call  John  Corrigan  at 
Computerworld  for  your  free 
report. 

We  conduct  the  most 
comprehensive  salary 
survey  in  the  field. 

Co-sponsored  by  the  Data  Process¬ 
ing  Management  Association,  the 
annual  report  is  available  to  you  a 
no  charge. 


If  you  want  to  check  out  our  numbers, 
just  call  us  at  this  one:  800/343-6474 
(in  MA,  call  508/879-0700). 

Ask  for  John  Corrigan,  V.  P.  Classified 
Advertising.  Or  write  to  him  at 
Computerworld 
375  Cochituate  Road, 

Framingham,  MA  01701. 


COMPUTERWORLD 

Where  die  qualified  candidates  look.  Every  week. 


Sources:  ‘International  Data  Corporation  “American  Council  on  Education 
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This  article,  the  second  in 
a  two-part  series,  looks  at 
the  pressures  and  worries 
IS  managers  grapple  with 
on  a  day-to-day  basis  and 
how  these  factors  can 
affect  their  departments. 

Stressed  out? 


What  can  you  do  when 
your  managertakes  his 
stress  out  on  the  staff? 


/Don't  take  it  person¬ 
ally;  try  not  to  internal¬ 
ize  it. 


/Focus  on  the  task, 
not  the  person;  focus 
on  getting  the  job 
done. 


/  Let  your  manager 
know  you  know  he’s 
havinga  hard  time. 


/Trytosee  things 
through  his  eyes. 


/  Talk  to  him  directly 
or,  if  the  situation  war¬ 
rants,  to  his  manager. 


/  Wait  it  out.  Some¬ 
times  that's  the  best 
you  can  do. 

Source:  Naomi  Karten,  president  of 
K  a  rten  Associates,  Randolph,  Mass. 


Pity  your  overworked  manager 


BvAliceBredin 


Has  your  manager  been  acting  like  he’s  had  one 
cup  of  coffee  too  many?  Has  he  been  jumping 
down  your  throat  and  placing  unreasonable  de¬ 
mands  on  you?  Don’t  take  it  personally.  Chances 
are,  he’s  experiencing  the  same  thing  from  his 
own  boss. 

Chris  Boisaubin,  director  of  information 
systems  at  Van  Ru  Credit  Corp.,  a  collection 
agency  in  Skokie,  Ill.,  says  when  he’s  feeling 
the  heat  from  a  higher-up,  he  tends  to  be  less 
forgiving  of  his  staff  and  not  as  willing  to  con¬ 
sider  excuses  or  mitigating  factors. 

A  few  of  the  issues  that  could  be  stretch 
ingyour  manager’s  patience  are  budget 
constraints,  personnel  shortages, 
increased  support  demands  from 
users  and  growing  demand  for  key  \ 
systems  in  all  business  areas. 

Or  it  could  be  something  else.  Mel 
Culp,  MIS  director  at  Siemens  Power 
Corp.’s  Fossil  Power  Division  in  Milwaukee, 
says  the  declining  quality  of  packaged  software 
gives  him  the  most  stress.  He  says  off-the-shelf 
software  often  has  bugs  and  problems  that  pre¬ 
vent  the  department  from  getting  the  product  out 
to  users.  It’s  taking  more  time  for  his  people  to 
fix  the  bugs,  which  takes  them  away  from  other 
jobs. 

What’s  toughest,  Culp  says,  is  keeping  multiple 
balls  in  the  air  as  a  working  manager.  “There  are 
more  decisions  than  ever  before  and  more  inter¬ 
ruptions  in  my  day,”  says  Culp,  who  must  also  do 
technical  jobs  when  no  one  else  is  available.  “I 


have  to  turn  on  my  voice  mail  and  hide  behind  it 
until  I  have  a  break  to  go  through  all  my  calls  and 
decide  who  I  have  time  to  call  back.  ” 

Service  levels  and  response  time  have  become 
more  critical  than  ever,  as  computer  systems 
have  grown  more  interconnected  and  more  criti¬ 
cal  to  business  operations.  Many  managers  say 
the  pressure  of  ensuring  that  critical  systems  are 
always  functioningproperly  is  takingits  toll. 

David  Jacobsen,  the 
manager  of  IS  at 


Georgia 
Pacific 

Corp.  in  Palat- 
ka,  Fla.,  says  he  lies  awake  at  night  when  he  is 
close  to  a  solution  but  doesn’t  have  it  yet. 

“Today,  with  the  extent  of  integration,  if  it 
doesn’t  work  just  right,  we  are  holding  up  the 
business,  we  are  influencing  profits  and  custom¬ 
er  satisfaction  and  we  are  influencing  the 
achievement  of  production,”  Jacobsen  explains. 

Michael  McFarlin,  director  of  IS  at  Mary  Meyer 
Corp.,  a  maker  of  stuffed  toys  in  Townsend,  Md., 


acknowledges  all  of  these  stresses  but  says  it’s 
personality-related  issues  that  affect  him  the 
most.  “If  I’m  goingto  take  stress  home,  it’s  usual¬ 
ly  a  run-in  with  someone  at  work,"  he  says. 

McFarlin  added  that  such  conflicts  usually  oc¬ 
cur  with  peers  or  higher  level  managers,  not  with 
his  staff,  and  most  often  concern  policy  disagree¬ 
ments.  He  says  taking  his  work  home  with  him, 
literally  or  figuratively,  takes  his  energies  away 
from  his  family.  “It’s  stressful  for  my  family  be¬ 
cause  I’m  there,  but  I’m  not  there,”  he  says. 

Roy  Mayberry  has  been  a  manager  of  IS  at  Ma¬ 
son  Shoe  in  Chippewa  Falls,  Wis.,  for  27  years. 
Because  he  works  at  a  small  company  with  only 
one  expert  in  each  application,  he  frets  when 
someone  goes  on  vacation  or  is  out  sick:  He  has 
to  pinch-hit,  sometimes  at  4  a.m. 

When  hours  are  long,  families  pay  a  price. 
“Before  I  got  this  job,  I  was  living  in  St. 
Louis  working  9  to  5,”  Boisaubin  says. 
“When  I  started  here,  1  was  working 
about  18  hours  a  day,  and  my  not  being 
around  put  strain  on  my  wife  and 
kids.” 

Boisaubin  says  his  family  has  re¬ 
mained  intact  despite  the  longhours 
and  after-hours  stress,  but  for  a  long 
time  he  didn’t  have  too  much  time  to  spare  for 
them.  “Even  now  that  the  hours  are  better,  I  just 
don’t  have  the  energy  I  used  to  before  I  was  a  man¬ 
ager,”  he  explains.  “I  wish  I  could  make  the  mon¬ 
ey  I  make  now  and  have  the  pressures  and  hours 
I  had  when  I  was  a  programmer.” 

Bredin  is  a  free-lance  writer  based  in  New  York. 


CONSULTING  & 
PERMANENT 

CWS  Systems,  an  In¬ 
ternational  DP  Consulting 
and  Placement  firm,  cur¬ 
rently  has  numerous  posi¬ 
tions  available.  Seeking  D  P 
Professionals  for  contract 
and  perm  positions  in  FL, 
TN.  GA.  SC,  NC,  PA,  some 
positions  offer  world-wide 
travel.  Any  of  the  following 
skills  are  needed: 

4  Computer  Associates  1  4 
Purchasing/Accounts 
Payable,  ADS/O,  CUL¬ 
PRIT.  IDMS,  COBOL, 
VSAM,  CICS,  OLQ 
4  Banking  exp  & 
International  Banking  - 
S.W.  Development, 
COBOL.  CICS  or  AS/400. 


(All  levels  of  exp) 

- 7,  AP/PO, 


IE. 


MSA  HR,  PR 
EMR,  GL,  AR.  DCI 
•4  M&D  MILLENIUM,  HR, 
PR,  GL.  AP,  AR,  SDT, 
PDL 

■4  ISPF  DIALOG  MGR/ 
INSTRUCTOR 
4  FOCUS  COBOL 
4  ADABASE/NATURAL 
4  MACPAC  P/A 
4  UNIX-C  P/A 
4  OS/2  "C" 

Send  resume  or  call: 

CWS  SYSTEMS,  INC. 

P  0.  BOX  864 
SANFORD,  FL  32772-0864 

FAX:  407-330-0080 
PHONE:  407-330-0051 


Matching 
Talent  To 
Technology... 
Coast  To  Coast 


SOFTWARE  - 

•  680X0,  8051,  C,  RADIO  COMMUNICATIONS 

•  X-WIND0WS/ MOTIF,  C 

•  WINDOWS  NT,  MS  WINDOWS,  PRES.  MGR. 

•  DCE:  UNIX,  0SF/1,VMS 

•  POWERBUILDER 

•  SYSTEM  MANAGERS:  ULTRIX,  VMS,  UNIX 

•  ADA:  RATIONAL  VMS,  UNIX, 

•  SQA,  VMS,  CMS,  MESSAGING 

INFORMATION  SYSTEMS 

•  PROGRESS,  VAX/VMS,  MRP 

•  CAS  SOFTWARE  PACKAGES 

•  DBA'S:  DB2,  ORACIi,  RDB 

•  AS/400,  RPG,  MRP  PACKAGES 

•  ACMS,  RDB,  RALLY,  ALL-IN- 1 

•  ADW,  CICS,  DB2 

We  Offer  Local  and 
National  Opportunities 
CALL. 


Contract  SOLUTIONS 


Two  Keewaydin  Drive 
Salem  NH  03079-4875 


603-893-6776  •  800-998-2741  •  FAX  603-893-4208 


—  ANALYSTS  — 

TAX-FREE 
SAUDI  ARABIA 

We  have  SEVEN  positions  opened  for  Analysts 
with  7  years  plus  combined  total  experience 
with  IMS  DB/DC,  DB2,  COBOL  to  enhance, 
maintain  and  develop  business  systems  soft¬ 
ware  as  consultants  in  a  large  Oil  Company. 

Desirable  but  not  essential  is  experience  with 
TELON,  COBOL  II,  PL1,  ADS,  ADW/IEW,  CD- 
ROM,  EDI. 

AL-KHALEEJ  COMPUTERS,  the  largest  com¬ 
puter  company  in  Saudi  Arabia,  offers  one  year 
renewable  contracts  with  excellent  TAX-FREE 
salaries,  free  housing,  Expat/Repat  tickets, 
medical  insurance,  local  transport  allowance. 

FAX  your  C.V.  before  November  27,  1992  to: 

AL-KHALEEJ  HRD: 

FAX  #  (966)  3-894-6032 
P.O.  BOX  2062,  AL  KHOBAR  31952, 
SAUDI  ARABIA 

As  we  have  numerous  opportunities  in  PC’s  & 
LAN  areas  (Novell),  interested  candidates 
should  send  their  C.V'.  as  well. 


ORACLE 


A  leading  consulting  firm  is  seeking  expe¬ 
rienced  Oracle  Professionals  to  service  its 
rapidly  expanding  client  base.  We  are  a 
client  service  oriented  firm  that  special¬ 
izes  exclusively  in  the  implementation 
and  development  of  Oracle  based  appli¬ 
cations.  Successful  candidates  must  pos¬ 
sess  a  BS/BA  degree,  excellent  oral/writ¬ 
ten  communication  skills,  strong  client 
management  skills,  as  well  as  one  or  more 
of  the  following  technical  skills: 

□  SQL*Forms  3.0/SQL*Menu  5.0 

□  Oracle  CASE 

□  Oracle*Finaneials 

□  SQL*Forms  2.3/Application 
Foundation 

□  Oracle  DBA  skills 

We  offer  an  extremely  competitive  com¬ 
pensation  package  as  well  as  the  best  ben¬ 
efits  in  the  industry.  Interested  parties 
should  respond  to:  CW-94880,  Comput- 
erworld,  Box  9171,  Framingham  MA 
01701-9171. 


Professionals 
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NETWORK  ENGINEERING 
OPPORTUNITIES 

The  Federal  Reserve  Bank  of  Chicago  seeks  experienced  engi¬ 
neering  professionals  to  play  key  roles  in  building  a  new.  national 
broadband  network  serving  54  locations.  Successful  candidates 
will  have  the  opportunity  to  utilize  leading  edge  technology  in 
implementing  13,  T1  and  fTl  services  in  this  fully  encrypted 
network.  All  candidates  will  have  a  BSEE  or  BS  in  Computer 
Science  combined  with  experience  in  a  large  networking 
environment  using  T1  and  fractional  T1  services  and  high  end 
multiplexer  equipment.  In  addition,  experience  with  circuit 
diversity,  T3  equipment,  LAN  WAN  bridges  and  routers.  Frame 
Relay  and  other  communications  technologies  would  be  a  plus 
to  qualify  for  the  following  open  positions. 

BROADBAND  ENGINEER 

-  In  addition  to  the  qualifications  listed  above,  candidates 
must  have  experience  with  equipment  configuration,  circuit 
engineering,  troubleshooting  and  using  test  equipment  in  a 
large  networking  environment. 

BROADBAND  ENGINEERING  MANAGER 

-  Candidates  must  have  substantial  experience  managing  the 
development  and  production  support  of  a  very  laige  network 
using  T1  and  fractional  T1  high  end  multiplexer  equipment. 

We  offer  a  competitive  salary  and  an  excellent  benefits 
package  which  includes  a  matched  savings  plan.  For 
consideration,  send  resume  and  salary  history  to:  Staffing 
Division,  Dept.  Z25,  The  Federal  Reserve  Bank  of 
Chicago,  230  S.  LaSalle  St. ,  Chicago,  IL  60604.  We  are 
proud  to  be  an  equal  opportunity  employer. 

FEDERAL  RESERVE  BANK 
OF  CE1ICAGO 


FOR 

WINNERS 

ONLY! 


SOUTHEAST  OPPORTUNITIES 


Technology  Consulting,  Inc.  is  a  dynamic  and 
rapidly  growing  Software  Development 
Company  with  challenging  assignments.  Our 
immediate  and  continuing  needs  are: 

DEC/BASESTAR 

•  MS  WINDOWS  •  IMS  DB/DC  •  DEC/VAX  ORACLE 

•  C++/UNIX  •  IDMS/ADSO  •  UNISYS/DMS  ll/X  GEN 

•  DB2,  CICS  •  ADW/IEW  •  0S2/PM/SMALLTALK 


Programmer 

Analysts 

If  you  are  interested  in  a  chal¬ 
lenging  opportunity  in  a  fast 
paced  environment  where 
you  take  projects  from  begin¬ 
ning  to  end,  then  we  have  a 
position  for  you. 

Ross  Roy,  Inc.,  Michigans 
largest  independent  Market¬ 
ing  Communications  Compa¬ 
ny,  is  seeking  candidates  for 
Programmer  and  Programmer 
Analyst  openings.  Qualified 
individuals  will  have  at  least  3 
years  experience  in  AS/400 
programming. 

Ross  Roy  offers  an  attractive 
compensation  and  benefits 
package.  If  you  would  like  to 
be  a  part  of  our  growing, 
progressive  team,  please  send 
us  your  resume  and  compen¬ 
sation  requirements  to: 

Ross  Roy,  Inc. 

Attn:  CMHR-MSS 
100  Bloomfield 
Hills  Parkway 
Bloomfield  His.,  Ml  48304 
A  non-discriminatory, 
affirmative  action  employer 


w 


SOFTWARE  ENGINEER  (SE¬ 
NIOR  CONSULTANT)  -  Provide 
software  engineering  services  in 
project  design,  development  and 
implementation  of  communica¬ 
tions.  financial  management  in¬ 
formation,  and  commercial  sys¬ 
tems.  Design,  develop  and  imple¬ 
ment  software  systems.  Develop 
methodologies  for  analysis  and 
design  of  systems,  perform  sys¬ 
tems  testing  and  feasibility  analy¬ 
ses.  Provide  on-site  technical 
and  engineering  support  to  cli¬ 
ent's  data  processing  and  engi¬ 
neering  staff.  Duties  entail  work 
with  STRATUS,  FTX,  AT&T  630 
Terminals  and  Layers,  Curses  Li¬ 
brary,  System  Administration, 
SCCS  and  SQL.  Must  have  Mas¬ 
ter's  in  Computer  Science  or  En¬ 
gineering  or  Math.  Experience 
required  is  six  months  in  job  of¬ 
fered  or  six  months  as  a  Pro¬ 
grammer  Analyst  or  Systems  An¬ 
alyst  Additionally,  experience 
must  involve  the  use  of  STRA¬ 
TUS,  FTX,  AT&T  630  Terminals 
and  Layers,  Curses  Library,  Sys¬ 
tem  Administration,  SCCS  and 
SQL.  M-F;  40  hrs/week,  8:00- 
5:00;  Salary  $42, 000/year;  Tam¬ 
pa.  FL  location  and  various  on¬ 
site  client  locations  in  Florida. 
Must  have  proof  of  legal  author¬ 
ity  to  work  in  the  U.S.  Send  re¬ 
sume  to  Ms.  Pat  Ganno,  J.O. 
#0716275,  Job  Service  of  Flori¬ 
da,  P.O.  Box  C,  Clearwater,  FL 
34618-4090.  EOE. 


TCI  offers  competitive  salaries,  attractive  ben¬ 
efits,  and  relocation  assistance.  For  consider¬ 
ation,  send  resume  or  call: 

technology  1800  Meidinger  Tower 
consujng  Louis  villa,  ICY  40202 

^  (502)  589-3110 

MEMBER  NACC8  FAX  (502)  589-3107 


'll")  Sykes  Enterprises,  Incorporated  has  an  immediate  need  for 
j][g|  Systems  Analysts,  Programmer  Analysts  and  Systems 
Programmers  with  experience  in  the  following: 


COBOL  II/DB2/IMS  DB/DC 

*  CNE/UNIX 

*  COBOL/IMS  DB/DC/DB2 

*  SYS.  PROG  (IMS) 

COBOL/TSO/JCL 
DATALINK 

COBOL  VSAM,  CICS/MORTGAGE  LOANS 


•  APS/IMS/DB2 
LIFE  70 

SQL  INTERNALS 
TANDEM/SC0B0LTAL 
UCCEL  BANKING  PACKAGES 


♦URGENT 


PLEASE 

Let  us  help  you  find 
a  better  job! 

KANSAS  CITY  and 
NATIONWIDE  opportunties. 
Immediate  openings  now  for: 

-  IEF  BSD  or  Construction 
(6  mos.  experience) 

-  COBOL  w/ CICS/DB2  or 
MANTIS/SUPRA 

-  OS2/Pres  Mgr  or  DOS/ 
WINDOWS  development 

-  C/UNIX 

-  ORACLE 

-  APS 

-  HP3000  Speedware  or 
Powerhouse 

-  ADABAS/COMPLETE 

-  EASEL 

-  LAN/WAN  Networking 

-  AS400  SYNON 

Send  your  resume  in 
confidence  to: 

A  B  S  I 


SEI  otters  a  competitive  salary  and  complete  benefits  package.  To  be  a 
pan  ot  our  team  on  projects  throughout  the  SouthEast  send  resumes 
immediately  to: 

Mr  Sandy  Woford,  SEI,  Sykes  Enterprises.  Incorporated,  7725  Little 
Avenue,  Charlotte.  NC  28226  (704)  542-7100  (704)  542-5029  (FAX)  EOE 


P.O.  Box  26242 
Shawnee  Mission. 
Kansas  66225-6242 

or 

tax  (913)  694-0637 
call  1-800-775-6177 

'  an  agency  you  can  trust ' ' 


PROGRAMMER 
VAX  SYSTEMS 

Computing  Center  at  major 
metropolitan  medical  center 
seeks  systems  programmer 
Bachelor  s  degree  required  Ex¬ 
perience  in  installation  and 
maintenance  of  VMS  and  ORA¬ 
CLE  systems  a  must 

Competitive  salary  and  excel¬ 
lent  benefits  package  Please 
send  resume  and  recent  salary 
history  to  Employment  Office, 
Box  1194.  SUNY  Health  Sci¬ 
ence  Center  at  Brooklyn  450 
Clarkson  Avenue,  Brooklyn.  NY 
11203  EO/AA  Employer 
DMC#A0215 


Greit  Consulting  Assignments 
and  Ful  Taw  Opportunities 
Pleas*  send  resume  l  call 

Mimi  Simon  Assoc. 

ao  West  St..  Suite  1105,  NYC  1000C 

(212)406-1705 
FAX  (212)406-1768 


CONSULTANTS 

NY/NJ/CT  AREA: 

•  S/370  Assembler 

•  IDMS  COBOL 

•  DB2  CSP 

•  MS/Windows  C++ 

Southern  Illinois: 

•  OS/2  EASEL 

Portland,  Oregon: 

•  Unix  Development  Mgr 

•  Unix  System  Admin 

•  Unix  C+  +  OOD 

KMR  Information 
Systems,  Inc. 

377  Firth  Avenue.  4TH  FL 
New  York.  NY  10016 

TEL:  (212)779-3330 
FAX:  (212)  779-3338 


BANKING 

SYSTEMS 

DEVELOPMENT 

PACIFIC  NORTHWEST  AND 
CALIFORNIA  OPPORTUNITES 

IF  YOU  HAVE  FIVE  YEARS 
EXPERIENCE  IN  ANY  OF  THE 
FOLLOWING  SKILLS  AND 
WOULD  LIKE  TO  WORK  FOR  AN 
INTERNATIONALLY  RECOG¬ 
NIZED,  QUALITY  CONSULTING 
FIRM,  WE  WOULD  LIKE  TO 
HEAR  FROM  YOU. 

CICSA/SAM/COBOL 
DB2/CSP  or  DB2/IEF 
COMMERCIAL  LOANS 
ACH  PIPS 
ACH  PEP+ 

GENERAL  BANKING 

VECTOR  3/3000 

MVS  TUNING  ANALYSTS  (MICS) 

DATRONICS 

151  KALMUS  DR  #C-200 
COSTA  MESA,  CA  92662 
PHONE  714-751-3262 
FAX  714-751-3902 


Computer  systems  design  and 
engineering  firm  needs  senior 
systems  analyst  (banking  sys¬ 
tems  and  systems  software)  to 
analyze  and  design  automation  of 
computer  operations  through 
process  controls;  design  and  ad¬ 
minister  data  bases;  manage  sys¬ 
tems  and  networks  through  oper¬ 
ating  systems  generation,  disk- 
space  administration,  and  net¬ 
work  design;  reconfigure  dynamic 
networks  and  switched  net¬ 
works,  using  structured  meth¬ 
odologies  and  fault-tolerant  archi¬ 
tectures;  work  with  DOS,  Wind¬ 
ows,  LAN,  PC  and  4GLS.  Must 
have  four  years  work  experience 
as  systems  analyst  (two  years  of 
the  four  must  be  in  banking  sys¬ 
tems  and  banking  systems  soft¬ 
ware,  including  analysis  and  de¬ 
sign,  process  automation,  data 
base  design,  network  controls, 
structured  methodologies,  LAN, 
PC,  4GLS).  Salary:  $40,000  per 
year.  Apply  at  Texas  Employment 
Commission,  Dallas,  Texas,  J.O. 
#6687276,  or  send  resume  to 
Texas  Employment  Commission, 
TEC  Building,  Austin,  Texas 
78778,  J.O.  #6687276.  Ad  paid 
by  an  Equal  Opportunity  Employer. 


SYSTEM  ANALYST  required. 
Analyze  complex  systems  re¬ 
quirements,  design,  develop, 
document  and  implement  com¬ 
puter  systems.  Development/ 
coding  performed  using  IBM 
3090  NATURAL  II,  DB2,  IMS, 
NATURAL  II,  ADABAS,  CICS, 
PREDICT  and  CONSTRUCT. 
Bachelors  degree  or  its  equiva¬ 
lent  required  in  a  computer  in¬ 
tensive  curriculum,  plus  2  years 
experience  in  the  job  duties  de¬ 
scribed  above.  Experience  must 
include  2  years  analysis  and  de¬ 
sign  using  IMS,  DB2  NATURAL 
II,  ADABAS,  CICS,  PREDICT 
and  CONSTRUCT.  Work  is  to 
be  performed  for  a  software 
consulting  firm  and  therefore  the 
applicant  must  be  willing  to  relo¬ 
cate  as  employer's  needs  dic¬ 
tate.  Must  have  proof  of  legal 
authority  to  work  in  the  U.S.  Sal¬ 
ary  -  $42, 000. 00/year  for  a  40- 
hour  work  week.  Please  apply  at 
the  Topeka  Department  of  Hu¬ 
man  Resources  Office,  1430 
SW  Topeka  Blvd.,  Topeka,  KS 
66612-1853.  Telephone  num¬ 
ber:  (913)  296-1715.  Refer  to 
the  job  order  number  for  this  job 
opportunity:  KS  3108449. 


AS/400 

P/A's  -  opportunities  in  a 
Dynamic  Environment!!  Im¬ 
mediate  openings  for  AS/ 
400:  COBOL  400/RPG 
400  Coding  skills,  experi¬ 
enced  with  ASI  products  or 
other  Distribution  and  or¬ 
der  processing  software  a 
plus.  Send  resume  to:  The 
McKinley  Group,  Inc., 
1  1 5  Chester  Street,  Suite 
5,  Front  Royal  VA  22630 
Fax:  (703)  635-9211, 

Tele:  (703)  635-9200 


RENAISSANCE 

SYSTEMS 


If  you  have  the  desire  to 
excel,  have  2  years  profes¬ 
sional  experience  and  are 
authorized  to  work  in  the 
U.S.  on  a  full-time  basis, 
consider  opportunities  in 
Michigan: 


TECHNOLOGIES.  INC 

Data 

Processing 

and 

Engineering 

Opportunities 


ORACLE  (Forms  3.0) 
SAS/OS/JCL 
IMS  DB/DC/DB2 
GUI/WINDOWS 
DB2/CICS 

OS2/DBM/Pres.  Mgr. 
C++  Object  Oriented 


SMALLTALK 


3000  Town  Ctr 
Suite  2237 
Southfield.  Ml 
48075 

t313i  353-0894 
Fax  < 3 1 3  >  358-4499 


We  provide  recognition  for 
jobs  well  done  through  top 
pay  &  extensive  company- 
paid  benefits.  Contact  RST 
by  phone,  or  fax  /  mail 
your  resume  to  Dept  CW. 

eoe 


Computerworld 

recruitment 

advertising 

works! 

That's  because  more 
computer  professionals 
read  more  recruitment 
ads  in  Computerworld 
than  in  any  other  news¬ 
paper. 

For  more  information  or 
to  place  your  ad,  call 
Lisa  McGrath  at  800- 
343-6474  (in  MA,  508- 
879-0700). 

Weekly.  Regional. 
National. 

And  it  works. 

An  IDG  Communications 
Publication 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS  ... 


A  late  advertising  close  means  you  get  quick 
response.  Computerworld  needs  just  2  work¬ 
ing  days  notice  for  your  ad  to  appear  in  the 
next  weekly  issue! 

In  fact,  when  we  receive  your  materials  or 
faxed  copy  for  your  ad  by  3  p.m.  the  Thurs¬ 
day  before  the  Monday  issue  date,  your  ad 
will  appear  that  Monday!*  (Space  reserva¬ 
tions  closing  date  is  the  same  time  the  previ¬ 
ous  day). 


Mon 

Tue 

Wed 

Thu 

Fri 

Space  & 

Materials 
Close  1 

2 

Issue 

Date 

*  Holiday  closings  may  vary.  Please  call  for  details. 

To  place  your  ad  regionally  or  nationally, 
call  John  Corrigan,  Vice  President/Classified 
Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week. 
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Career  advice  for  the  '90s 

Skipping  basics  will  hurt  later 


Fast  Track  is  a 
twice-monthly 
column  dedi¬ 
cated  to  an¬ 
swering  ques¬ 
tions  on  ca  reer 
directions.  This 
week 's  guest  a  dviser  is  Jeff Jones, 
a  principal  at  Andersen,  Jones  <£• 
Muller  Associates,  a  recruiting 
firm  in  Southfield,  Mich.,  special¬ 
izing  in  the  placement  of  IS  pro¬ 
fessionals. 

Q:  I  was  hired  into  a  commercial  pro¬ 
grammertraining  program  at  a  major 
computer  services  firm.  Prior  to  enter- 
ingthetechnicaltraining  phase  of 
this  program,  I  was  working  at  a  cus¬ 
tomer  site  as  a  coordinator. 

Recently,  my  manager  offered  me  a 
position  as  a  business  analyst.  What 
would  be  bestfor  my  career? 

A:  Yourability  to  grow  into  more 
responsible  positions  and  transferto 
other  jobs  orcompanies  depends  on 
the  skills  base  you  have  acquired 
early  in  yourcareer,  and  program¬ 
ming  is  still  the  foundation  of  most 
career  paths  in  the  IS  arena.  Analyti¬ 
cal  skills  are  less  transferable  to  other 
jobs  and  industries. 

Spending  two  or  three  years  coding 
and  learningthedevelopmentpro- 
cess  gives  you  a  stronger  career  path. 
It  will  also  make  you  a  betteranalyst 
when  you  move  in  that  direction. 

Q:  I  am  the  only  person  in  my  IS  de¬ 


partment  who  knows  our  payroll  sys¬ 
tem.  I  am  tired  of  payroll  work,  but  no 
one  else  wants  to  do  it.  My  boss  walks 
away  whenever  I  complain.  What  can 
I  do  to  get  a  different  assignment? 

A:  Take  initiative  to  learn  other  mean¬ 
ingful  application  systems  by  filling  in 
during  absences  or  vacations.  Sec¬ 
ond,  look  for  chances  to  initiate 
new  hires  ortrainees  in  your 
applications. 

If  all  else  fails,  look  for  an 
opportunity  outside  your 
company  that  leverages 
your  payroll  skills  but  offers 
additional  diverse  assign¬ 
ments. 

Q:  I  am  a  senior  programmer  analyst 
with  experience  in  CICS,  VSAM,  DB2, 
Cobol,  MS-DOS  and  FoxPro.  I'm  con¬ 
sidering  learning  new  technologies 
—  possibly  database  administration 
— to  continue  to  be  marketable.  What 
do  you  suggest? 

A:  Try  to  get  training  in  database 
internals  and  physical  design.  You 
might  also  use  your  mainframe  and 
PC  skills  augmented  with  training  in 
LANs  and  SQL  to  move  toward  cli¬ 
ent/server  applications  develop¬ 
ment. 

Both  ofthose  areas  are  market¬ 
able,  but  you  must  apply  skills  in  the 
work  environment  for  them  to  be  rec¬ 
ognized. 

Q:  I  have  been  a  programmer  in  the 
insurance  industry  for  five  years.  I  re¬ 


cently  had  a  baby  and  would  like  to 
be  at  home  more.  What  is  the  best 
way  to  find  a  part-time  position? 

A:  Start  by  looking  in  your  own  com¬ 
pany—  yourexperience  is  most  valu¬ 
able  there.  While  the  IS  industry  has 
not  generally  accepted  the  concept  of 
part-time  workers,  you  may  be  suc¬ 
cessful  by  takingthe  following 
steps: 

Put  together  a  written 
proposal  to  your  manager 
outlining  your  desired 
schedule;  point  out  the 
pros  and  cons  of  off-site 
(home)  work  activities,  as  well  as 
the  benefits  of  retaining  your  exper¬ 
tise  and  the'costs  associated  with  hir¬ 
ing  and  training  a  replacement. 

Indicate  a  target  time  period  when 
you  could  move  back  to  full-time  sta¬ 
tus. 

Outside  your  firm,  concentrate 
yoursearch  on  organizationsthat  use 
yourexact  skills  —  in  this  case,  insur¬ 
ance  companies. 

ensure  that  you're  being  under¬ 
valued?  Stressed  out?  Feeling 
discriminated  against?  We  want 

TO  HEAR  ABOUT  THESE  AND  OTHER 
ISSUES  THAT  AFFECT  YOUR  CAREER. 

Call  your  questions  into  the 
Fast  Track  line  at  (508)  820- 
8522  OR  FAX  THEM  TO  KELLY  E. 
Sewell  at  (508)  875-8931.  If  we 

USE  YOUR  QUESTION,  WE'LL  SEND 
YOU  A  GIFT. 


How  to  handle 

Project  Politics 

■  You  have  to  knowyour  team  well  and  what  their  goals 
and  objectives  are,  and  you  try  to  incorporate  those  into 
your  own  and  reach  a  balance.  There  has  to  be  a  col¬ 
laboration,  and  building  the  right  team  is  the  start. 

Lee  Keene,  assistant  administrator,  special  projects 
City  of  Columbus,  Columbus,  Ohio 

■  There’s  no  such  thing  as  a  project 
without  politics.  Making  sure  that 
the  program  we’re  creating  will  be 
useful  to  the  people  using  it  is  what 
we  call  politics.  Conflict  occurs 
when  the  product  designers  and  the 
various  user  groups  differ  on  what 
is  useful.  So,  you  regularly  get  ev¬ 
eryone  together  until  they  agree. 

Henry  Rabinowitz,  techn  ical  director,  expert  systems  lab 
Nynex  Science  and  Technology ,  Wli  He Plai ns,  N.  Y. 

■  There  are  at  least  two  aspects  to  project  politics.  You 
have  systems  analysts  and  programmers  in  one  group 
and  application  users  in  the  other.  You  have  some  con¬ 
trol  over  the  programmers  and  analysts,  but  with  users, 
there  are  so  many  different  groups  that  it’s  difficult.  You 
have  to  use  finesse  and  diplomacy. 

John  Murphy,  security  management,  data  processing 
Mecklenburg  County,  Charlotte,  N.C. 

■  We  include  as  many  users  and  management  people  as 
possible  in  the  requirements  definition  phase,  and  then 
we  do  a  lot  of  follow-up.  That  keeps  politics  to  a  mini¬ 
mum,  and  we  haven’t  experienced  many  problems. 

Brian  Hawthorne,  manager  of  systems  development 
Providence  Gas  Co.,  Providence,  R.I. 

Compiled  by  Leslie  Goff,  a  free-lance  writer  in  Ken' 
York. 


Call  COMSYS. 

Your  Future  Is  On  The  Line. 

A  call  to  COMSYS  could  lead  to  challenging  opportunities  on  state-of-the  art 
projects  for  our  Fortune  500  clients.  If  you  are  at  the  top  of  your  field  and 
thrive  on  mastering  new  technologies,  you  could  become  a  part  of  our 
national  network  of  computer  consultants.  COMSYS  offers  competitive 
salaries  and  full  benefits.  If  you  have  the  following  skills,  well  help  you  put 
your  future  on  line: 


PATHWORKS 
IDEAL  CICS 
ADABAS  NAT 
LUO 

CICS  3.2  or  3.3 
BATCH  COBOL  JCL 


C  PARADOX 
ADABAS  DBA 
VAX  FORTRAN 
EASEL 
CYBORG 
DB2  DBA/DA 


ORALCE  6.0 
COBOL  VSAM 
MS  WINDOWS 
SYBASE 
IEF  CASE 
UNIX  XWindows 


UNIX  GUI 
SAS  IMS 
X400  SNADS 
WALKER  SW 
PROKAPPA 
DB4 FOXPRO 


H  COMSYS* 

ompiiiiT  pr<  »|i*.  t  'iipp»>rt 

Dept.  CW  4  Research  Place.  Rockville.  MD  20850 
(301)  921-3600  •  FAX  (301 )  921  3700(fine) 

800-926-6797 

Atlanta  •  Colorado  Springs  •  Dallas  •  Denver  •  Phoenix 
Raleigh  •  Washington,  DC 

NACCB  Member  EEO  MFHV 


SOFTWARE  ENGINEER.  Design, 
develop,  implement  and  test  real¬ 
time  telecommunication  manage¬ 
ment  systems.  Design  use  inter¬ 
face.  Using  simulation  modeling 
techniques,  conduct  product  re-en- 
gineenng  and  performance  analy¬ 
ses.  Perform  network  element  and 
database  conversion  programming, 
product  troubleshooting  and  mainte¬ 
nance.  Design  and  implement  prod¬ 
uct  enhancements  and  new  fea¬ 
tures  Use  UNIX-  ("UNIX  a  regis¬ 
tered  trademark  of  AT&T),  Utnx, 
"C  ",  Shell  Scnpts,  SQL,  Oracle  and 
FSMS  on  DEC  5400/5500.  SUN / 
Sparc  and  Tellabs  Crossnet  and 
Crossconnect  hardware  Minimum 
requirements:  M.S.  in  Computer 
Science.  Must  have  completed  one 
course  in  each  of  the  following:  1) 
Advance  Operating  Systems  (in¬ 
cluding  concurrent  processing),  2) 
Database  Management  Systems.  3) 
Operations  Research,  4)  Distributed 
Processing,  5)  Optimization.  Must 
have  completed  one  project  in  each 
of  the  following:  1)  performance 
analysis  using  simulation  modeling 
technques,  2)  development  of  real¬ 
time  networking  protocol  (HDLC) 
system,  3)  development  of  temporal 
database  system  with  embedded 
SQL,  4)  software  development  for 
Management  of  Crossnet  and 
Crossconnect  platforms.  Must  have 
one  year  experience  in  the  position 
offered  or  one  year  experience  as  a 
Graduate  Research  Assistant.  As- 
sistantship  must  be  in  Computer 
Science  and  indude  C,  UNIX.  40 
hours  per  week.  9:00  a  m.  to  5:00 
p.m.  $42,000  per  year  Resume  re¬ 
quired.  Must  have  proof  of  legal 
authority  to  work  permanently  in  the 
US.'  Send  resumes  (in  duplicate) 
to:  Illinois  Department  of  Employ¬ 
ment  Security,  401  S.  State  Street, 
3-South,  Chicago,  IL  60605  Attn: 
Ms  Maxine  Ciounts,  Ref  #V-IL- 
6252C  NO  CALLS.  AN  EM¬ 
PLOYER  PAID  AD 


SYSTEMS  ANALYST 

Distribution  Center 

We  are  the  world's  leading  manufacturer  of  women's  intimate  apparel  prod 
ucts.  Our  organization  in  the  Far  East  has  an  opening  for  a  Systems  Analyst 

Requirements: 

•  Bachelor’s  degree  (or  comparable)  in  Computer  Science  and  or  Business 
Administrations  with  5  (+)  years  of  working  experience. 

•  In-depth  understanding  of  Distribution  and  Manufacturing  concepts 
(Allocation,  Replenishment,  Shop  Floor  Control,  Production  Scheduling,  MRP) 

•  Working  knowledge  of  project  management  and  all  phases  of 
software  development  life  cycle 

•  Experience  with  CASE  tools,  PC  and  Bar  Code  equipment  is  essential. 

•  Working  knowledge  of  an  AS/400  and/or  UNIX  environment  with  the 
languages  C,  RPG400  and/or  COBOL  are  desirable 

The  successful  candidate  will  provide  primary  interface  for  all  user  problems, 
answer  technical  questions  and  requests  within  the  applications  development 
group;  work  with  user  areas  to  establish  priorities;  and  provide  recommenda 
tions  and  directions  for  process  improvement  through  automation;  skills  in  an 
Asian  language  is  a  plus. 

We  offer  an  attractive  compensation  package,  relocation  assistance  and  the 
technical  and  analytical  challenges  you  would  expect  in  a  state-of-the-art  envi 
ronment.  The  position  will  report  to  Senior  Management. 

Please  forward  your  resume,  along  with  salary  requirements  to: 

Claus  Flury 
3964  Field  Crest  Drive 
Cortland,  NY  13045 
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SOFTWARE  DEVELOPERS,  QA.  SE'S,  TECH  WRITERS 
JAPANESE/ENGUSH  DOCUMENTATION  TRANSLATORS 


The  most  exciting  development  opportunltes  are  beinjt  staffed 
riftltt  now  Don't  miss  out  on  the  career  chance  of  a  lifetime! 

Products  include  Mainframe  and  Cross- Platform  Performance 
Monitors,  Utility  Tools,  Morale  Management,  Clicnt/Server 
Archetecture,  and  PC  to- Mainframe  Connectivity  Software. 

The  TRANSLATORS  are  not  required  to  have  any  data 
procccsing  exp.  it  is  only  as  and  can  be  learned  on  the  job. 
Ability  to  write  in  Japanese  is  required,  and  having  lived  in 
the  Japanese  culture  Ls  a*.  They  will  Rewrite  all  manuals, 
marketing  material  A  user  scrcens.ctc  into  fluent  Japanese. 

ROYALTIES  •  TELECOM  MITE 
INTERNATIONAL  TRAVEL 

ALL  DEV/SE/QA  POSITIONS  REQUIRE: 

Assembler  or  C/C++  &  Internals  in  one  of  the  follow  ing: 
MVS  DB2  CICS  VTAM  VM/VSE  SNA  LU6.2  APPN 
DASD  TPF  OS/2  PM  WINDOWS  SDK/PDK  API  UNIX 
DOS  SQL  ORACLE  LAN/WAN  NETWARE  TCP/IP 
s.  POSITIONS  NATIONWIDE  &  JAPAN  j 


(  All.  WAYNE  CARTER  TODAY 
800-938-1550  21.1-658  1550  +08-2+1-604+ 

FAX  213-658-1570  +08  2+1  968+ 

MODEM  213-658-1557  +08  2+1  0105  (2+00  N81) 
6380  WTLSHIRE  BLVD.  *1108-202,  LA,  CA  900+8 


PROGRAMMER  ANALYST 
(CONSULTANT)  -  With  minimal 
supervision,  provide  program¬ 
ming  analysis  services  in  project 
design,  development  and  imple¬ 
mentation  of  communications,  fi¬ 
nancial  management  information, 
commercial  systems  and  sophisti¬ 
cated  text  processing  applica¬ 
tions.  Develop  and  implement 
systems  interface  including  sys¬ 
tems  database  and  program  de¬ 
sign,  coding  and  testing  enhance¬ 
ments  Develop,  write,  code  and 
implement  new  application  pro¬ 
grams  to  meet  current  and  proj¬ 
ected  client  needs.  Duties  entail 
work  with  C.  REXX  Program¬ 
ming,  AIX  Administration,  PS/2, 
OS/2.  MS-Windows  and  LAN  Ad¬ 
ministration  Must  have  Master  s 
or  completion  of  all  coursework  in 
Computer  Science  or  Engineering 
or  Math  Experience  required  is 
Six  months  in  job  offered  or  six 
months  as  a  Research  Assistant 
or  Systems  Analyst  Additionally, 
experience  must  involve  use  of  C. 
REXX  Programming.  AIX  Admin¬ 
istration.  PS/2,  OS/2,  MS-Wind¬ 
ows  and  LAN  Administration. 
M-F;  40  hrs./week.  8:00-5:00; 
Salary  $32, 000/year;  Boca  Ra¬ 
ton.  FL  location.  Must  have  proof 
of  legal  authority  to  work  in  the 
U  S.  Send  resumes  to  Job  Ser¬ 
vice  of  Florida,  2660  West  Oak¬ 
land  Park  Blvd..  Ft.  Lauderdale, 
FL  33311-1347,  ATTN:  JO. 
#FL-071 1137.  EOE 


AS400 

<x 

aYa  ( 

SALT  LAKE  CITY  | 

Jail 

PR0DATA/PR0-STAR  provides 
Management  Consulting  and 
System  Development  services 
to  Industry  &  Government 
throughout  the  west.  We're 
seeking  AS400  Analysts,  Pro¬ 
grammers,  &  Project  Managers 
to  join  our  staff  in  Salt  Lake. 
Ideal  candidates  will:  Have  2+ 
yrs.  hands-on  in  AS400/RPG 
III...  have  Financial  and/or 
Healthcare  system  experi¬ 
ence...  Know  SYN0N...  have 
some  mainframe  or  structured 
background...  be  team  players 
&  deadline  committed. 

These  fulltime,  salaried  posi¬ 
tions  offer  an  excellent  com¬ 
pensation  package,  Inc.  40 IK. 
Growth  potential  is  excellent, 
as  Salt  Lake's  economy  is  con¬ 
sistently  rated  as  one  of  the  na¬ 
tions  best.  For  more  info,  in¬ 
quire  at:  PRO-STAR.  5282  S. 
320  W„  #0-292,  Salt  Lake 
City,  UT  84107.  801-266- 

6 1 38;  Fax  80 1  -266-0069. 


UNIX/INGRES 


SYNON  INGRES,  ORACLE 

MS  WINDOWS  X-WINDOWS 
SUN  SYSTEM  ADMINISTRATORS 


POWERBUILDER 
VISUALBASIC 
ANALYSTS/CASE 
PC  EXPERTS 
SYBASE  DBA  S 
UNIX  TESTERS 


AS400  COBOL  or  RPG 

C++/0BJECT  ORIENTED  DESIGN 

SQLSERVER 

UNIX/C/ALL  LEVELS 

SENIOR  NETWORKS/UNIX/SUN 

ORACLE/INFORMIX/INGRES 


TEKMARK 

Computer  Services,  Inc. 


NY,  NJ,  PA,  CT,  CHICAGO 
100  Metroplex  Drive,  Suite  102,  Edison,  NJ  08817 

(212)686-9360  (908)572-5400 

FAX  (908)572-7117 


CA&AZ 

CONTRACTS 


CONSULTANTS 
WANTED 


P  Murphy  4  Aiaoclates,  Inc 

4405  RIVERSIDE  DR..  SUITE  100 
BURBANK.  CA  91505 
(818)841-2002  (714)552-0506 
FAX:  (81 8)  841 -21 22 

Member  NACCB 


Full  time  and  contract  po¬ 
sitions  available  in  both 
the  Rochester,  NY  and 
Pittsburgh.  PA  areas.  Pro¬ 
fessionals  with  any  of  the 
following: 

Adabas 
PCS/ADS 
DB2 
Ideal 
IMS 
IFF 
RPG 

A.C.Gv  Qmpany 

P.O.  Box  1262 
Canonsburg,  PA  15317 
412-941-2220 
Fax  412-942-9140 


Natural 

Oracle 

Cobol 

Sybase 

C+  + 

Windows 

CSP 

WAN 

OOP 

LAN 

SUN 

UNIX 

AS400 

Synon 

TANDEM 


COBOL,  PATHWAY, TAL. 
SCOBOL.C,  SQL. X. 25 


STRATUS 


PL1  .COBOL, C.ON/2 


MUMPS 


DSM,  ISM.  MSM,  GTM, 
IBM  RISC/6000  M-SQL 
Fulltime/Consulting  Positions 
available  in  the  US/ ABROAD 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.  10001 


SYSTEMS  ANALYST  -  40  hrs./ 
wk..  8am-5pm.  $37,500.00  per  yr. 
To  analyze,  design  and  develop 
human  resources,  financial  and 
management  computer  software 
application  systems  utilizing  IBM 
3090,  AS/400  and  S/36  hardware, 
COBOL/400  and  SDA  software. 
Carry  out  support,  maintenance 
and  implementation  of  the  system. 
Requires  Bachelor's  Degree  in 
Computer  Science,  Business, 
Management  Studies  or  Engi¬ 
neering.  2  years  experience  in  job 
offered  or  2  years  experience  as 
Systems  Analyst.  Must  have  ex¬ 
perience  designing  and  develop¬ 
ing  application  software  utilizing 
IBM  3090,  AS/400,  S/36,  SDA 
and  COBOL  Employer  paid  ad' 
Send  resumes  to:  7310  Wood¬ 
ward  Ave,,  Rm.  415,  Detroit,  Ml 
48202.  Ref.  No:  78792, 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


For  over  two  decades,  Computerworld  has 
delivered  qualified  job  candidates  to  Ameri¬ 
ca’s  employers. 

And  ever  since  Computerworld’s  first 
weekly  issue  in  1967,  America’s  companies 
have  relied  on  Computerworld  to  target 
America’s  most  qualified  computer  job  can¬ 
didates. 

To  place  your  ad  regionally  or  nationally, 
call  John  Corrigan,  Vice  President/Classified 
Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week. 


Computerworld/CorpTech  Career  Index 


TRANSPORTATION:  Technology  firms  involved  in  transportation  took  a  hit  in  the  past  year,  losing  2.6%  of  their  work  force— the  equivalent  of  377  jobs 
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Computer  Careers 


East 


PROGRAMMER 

Abt  Associates 
Inc.  is  one  of  the 
nation’s  leading 
research-based 
consulting  firms. 

This  position  in 
our  Accounting  area 
involves  coding,  testing,  and  documentation  of 
accounting  application  programs  to  meet  de¬ 
fined  specifications.  This  process  will  be  per¬ 
formed  using  PC  COBOL,  Lotus  1-2-3,  Paradox, 
or  other  relational  databases. 


Candidates  must  have  a  B.S.  degree  and 
2-3  years  of  experience  in  programming  of 
financial  systems.  A  strong  background  in 
DOS,  PC  COBOL,  relational  databases  and 
knowledge  of  4th  generation  languages  are  re¬ 
quired.  Exposure  to  LAN  technology  and  Deltek 
Accounting  system  is  preferred. 

If  interested,  please  for¬ 
ward  your  resume  to:  Human 
Resources,  FIN  Search, 

Abt  Associates  Inc.,  55 
Wheeler  Street,  Cambridge, 

MA  02138.  No  telephone  in¬ 
quiries  will  be  accepted.  An 
Equal  Opportunity  Employer 


Abt 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


Computerworld  gives  its 
readers  career  updates  on  to¬ 
day’s  computer  skills  and  em¬ 
ployment  issues. 

And  it  does  this  through  spe¬ 
cial  Computer  Careers  edito¬ 
rial  that  anchors  Computer- 
world’s  recruitment  advertis¬ 
ing  section  every  week. 
Whether  it’s  informing  IBM 
professionals  on  their  career 
paths,  or  updating  UNIX  ex¬ 
perts  on  what’s  ahead  with 
their  careers,  Computerworld 
delivers  the  most  pertinient 
and  frequent  computer  career 
information  available  in 
America. 

To  place  your  ad  regionally  or 
nationally,  call  John  Corrigan, 
Vice  President/Classified  Ad¬ 
vertising,  at  800/343- 
6474  (in  MA,  508/879- 
0700). 

COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week. 


Multimedia  Programmer;  Design 
and  develop  multi-media  training 
courseware.  Create  object-ori¬ 
ented  programs  of  graphic  simu¬ 
lation  and  animation  in  Toolbook 
1.5  or  above.  Write  Interface 
programs  with  IBM  M-Motion, 
DVA-4000  and  ActionMedia  II 
adapters  in  Microsoft  C  6.0  or 
above.  Min  requirements  in¬ 
clude:  M.A.  or  M.S.  in  Computa¬ 
tional  Linguistics  or  CS;  Mas¬ 
ter's  level  coursework  in:  Design 
and  development  of  computer- 
aided  instruction  courseware 
and  Natural  Language  Process¬ 
ing;  and  ability  to  do  the  follow¬ 
ing,  gained  through  education  or 
experience;  a)  independently  de¬ 
sign  and  develop  computer- 
aided  training  software  in  C  un¬ 
der  MS-DOS/Windows,  b)  Struc¬ 
ture  programming  in  C  or  Turbo 
Pascal,  c)  knowledge  of  object- 
oriented  programming  tech¬ 
niques,  d)  NLP  skills  for  intelli¬ 
gent  interface  of  quiz  questions 
in  the  courseware,  e)  Toolbook 
OpenScript  programming  under 
Windows  3.x,  and  f)  knowledge 
of  Windows  DDE.  $29,640/yr, 
40hr/wk,  9-6.  An  employer-paid 
ad.  Apply  in  person  or  by  re¬ 
sume  to:  Georgia  Department  of 
Labor,  Job  Order  #  GA 
5583999,  2811  Lakewood  Ave., 
SW,  Atlanta,  GA  30315,  or  to 
the  nearest  Georgia  Job  Service 
Center. 


SENIOR  SOFTWARE  ENGI¬ 
NEER:  Design  and  develop  com¬ 
munications  protocols,  network 
architectures,  mainframe  com¬ 
munication  emulation  modules 
and  drivers,  voice  applications, 
and  train  technical  staff  in  the  in¬ 
stallation,  use,  and  maintenance 
thereof.  Must  have  minimum  of 
Master  s  in  Computer  Science 
or  Electronics  Engineering,  1 
year  experience,  or  2  years  ex¬ 
perience  in  development  of  net¬ 
work  architectures  and  commu¬ 
nication  facilities,  be  thoroughly 
familiar  with,  and  proficient  in,  C 
programming,  Assembly,  UNIX/ 
XENIX  operating  systems,  driv¬ 
ers,  compilers,  micro  controllers, 
networking,  data  transmission, 
IPOCR  methods,  GUI  develop¬ 
ment  and  database  develop¬ 
ment  and  present  proof  of  legal 
authority  for  full-time  employ¬ 
ment  in  the  U  S.  M-F,  9AM- 
5PM,  $1, 730.00/biweekly. 

Those  interested  and  qualified, 
send  resume,  or  apply  in  person, 
to  GA  Dept,  of  Labor;  1535  At¬ 
kinson  Road;  Lawrenceville,  GA 
30243;  or  to  the  nearest  GA  Job 
Service  Center.  Job  Order  #GA 
5582541 .  Employer  paid  ad. 


Northeast 


has  immediate  openings  for 

DB2 

Programmers/Analysts  with 
IMS • COBOL  • FOCUS • DB/DC 

Offering  excellent 
compensation  &  benefits 
package.  Call  today! 

TAD 

DATA  SERVICES 
Rochester,  N.Y. 

(716)  546-4970 

Syracuse  N.Y. 

(315)  422-3315 

Pittsburgh,  PA 

(412)  765-8900 

Glastonbury,  CT 

(203)  657-9446 


Position:  Systems  Analyst/Senior 
Programmer.  $43,000/yr  8AM- 
5PM,  M-F,  (40hrs/wk).  Education: 
BS  in  Computer  Science  or  Mathe¬ 
matics.  Experience:  4yrs.  as  com¬ 
puter  systems  analyst  or  program¬ 
mer;  proficiency  in  use  of  the  SYN- 
ON/2  case  tool,  RPG  400  program- 
ming  language.  &  IBM  AS/4CK)  mi¬ 
crocomputer  Duties:  Analyze  soft¬ 
ware  requirements  for  new  projects 
&  existing  systems  to  be  used  by  a 
nationwide  warehousing  &  distribu¬ 
tion  company  Prepare  detailed 
specifications  for  new  systems  & 
enhancements.  Design,  code,  test, 
debug  &  document  the  most  com¬ 
plex  modules  wthin  the  system,  uti¬ 
lizing  the  SYNON/2  case  tool,  the 
RPG  400  programming  language. 
&  the  IBM  AS/400  minicomputer 
Provide  guidance  &  training  to  pro¬ 
grammers  Maintain  proficiency  in 
IBM  AS/400  technological  develop¬ 
ments  &  incorporate  into  software 
designs.  Contact:  Job  Services  of 
Florida,  1307  N  Monroe  St„  Talla¬ 
hassee,  FL  32303,  Ref:  Job  Order 
#  FL-0716618. 
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Data  Processing 


OPPORTUNITIES  In 
CASE  &  DB2 


If  you  are  up  to  the  challenge  of  working 
with  one  of  the  industry's  mostprominent 
and  exciting  tool,  IEF,  Blue  Cross  and 
Blue  Shield  of  Florida,  Inc  ,  may  have  an 
opportunity  for  you  An  expanding  pro¬ 
vider  of  superior  managed  care  services, 
we've  extended  our  technical  capabilities 
to  encompass  DB2  and  CASE  application 
development. 

•PROCRAMMER/ANAL  Y5TS 
•SYSTEMS  ANALYSTS 
•BUSINESS  ANALYSTS 
•DATA  ADMINISTRATOR 

Working  on  project  teams  dedicated  to 
the  development  of  Health  Care  Systems, 
these  positions  require  strong  communi¬ 
cators  proficient  in  one  or  more  of  the 
following: 

•IEF  »DB2  •CICS  •ADW  •lEW 
•AS/400  •PC/LAN  <  »UNIX® 
•Analysis  •Documentation 
•Testing 

Keep  your  career  moving  ahead  with  a 
company  that  keeps  moving  forward  We 
offer  excellent  compensation,  full  benefits 
and  opportunities  for  professional  devel¬ 
opment.  Send  resume  to:  D.C.C.,  Blue 
Cross  and  Blue  Shield  of  Florida,  Inc., 
P.O.  Box  44256,  Jacksonville,  FL33231- 
4256,  or  FAX:  904-363-4067.  An  Equal 
Opportunity  Employer,  M/F/D/V. 

UNIX'S  is  a  registered  trademark  of  AT&T 


Blue  Cross 
Blue  Shield 
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Put  Your  Ingenuity 

to  the  Test 


Seltmonn,  Cobb  Sr  Bryant,  Inc.  is  not  only  a  management 
and  data  processing  consulting  firm  but  is  also  In  the  busi¬ 
ness  of  applying  the  right  people  to  the  right  tasks  in  order 
to  meet  the  needs  of  our  clients  and  dchieve  the  results 
they  seek.  We  dre  currently  looking  for  individuols  possess¬ 
ing  any  of  the  following  skills  to  fill  PROGRAMMER  ANALYST 
positions  in  our  locations  throughout  the  country: 


•  PC  Experience 

•  GUPTA 

•  TELON 

•  COBOL 

•  IMS  DB/DC 


•  CICS 

•  IDMS 

•  DB2 

•  CASE  TOOLS 

•  UNIX 


•  INFORMIX 

•  UNISYS 

•  AS400 

•  S/38 

•  RPG 


Seltmann,  Cobb  Sr  Bryant,  Inc.  also  offers  a  comprehen¬ 
sive  Insurance  package,  employee  stock  option  plan  and 
a  401 K  program.  Take  your  first  step  toward  making  your 
career  complete  by  sending  or  foxing  your  resume  to: 

Seltmann,  Cobb  &  Bryant,  Inc. 

1365  W.  Brierbrook  Road 
Memphis,  TN  38138 

Fax:901-754-8463  1-800-221-1640 


Why  WTW? 


Because  You're  The  Best. 

We're  WTW,  Information 
Technology  Consultants 
Exceptional  opportunities 
exist  in  the  southeast  for 
bright  application  developers 
If  you  are  a  senior  program¬ 
mer  analyst  and  know 

SYBASE 

Call  or  send  resume  now 
P  0.  Box  3046 
Valley  Forge,  PA 
19484-3046 
Robert  Thomas 

1-800-833-2895 


WTW 

INFORMATION 

TECHNOLOGY 

CONSULTING 


An  Equal  Opportunity  Employer 


Southeast 


ComputerConsulting  Group,  has 
immediate  openings  on  its  south¬ 
east  consulting  staff  for  talented 
Programmer/Analysts  We  re  es¬ 
pecially  seeking 

•  IMS  or  CICS  or  DB-2 
•IMS  APS 
•DB-2CSP 

•  IDMS/ADSO 

•  NATURAL/ADABAS 

•  GUPTA 
SQLWINDOWS 

•  DB-2  FORTRAN 
•INGRES/VAX  VMS 

Computer 
Consulting 
Group _ 

Contract  Professional  Services 


4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 

Member  NACCB 


Professional  Opportunities 
in  Saudi  Arabia 


VINNELL  Corporation  is  a  prime  contractor  on  a 
major  AMC  contract  to  support  the  Saudi  Arabian 
National  Guard  Modernization  Program.  Immediate 
opportunities  exist  in  Saudi  Arabia  for  the  following 
positions: 

IBM  43XX  SERIES  SYSTEMS  PROGRAMMERS 
&  DATA  BASE  ADVISORS 

Advisor  will  participate  in  a  data  center  migration 
and  upgrade.  Experience  with  CICS,  IDMS  w /  MAN¬ 
TIS,  VTAM  and  370  BAL  is  required.  BNA/BDLC 
communications  knowledge  a  plus.  Positions  require 
a  MSCS  or  related  field  plus  10  years  related  experi¬ 
ence. 

SENIOR  PROGRAMMER/ANALYSTS 

Programmer/Analysts  will  be  required  for  finance  ad¬ 
ministration  systems,  logistics,  personnel  and  payroll, 
Imaging  Applications  and  a  wide  range  of  other  ap¬ 
plications  development  on  both  PCs  as  well  as  Main¬ 
frame  platforms.  Positions  require  a  minimum  of  a 
BSCS  plus  5  years  related  experience. 

MICROCOMPUTER  AND  LAN  ENGINEERS 

Microcomputer  Engineers  are  required  to  provide 
user  support  on  S/W  and  HAV  troubleshooting  and 
failure  analysis  and  isolation.  An  in-depth  knowledge 
of  NOVELL  networks  is  required.  A  Certified  Net¬ 
works  Engineer  (CNE)  is  a  plus.  Position  requires  a 
Bachelor’s  degree  in  Electronics  or  Computer  Tech¬ 
nology  field. 

LAN  USER  SUPPORT  SPECIALIST 

A  LAN  User  Support  Specialist  will  plan  and  execute 
microcomputer  user  training,  provide  users  with  ad¬ 
vice  and  assistance  to  resolve  computer  problems  and 
increase  user  efficiency.  The  specialist  will  act  as  a  li¬ 
aison  between  users  and  IS  staff.  Experience  in  com¬ 
puter  user  training,  help  desk  operations  and 
standard  microcomputer  applications  programs  re¬ 
quired.  A  BSCS  or  related  field  plus  3  years  experi¬ 
ence  as  a  Microcomputer  Programmer  or  Information 
Center  Consultant  also  required. 

These  opportunities  with  VINNELL  Corporation 
provide  excellent  salaries  as  well  as  an  attractive  ben¬ 
efits  and  amenities  package. 

Interested  individuals  are  please  forward  resume  and 
supporting  documentation,  indicating  position  of  in¬ 
terest,  to:  VINNELL  Corporation,  10530  Rosehaven 
Street,  Suite  400,  Attn:  Senior  Recruiter,  Fairfax,  VA 
22030.  Selected  individuals  will  be  contacted  for  fur¬ 
ther  information.  VINNELL  Corporation  is  an  equal 
opportunity  employer,  M/F/D/V. 

VlNNELL 

W  VINNELL 

CORPORATION 


PROGRAMMER/ANALYST 

HANCOCK  BANK  OF  MISSISSIPPI  is  seeking  experi¬ 
enced  Programmer/Analyst. 

Most  qualified  candidates  will  possess: 

•  Computer  Science  degree  or  equivalent 
programming  experience 

•  Minimum  two  (2)  yrs.  exp  in  IBM  MVS  environment 

•  Proficiency  in  COBOL,  VSAM,  CICS  and  MVS/JCL 

Preference  will  be  given  to  candidates  possessing 
banking  application  experience  in  SYSTEMATIC! 
software. 

If  you  are  interested  in  an  opportunity  to  grow  in  an 
aggressive  multi-state  banking  environment,  and  seek 
a  nigh-quality  life-style  on  the  MISSISSIPPI  GULF 
COAST  send  resume  with  salary  history  to: 

HANCOCK 

OBANK 

Personnel  Dept,  P.O.  Box  4019.  Gulfport,  MS  39503  E.O.E 
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Computer  Careers 


DISTRIBUTED  COMPUTER  SYS¬ 
TEMS  ANALYST  (Tallahassee. 
FL)  to  install,  evaluate  and  main¬ 
tain  computer  hardware/software; 
analyze  and  solve  hardware,  soft¬ 
ware  and  telecommunications 
problems  analyze,  design  and 
maintain  programs  and  databases 
using  PAL  language,  PARADOX 
database  management  system, 
and  other  system/application  soft¬ 
ware;  supervise  LAN  resources 
utilization;  establish  methods  and 
procedures  for  use  of  the  network 
system,  as  well  as  IBM  mainframe 
software  and  telecommunications 
software,  use  EXTRA  3270  emu¬ 
lations  program  and  GATEWAY 
options,  Novell  Netware  3.11 
commands  and  utilities,  IPX  and 
SPX  protocols,  and  other  NLM 
applications.  Require  B.S.  in 
Computer  Science  with  two  years 
experience  in  the  above  described 
|Ob  duties  (M  S.  in  Computer  Sci¬ 
ence  may  be  substituted  for 
B  S  C  S,  and  two  years'  experi¬ 
ence);  demonstrated  ability  to  per¬ 
form  stated  duties  upon  interview. 
Salary;  $21 20.02/month.  M-F, 
8AM  to  5PM.  Apply  with  resume 
to:  Job  Service  of  Florida.  1307 
North  Monroe  Street.  Tallahas¬ 
see.  FL  32303,  Re:  Job  Order  No. 
FL-0714149. 


APS 


CCG  has  immediate  per¬ 
manent  staff  openings  for 
Programmer  Analysts  with 
APS  experience  in  an 
IBM  30xx  environment. 
CCG  employees  receive  a 
FULL  SALARY,  paid  vaca¬ 
tion,  401k,  paid  overtime 
and  more! 

Computer 

Consulting 

Group 


Contract  Professional  Services 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 

Member  NACCB 


Butler  Computer  Services 

Division  of 

Butler  Service  Group  Inc. 

Long  term  1  year  contracts  with 
direct  hire  rollover  option  in  the 
following  environments: 

Client  Server  /  Mainframe  / 
LAN  /  AS400 

IMS  DB/DC,  DB2  required; 

•  INGRES,  ORACLE, 

INFORMIX.  RDB,  SYBASE 

•  IBM  PC,  MACINTOSH, 

RS6000,  OMNIS 

•  UNIX  SERVERS,  (SUN 
SPARCII,  HP  PA-RISC) 

•  CASE  TOOLS.  Graphical  User 
Interface  Design 

•  PL1,  COBOL,  C.RPGIII 

BCS,  with  its'  60  offices  &  over 
5.000  employees  offers  a  wide 
range  of  opptys.  An  exc.  compen¬ 
sation  pkg  inc.  competitive  sala¬ 
ries,  full  medical/dental  coverage, 
401 K  &  relocation  assistance. 

Please  call  Lori  at  (7 1 6)  223-0720 
or  fax  resume  to  (71 6)  223-0738. 


COMPUTER  PROGRESS 
UNITED 

$40,000  to  $60,000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services  We  have  immediate 
positions  available  for  P/A  in 

Kentucky,  Ohio,  Indiana,  and 
Tennessee.  We  are  the  DB2 
Specialist! 

TELON  ■  APS 
DB2  *  IMS  a  CICS 

Send  resume  or  call. 

Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


"^Consultants^ 

Weschester  County 
l,ong  temi  assignment 

CICS/VSAM 

COBOL/EZTR+ 

Also:  HP/ QUIZ' 
QTP,  Image,  etc. 
send  resume  to: 

IR1M 

P.O.BOX  443 
Essex,  CT  06426 


Programmer/Analyst  -  Tampa, 
FL  -  Develop  communication 
protocols  across  multiple  plat¬ 
forms  and  tools  (CTOS,  Pres¬ 
entation  Manager,  X/Windows, 
MOTIF  and  UNIX);  enhance 
graphical  user  interface  over 
XVT  2  0  layer;  implement  and 
test  new  products  using  B-38 
and  SuperGen;  modify  En¬ 
hanced  Operator  Interface;  use 
ANSI  C.  Bachelor's  degree  in 
Computer  Science  or  Electrical 
Engineering.  18  months  experi¬ 
ence  doing  above.  40  hours  per 
week  (9am-6pm);  $31,000  per 
year.  Send  resume  to:  Ms.  Pat 
Ganno,  Job  Order  No. 
0717236,  Job  Service  of  Flori¬ 
da,  P.O.  Box  C,  Clearwater,  FL 
34618-4090, 


Computer  Consultant:  Develop, 
test,  and  maintain  specialized  in¬ 
formation  system  software,  de¬ 
velop  batch  programs,  write  and 
test  production  JCL  systems,  pro¬ 
vide  technical  support  to  end  us¬ 
ers.  Use  case  tools  INSTALL/1 
and  DESIGN  1 .  Use  knowledge  of 
and  experience  with  DB2,  QMF, 
SPUFI,  CICS,  COBOL  II,  MVS 
JCL,  XPEDITER,  INTERTEST, 
FILE-AID,  FILE-AID  DB2,  NAVI¬ 
GATOR,  VERIFY,  Assembler 
8031,  C  and  DB-VISTA,  Must 
have  a  Bachelor's  degree  in  Elec¬ 
tronic  8  communication  Engi¬ 
neering  and  one  year  exp.  in  posi¬ 
tion.  $48,000/yr,  40  hrs/wk,  9am 
-5pm.  Submit  RESUME  ONLY  to 
JOB  SERVICE  OF  FLORIDA,  701 
S,W.  27th  AVENUE  -  ROOM  15, 
MIAMI,  FL  33135-3014.  Ref:  Job 
Order  #  FL  0719433. 


SYSTEMS  ANALYST  -  Will  con¬ 
duct  business  oriented  systems 
analysis  activities  of  major  scope 
&  complexity  for  specific  custom¬ 
ers.  Will  specialize  in  Medicaid/ 
Medicare  on  line  software  applica¬ 
tions.  Req’s:  travel;  excellent  oral 
&  written  communication  skills;  1 
yr  documented  exp  w/large  vol¬ 
ume  on  line  Medicaid/Medicare 
apps  on  IBM  3090  8  MVS/XA;  3 
yrs  documented  exp  developing  8 
maintaining  large  volume  on  line 
apps;  CICS,  BATCH  COBOL,  IN¬ 
TERTEST,  CEDF.  8  VIASOFT ; 
BS  computer  science,  MIS,  math 
or  eng.  Salary  $33,000  per  year. 
Send  resume  to  Georgia  Dept,  of 
Labor,  Job  Order  #GA  5577102, 
2792  Ask-Kay  Dr.,  Smyrna,  GA 
30082,  or  to  the  nearest  Georgia 
Job  Service  Center,  An  Employer 
Paid  Ad. 


Results. 


Computer- 
world  gives  re¬ 
cruitment  adver¬ 
tisers  results. 
Weekly.  Regional¬ 
ly.  And  Nationally. 

To  place  your  ad, 
call  Lisa  McGrath 
at  800-343-6474 
(in  MA,  508-879- 
0700). 
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Weekly.  Regional. 
National. 

And  it  works. 


An  IDG 

Communications 

Publication 


East 


Now  you 

can  access 

Computerwor  Id  ’  s 

new  Careers 

On-line 

bulletin 

board! 

Just  dial  508  879-4700  with  your  com¬ 
puter  and  modem  and  you  can  access 
the  most  up-to-date  computer  job  listings 
available! 


COMPUIRWOMD 


CAREERS 


508-879-4700 
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Computer  Careers 


Give  your 
career  the 
competitive 


MUH 

As  an  experienced  computer  professional,  you 
know  what's  needed  to  stay  sharp  You  need  to 
build  on  your  experience,  be  on  top  of 
breakthrough  technology  and  find  the  challenges 
which  keep  you  motivated.  You  can  accomplish 
this  as  a  consultant  with  TRECOM  while 
experiencing  the  best  of  both  worlds  —  a  position 
with  an  established  and  well-respected  company, 
and  the  challenges  of  working  on  new  projects 
with  leading  Fortune  500  companies. 

TRECOM  is  currently  staffing  a  new  development 
project  with  our  most  prestigious  client.  We 
require  the  following  team  of  highly  motivated 
professionals: 

•  Senior  MS-WINDOWS  Developers 

•  SYBASE  Developers 

•  C/C++/UNIX  Developers 

Relational  database  experience  a  must. 
MOTIF  and  TUXEDO  a  big  plus. 

•  Senior  X-WINDOWS  Developers 

•  Senior  Database  Architects 

8-10  years  of  Distributed  Database 
experience  a  must. 

•  Senior  Client/Server 
Test  Coordinator 

•  Senior  Client/Server 
Production  Support  Specialist 

•  ORACLE  DBAs  and  Developers 

SQL' FORMS  3.0  and  PRO'C 

•  GUPTA  SQL  WINDOWS 
Programmer 

Please  respond  to  Tracey  Fitzsimmons, 
TRECOM  Business  Systems  Inc.,  Dept.  CW,  333 
Thornall  Street,  Edison,  NJ  08837-2246.  Phone 
(908)  549-4100;  FAX  (908)  549-2375. 

TRECOM  consultants  earn  excellent  compensa¬ 
tion  which  includes  relocation  allowance, 
medical/dental  insurance,  a  401  (k)  plan,  and 
tuition  reimbursement.  We  are  an  EEO/AA 
Employer. 

TRECOM 

Business  Systems  Inc. 


CONTRACT  PROFESSIONALS 

UP  TO  $60  PER  HR 


OS/2,  C,  P/M 
GROUP  LEADER 
DB2,  IMS  DC 
STAFF  SPECIALIST 
SENIOR  ANALYST 


IEM/IEF 
IMS  DB/DC 
NOMAD 
ORACLE 


CICS/DB2 

IDMS/ADSO 

FOCUS 

HOGAN 


J.P.S.  INC 

Two  Mid-America  Plaza,  #800, 
Oakbrook  Terrace,  IL  60181 

Toll  Free  (800)  633-0391 
(708)575-2955  FAX  (713)  370-8021 

EOE 


UNIX/C/C  PROFESSIONALS 

A  leading  0b|ect-0nented  technology  Co.,  has  immediate 
openings  in  our  advanced  software  R/0  organization,  seeking 
top  college  graduates  who  have  Master  or  PhD  degree  in  CS, 
CE,  EE  with  strong  background  in  UNIX/C/C  *  *  0b|ect-0riented 
programming,  distributed  database  management,  X-Window, 
MS-Window,  computer  graphic  and  networking  areas. 

We  offer  excellent  salary,  benefits  and  career  opportunities. 
For  confidential  consideration,  please  submit  your  resume  to 
Recruiting  Director,  Youngtech,  Inc.,  P.O.  Box  1432, 
Summit,  NJ  07901  or  Fax  908-665-9622 

YOUNGTECH,  INC. 

Till :  OBIECT-ORIENTED  TECHNOLOGY  CO 


Attention  C++  and  Assembler  Professionals 


If  you  enjoy  the  challenge  of  developing  mission-critical 
software  for  use  by  leading-edge  companies  around  the 
world,  it  is  time  to  look  into  a  Compuware  career.  The 
success  of  our  family  of  programmer  productivity  software 
products  is  creating  more  opportunities  every  day. 

If  you  are  the  best  at  what  you  do,  we  would  like  to  talk 
with  you  about  the  future.  Today  we  have  opportunities  in 
the  following  areas: 

PROJECT  MANAGERS  -  to  play  a  hands-on  role  managing 
the  creation  of  new  products  and  support  of  existing 
products.  We  are  seeking  candidates  with  three  years  prior 
project  management  and  technical  experience  in  any  of 
the  following  areas: 

•  Data  Bases  -  With  PC  knowledge.  Preferred  candidates 
will  have  experience  in  C,  C++  or  Smalltalk. 

•  IMS  Database  Administration  -  Preferred  candidates 
will  have  experience  in  Assembler  or  PL/I. 

•  CICS  Internals  -  Extensive  CICS  application  support. 

•  Multiple  platform  communications  development. 
PRODUCT  DEVELOPERS  -  to  design  new  products,  or 
enhance  and  maintain  our  current  products. 

•  OS/2  -  A  thorough  understanding  of  Object-Oriented 
Programming,  C++  or  experience  in  C,  PC  Assembler, 
OS/2  Presentation  Manager,  Windows/NT,  or  Smalltalk. 

•  IMS  or  DB2  -  A  thorough  understanding  of  IMS  or  DB2 
Data  Base  Administration  with  Assembler  or  PL/I  is 
necessary. 

•  CICS  -  A  thorough  understanding  of  CICS  internals  and 
370/ Assembler  is  necessary. 

•  APPN  and  OS/2  Communications  Manager  -  to 

become  team  members  in  developing  synergistic 
mainframe  to  PC  products. 

PRODUCTS  SUPPORT  REPRESENTATIVES  -  to  provide  the 
highest  level  of  professional  and  technical  assistance  to 
Compuware's  customers  and  sales  staff.  We  have 
opportunities  for  Application  Programmers  with  expertise  in: 

•  OS/2,  Windows,  PC/DOS  -  to  provide  support  of  our 
PC-based  products. 

•  IMS  or  DB2  -  to  provide  support  of  our  data  base 
products. 

•  CICS  -  to  support  our  customers  and  sales  staff  in  the 
use  of  Compuware's  CICS-based  products. 

If  you'd  like  to  be  part  of  our  growing  team,  send  your 
resume  and  salary  expectations  to:  Compuware 
Corporation,  Dept.  CW23,  31440  Northwestern  Highway, 
Farmington  Hills,  Ml  48334.  Or  call  Anne  Law  at 
1-800-292-7432.  These  positions  are  located  in  Michigan, 
California,  and  Illinois. 


"Technology  by 
itself  is  not  valuable 
to  anyone,  so  it's 
our  job  to  transform 
it  into  products  that 
deliver  value  to  the 


n 


customer. 


-  John  Williams, 
Director  -  Applied  Technology 
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COMPUWARE 


AN  EQUAL  OPPORTUNITY  EMPLOYER 


INFORMATION 

SYSTEMS 

DIRECTOR  OF 
APPLICATIONS 

The  SUNY  Health  Science  Center 
at  Brooklyn  seeks  a  Director  of 
Applications  Development  to  lead 
a  1 5-person  hospital  and  adminis¬ 
trative  applications  programming 
team  through  an  orderiy  integra¬ 
tion  of  vendor-supplied  applica¬ 
tions  into  an  IBM  Assembler 
based  on-line  environment.  The 
successful  candidate  will  be  a 
high-energy,  detail-oriented  sys¬ 
tems  analyst  who  understands 
hospital  operations,  is  service  ori¬ 
ented,  writes  excellently,  and  is 
able  to  navigate  in  a  complex 
public  sector  academic  environ¬ 
ment. 

Requires  minimum  5  years'  prog¬ 
ressively  responsible  experience 
developing  and  managing  com¬ 
prehensive  on-line  hospital  ADT, 
PA,  and  OE  systems.  Experience 
with  system  interfaces,  AH  Eagle 
2000  and/or  SCT  Banner  a  plus. 
Bachelor's  degree  required.  Mas¬ 
ter' s  degree  preferred. 

Competitive  salary  and  benefits 
package  Send  resume  and  sal¬ 
ary  history  to:  Employment  Of¬ 
fice,  SUNY  Health  Science  Center 
at  Brooklyn  450  Clarkson  Ave¬ 
nue,  Box  1194,  Brooklyn,  NY 
11203  EO/AA  Employer. 
DMC#A0216. 


PURDUE  UNIVERSITY 

School  of  Engineering  and  Technology  at 
Indianapolis  Computer  Technology 

Purdue  University  School  of  Engineering  and  Technology  at  Indianapo¬ 
lis  (IUPUI)  invites  applications  for  assistant/associate  professorships  in 
the  Department  of  Computer  Technology  for  1993-1994  (beginning  Au¬ 
gust  1 ,  1 993).  Applicants  must  have  a  master’s  or  Ph  D.  degree  in  com¬ 
puter  science,  computer  engineering  or  related  areas  with  relevant 
teaching  and/or  industrial  experience.  Applications  are  invited  for  differ¬ 
ent  areas  of  interest. 

In  the  first  area,  successful  applicants  will  teach  undergraduate  courses 
in  data  communications  networks  and  related  computer  technology 
subjects;  these  candidates  must  have  strong  backgrounds  in  business 
data  communications  including  research  or  practical  experience  in  the 
design,  implementation  and  manangement  or  local  area  networks. 

In  the  second  area,  successful  applicants  will  also  teach  undergraduate 
courses  and  must  have  strengths  in  microcomputers  and  related  end- 
user  software  applications,  information  center  operations  and  tradi¬ 
tional  data  processing  subjects  such  as  programming  languages  Other 
areas  of  interest  to  the  Department  include  CASE  methodologies,  infor¬ 
mation  systems  analysis  and  design,  expert  systems,  IS  management, 
and  object  oriented  programming.  All  candidates  must  demonstrate  ex¬ 
cellent  oral  and  written  communications  skills  Salary  dependent  upon 
qualifications. 

The  Department  has  nine  full-time  faculty  members  and  operates  CASE 
and  Data  Communications  Laboratories  in  addition  to  having  access  to 
numerous  PC-based  LANs  for  its  students.  Each  professor  has  a  per¬ 
sonal  computer  linked  to  a  School  computer  network  that  provides  ac¬ 
cess  to  local  and  remote  computing  platforms  The  School  of  Engi¬ 
neering  and  Technology  is  one  of  16  schools  of  IUPUI.  IUPUI  has  over 
28.000  students  and  160  academic  programs  Please  send  a  letter  of 
application  (not  a  resume)  and  the  names  and  addresses  of  three  refer¬ 
ences  by  January  1  to:  Dr  Robert  G.  Crozier,  Chairman,  Department  of 
Computer  Technology,  IUPUI,  723  W.  Michigan  Street,  Indianapolis,  IN 
46202-5132.  Upon  receipt  of  your  letter  we  will  provide  you  with  a  stan¬ 
dard  format  for  your  curriculum  vitae  to  facilitate  the  screening  process 
IUPUI  is  an  Equal  Opportunity  Affirmative  Action  Employer 


VP  SERVICE 

Pacific  Northwest 

Our  client  is  seeking  an  aggressive  and  successful  service  ex¬ 
ecutive  for  a  $300  million  plus  rapidly  growing  manufacturer 
of  workstation/PC  based  products.  This  position,  with  com¬ 
plete  P&L  responsibility,  will  be  the  key  executive  for  a  world¬ 
wide  service  organization.  The  background  we  seek  includes: 

•  A  documented  record  of  success  in  developing  and 
executing  world-class  customer  service  strategies  in 
a  Workstation/PC  product  environment. 

•  A  strong  focus  on  soles  and  marketing  of  service  products 

•  Experience  in  developing  and  efficiently  managing  a  large 
scale  domestic  and  international  field  service  organization. 

•  The  creative  ability  and  the  energy  level  to  effectively 
manage  this  key  component  of  the  business  in  a  ropid 
growth  environment. 

•  A  BS  in  a  technical  discipline,  with  graduate  training  highly 
desirable. 

Our  client  offers  a  total  compensation  package  that  is  appro¬ 
priate  for  o  maior  corporate  officer  position,  including  base, 
bonus,  automobile,  stock,  etc.  Our  client  and  this  firm  support 
the  principles  of  equal  employment  opportunity  and  this  con¬ 
cept  is  a  significant  component  of  this  search.  To  explore  this 
opportunity  in  more  detail,  please  forword  your  resume,  in 
the  strictest  of  confidence,  to: 

Search  Director 

P.O.  Box  4032,  Bellevue,  WA  98009 
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‘‘...From  our  last  two 
Computerworld  recruitment 
advertisements  alone, 
we  hired  a  number 

f\\\j  ^  ^  Manager  of  Staffing  &  Placement 

U1  IlCW  IvUUllS.  Keane  Inc. 


A  project-oriented  consulting  company 
based  in  Boston,  Keane  Inc.  designs,  devel¬ 
ops,  integrates,  and  maintains  software  for 
both  commercial  and  medical  applications. 
Its  largest  operating  unit,  Information  Ser¬ 
vices  Division  (ISD),  provides  customized 
services  to  Fortune  1 000  companies,  insur¬ 
ance  firms,  and  financial  institutions. 
KeaMed  Hospital  Systems  Division 
(KeaMed),  on  the  other  hand,  supports  a 
full  line  of  software  products  for  hospitals. 

To  maintain  its  premier  level  of  service, 
Keane  employs  nearly  1 400  professionals 
in  20  offices  throughout  the  East,  Midwest, 
and  Southeast.  For  Renee  Southard,  Man¬ 
ager  of  Staffing  and  Placement,  Keane’s 
aggressive  growth  plans  require  recruiting 
an  average  of  450  to  500  new  employees 
each  year. 

“Although  our  recruitment  needs  vary  from 
branch  to  branch,  we’re  generally  looking 
for  a  wide  variety  of  skill  sets  -  everything 
from  programmers  to  systems  analysts. 
Keane  is  always  recruiting  qualified  candi¬ 
dates  to  fill  specific  positions,  but  we  also 
advertise  for  marketing  purposes.  That’s 
why  we’ve  been  running  in  Computerworld 
for  three  years. 

“Computerworld gives  us  the  best  of  every¬ 
thing. ..exposure  and  qualified  response.  In 
fact,  from  our  last  two  Computerworld  ad¬ 
vertisements  alone,  we  hired  a  number  of 
new  recruits.  With  our  current  schedule  of 
four  or  six  Computerworld  recruitment  ad¬ 
vertisements  per  quarter,  we’re  getting  the 
hiring  success  we  need  -  where  we  need  it. 


“Computerworld continues  to  play  a  critical 
role  in  helping  us  find  the  right  type  of  indi¬ 
viduals  and  build  up  our  pipelines.  At 
Keane,  we  see  Computerworld  a s  an  impor¬ 
tant  part  of  our  recruitment  advertising  -both 
now  and  in  the  future." 

Computerworld.  It’s  where  serious  employ¬ 
ers  -  like  Renee  Southard  -  reach  qualified 
candidates  with  key  computer  skills.  Every 
week.  Whether  you  use  computers,  make 
computers,  or  sell  products  and  services  for 
computers,  Computerworld  can  help  you  re¬ 
cruit  the  experienced  professionals  your 
business  demands.  For  all  the  facts,  call 
John  Corrigan,  Vice  President/Classified  Ad¬ 
vertising,  at  800/343-6474  (in  MA,  508/ 
879-0700). 

COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week. 


1 800  343-6474 

IN  MA  508  879-0700 
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Oh,  the  pain  of  purchasing  software! 


By  Anonymous 


Occasionally,  peo¬ 
ple  have  to  do 
some  rather  un¬ 
pleasant  things, 
such  as  painting  the  house  or  going 
to  the  dentist  —  or  just  being  a  den¬ 
tist.  But  none  of  these  compare  with 
the  stress  of  buying  software.  Peo¬ 
ple  truly  suffer  when  buying  soft¬ 
ware,  especially  expensive  large 
systems  software. 

When  buying  software,  there’s  a 
lot  of  information  you  need  to  know. 
Stuff  salesmen  hope  you'll  never 
know  and  questions  they  hope  you'll 
never  ask.  But  ask  before  you  sign 
on  the  dotted  line.  You  could  be  bet- 
tingyour  company  on  this  decision. 

The  first  thing  you  have  to  know 
is  that  users  talk  to  other  users. 
That’s  why  vendors  provide  dozens 
of  great  user  references  who’ll  talk 
all  day  about  graphical  user  inter¬ 
faces,  features,  ease  of  use  or  any¬ 
thing  else  that  users  love  to  stick  in 
their  requests  for  proposals. 

But  while  users  check  user  refer¬ 
ences,  information  systems  manag¬ 
ers  must  also  check  IS  references. 
Was  the  software  easy  to  install?  Did 
the  code  compile  the  first  time? 
While  you’re  on  the  phone,  you  may 
also  want  to  ask  about. . . 

■  Processor  requirements 


Sometimes  software  looks  great  — 
until  users  start  measuring  re¬ 
sponse  time  with  a  calendar.  Find 
out  about  performance!  Just  be¬ 
cause  the  system  screams  during  a 
demo  does  not  mean  it  will  scream 
on  your  CPU. 

Also  find  out  about  CPU  pricing. 
Does  a  bigger  CPU  mean  a  bigger 
software  license?  What  if  you  run  it 
in  a  smaller  partition?  Or  multiple 
copies  in  multiple  partitions?  Will 
you  be  charged  extra?  Know  the  an¬ 
swers  before  you  buy.  Only  then,  af¬ 
ter  you’ve  gone  beyond  the  technical 
issues,  can  you  satisfy  your  chief  fi¬ 
nancial  officer  by.  . . 

■  Deciding  how  to  pay.  Ev¬ 
eryone  worries  about  haggling  over 
how  much  to  pay.  But  when  to  pay  is 
another  story.  Never,  never,  never 
buy  the  software,  mount  the  tapes 
and  write  a  check  for  the  whole 
thing. 

If  the  stuff  doesn’t  work,  or  even  if  it 
does  work,  you’ll  still  need  support 
and  fixes.  And  if  the  vendor  already 
has  your  money,  he  may  suddenly 
forget  to  return  your  calls. 

Some  firms  offer  monthly  li¬ 
censes.  Others  let  you  pay  a  portion 
when  you  sign  the  contract,  a  por¬ 
tion  when  you  get  the  tapes  and  a 
portion  when  you  “go  live.”  Another 
good  idea  is  to  ask  to  hold  a  portion 
back  until  one  year  after  you're  live, 


ensuringyou  get  timely  support  and 
fixes.  But  once  that’s  done,  you’ve 
got  an  even  bigger  problem:  wading 
through  which  software  charges  are 
standard  and  which  are. . . 

■  Extra  charges.  Nothingisfree 
anymore.  I  had  a  coupon  for  a  free 
salad,  and  they  charged  me  for  the 
dressing.  I  bought  a  $100  suit  and 
got  hit  for  $80  in  alterations.  Ask 
about  every  possible  charge.  Get 
them  waived  —  in  writing.  It  may 
seem  ludicrous  to  argue  about  $9  in 
overnight  mail  when  you’re  buying 
a  $900,000  system,  but  you'll  get 
stuck  with  a  shipping  invoice  every 
other  month.  You’ll  have  to  hassle 
with  purchase  orders  or  petty  cash. 
So  don’t  pay  for  this  or  any  other 
stuff  your  salesman  refers  to  as. . . 

■  Other  services.  Vendors 
don’t  make  enough  on  software  any¬ 
more.  So  they  try  to  hit  you  up  for  a 
lot  of  other  services.  They’ll  offer  in¬ 
stallation,  training,  custom  inter¬ 
faces,  maintenance,  modification 
retrofitting  and  Ginsu  knives. 

Salesmen  get  fat  commissions  for 
selling  software.  But  they  get  fatter 
commissions  for  selling  services. 
Not  that  services  are  bad.  You  might 
even  need  them,  especially  if  every 
time  you’ve  tried  to  do  your  own  in¬ 
stallation,  the  tapes  show  up  inside- 
out  or  written  in  Hebrew  or  erased 


by  an  airport  X-ray  machine. 
But  be  smart.  Ask  for  these  services, 
and  ask  for  them  for  free.  Make  the 
salesman  use  them  to  close  the  sale. 
If  you  don’t,  you  might  be  sorry,  es¬ 
pecially  if  the  vendor  is  notoriously 
bad  regarding. . . 

■  Fixes,  support  and  new 
releases.  Now  let’s  be  fair,  this  is 
software.  New  versions  are  always 
late.  There  are  always  bugs. 

So  ask  a  lot  of  questions.  Of 
course,  you’ll  get  lots  of  flowery  an¬ 
swers,  so  push  the  vendor  as  far  as 
you  can  go.  Bring  up  the  three  words 
that  strike  fear  in  the  heart  of  the 
high-tech  industry:  service-level 
agreements. 

Vendors  will  waffle  on  service-lev¬ 
el  agreements  faster  than  Aunt  Je¬ 
mima.  You'll  get  plenty  of  “But  we’ll 
have  to  raise  our  price,”  or  “I’ll  have 
to  ask  my  boss,”  or  “Gosh,  I  think 
we  have  a  bad  connection.”  But  be 
firm.  Get  something  in  writing. 

And  finally,  ask  a  vendor  if  he  has 
a  toll-free  support  hot  line.  I’ve  seen 
vendors  with  hot  lines  in  Nebraska, 
Guam  and  Taiwan.  I’ve  got  nothing 
against  these  places,  but  if  you’re  in 
Baltimore  and  sitting  on  that  Guam 
hot  line,  it  might  be  cheaper  just  to 
hire  another  systems  programmer. 


The  writer  is  a  software  salesman  in  a 
major  Midwestern  city. 


At  a  glance 


DO 

/  Negotiate  the  pay- 
mentschedule,  not 
justthepayment. 
/Ask  for  service  level 
agreements. 

/  Make  sure  there  is 
toll-free  phone  support 
and  test  it. 

/Get  commitments 
about  performance 
and  response  time. 

/  Get  IS  references, 
not  just  end-user 
references. 

/Find  out  how  the 
CPU  is  priced. 


DON'T 

/  Payfortrainingand 
services-  negotiate 
them  up  front. 

/  Believe  “the  tape's 
inthemail”-  and 
even  if  it  is,  don’t  as¬ 
sume  you  can  read  it. 
/Stop  asking  ques¬ 
tions  about  service  and 
support. 

/Pay  for  everything  at 
once. 

/Let  the  vendorstick 
you  with  extra  charges. 


Buy/Sell/Lease 


REFURBISHED/USED 


•  UPS  SYSTEMS 

•  STANDBY  GEN  SETS 

•  LIEBERT  A/C 

•  ACCESS  FLOORING 


ss-.w  i  - 

Computmi  Site  Technologist.  Inc 


262  S.  Military  Trail 
Deerfield  Beach,  FL  33442 


1-800-226-0784 

305-425-0638 


C0MPUTERW0RLD 

Product 

Classified 

Pages 

Examine  the  issues 
while  computer 
professionals 
examine  your  message. 

Call  for  all 
the  details. 

(800)  343-6474 

(In  MA„  508/879-0700) 


9370/9221? 


Executive  InFosource! 
BUY 
SELL 
LEASE 

TplfpLoNF:  (708)  21  5-9570 
Fax:  (708)  21  5-9992 


Most  Machine  Features 
ANd  PERipllERAls 

IN  STOCK 


p  Compute  Man 


NEW 

& 

USED 


HP 


It't  T Co*«b&t1 

1000  -  3000  -  9000 

Including  Spectrum - - 

BUY  SELL  TRADE  RENT 
LEASE  SERVICE 

Processors  Peripherals  Systems- 


All  in  Slock-  Immediate  Delivery 
All  warranted  to  qualify  for 

manufacturer s  maintenance 

800/926-6264  310/41 9-2200 

FAX  310/419-2275  CDLA 


DEMPSEY. 

WHERE /BM  QUALITY /S 
SECOND  NATURE. 

•  SEP/ES/1  BUY-LEASE-SELL 

•  9370  •  Processors 

•  PS/6000  •  Per/phera/s 

•  /ALDUS TP/AL  PC  •  Upgrades 

•  ES/9000  For  pretested  equipment,  flexible  financing. 

• AS/400 


•  SYSTEM  36/38 
PO/A/TOESALE 


conf/gurai/on  p/ann/ng,  technical  support 
and  overnight  shipping  ca/i 

{800J 888-2000. 


Dempsey 

BUS/A/ESS  SYSTEMS 

Where /BMQua/ity/sSeconct Nature. 

18377 Beach  Btvd.  Suile  323  •  Huntington  Beach 


Authorized 

Uwtrfaufc*  Product 

ington  Beach  Vvt*w~iratr» 

CA  92648  •  f 714 J  847-8486  •  BAX  i714J  847-3149  " 

/BM  is  a  registered  trademark  of  International  Business  Machines  Corporation 
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Buy/Sell/Lease 


TAKE  NO  RISK  ON  RISC  SYSTEM/6000 

Choose:  DAT  A TREND,. - 


RISC  System/6000  Hardware: 
RISC  System/6000  Services: 

RISC  System/6000  Engineering: 


Enterprise  Services 

Enterprise-wide  planning,  Host 
Connectivity,  Process  Control, 
RDBMS  Incorporation,  Complex 
Systems  Integration,  Network 
Solutions,  DAE  Incorporation 


Complete  systems,  upgrades,  trades,  peripherals,  parts 
Series/1  to  RS/6000  Migration,  AIX  Support/Consultation,  Application 
Re-engineering,  Consolidation  Services,  Data  Conversion  Services 
Custom  Re-configuration,  Refurbishment.  Complex  Systems 
Integration,  Cable  Systems  Design/Installation,  Field  Installation,  Board 
Level  Repair,  Project  Packing  Services,  Configuration  Documentation 


BUY  •  SELL  •  LEASE 

Series/1 
System  36/38 
AS/400 

937X, 4300,  468X 
PS/2,  Industrial  PC 

Call  the  "Reliability  Company" 


1  -800-  FOR- RISC 

(  1-800-367-7472  ) 

612-942-9830 

10250  Valley  View  Rd.,  Suite  149,  Eden  Prairie,  MN  55344 


Datatrend... 

IBM  Business  Partner 
IBM  Industry  Application  Specialist 
IBM  Subcontractor 
IBM  DAE  Enabler 
IBM  Account  Team  Partner 

\  REMEMBER...  "j 

i  Datatrend  is  also  j 
World  Leader 
I  in  Series/1  | 


r~rki  a 

./  * 


SPECTRA 


The  complete  computer  equipment  dealer 

(714)  970-7000  (800)  745-1233  (714)  970-7095  fax 

BUY  •  SELL  •  RENT  •  LEASE 
New  &  Used:  Processors  Peripherals  Upgrades 

■if* 

^sun  ® 

es/9000,  9370, 4381  Prime  ® 

UNiSYS® 

XEROX  ® 

I  r  Data  General  * 


=® 


AS/400,  RS/6000 
SYSTEM/88 
Point  of  Sale 
Banking 
CAD/CAM 


Stratus  ® 

Whn%  HEWLETT® 
mLTM  PACKARD 

amdahl  ® 

^TANDEM® 

...andmore! 


ANAHEIM  CORPORATE  CENTER  5101  E.  LaPalma  Ave.,  Anaheim,  California  92807 


Week  ending  November  13,  1992 


Closing  Prices 
BoCoEx  AmCoEx 


IBM  AT  339 

$400 

$350 

PS/2  Mode!  30  286 

$500 

$425 

PS/2  Model  L40SX 

$800 

$1,000 

PS/2  Model  55SX 

$850 

$850 

PS/2  Model  60 

$600 

$500 

PS/2  Model  P70 

$1,650 

$1,475 

PS/2  Model  80 

$1,200 

$1,150 

PS/2  Model  90 

$3,100 

$2,850 

Compaq  Portable  II 

$425 

$325 

Portable  111 

$500 

$450 

Portable  386 

$950 

$850 

5LT  286 

$800 

$675 

LTE-286 

$800 

$750 

DeskPro  386s 

$900 

$825 

DeskPro  386/33 

$1,600 

$1,600 

Apple  Macintosh  Classic 

$750 

$675 

SF 

$675 

$700 

HX 

$2,400 

$2,100 

ilCI 

$2,700 

$2,425 

llfX 

$3,750 

$3,700 

'NfORMAflON  PROVIDED  BY  BOSTON  COMPUTER  EXCHANGE.  BOSTON,  MASS..  AND 
AMERICAN  COMPUTER  EXCHANGE.  ATLANTA,  GA. 


WE  BOY 


•  Data  General 

•  Sun 

•  Data  Products 

•  HP 

•  PC  Equipment 

...AND  WE  SELL  IT  TOO! 


(617)  982-9664 

FAX 

(617)  871-4456 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  e llglble  for  DEC 
maintenance. 

Offering  systems,  disk 
drives,  tape  dnves,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Distributors  Wanted 
Compurex 

vOl  Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  238-8250 


Product  Classified 
Pages 

Where  America's 
Computer 
ProfessionalsShop 

(800) 343-6474 

(in  MA;  508/879-0700) 


Education /Training 


CALL  NOW  FOR... 

Dr.  James  Martin's 

Video  Education  Courses  on: 

Object  Oriented 
Client  Server  &  Downsizing 
CASE,  Techniques  &  Methodology 
Imaging  &  Information  Management 
Re-Development,  Reusability  & 
Re-engineering 

For  your  FREE 
James  Martin  Insight 
Courseware  Catalog 
on  Diskette 

Call  1-800-526-0452 

JAMES  MARTIN 

INSICIIT 

INC. 


JAMES  MARTIN 
WORLD  SEMINAR 

"The  Computer  Industry's 
Most  Valuable  Seminar" 


NYC 

Nov.  9-12 


LA 

Nov.  16-19 


Orlando 

“Disney  World" 

Dec.  7-10 

Extended  Intelligence,  Inc. 
Phone:  (312)  346-7090 
Fax:  (312)  372-7762 


C0MPUTHW0RLD 

Product  Classified  Pages 

Examines  the  issues  while 
computer  professionals 
examine  your  message.  Call 
for  all  the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


Your  used  computer 
equipment  deserves 
a  second  chance. 


If  you  have  used  compufer  equipment  fo  sell,  Computerworld's  Product 
Classified  Pages  are  the  best  place  to  do  your  selling.  That’s  because 
Product  Classified  features  a  Buy/Sell/Lease  section  to  help  you  market 
your  equipment  to  the  very  people  who  are  looking  fo  buy. 

And  when  you  advertise  in  Computerworld's  Product  Classified  Pages,  you 
reach  a  total  (ABC-audited)  audience  of  over  629,000  computer  profes¬ 
sionals  who  turn  to  Computerworld  for  news,  information,  features  -  and 
the  Product  Classified  Pages  -  every  week. 

So  give  your  used  computer  equipment  a  second  chance  today.  To 
reserve  your  space,  call: 


800/343-6474 

(in  MA,  508/879-07001 


C0MPUTERW0R1D 


Where  computer  buyers  meet  computer  sellers.  Every  Week. 
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Classified 


Bids/Proposals 


NEW  YORK  CUY  HOUSING  AUTHORITY 

250  BROADWAY,  NEW  YORK,  NEW  YORK  10007 

PROFESSIONAL  SERVICE  STAFF  PROVIDERS: 
REQUEST  FOR  PROPOSAL 

The  New  York  City  Housing  Authority  requests  proposals  for  Professional 
Service  Staff  vendors  to  provide  temporary  staff  to  the  System  and 
Computer  Services  Department.  Your  firm  must  have  a  proven  record  of 
providing  professional  service  staff  in  the  computer  field  including 
COBOL,  DB2,  CSP,  UNIX,  Informix,  IDMSR,  ADSXO,  CICS,  MVS\XA  and 
ESA,  VM,  AS\400  OS. 

If  you  can  fulfill  these  requirements  and  provide  the  called  for  professional 
service  staff,  you  are  encouraged  to  obtain  a  copy  of  the  RFP  between 
9:30  AM  and  4:30  PM  beginning  Monday,  November  23,  1992  from: 

Paul  G.  Barker 
Deputy  Director,  S&CSD 
New  York  City  Housing  Authority 
250  Broadway,  Room  1221 
New  York,  New  York  10007 
(212)  306-3285 

A  Pre-Bidders  Conference  will  be  held  on  Friday,  December  4,  1992  in 
Room  1010A  at  2:00  PM,  250  Broadway.  All  questions  must  be  received 
in  writing  no  later  than  4:00  PM  on  Thursday,  December  3,  1 992. 

Proposals  in  response  to  the  RFP  must  be  returned  to  the  above  office  no 
later  than  4:00  PM  on  December  18,  1992  to  be  considered. 


Business  Opportunities 


•  software  • 

REQUIRED 

National  company  special¬ 
izing  in  communications  re¬ 
lated  software  products  for 
financial  institutions  is  look¬ 
ing  for  additional  software 
products  to  market. 

If  you  are  a  software  com¬ 
pany  or  end-user  organiza¬ 
tion  with  a  communications 
related  software  product, 
preferably  in  the  commercial 
wholesale  banking,  ACH,  in¬ 
surance.  or  health  care 
area,  we  would  be  inter¬ 
ested  in  discussing  a  rela¬ 
tionship  with  you. 

Please  send  information  in 
confidence  to: 

CW-95907 

Computerworld,  Box  9171 
Framingham.  MA 
01701-9171 


Product  Classified 
Pages 

Where  America's 
Computer 
ProfessionalsShop 

(800) 343-6474 

(in  MA;  508/879-0700) 


Are  You  Searching  for  Better 
Opportunities  to  Offer  Your 
Computer  Equipment  to  the 

German  and 
European  Market?  _ 


Are  You  Interested  in  Selling  Your 
Returned  Leasing  Objects  at  the 

Best  Possible  Prices?  _ 


Are  You  Looking  for  a  Dynamic  Team  of 
Brokers  Who  Can  Look  Back  to  Some 
6  Years  of  Intensive  Engagement  in  this 
Market  with  Experience  in 

IBM,  CPX,  HDS,  AMD?  _ 


WELL,  HERE  WE  ARE! 


EDV  BROKERAGE  &  CONSULTING 

Eichenweg  2 
6272  Niederhausen 
Germany 

Phone  0049-6128-71016 
Fax  0049-6128-73637 


COMPUTERWORLD 

PRODUCT  CLASSIFIED  PAGES 

Examines  the  issues  while  computer 
professionals  examine  our  ‘w>">ua  - 

message.  Call  for  all 
the  details.  s  *  '4 


(800)  343-6474 

(In  MA.,  508/879-0700) 


fi V 


Time/Services 


REMOTE  COMPUTING  •  OUTSOURCING 


1  MVS/ESA 
MVS/XA 
DB2 


•  QMF 

•  CICS 

•  TSO 


•  IMS/DBDC 

•  VM/370 

•  DOS/VSE 


OVER  150  SOFTWARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PRODUCTIVITY  •  PERFORMANCE 


•  TELENET 

•  SEARSNET 


•  TYMNET 

i  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


815  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 


Over 

629,000 

computer 

professionals 

read 

Computerworld 

weekly. 


ALICOMP,  INC. 

The  "Boutique”  of 
the  Computer 
Services  World 


VM,  MVS,  VSE 

Outsourcing 

Timesharing 

Consulting 

Remote  and  On  Site 

Serving  Clients  Since  1980 

(212)  886-3600 

an  affiliate  of 

=====  Amalgamated  Life 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
PRODUCT  CLASSIFIED 
PAGES  WORK ... 


Computerworld' s  Product  Classified  Pages  pen¬ 
etrates  computer  using  companies  in  all  key  in¬ 
dustries.  Because  Computerworld' s  total  audi¬ 
ence  blankets  key  vertical  markets  that  are  ma¬ 
jor  users  -  and  major  buyers  -  of  computer  prod¬ 
ucts  and  services. 


Computerworld’s  Total  Audience  by  Industry 


Manufacturing  (excluding  computers) 
Finance,  Insurance,  Real  Estate 
Education,  Medical,  Legal 
Wholesale  &  Retail  Trade 
Business  Services  (excluding  IS) 
Government 

Utilities,  Communications  Systems, 
Transportation  Services 
Mining,  Construction,  Petroleum  &  Refining 
Manufacturers  of  Computers  &  Perip 
Systems  Integrators.  VARs,  Computer 
Service  Bureaus  and  Consulting 
Computer  Dealer,  Distributor,  or  Retailer 
Other 


78,021 

71,729 

59,145 

26,427 

45,932 

62,291 

58,516 

17,618 

63,550 

100,673 

16,989 

28,313 


Total . 629,204 


•Source:  Projected  Total  Audience  Research  Study  Paid 
Subscribers  of  Computerworld,  IDG  research  Services, 

August  1990. 

To  place  your  ad,  call  John  Corrigan,  Vice  Presi¬ 
dent/Classified  Advertising,  at  800/343- 
6474  (in  MA,  508/879-0700). 
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PRODUCT  CLASSIFIED 

Where  computer  buyers  meet  computer  sellers.  Every  week. 


USE  OUR  TECHNOLOGY 
TO  YOUR  FINANCIAL 
ADVANTAGE 


Hundreds  of  Large  and 
Small  Companies  Gain  a 
Competitive  Advantage  by 
Using  Comdisco’s  Nation¬ 
wide  Remote  Computing, 
Information  Technology 
Sourcing  and  Global  Data, 
Voice  and  Video  Network. 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Full  Range  of  Systems  Software 

•  Database  and  Applications 
Software  Support 

•  Technical  &  Financial  Planning 

•  Disaster  Recovery 

•  Service  Level  Guarantees 

•  Capacity  &  Platform  Transition 
Planning 

•  Financial  Asset  Management 
Call:  Bob  Marino 

800-227-6584 

c#mDi/co* 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway 
Carlstadt,  NJ  07072 
(201)896-3011 


Keeping  your  competitive 
edge  was  never  easier. . . 


if  you  rely  on  CSC  CompuSource  for 
outsourcing  support. 

Other  vendors  sell  large  systems,  plenty  of 
MIPS  and  UPS  systems  and  software.  That’s  ii. 
CSC  offers- important  advantages  like 
minimum  risk  with  maximum  cash  flow.  And 
the  ability  to  provide  total  solutions  that  put 
you  in  control  of  your  bottom  line. 

So  if  you're  looking  for  someone  to  run 
your  jobs  -  with  a  commitment  to  quality  and 
client  satisfaction  -  count  on  CSC 
CompuSource. 


CSC  CompuSource 

.1  Company  of  Computer  Sciences  Corporation 

1 10  MacKenan  Drive 
Oar)’,  North  Carolina  2751 1 
919.481.2962 
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Product  Showcase 


Automated  Tape  Library 
_ System  Management _ 

Silo  Sentry®  from  Pro-Cubed  Corporation  enables  users  to  manage  re¬ 
sources  within  the  Automated  Tape  Library  System,  without  manual  inter¬ 
vention  Through  a  process  called  LOGICAL  EJECTION,  datasets  and  their 
associated  volumes  are  copied  from  the  automated  facility  to  external  me¬ 
dia,  thus  making  the  original  tape  volumes  available  for  use  by  other 
datasets.  Manualtape  library  support  included. 


Additional  Features  of  Silo  Sentry 

•  Multi-Volume  dataset  support  •  Dataset  Stacking 

•  Multi-File  Volume  support  •  Catalog/Uncatalog  support 

•  IDRC/Non  IDRC  Compression  •  Generic  Dataset  Filtering 

•  Tape-to-OASD-Conversions  •  HSM/DMS/FDR  support 

•  Dataset  Re-Blocking  •  Automated  PHYSICAL  EJECTION 

Once  installed  Sik)  Sentry  enhances  your  Automated  Tape  Library  Facilities 
with  features  and  functions  that  make  "LIGHTS-OUT  OPERATIONS  '  a  reality. 


Pro-Cubed  Corporation 

182  Highway  34,  Suite  301 
Matawan,  NJ  07747 


1-800-289-2238 

Fax;  1-908-290-8082 


§"""  DB2 

got  you  in  a  BIND? 


Building  new  DB2  applications?  Programmer  pro¬ 
ductivity  suffering?  Spending  lots  of  CPU  cycles  on 
DB2  binds?  Catalog  lockouts  occurring  far  too  often? 
Scheduling  binds  off-hours?  Packages  on  2.3  won't 
help,  it  will  make  it  worse!  You'll  still  do  all  those  binds 
and  have  hundreds  of  versioned  DBRMs  lying  around, 
to  boot.  Sure,  you  could  hire  a  DB2  expert  to  keep 
track  of  all  your  packages  and  DBRMs.  OR  you 
could  install  DB2  Avoid  Bind  and  get  out  of  a  bind 
quick.  It  installs  in  minutes  and  pays  for  itself  in 
weeks.  From  Innovative  Designs,  your  DB2,  CICS 
and  IMS  experts.  4205  Big  Ranch  Rd.,  Napa,  Calif. 

(800)  328-2926 


c 

ConsulNet 

ip 

wmmmmmt 

Cost  Effective  Inventory  and 
Help  Desk  Software 


The  INVENTORY  program  is  a  comprehensive  software  package 
that  manages  computer  assets  and  purchases.  The  DATA  CAP¬ 
TURE  software  automates  the  data  collection  task  for  the  Inven¬ 
tory  module.  The  TROUBLE  LOG  program  allows  users  to  track 
and  resolve  support  calls  and  inquiries  while  logging  common 
problems.  Full  reporting  capabilities  and  utilities  are  included. 
Multi-user  Network  version  and  source  code  are  available. 


ConsulNet 
Computing  Inc. 

51  Paperbirch  Dr.,  Don  Mills 
Ontario,  CANADA,  M3C  2E6 


1-416-441-0363 

Fax: 1-416-449-1985 


MVS  Standards  and 
Procedures  On-Line 


Now  you  can  get  MVS  &  DB2  Standards 
on-line  with  Chicago-Soft’s  MVS/SOP  & 
DB2/SOP  software  products.  For  a  free 
30-day  trial,  call... 


Complete  Keyboard  Customizing 

Featuring:  Custom  Key  Imprinting 
Full  Color  Keyboard  Templates 
Keytop  Overlays  •  Language  Keyboards 
P.O.S.  Keys  •  Custom  Keyboards 

Training,  productivity  &  marketing  solutions! 

Hooleon  Corp.  Free  Catalog 

RO.  Box  230,  Dept.  C0MW  800  937-1 337 

Cornville,  A Z  86325  Fax:  602  634-4620 


An  Integrated,  PC-Based  HR  and 
Payroll  Management  System 


Call  800-334-5660  to  receive 
more  information 

SPECTRUM  Human  Resources  Systems  Corporation 
1625  Broadway,  Suite  2700 
Denver,  CO  80202 


Enables  Your  FAX  MACHINE  to  Become  a  SCANNER 
SOFTWARE  HARDWARE 

Features:  '  Word  processor  compatible 

•  Mouse  compatible 

•  Phone  book  for  easy  fax  dialing 
'  User  friendly 

•  Edit  graphics,  images,  photos,  and  text 

•  include  all  tools  for  a  laser  quality  fax 

•  Folders  for  filing  faxes  and  name  cards 
'  Full  page  scanning 

FXSCAN  ONLY  $99.95 
TO  ORDER:  1-800-949-1292 
INFORMATION  1-714-468-5555 


Mainframe-PC  File  Compression 

STASH  -  multi-platform  compression  utility. 
Compress  and  uncompress  the  same  files  on  VM/ 
MVS/TSO  mainframes  and  on  DOS  or  Windows 
PC’s  transparently.  Significantly  reduces  file  trans¬ 
fer  time/cost  and  saves  disk  space.  Call  for  more 
information: 

Adlersparre  &  Associates  Inc. 

501-1803  Douglas  Street  1-604-384-1118 

Victoria,  BC  V8T  5C3  Fax:  1  -604-384-3363 


ELECTRONIC 

COMPUTER 

GLOSSARY 


FOR  SURVIVAL  IN  A 
HIGH-TECH  WORLD  YOU  NEED 


ELECTRONIC 
COMPUTER  GLOSSARY 


More  than  5,600  computer  definitions  in  this  award  - 
winning,  online  reference  will  help  you  stay  on  top  with 
the  latest  techniques  and  buzzwords.  Micro  to 
mainframe,  LANs,  UNIX,  multimedia  and  more.  Single 
copies  for  DOS  or  Windows  only  $29.95.  Site  licenses  let 
you  add  your  own  terms  and  start  at  only  $100. 


The  Computer  Language 
Company  Inc  1  -  - 

5521  State  Park  Road  ■  *  1 

Point  Pleasant,  PA  18950  Fax:  1-215-297-8424 
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A  listing  of  professional  services  providers. 


BANKING/FINANCIAL 

Automated  Financial  Systems,  Inc. 

Exton,  PA . (215)524-9300 

Automated  Systems,  Inc. 

Sioux  Falls,  SD . (605)  335-3636 

Bankers  Systems,  Inc. 

St.  Cloud,  MN . (612)  251-3060 

Computer  Assist. 

West  Hartford,  CT . (203)  521  -3284 

DHI  Computing  Services,  Inc. 

Provo,  UT . (801)373-8518 

Diebold,  Inc. 

N  Canton,  OH . (216)  489-4000 

Early,  Cloud,  &  Co. 

Newport,  Rl . (401)  849-0500 

EDS 

Belpre,  OH . (614)423-9501 

ERI 

Hauppauge,  NY  . (516)  752-0585 

Flserv,  Inc. 

Milwaukee,  Wl . (414)  546-5000 

Information  Technology,  Inc. 

Lincoln,  NE . (402)421-4217 

Logica  North  America,  Inc. 

Waltham,  MA  . (617)  890-7730 

National  Computer  Systems,  Inc. 

Eden  Prairie,  MN . (612)  829-3000 

Selecterm,  Inc. 

Danvers,  MA . (508)  777-5202 

SNAP  Software,  Inc. 

Manchester,  NH . (603)623-5877 

Systeme  Corp. 

Maitland,  FL  . (407)  875-1 234 

Sunguard  Trust  Systems,  Inc. 

Charlotte,  NC . (704)527-6300 

The  Casnet  Group,  Inc. 

Canton,  OH . (216)  436-2877 

Ultradata  Corp. 

Pleasanton,  CA . (510)  463-8356 

Xyquad,  Inc. 

St.  Louis,  MO . (314)961-5995 

CONSUMER  PKG  GOODS 

Information  Resources 

Waltham,  MA  . (617)890-1100 

EDUCATION 

Computer  Management  Dynamics,  Inc. 

Amherst,  NH . (603)  472-571 1 

Datatel,  Inc. 

Fairfax,  VA  . (703)  968-9000 

Pentamation  Enterprises,  Inc. 

Bethlehem,  PA . (215)691-3616 

ELECTRONICS 

Computer  Recognition  Systems,  Inc. 

Ayer,  MA . (508)  772-3991 

Genrad,  Inc. 

Concord,  MA  . (508)369-4400 

ENGINEERING 

Harper  Shuman,  Inc. 

Cambridge,  MA  . (617)  492-4410 

Parametric  Technology,  Inc. 

Waltham,  M A  . (617)894-7111 

Teradyne,  Inc. 

Boston,  MA . (617)  482-2700 

GENERAL  BUSINESS 

AmeriData,  Inc. 

Minneapolis,  MN . (612)  557-2500 

AVNET  Computer 

Culver  City,  CA . (213)  558-2663 

Bedford  Computer  Systems,  Inc. 

N  Billerica,  MA . (508)  667-2050 

Bohdan  Associates,  Inc. 

Gaithersburg,  MD . (301)258-2965 

Boston  Systems  Group,  Inc. 

Boston,  MA . (617)  423-1 670 

Computer  Cable  Co. 

Bow,  NH . (603)228-1801 


Continental  Resources,  Inc. 

Bedford,  MA . (617)  275-0850 

Data  Conversion,  Inc. 

Cambridge,  MA  . (617)  354-7424 

National  Data  Products,  Inc. 

Clearwater,  FL  . * . (813)  442-8400 

National  Tech  Team,  Inc. 

Dearborn,  Ml . (313)277-2277 

Ross  Systems  HP 

Waltham,  MA  . (617)622-1414 

Sentinel  Business  Systems,  Inc. 

Milford,  CT . (203)874-3199 

Trellis  Software,  Inc. 

Hopkinton,  MA . (508)435-3066 

Vitek  Systems  Distribution 

Carisbad,  CA . (61 9)  431  -2500 

GOV’T/MUNICIPALITIES 

Centel  Federal  Systems,  Inc. 

Reston,  VA . (703)758-7000 

Qata  Plfl7fl 

Providence,  Rl  . (401 )  421  -8500 

Global  Software,  Inc. 

Duxbury ,  MA . (617)  934-0949 

HTE,  Inc. 

Orlando,  FL . (407)841-3235 

Manatron,  Inc. 

Kalamazoo,  Ml  . (616)  375-5300 

Micro  Research  Industries 

Falls  Church,  VA . (703)  573-9538 

Network  Computing  Corp 

Charlotte,  NC . (704)525-8810 

Powersoft  Corp. 

Burlington,  MA  . (617)  229-2200 

HEALTH  CARE 

Analogic  Corp. 

Peabody,  MA . (508)977-3000 

Automation  Research  Systems,  Ltd. 

Alexandria,  VA  . (703)  824-6400 

Biorad  Laboratories 

Cambridge,  MA  . (617)  868-4330 

CIS  Technologies,  Inc. 

Tulsa,  OK . (918)496-2451 

Collaborative  Medical  Systems,  Inc. 

Newton,  MA . (617)964-7880 

Computer  Methods  Corp. 

Livonia,  Ml . (313)  522-5187 

Continental  Healthcare  Systems,  Inc. 

Overland  Park,  KS  . (913)  451-6161 

CSC  Healthcare  Systems 

Farmington  Hills,  Ml . (313)  553-0900 

Cycare  Systems,  Inc. 

Scottsdale,  AZ . (602)  596-4300 

Datamedic  Corp. 

Hauppauge,  NY . (516)435-8880 

Enterprise  Systems,  Inc. 

Wheeling,  IL . (708)537-4800 

First  Data  Corp. 

Charlotte,  NC . (704)  549-7000 

General  Computer  Corp. 

Twinsburg,  OH . (216)  425-3241 

Healthcare  Services 

Melville,  NY . (516)  293-4111 

IDX 

Burlington,  VT . (802)  862-1022 

InfoMed,  Inc. 

Princeton,  NJ  . (609)  987-8181 

Instrumentation  Laboratories 

Lexington,  MA  . (617)861-0710 

Interleaf,  Inc. 

Waltham,  MA  . (617)290-0710 

Kfionfa  |nrN 

Boston,  MA . (617)241-9200 

Kurzweil  Applied  Intelligence,  Inc. 

Waltham,  MA  . (617)893-5151 

Management  Systems  Associates 

Raleigh ,  NC  . (919)  851  -61 77 

Medaphis  Physician  Sen/ices  Corp. 

Atlanta,  GA . (404)  319-3300 


Medi  Qual  Systems,  Inc. 

Westboro,  MA . (508)  366-6365 

Medic  Computer  System,  Inc. 

Raleigh,  NC  . (919)847-8102 

National  Medical  Computer  Services,  Inc. 

San  Diego,  CA . (619)  566-5800 

PHAMIS,  Inc. 

Seattle,  WA . (206)  622-9558 

Poorman-Douglas  Corp. 

Portland,  OR . (503)  245-5555 

Practice  Management  Systems,  Inc, 

Needham,  MA . (617)  455-8888 

Professional  Health  Care  Systems,  Inc. 

Los  Angeles,  CA . (213)  578-7000 

SAIC 

Troy,  NY . (518)283-8400 

Source  Data  Systems,  Inc. 

Cedar  Rapids,  IA . (319)  393-3343 

Synetics  Corp. 

Wakefield,  MA  . (617)  245-9090 

Tempe  Computer  Associates,  Inc. 

New  Haven,  CT  . (203)  789-8596 

The  Asset  Group,  Inc. 

Houston,  TX . (713)956-5607 

Versyss,  Inc. 

Westwood,  MA . (617)  461-6400 

Wismer  Martin,  Inc 

Mead,  WA . (509)  466-0396 

Oar  I  7pioo  Inp 

Thornwood,  NY  . (914)  747-1800 

HUMAN  RESOURCES 

GENESYS  Software  Systems,  Inc. 

Metheun,  MA  . (508)  685-5400 

INSURANCE 

Agena  Corp. 

Seattle,  WA . (206)  525-0005 

Agency  Management  Services,  Inc 

Norwell,  MA  . (617)982-9400 

Delphi  Information  Systems,  Inc. 

Westlake  Village,  CA . (818)  706-8989 

Input  Output  Computer  Services,  Inc. 

Waltham,  MA  . (617)890-2299 

Insurnet,  Inc. 

Emeryville,  CA . (510)  652-3771 

ISI  Systems,  Inc. 

Andover,  MA . (508)  682-5500 

LS  I.  Systems,  Inc. 

Braintree,  MA . (617)848-4620 

Sigma  Imaging  Systems,  Inc. 

New  York,  NY . (212)  476-3000 

Strategic  Data  Systems,  Inc. 

Sheboygan,  Wl . (414)  459-7999 

IMAGING 

Burns  Consulting  Group 

Scituate,  MA . (617)  545-7614 

Laser  Recording  Systems,  Inc. 

Mountain  Lakes,  NJ  . (201 )  402-9500 

LIBRARIES 

CLSI,  Inc. 

Newtonville,  MA  . 

Inforonics,  Inc. 

Littleton,  MA  .  .  .  . 

MANUFACTURING 

Bell  Atlantic  Software  Systems,  Inc. 

Sudbury,  MA . (508)  443-731 1 

GE  Consulting  Services,  Inc. 

Rockville,  MD . (301)  340-5100 

Gerber  Scientific  Instrument  Co. 

S  Windsor,  CT . (203)  644-1 55 1 

Northeast  Data  Systems,  Inc. 

Burlington,  MA . (617)  273-2920 

Northern  Research  &  Engineering 

Woburn,  MA . (617)935-9050 

Man-Trak,  Inc. 

Concord,  CA . (510)  686-2866 


Marcam,  Inc. 

Newton,  MA . (617)965-0220 

Matra  Datavision,  Inc. 

Tewksbury,  MA . (508)  640-0940 

Racal-Redac,  Inc. 

Westford,  MA . (508)  692-4900 

Software  Horizons,  Inc. 

Burlington,  MA  . (617)  273-47 1 1 

Spectrum  Associates,  Inc. 

Woburn,  MA . (617)932-0932 

Symmetrix,  Inc. 

Burlington,  MA . (617)273-1280 

The  Peak  Technologies  Group,  Inc. 

Columbia,  MD . (410)  992-9922 

Waters 

Marlboro,  MA  . (508)  624-8450 

MANUFACTURING  SOFTWARE 

Effective  Management  Systems 

Milwaukee,  Wl . (414)  359-9800 

North  Coast  Automation,  Inc. 

Cleveland,  OH  . (216)  473-3800 

RETAIL 

Comtek  Systems,  Inc. 

San  Antonio,  TX . (512)  340-8253 

Concept  Systems,  Inc. 

Philadelphia,  PA . (215)563-1425 

P)atacor\/o  Inr' 

Eden  Prairie,  MN . (612)  829-6000 

Datatec  Industries 

Fairfield,  NJ . (201)808-4000 

Retail  Store  Systems,  Inc 

Warwick,  Rl . (401)732-3323 

Smyth  Business  Systems,  Inc. 

N  Canton,  OH . (216)  499-6392 

SECURITY 

Z-Lock  Mfg.  Co. 

Redondo  Beach,  CA . (310)  372-4842 

SOFTWARE  DEVELOPERS 

Cadre  Technologies,  Inc. 

Providence,  Rl  . (401 )  351  -5950 

Stepstone  Corp. 

Sandy  Hook,  CT . (203)  426-1875 

Vanguard  Software 

Hudson,  MA . (508)562-7711 

UTILITIES 

Kaye  Instruments,  Inc. 

Bedford,  MA . (617)275-0300 

OASIS  Technology,  Inc. 

Oxnard,  CA . (805)988-1020 

WHOLESALE  DISTRIBUTION 

Daly  &  Walcott,  Inc. 

W  Warwick,  Rl . (401 )  823-8400 

National  Distributor  Systems,  Inc. 

Stratford,  CT . (203)378-6010 

SI  Handling  Systems,  Inc. 

Easton,  PA . (215)252-7321 


SOLUTIONS 

DIRECTORY! 

Increase  your  sales!  Advertise  26  weeks 
in  Computerworld's  new  Solutions 
Directory  Just  $499  for  all  26  weeks. 

800  343-6474  ext.  744 


(617)965-6310 
(508)  486-8976 
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BOSTON:  V'ce  President  Eastern  Advertising  Sales/David  Pet 
erson,  Sr  District  Managers/Bill  Cadigan.  Sherry  Driscoll.  Dis¬ 
trict  Manager/John  Watts.  Sales  Assistants/ Alice  Longley,  Lisa 
Bonaccorso,  Linda  Clinton.  COMPUTERWORLD,  375  Cochit 
uatc  Road.  Box  9171.  Framingham.  MA  01701-9171  (508) 
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CHICAGO:  District  Manager/Charles  Boyd.  Sales  Assistant/ 
Karol  Lange.  COMPUTERWORLD.  10400  West  Higgins  Road. 
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827  9159 

NEW  YORK:  Senior  District  Manager/Fred  LoSapio.  District 
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(714)  2504881 

SAN  FRANCISCO:  Vice-President  Western  Advertising  Sales: 
Richard  Espinoza.  Executive  Assistant/Leticia  Lehane.  Senior 
District  Manager/Ernie  Chamberlain.  District  Managers/ 
Michele  Gerus,  Kaye  Sharbrough,  Sharon  R.  O’Brien.  Sales 
Assistants/Candace  Cera,  Michelle  Beals.  Emily  Gaytan. 
COMPUTERWORLD,  500  Airport  Boulevard,  Suite  400. 
Burlingame,  CA  94010  (415)  347-0555  FAX:  (415)  347 
8312 

ATLANTA:  Senior  District  Manager/Bemie  Hockswender.  Sales 
Assistant/ Debra  Brown,  COMPUTERWORLD,  1400  Lake  Hearn 
Drive.  Suite  330.  Atlanta.  GA  30319  (404)  394-0758  FAX: 
(404)255-5123 


Associate  Publisher/ Senior  Vice  President  Sales 

Kevin  McPherson 

DALLAS:  Southeastern  District  Manager/Darren  Ford.  Sales 
Assistant/Brenda  Shipman.  COMPUTERWORLD,  14651  Dallas 
Parkway,  Suite  304.  Dallas,  TX  75240  (214)  233-0882  FAX: 
(214)385-1603 

WASHINGTON.  D.C.:  District  Manager/Paula  D'Amico.  COM¬ 
PUTERWORLD,  Mack  Center  1,  365  West  Passaic  St..  Rochelle 
Park.  NJ  07662  (201)  587-0090  FAX:  (201)  712-9786 

CUSTOM  PUBLICATIONS: 

Vice  President/ Larry  Craven,  Director  of  Publishing  Services/ 
Carolyn  Novack,  Sales  Assistant/Heidi  Schuberthan.  FAX: 
(508)  879-0446. 

CLASSIFIED  ADVERTISING  SALES: 

Vice  President/Classified  Advertising/John  Corrigan,  Marketing 
Director/ Derek  E.  Hulitzky,  375  Cochituate  Rd.,  Framingham. 
MA  01701-9171  (800)  343-6474,  In  MA  (508)  879-0700 

PRODUCT  CLASSIFIED  ADVERTISING: 

Northeast/Great  Lakes:  Account  Manager/Paul  Bonarrigo,  375 
Cochituate  Rd.,  Framingham,  MA  01701-9171  (800)  343- 
6474,  In  MA  (508)  879-0700 

South:  Senior  Account  Executive/Jay  Novack,  375  Cochituate 
Rd..  Framingham.  MA  01701-9171  (800)  343-6474.  In  MA 
(508)  879-0700 

West:  Sales  Supervisor/Ted  McNulty.  375  Cochituate  Rd.. 
Framingham.  MA  01701-9171  (800)  343-6474.  Ext.  744,  In 
MA  (508)  879-0700 

RECRUITMENT  ADVERTISING  SALES  OFFICES: 

New  England:  Regional  Manager/Nancy  Percival,  375  Cochit¬ 
uate  Rd..  Framingham.  MA  01701-9171  (800)  343-6474.  In 


MA  (508)  879-0700.  Account  Executive/Karen  Lesko,  (800) 
343-6474,  In  MA  (508)  879-0700 

Mid-Atlantic:  Regional  Manager/Valerie  Galbo.  Mack  Center  1, 
365  West  Passaic  St..  Rochelle  Park.  NJ  07662  (201)  587- 
0090,  Account  Executive/ Caryn  Dlott,  (800)  343-6474 

South-Atlantic:  Regional  Manager/Katie  Kress.  8304 
Professional  Hill  Drive.  Fairfax.  VA  22031  (703)  573-4115.  Sr. 
Account  Executive/Pauline  Smith  (800)  343-6474 

Midwest:  Regional  Manager/Pat  Powers,  O'Hare  Corp.  Twr  1, 
10400  W.  Higgins  Rd.,  Ste.  300,  Rosemont,  IL  60018  (708) 
827-4433.  Sr.  Account  Executive/Ellen  Casey  (800)  343- 
6474 

West:  Regional  Manager/Barbara  Murphy,  18008  Skypark 
Circle,  Ste.  145,  Irvine.  CA  92714  (714)  250-0164,  Sr. 
Account  Executive/Christopher  Glenn  (800)  343-6474 

DIRECT  RESPONSE  CARDS: 

East:  Account  Manager/Norma  Tamburrino,  Mack  Center  1, 
365  West  Passaic  St..  Rochelle  Park.  NJ  07662  (201)  587- 
0090 

West:  Account  Executive/Jill  Greer.  18008  Skypark  Circle,  Ste. 
145.  Irvine,  CA  92714  (714)  250-0164 

IDG  INTERNATIONAL  MARKETING  SERVICES: 

President/Frank  Cuttita,  Eastern  Advertising  Manager/ 
Veronique  Lamarque,  187  Oaks  Road,  Framingham,  MA 
01701  (508)879-0700 

Western  Advertising  Manager/Ginny  Pohlman.  180  Harbor 
Drive,  Suite  215,  Sausalito.  CA  94965  (415)  331-7571  FAX: 
(415)  332-0778 


CW  PUBLISHING  INC. 


An  IDG  Company:  The  World’s  Leader  in  Information  Services  on  Information  Technology 

CEO  &  Publisher 

Gary  J.  Beach 

Computenworld  Headquarters:  375  Cochituate  Road,  P.0.  Box  9171,  Framingham,  MA  01701-9171  Phone:  508-879-0700.  Telex  95-1153,  FAX:  508-875-4394 

Bill  Laberis  Kevin  McPherson  Matthew  Smith  Steve  F.  Woit 

Senior  Vice-President  Associate  Publisher  Senior  Vice-President  Senior  Vice-President 

Editorial  Senior  Vice  President/Sales  Operations  Marketing 

FINANCE  Controller.  John  St.  Martin  PUBLISHER  S  OFFICE  Executive  Assistant  to  the  CEO/Publisher,  Karen  Elliott.  SALES  -  DISPLAY  Advertising  Director,  Carolyn  Novack.  Display  Advertising 
Production  Manager,  Maureen  Hanley.  Display  Advertising  Coordinators,  Peggy  Hennessy,  Paula  Wright.  SALES  -  CLASSIFIED  Vice  President  Classified  Advertising,  John  Corrigan.  Classified 
Marketing  Director.  Derek  E.  Hulitzky  Classified  Operations  Director.  Cynthia  Delany  MARKETING  Director,  Marketing  Communications,  Mary  Doyle  Account  Manager,  Marketing 
Communications.  Elizabeth  Phillips.  Manager,  Trade  Show  &  Conventions.  Audrey  Shohan.  Martketing  Communications  Project  Coordinator,  Susan  Thaxter.  Administrative  Assistant,  Patty 
Faherty  CIRCULATION  Vice-President  Circulation  Gail  Odeneal  Director  of  Circulation  Management,  Maureen  Burke.  PRODUCTION  Production  Director.  Chris  Cuoco  Production  Manager, 
Beverly  Wolff  SYSTEMS  Director  of  Information  Systems,  Linda  Nelson  Administrative  Sales  Assistant,  Lois  Beninati. 

GLOBAL  LEADERSHIP  NETWORK 


ARGENTINA:  Ruben  Argento.  CW  Communicaciones  S/A.  Av. 
Belgrano  406-Piso  9.  CP  1092  Buenos  Aires.  Phone:  (Oil)  541 
342  5583.  Telex:  (390)  22644  (BAZAN  AR).  FAX:  (Oil)  541  331 
7672. 

ASIA:  S.W.  Chan,  Asia  Computerworld  Communications  Ltd.,  701-4 
Kam  Chung  Bldg.,  54  Jaffe  Road,  Wanchai,  Hong  Kong,  Phone: 
(Oil)  852  861  3238.  FAX:  (Oil)  852  861  0953. 

AUSTRALIA:  Don  Kennedy.  IDG  Communications  Pty.  Ltd.,  37-43 
Alexander  Street,  Crows  Nest.  NSW  2065.  Phone:  (Oil)  61  2 
4395133.  Telex:  (790)  AA74752  (COMWOR).  FAX:  (Oil)  61  2 
439  5512. 

AUSTRIA:  Manfred  Weiss,  IDG  Communications  Verlagsges  mbH, 
Zieglergasse  6.  A-1070  Wien,  Austria.  Phone:  (Oil)  43  222  523 
16  310.  Telex:  (847)  1 15542  (SCH/A)  FAX:  (Oil)  43  222  523  05 
08  33. 

BRAZIL:  Ney  Kruel,  Computerworld  do  Brazil  Ltda.  Praca  Floriano, 
19/26  Andar,  20031  Rio  de  Janiero,  RJ  Brazil.  Phone:  (Oil)  55 
21  240  8225.  Telex:  (391)  21  30830  BR.Sao  Paulo: 
Computerworld  do  Brazil  Lida  ,  Rua  Joaquim  Floriano.  488/3 
andar-CEP  04534,  Sao  Paulo.  Brazil,  Phone:  (Oil)  55  11  852 
8536.  Telex:  (391)  21  30838  (WORD  BR).  FAX:  (Oil)  55  21  240 
7759. 

COLUMBIA:  Ciro  A.  Villate.  Computerworld  Colombia,  Transversal 
23  No.  58  28,  Airmail  Box  54018,  Bogata,  Colombia,  Phone: 
(011)571  310  0199.  FAX:  (011)571  211  6848. 

DENMARK:  Preben  Engell,  IDG  Danmark  A/S,  Krumtappan  4  DK- 
2500  Valby  Denmark  Phone:  (Oil)  45  36  442800.  Telex:  (855) 
31566.  FAX:  (Oil)  45  36  442033. 

FRANCE:  Francois  Chaussonmere,  IDG  Communications  France. 
Immeuble  La  Fayette.  2.  Place  des  Vosges,  Cedex  65.  92051  Paris 
la  Defense.  France  Phone:  (Oil)  33  1  4904  7900.  Telex:  (842) 
613234F.  FAX.  (Oil)  33  1  4904  7800. 

GERMANY:  Eckhard  Utpadel,  IDG  Communications  Verlag  AG. 
Rhemstrasse  26/28,  Postfach  40  04  29.  8000  Munich  40, 
Germany.  Phone.  (Oil)  49  89  360860.  Telex:  (841)  5215350. 


Patrick  J.  McGovern 

Board  Chairman 

Computerworld  is  a  publication  of  International  Data  Group,  the 
world's  largest  publisher  of  computer-related  information  and  the 
leading  global  provider  of  information  services  on  information 
technology  International  Data  Group  publishes  over  186  computer 
publications  in  more  than  60  countnes  Thirty  million  people  read 
one  or  more  International  Data  Group  publications  each  month. 
International  Data  Group's  publications  include:  ARGENTINA'S 
Computerworld  Argentina,  Infoworld  Argentina;  ASIA'S 
Computerworld  Hong  Kong,  Computerworld  Southeast  Asia, 
Computerworld  Malaysia,  AUSTRALIAN  Computerworld  Australia, 
Australian  PC  World.  Australian  Macworld,  Profit.  Information 
Decisions.  Reseller;  AUSTRIA'S  Computerwelt  OesterTeich;  BRAZIL'S 
DaiaNews  Mundo  IBM.  Murido  Unix.  PC  Mundo.  Publish: 
BULGARIA  S  Computerworld  Buigana,  Ediworld.  PC  World  Express. 
CANADA'S  Direct  Access.  Graduate  Computerworid.  IntoCanada. 
Network  World  Canada;  CHILE'S  Computerworld.  Informatics. 
COLUMBIA'S  Computeiworld  Columbia.  CZECHOSLOVAKIA'S 
\  'ijute.worid  Czechoslovakia.  PC  World  Czechoslovakia 
DENMARK  S  CAD/CAM  WORLD.  Communications  World. 

"  '  u  world  Danmark,  Computerworld  Focus.  Computerworld 
UiMdimutse.  LAN  World,  LOTUS  World.  Macintosh  Produktkatalog. 
m  i  .v,  .lit  DarirncnK.  PC  Wood  Danmark.  PC  World  Produktguide. 
Window'  worio  ECUADOR'S  PC  World.  EGYPT S  PC  World  Middle 
*;  F  V  AND  S  M-kro  PC.  Tietovnkko  Tietoverkko  FRANCE  S 


FOREIGN  EDITORIAL/SALES  OFFICES 


(COMW  D).  FAX:  (Oil)  49  89  3  60  86109. 

HUNGARY:  Istvan  Biro,  IDG  Communications  Hungary  Publisher 
Ltd.,  1016  Budapest.  Gellerhogy  u. 30-32.  Postal  address  H-1536, 
Budapest.  P  O  B.  386  Hungary.  Phone:  (Oil)  36  1  156  9122, 
Telex:  (861)  226307  (Kshp  H),  Fax:  (Oil)  361  1  202  5565. 

INDIA:  Rohmi  Khuller,  Media  Transasia  India  Ltd.,  103  Anand  Lok, 
New  Delhi  110049.  India.  Phone:  (Oil)  91  11  644  0110.  FAX: 
(011)91  11  643  2950. 

ITALY:  Brunello  Boss!.  IDG  Communications  Italia.  Via  Mecenate 
30/14,  20138  Milano,  Italy.  Phone:  (Oil)  39  2  58  01  16  60. 
Telex:  (843)  335318.  FAX:  (01 1)  39  2  58  01  16  70. 

JAPAN:  Jim  Povec,  IDG  Communications/Japan.  Kioicho  TBR  Bldg., 
6F.  Rm.  616,  5-7  Kojimachi,  Chiyodaku  Tokyo  102,  Japan.  Phone: 
(Oil)  81  33  3222  6411.  Telex:  (781)  252  4217.  FAX:  (Oil)  81 
33  3222  6566. 

MEXICO:  Henry  Morales.  Computerworld  Mexico  S.A.  de  C.V., 
Gonzalez  de  Cossio  #334.  Colonia  del  Valle,  03100  Mexico  D.F. 
Phone:  (Oil)  52  5  669  4454  Telex:  (383)  177  1300  (ACHAME). 
FAX:  (011)52  5  669  1140. 

THE  NETHERLANDS:  Ruud  Bakker.  IDG  Communications  B.V.. 
Schipholweg  1/P.O.  Box  5446,  2034  LS/2000  GK  Haarlem,  The 
Netherlands.  Phone:  (Oil)  31  23  366  814.  Telex:  (844)  18242 
(CWCOM  NL).  FAX:  (Oil)  31  23  366  184. 

NEW  ZEALAND:  Martin  Taylor.  IDG  Communications  Ltd..  2nd  Floor, 
15  Augustus  Terrace.  Parnell,  Auckland  1,  New  Zealand.  Phone: 
(Oil)  64  9  779  902.  Fax:  (Oil)  64  9  774  604. 

NORWAY:  Morten  Hansen.  CW  Norge  A/S,  Hovinveien  43,  0576, 
Oslo  5,  Norway.  Phone:  (Oil)  472  647725.  Telex:  (856)  76476 
(CW  NOR  N).  FAX:  (Oil)  47  268  0152. 

PEOPLE'S  REPUBLIC  OF  CHINA:  Shen  Yao.  China  Computerworld. 
74  Lu  Gu  Road,  Box  750.  Beijing  100039,  People's  Republic  of 
China.  Phone:  (Oil)  861  81  0044.  Telex:  (716)  222214  (CCW 
CN).  FAX:  (011)861  821  7869. 

RUSSIA:  Boris  Antoniuk.  Information  Computer  Enterprise.  Prospekt 

INTERNATIONAL  DATA  GROUP 


Computer  Direct,  Distnbutique,  GOLDEN  MAC,  InfoPC,  Languages  & 
Systems,  Le  Guide  du  Monde  Informatique.  Le  Monde 
Informatique,  Telecoms  &  Reseaux  International;  GERMANY'S 
Computerwoche,  Computerwoche  Focus.  Computerwoche  Extra. 
Computerwoche  Kamere,  edv  aspekte.  Information  Management, 
Lotus  Welt.  Macwelt.  Netzwelt.  PC  Welt.  PC  Woche,  Publish.  Unit, 
Unix  Welt,  GREECE'S  Infoworld.  PC  Games,  PC  World  Greece; 
HUNGARY’S  Computerworld  SZT,  Mikrovilag  Magazm.  PC  World, 
INDIA’S  Computers  &  Communications;  ISRAEL'S  Computerworld 
Israel.  PC  World  Israel;  ITALY'S  Computerworld  Italia.  Macworld 
Italia.  Networking  Italia,  PC  World  Italia;  JAPAN'S  Computerworld 
Japan.  Macworld  Japan.  SunWorld  Japan;  KENYA'S  East  African 
Computer  News.  KOREA'S  Computerworld  Korea.  Macworid  Korea, 
PC  World  Korea.  MEXICO'S  Compu  Edicion,  Compu  Manufacture. 
Computacion/Punto  de  Venta.  Computerworld  Mexico.  MacWorld. 
Mundo  Unix.  PC  Journal.  Windows;  THE  NETHERLANDS  Computer! 
Totaal.  Computerworld  Netherlands.  LAN  Magazine.  MacWorld 
Magazine.  NEW  ZEALAND'S  Computer  Listings,  Computerworid  New 
Zealand.  New  Zealand  PC  World;  NIGERIA'S  PC  World  Africa. 
NORWAY’S  Computerworld  Norge.  C/world.  Lotusworld  Norge. 
Macworld  Norge,  Networld.  PC  World  Ekspress,  PC  World  Norge.  PC 
World's  Product  Guide.  Publish  World,  Student  Gulden.  Unix  World, 
Windowswortd,  IDG  Direct  Response,  PERU'S  PC  World.  PEOPLE'S 
REPUBLIC  OF  CHINA  China  Computerworld.  PC  World  China. 


Mira  187-98-22,  UDNH,  pavilion  #4,  129223  Moscow,  USSR  I.C.E. 
Phone:  (Oil)  709  5  187  8830.  Telex:  (871)  441  354.  FAX:  (Oil) 
709  5  188  5665. 

SINGAPORE:  S.W.  Chan.  Asia  Computerworld  Communications,  04- 
07  Parkway  Builders  Centre.  No.l  Marine  Parade  Central. 
Singapore  1544,  Republic  of  Singapore.  Phone:  (Oil)  65  345 
8383.  Telex:  (786)  RS  37003  (Comwor).  FAX:  (Oil)  65  345 
7097. 

SPAIN:  Paco  Zabala,  IDG  Communications,  S.A.,  Rafael  Calvo,  18. 
4B,  28010  Madrid,  Spain.  Phone:  (Oil)  34  1  319  4014.  Telex: 
(831)  45522  (CW  E).  FAX:  (Oil)  34  1  319  6104. 

SWEDEN:  Bengt  Marnfeldt,  CW  Communications  AB,  Sodra 
Hamnvagen  22,  S-115  41  Stockholm,  Sweden.  Phone:  (Oil)  46 
8667  9180.  Telex:  (854)  14904  (NOVACW).  FAX:  (Oil)  46  8665 
3132. 

SWITZERLAND:  Gebhard  Osterwalder,  CW  Publikationen  AG. 
Witikonerstrasse  no.  15.  Postfach  253,  CH  -  8030  Zurich, 
Switzerland.  Phone:  (Oil)  41  1  55  10  77.  Telex:  (854)  816710 
(CWCI  CH).  FAX:  (011)41  1  55  1135. 

TAIWAN:  Harry  Yen,  IDG  Communications/Taiwan.  11F-8.  No.  137. 
Section  1.  Fu  Hsin  South  Road,  Sec.  1.  Taipei  10639,  Taiwan, 
R.O.C.  Phone:  (Oil)  886  2  721  4302.  FAX:  (Oil)  886  2  777 
5339. 

UNITED  KINGDOM:  Ian  Thalmessinger,  CW  Communications  Ltd., 
99  Grays  Inn  Rd.,  London,  WCI  8UT,  United  Kingdom.  Phone:  (Oil) 
44  71  831  9252.  FAX:  (Oil)  44  71  978  0271.  Colin  Smith.  Oliver 
Smith  &  Partners,  Ltd.  18  Abbeville  Mews.  88  Clapham  Park  Road. 
London  SW4  7BX,  United  Kingdom.  Phone:  (Oil)  44  71  978 
1440.  FAX:  (011)  44  71  978  1550. 

VENEZUELA:  Kalman  von  Vajna  Nagy.  IDG  Comunicaciones  C.A., 
Torre  Maracaibo,  Piso  13.  Oficina  H,  Av.  Libertador.  Caracas. 
Venezuela.  Phone:  (Oil)  58  2  72  76  30.  FAX:  (Oil)  58  2 
724970. 


Electronics  International;  IDG  HIGH  TECH  Newproductworld; 
PHILIPPINE  S  Computerworld.  PC  World;  POLAND'S  Computerworid 
Poland.  Komputer;  ROMANIA'S  Infoclub  Magazine,  RUSSIA'S 
Computerworld-Moscow.  PC  World,  Networks;  SPAIN'S  Amiga 
World,  Autoedicion,  CIMWorld.  Computerworld  Espana, 
Communicaciones  World.  Macworld  Espana.  PC  World  Espana. 
Publish.  SWEDEN'S  Affarsekonomi  Management.  Attack,  CAD/CAM 
World.  ComputerSweden.  Digital  Varlden.  Lokala  Natverk/LAN. 
Lotus  World,  MAC&PC.  Macworld.  Mikrodatorn,  PC  World, 
Publishing  &  Design  (CAP).  Umx/Oppna  system.  Datalngenjoren, 
Maxi  Data.  Windows;  SWITZERLAND'S  Computerworld  Schweiz. 
Macworld  Schweiz,  PC  &  Workstation;  TAIWAN'S  Computerworid 
Taiwan.  PC  World  Taiwan;  THAILAND'S  Thai  Computerworld; 
TURKEY'S  Computerworld  Monitor.  Macworld  Turkiye.  PC  World 
Turkiye.  UNITED  KINGDOM'S  Lotus  Magazine.  Macworld.  UNfTED 
STATES'  Amiga  World.  Cable  in  the  Classroom.  CIO.  Computer 
Buying  World.  Computerworld.  Digital  News.  DOS  Resource  Guide. 
Electronic  News.  Federal  Computer  Week.  GamePro,  inCider/Ay 
IDG  Books.  Infoworld.  Lotus.  Macworld.  Momentum,  MPC  Worid. 
Network  World.  NeXTWORLD.  PC  Games.  PC  World.  PC  Letter. 
Publish,  RUN.  SunWorld.  SWATPro;  VENEZUELA'S  Computerworld 
Venezuela.  MicroComputerworld  Venezuela;  YUGOSLAVIA'S  Moj 
Mikro. 


Walter  Boyd  William  P.  Murphy  Robert  Farmer 

President  Vice  President  Finance  Vice  Chairman 


ertisers  Index 


Apple  40/41,  79 
Applied  Business  Technology  37 
AT&T  Tndom  53 
AT&T  Business  Communications 
Sen/ices  30-31 
Bachman  107 
B.l.  Moyle  57 
CANAC  Telecom  40 
Compaq  Computer  Corp.  58-59,  66-67 
CW  Classified  42,  52,  60,  64 
CW  House  60 
CW  Marketing  45 
DB  Expo  61 

Digital  Equipment  Corp  81-84 

Dun  &  Bradstreet  Software  25 

Eastman  Kodak  52 

EDS  4647 

E-Mass  Group  9 

EMC  Corp  70-71 

Hewlett  Packard  18-19 

IBM  26-27,  38,  44,  5455,  65,  7475 

Information  Builders  17 

Information  Resources  20 


Intel  22-23 
Intergraph  48 
Landmark  Systems  64 
Lexmark  86 

Lotus  Development  Corp  50-51 

Micro  Focus  11 

Multi-tech  Systems  15 

National  Education  Foundation  12 

Northern  Telecom  36 

Object  Management  Group  68 

Oracle  5 

Ross  Systems  10 

SAP  America  32 

SAS  Institute  21,72 

Software  Englneenng  of  America  108 

Sybase  13 

Syncsoit  3 

Systems  Center  7 

Unisys  62 

Windows  World  56 

XDB  Systems  39 

Xircom  42 


This  index  is  piovided  as  an  additional  senrice. 

The  publisher  does  not  assume  any  liability  for  errors  or  omissions. 


Have  A  Problem  With  Your  Subscription? 

We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it 
fast.  Please  write  to: 

COMPUTERWORLD,  HO.  Box  2043, 

Marion,  Ohio  43305-2043. 


Your  magazine  subscription  label  is  a 
valuable  source  of  information  for  you  and 
us.  You  can  help  us  by  attaching  your 
magazine  label  here,  or  copy  your  name, 
address,  and  coded  line  as  it  appears  on 
your  label.  Send  this  along  with  your 
correspondence. 


Address  Changes  or  Other  Changes 
to  Your  Subscription 

.411  address  changes,  title  changes,  etc. 
should  be  accompanied  by  your  address 
label,  if  possible,  or  by  a  copy  of  the  infor 
mation  which  appears  on  the  label,  includ¬ 
ing  the  coded  line.  Please  allow  six  weeks 
for  processing  time. 


Your  New  Address  Goes  Here 


Name 


Company 


Address 


City  State  Zip 

Address  shown:  □  Home  □  Business 

Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine 
label.  Also,  address  changes  are  handled  more  efficiently  by  mail. 
However,  should  you  need  to  reach  us  quickly  the  following  toll-free 
number  is  available: 

1-800-669-1002 

Outside  U.S.  call  (614)382-3322 

COMPUTERWORLD 

The  Newspaper  of  IS 

RO.  Box  2043,  Marion,  Ohio  433Q5 


102  Computerworld  November  23,  1992 


Editorial  Index 


Companies  in  this  issue 

Page  number  refers  to  page  on  which  story  begins. 


3MCo . 76 


Aberdeen  Group . 1,14,39 

Adacom  Corp . 49 

Advanced  Micro  Devices,  Inc . 29 

Advanced  Software  Automation,  Inc . 65 

Aerospace  Industry  Association  of 

America,  Inc . 87 

AJCorp . 73 

AionCorp . 73 

Alex.  Brown  &  Sons,  Inc . 104 

Amdahl  Corp . 4 

America  West  Airlines . 105 

American  Academy  of  Arts  and  Sciences .  1 6 

American  Airlines . 73 

American  Association  for  the  Advancement 

of  Science . 16 

American  Electronics  Association . 33 

American  Express  Co . 73 

American  General  Life  and  Accident . 6 

American  Management  Systems . 49 

American  Psychological  Society . 1 6 

Andersen  Consulting .  76,77,105 

Anderson  &  Co . 45 

Apertus . 69 

Apple  Computer,  Inc .  1 6,24,29,33,39,49,76 

Ardis . 29 

Arizona  State  University . 63 

Association  for  Computing  Machinery, 

Inc . 12 

AST  Research,  Inc . 24,106 

AT&T . 6,20,76 

Attaehmate  Corp . 49 


B 


Bachman  Information  Systems,  Inc . 105 

Bankers  Trust  Co . 1,8,14 

Banyan  Systems,  Inc . 57 

Baxter  Healthcare  Corp . 40 

BBN  Communications . 10 

Bell  Atlantic  Network  Services . 53 

Ben  &  Jerry’s  Homeade,  Inc . 76 

Blue  Cross/Blue  Shield  of  New  Jersey . 6 

Blue  Cross/Blue  Shield  of  Connecticut . 10 

Booz,  Men  &  Hamilton,  Inc . 77 

Borland  International,  Inc . 1,14,16,41 

Boston  Computer  Society . 57 

Brown  Brothers  Harriman& Co . 105 

BuU  HN  Information  Systems,  Inc . 105 

Cabletron  Systems,  Inc . 10 

California  Department  of  Forestry . 49 

Candle  Corp . 1 

Carnegie  Mellon  University . 24 

Centra]  and  South  West  Services,  Inc . 20 

Chadbourne  &  Parke . 77 

Chemical  BankingCorp . 1 

Chevron  Corp . 6 

Chips  and  Technologies,  Inc . 16 

Cisco  Systems,  Inc . 49 

Citicorp . 12 

City  of  San  Antonio . 4 

Cognos,  Inc . 16 

Colonial  Life  &  Accident  Insurance  Co . 20 

Columbia  University . 12 

Compaq  ComputerCorp . 24,39,104 

Computer  Associates  International, 

Inc . 16,37,106 

Computer  Corporation  of  America . 105 

Computer  Security  Institute . 15 

Computer  Task  Group . 77 

Concurrent  ComputerCorp . 46 

Conner  Peripherals,  Inc . 39 

Consulting  Research  Associates . 76 

Contact  Software  International,  Inc . 86 

Council  on  Competitiveness . 33 

Cray  Research,  Inc . 16 

Creative  Networks,  Inc . 49 

Creative  Strategies  Research  International, 

Inc . 20 

Crownx,  Inc . 105 

Cyrix  Corp . 29 


Data  House  Information  Systems . 49 

Data  I/O  Corp . 86 

Data  Processing  Management  Association  6 

Dataquest/Ledgeway  Group . 45,6 1 , 1 05 

Dean  Witter  Reynolds . 1,14 

Dell  Computer  Corp . 16,45 

Deloitte  &  Touche . 77 

Derby  Securities . 1 

Development  Alternative,  Inc . 80 

D.  H.  Brown  &  Associates . 61 

Diamond  Flower  Electric  Co . 86 

Digital  Communications  Associates,  Inc..  49 

Digital  Dealers  Association . 6 

Digital  EquipmentCorp . 8,6,16,37,39, 

. 45,49,53,57,61,77,105,106 

Disneyworld  France . 29 

Dow  Chemical  Co . 8 

Duff  &  Phelps . 105 

Dun  &  Bradstreet  Corp . 73 

Dunes  Hotel . 106 


E 


Eicon  Technology  Corp . 49 

Electronic  Data  Systems  Corp . 6,76,105 

Electronic  Mail  Association . 87 

Environmental  Protection  Agency . 29 

EO,  Inc . 20 

Epson  America,  Inc . 87 

Equifax,  Inc . 12 

Everex  Systems,  Inc . 106 

Executech,  Inc . 45 

Federal  Aviation  Administration . 1 

Federal  Communications . 6 

Federal  Express  Corp . 1,76 

Fifth  Generation  Systems,  Inc . 4 

Firestone  Textiles . 46 

First  Boston  Corp . 105 

Fore  Systems,  Inc . 10 

Forminco . 29 

Forrester  Research,  Inc . 10,24,41 

Fox  Software,  Inc . 1,14 

Fusion  Systems  Group . 77 


G 


G2  Research,  Inc . 6,77 

Gartner  Group,  Inc . 8, 1 6,77, 1 06 

GE  Advanced  Concepts  Center . 65 

General  Electric  Co . 76 

General  Motors  Corp . 73 

Georgetown  University . 12 

Global  Petroleum  Corp . 63 

Go  Corp . 20 

Grid  Systems  Corp . 20 

Group  Hospitalization  and  Medical 

Services,  Inc . 80 

Gupta  Corp . 16,45 


H 


Hewlett-Packard  Co .  1,6,39,48,49, 

. 57,61,69,87,105 

IBM .  1,16,24,29,37,39,49,57, 

. 63,65,76,77,86,105 

IBM  PC  Co . 29 

IDC  Technology  Investment  Strategies  ....  49 

Inference  Corp . 69,73 

Information  Systems  Experts . 80 

Informix  Software,  Inc . 1 

Integrated  Systems  Solutions  Corp . 6 

Intel  Corp . 4,29,33,45,46 

Intellicorp . 73 

Interex . 87 

Interface  Corp . 73 

Interface  Group . 24 

InterLab . 49 

International  Data  Corp . 1,8,14,29 

ISYX  Lan  Systems,  Inc . 77 

ITT  Federal  Services . 45 

Jockey  International,  Inc . 76 


John  Hancock  Mutual  Life  Insurance  Co..  77 


K 


Kaleida . 29 

KFC  Corp . 6 

Kimberly-Clark  Corp . 76 

LAN  Systems,  Inc . 77 

Lante  Corp . 77 

LaserData,  Inc . 45 

Lawrence  Livermore  National  Laboratory  8 

Lawson  Associates . 63 

Legent  Corp . 37,104 

Lehman  Brothers . 16 

Levi  Strauss,  Inc . 76 

Logitech,  Inc . 39 

Lotus  Development  Corp.  1,12, 37, 40,41, 45, 77 
Louis  Harris  and  Associates,  Inc . 12 


M 


Marathon  Systems . 77 

Maspar  Computer  Corp . 16 

Matsushita  Electric  Industrial  Co . 20 

McCormick  &  Co . 76 

MCI  Communications  Corp . 53 

Medical  Center  of  Delaware . 49 

Mellon  Bank  Corp . 1 

Michigan  Department  of  Social  Services  105 

Micro  Decisionware,  Inc . 16 

Microrim,  Inc . 16 

Microsoft  Corp .  1,6,8,14,16,20,29, 

. 37,40,45,76,77,87,106 

Mirage  Hotel . 106 

Momenta  International,  Inc . 20 

Motorola,  Inc . 16,29 


N 


NASA . 76 

National  Science  Foundation . 33 

National  Semiconductor  Corp . 16 

NCR  Corp . 4,6,106 

NCubeCorp . 16 

NEC  Corp . 20 

NEC  Technologies,  Inc . 41 

NetLink,  Inc . 49 

Network  Systems  Corp . 105 

Neuron  Data . 73 

New  Science  Associates,  Inc . 24 

New  York  Life  Insurance  Co . 6 

Nexus . 45 

Nolan  Norton  &  Co . 1 

Northgate  Computer  Systems . 45 

Novell,  Inc .  1,4,6,14,16,45,46, 

. 49,53,76,77 

Nynex  Corp . 6 

K3I 

Oracle  Corp . 1,4,6,14,16,37,77 

Oregon  State  University . 4 

Orion  Network  Systems,  Inc . 49 

Pacific  Bell . 49,69 

Pacific  Telesis  Group . 49,69 

Panasonic . 45 

Paramax  Systems  Corp . 46 

Pavosoft . 77 

Paychex,  Inc . 104 

Pen  Vision  News . 41 

Penware,  Inc . 20 

PeopleSoft,  Inc . 16 

Pepsi  Cola  Co . 40 

Performance  Computing,  Inc . 4 

Personal  Computer  Memory  Card 

International  Association . 29,4 1 ,86 

Pfizer,  Inc . 49 

Phoenix  Technologies  Ltd . 16 

Policy  Management  Systems  Corp . 6 

Portable  Computer  Communications 

Association . 29 

Praxis  International,  Inc . 105 

Procom  Technology,  Inc . 86 

Progress  Software  Corp . 63 

Prudential  Securities,  Inc . 104 


Qualix  Group,  Inc . 46 

RAM  Mobile  Data . ."  .  29 

Reach  Software  Corp . 53 

Ring  Access,  Inc . 49 

Roadway  Express . 1 

RSA  Associates . 4 


s 


SAS  Institute,  Inc . 33,37 

Semiconductor  Industry  Association . 33 

Sequent  Computer  Systems . 104 

Sequoia  Systems,  Inc . 6 

Shared  Financial  Systems . 65 

Sharp  Corp . 40 

SHLSystemhouse,  Inc . 6 

Smith  Barney,  Harris  Upham&  Co . 104 

SMS  Concast,  Inc . 77 

Softool  Corp . 65,86 

Software  AG  of  North  America,  Inc . 4 

Software  Clearing  House,  Inc . 63 

Software  Publishing  Corp . 40 

Software  Publishers  Association . 40 

Soma,  Inc . 77 

Stargate  Technologies,  Inc . 24 

Stevens  Institute  of  Technology' . 8 

Storage  Technology  Corp . 1 

Strategic  Mapping,  Inc . 16 

Sun  Microsystems,  Inc .  1,29,49,57,65,106 

Sun  Microsystems  Computer  Corp . 46 

SunConnect . 49 

Supercomputer  Systems,  Inc . 16 

Sybase,  Inc . 1,4,6,14, 

Sync  Research . 49 

Synerneties,  Inc . 46 

Synoptics  Communications,  Inc . 10 

Systems  Srtategies,  Inc . 49 

T.  S.  Microtech,  Inc . 24 

Taco  Bell  Corp . (I 

Tandem  Computers,  Inc . 39 

Tartan  Laboratories,  Inc . 33 

Technology  Solutions  Corp . 76 

Texas  Instruments,  Inc . 29 

The  ASK  Group,  Inc . 1 ,6, 1 4 

The  Burton  Group . 6 

The  Genix  Group . 76 

The  Object  Group,  Inc . 65 

The  Santa  Cruz  Operation . 57 

The  Travelers  Corp . 6,49 

The  Yankee  Group . 1,49 

Toshiba  Corp . 20 

Tru-Test  ManufacturingCo . 29 

Tyson  Foods,  Inc . 8 


U 


Ungermann-Bass.Inc . 10 

UnisysCorp . 6,63,77,105 

United  Parcel  Service,  Inc . 1 

University  of  Virginia . 33 

U.S.  Army . 6,49 

U.S.  Department  of  Justice . 15 

U.S.  Environmental  Protection  Agency....  53 

Viasoft,  Inc . 63 

Vicon  Industries . 40 

Vitalink  Communications  Corp . 53 


w 


WangLaboratories,lnc . 57 

Westlaw . 45 

Whirlpool . 73 

William  Rainey  Harper  College . 76 

WordPerfect  Corp . 4,16,45 

WorkGroup  Technologies,  Inc . 61 

XDB  Systems,  Inc . 16 

Xerox  Corp . 45 


Z 


Zenith  Data  Systems . 24 
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Stocks 


Gainers  Losers 

Percent 


Computerworld  Friday  Stock  Ticker 


Exch  52  Range 
Week 


Nov  20  Wk  Net  Wk  Per 
3  pm  Change  Change 


Phoenix  Technologies 

30.00 

Borland  Int'l  Inc.  (L) 

-20.33 

Easel  Corp. 

26.03 

Egghead  Discount  Software 

-19.79 

CambexCorp. 

25.93 

Data  Switch  Corp. 

-16.67 

System  Software  Assoc. 

17.83 

Artel  Communication  Corp. 

-14.96 

Software  Toolworks  Inc. 

17.50 

Gandalf  Technologies  Inc. 

-12.50 

Cray  Computer 

16.67 

Wang  Labs  Inc.  (b) 

•12.40 

Gateway  Communications 

15.74 

Intergraph  Corp. 

-12.15 

EmulexCorp. 

15.25 

Group  1  Software 

-11.86 

Dollar 

Wellfleet  Communications  (H) 

6.50 

Borland  Int'l  Inc.  (L) 

-6.13 

System  Software  Assoc. 

5.13 

Autodesk  Inc.  (H) 

-4.25 

Cabletron  Systems 

5.00 

3M  Corp 

-3.00 

Southwestern  Bell  Corp. 

4.75 

IBM  (L) 

-2.63 

Cisco  Systems  Inc.  (H) 

4.25 

Egghead  Discount  Software 

-2.38 

American  Info  Techs  Corp. 

3.88 

Adobe  Systems  Inc. 

-2.25 

Hewlett  Packard  Co. 

3.88 

BMC  Software  Inc. 

-2.13 

BGS  Systems  Inc. 

3.75 

Matsushita  Electronics  (L) 

-2.00 

Supply  shortages  cut  rating 


Compaq  Computer  Corp.  (CPQ) 

Downgraded  from  Rug  to  Ne  u  tral 
Alex.  Brown  &  Sons,  Inc. 

Citing  Compaq’s  ongoing  difficulties  in  meeting  market  de¬ 
mand,  analysts  Steven  Eskenazi  and  Janet  Regalia  lowered 
the  PC  maker’s  rating  to  Neutral  in  a  Nov.  4  report.  Component 
shortages  have  kept  Compaq  from  shipping  enough  of  its  low- 
cost  ProLinea  PCs.  Alex.  Brown  also  lowered  its  expectations 
for  Compaq’s  fourth-quarter  profit  margins  to  about  26%. 
However,  Alex.  Brown  said  Compaq  will  continue  to  grow  its 
market  share  and  profitability  in  the  near  term. 

Compaq’s  stock  closed  Thursday  at  42,  close  to  its  52-week 
high  of  43. 

Smooth  transition 


Legent  Corp.  (LGNT) 

Upgraded  from  Neu  tral  to  Bug 
A  lex.  Brown  &  Sows 

Legent  surprised  Wall  Street  with  strong  fiscal  fourth-quarter 
results,  indicating  a  smooth  acquisition  of  Goal  Systems  In¬ 
ternational,  Inc.  Alex.  Brown  also  said  Legent  is  benefiting 
from  the  current  trends  toward  data  center  consolidations  and 
buying  large  systems  software  from  a  single  vendor.  Analysts 
Chris  Mortenson  and  Laurence  Fongraised  Legent  to  Buy  sta¬ 
tus  Oct.  29  and  expressed  confidence  that  the  company  will 
continue  to  grow  at  a  healthy  rate  during  the  next  fiscal  year. 
At  Thursday’s  close,  Legent’s  stock  stood  at  50‘/4. 

Cloudy  forecast 


Sequent  Computer  Systems  (SQNT) 

Downgraded  from  Bug  to  Hold 
Prudent  itd  Securities,  Inc. 

A  Nov.  5  report  lowered  Prudential  Securities'  rating  for  Se¬ 
quent,  based  on  uncertainties  about  the  European  market  — 
Sequent's  traditional  stronghold.  Prudential  Securities  ana¬ 
lysts  also  said  the  weakness  of  the  dollar  contributed  to  Se- 
quent’s  strong  third-quarter  results. 

Sequent  closed  at  1 4  '/4  on  Thursday. 

— Derek  Slater 


COMMUNICATIONS  AND  NETWORK  SERVICES 

Up  1.65%  I 

OTC 

24.00 

9.63 

3C0MCorp.  (H) 

23.13 

1.63 

7.56  OTC 

50.50 

28.75 

Legent  Corp.  (H) 

49.75 

0.75 

1.53 

NYS 

70.63 

56.25 

American  Info  Techs  Corp. 

67.25 

3.88 

6.11  OTC 

38.75 

14.75 

Lotus  Development 

20.75 

•0.25 

-1.19 

NYS 

47.63 

32.88 

AT&T  (H) 

47.63 

2.13 

4.67  OTC 

7.38 

1.88 

MecaSoftware 

4.00 

0.13 

3.23 

OTC 

4.25 

0.75 

Artel  Communication  Corp. 

1.06 

-0.19 

-14.96  OTC 

22.25 

5.25 

Mentor  Graphics 

8.25 

0.00 

0.00 

OTC 

22.00 

10.25 

Banyan  Systems  Inc. 

20.50 

0.00 

0.00  OTC 

38.25 

27.25 

Micro  Focus  (H) 

37.50 

•0.50 

1.32 

NYS 

49.75 

40.25 

Bell  AtlanticCorp. 

47.75 

2.88 

6.41  OTC 

20.50 

6.50 

Micrografx  Inc. 

10.25 

0.25 

2.50 

NYS 

55.50 

43.38 

BellsouthCorp. 

49.75 

2.25 

4.74  OTC 

95.00 

61.84 

Microsoft  Corp.(H) 

95.00 

2.13 

2.29 

NYS 

6.75 

3.63 

Bolt,  Beranek  &  Newman 

5.00 

0.00 

0.00  OTC 

24.75 

12.00 

OracleCorp.(H) 

22.25 

-0.38 

•1.66 

NYS 

75.00 

40.88 

Cabletron  Systems 

75.00 

5.00 

7.14  OTC 

55.25 

20.13 

Parametric  Technology 

54.25 

0.88 

1.64 

OTC 

31.00 

17.75 

ChipcomCorp. 

27.25 

1.25 

4.81  OTC 

11.00 

3.50 

Phoenix  Technologies 

6.50 

1.50 

30.00 

OTC 

74.50 

24.13 

Cisco  Systems  Inc.  (H) 

74.50 

4.25 

6.05  OTC 

25.25 

11.25 

Platinum  Technology 

20.50 

0.75 

3.80 

OTC 

35.25 

5.50 

Compression  Labs  Inc. 

14.00 

0.25 

1.82  OTC 

58.50 

29.00 

Progress  Software  Corp.  (H) 

58.50 

1.13 

1.96 

OTC 

3.38 

0.88 

DataSwitchCorp. 

1.88 

-0.38 

-16.67  OTC 

26.63 

4.00 

Quarterdeck  Office  Sys. 

5.75 

-0.13 

-2.13 

NYS 

23.63 

13.75 

DigitalComm.  Assoc. 

17.13 

0.63 

3.79  OTC 

32.75 

11.75 

Rainbow  Technologies  Inc. 

22.00 

-1.00 

-4.35 

OTC 

15.25 

7.50 

Digital  Systems  Int'l  Inc. 

11.75 

-0.50 

-4.08  OTC 

22.75 

4.00 

Rasterops 

7.50 

-0.25 

•3.23 

OTC 

19.25 

3.63 

DSC  Communications 

18.50 

0.50 

2.78  OTC 

17.25 

3.63 

Ross  Systems 

7.63 

0.13 

1.67 

OTC 

10.88 

4.75 

Fibronix  Int'lInc. 

6.13 

0.38 

6.52  OTC  , 

18.25 

8.50 

Sapiens  USA  Inc. 

17.63 

0.38 

2.17 

OTC 

37.50 

10.50 

FilenetCorp. 

21.00 

0.25 

1.20  OTC 

26.25 

6.75 

Software  PublishingCorp. 

9.75 

-0.25 

-2.50 

OTC 

3.38 

1.13 

GandalfTechnologies  Inc. 

1.75 

-0.25 

-12.50  OTC 

8.00 

2.00 

Software  Toolworks  Inc. 

5.88 

0.88 

17.50 

OTC 

2.25 

0.69 

Gateway  Communications 

1.38 

0.19 

15.74  OTC 

7.25 

0.75 

Spinnaker  Software 

2.13 

0.25 

13.33 

NYS 

5.50 

2.38 

General  Datacomm  Inds. 

4.63 

-0.13 

-2.63  OTC 

16.50 

3.25 

Stateofthe  Art 

7.00 

0.00 

0.00 

ASE 

5.88 

0.94 

Go  Video 

2.88 

-0.06 

-2.14  NYS 

25.25 

13.75 

SterlingSoftware  Inc. 

20.00 

0.13 

0.63 

NYS 

35.75 

28.88 

GTECorp. 

34.25 

0.63 

1.86  OTC 

30.00 

8.00 

Struct.  Dynamics  Research 

12.25 

-0.63 

-4.85 

NYS 

70.63 

50.00 

ITT  Corp. 

70.63 

2.63 

3.86  OTC 

45.25 

16.25 

Sybase  Inc. 

42.25 

-1.50 

-3.43 

OTC 

38.25 

26.50 

MCICommmunicationsCorp. 

38.25 

2.25 

6.25  OTC 

51.00 

5.88 

SymantecCorp. 

12.50 

-0.13 

-0.99 

OTC 

14.25 

2.25 

Microcom  Inc. 

4.38 

0.00 

0.00  NYS 

15.50 

5.25 

Systems  Center  Inc. 

6.00 

0.13 

2.13 

NYS 

18.25 

9.50 

Network  EquipmentTech. 

10.00 

-0.25 

-2.44  OTC 

34.25 

16.66 

System  Software  Assoc. 

33.88 

5.13 

17.83 

OTC 

25.50 

8.00 

Network  General 

16.63 

0.00 

0.00  OTC 

13.25 

2.50 

TrinzicCorp. 

3.50 

•0.13 

-3.45 

OTC 

20.00 

8.50 

Network  SystemsCorp. 

14.88 

-0.38 

-2.46  OTC 

23.75 

14.50 

Walker  Interactive  Systems 

22.50 

1.00 

4.65 

OTC 

30.63 

5.63 

Newbridge  Networks  Corp. 

30.63 

2.63 

9.38  OTC 

5.38 

1.38 

Wordstar 

2.06 

0.25 

13.79 

NYS 

49.25 

30.50 

Northern  Telecom  Ltd. 

42.00 

2.88 

7.35 

OTC 

33.50 

22.50 

Novell  Inc.  (H) 

31.25 

-1.13 

-3.47 

NYS 

88.38 

69.13 

Nynex  Corp. 

82.00 

2.13 

1 

OTC 

37^0 

14.50 

Octel  Communications  Corp. 

21.88 

1^38 

ESS  SEMICONDUCTORS 

Up  2.90%  1 

OTC 

9.88 

3.38 

Penril  DataComm.  Ntwks. 

4.13 

-0.25 

-5  71 

OTC 

53.00 

10.25 

PicturetelCorp. 

25.50 

ll25 

5!  1 5  NYS 

21.50 

7.38 

Advanced  Micro  Devices 

18.13 

1.88 

11.54 

OTC 

18.75 

7.00 

Proteon  Inc. 

9.25 

-0.88 

-8.64  NYS 

12.88 

7.13 

Analog  Devices  Inc.  (H) 

12.50 

0.38 

3.09 

NYS 

36.38 

13.88 

Scientific  Atlanta  Inc.  (H) 

36.38 

2.63 

7.78  OTC 

15.13 

6.75 

AtmelCorp. 

15.13 

0.88 

6.14 

NYS 

70.50 

56.25 

Southwestern  BellCorp. 

69.13 

4.75 

7.38  OTC 

14.13 

3.25 

Chips  and  Technologies 

5.00 

0.13 

2.56 

NYS 

26.38 

20.75 

SprintCorp. 

25.50 

-0.25 

-0.97  NYS 

18.38 

7.38 

Cypress  Semiconductor  Corp 

11.63 

-0.13 

-1.06 

OTC 

22.13 

4.88 

Standard  Microsystems Corp(H)  19.88 

-1.13 

-5.36  NYS 

14.25 

6.75 

Dallas  Semiconductor  (H) 

14.25 

1.25 

9.62 

OTC 

67.50 

15.25 

SynopticsCommunications  (H) 

65.00 

0.50 

0.78  OTC 

70.75 

39.75 

IntelCorp.  (H) 

70.25 

1.50 

2.18 

NYS 

40.00 

32.88 

U  SWestInc. 

37.25 

1.75 

4.93  NYS 

9.88 

4.88 

LSI  Logic  Corp. 

8.88 

•0.25 

-2.74 

OTC 

65.25 

24.00 

WellfleetCommunications  (H) 

65.25 

6.50 

11.06  NYS 

22.38 

12.13 

Micron  Technology 

19.88 

•0.88 

•4.22 

NYS 

101.38 

57.50 

Motorola  Inc. 

99.88 

1.38 

1.40 

NYS 

14.13 

5.25 

National  Semiconductor 

13.13 

0.63 

5.00 

OTC 

27.00 

8.25 

Sierra  Semiconductor 

14.00 

0.00 

0.00 

PC'S  AND  WORKSTATIONS 

up  2.24%  Ha 

52.25 

26.00 

T  exas  Instruments  (H) 

49.50 

-1.13 

-2.22 

mmam  otc 

10.50 

6.00 

VLSI  Technology 

7.38 

0.13 

1.72 

OTC 

10.50 

3.50 

Advanced  Logic  Research 

4.75 

0.50 

11.76  OTC 

7.00 

2.13 

Weitek 

5.00 

0.50 

11.11 

OTC 

70.00 

41.50 

AppleComputer  Inc. 

57.75 

1.75 

3.13  ASE 

8.00 

2.00 

Western  Digital  Corp.  (H) 

7.38 

-0.25 

•3.28 

OTC 

24.50 

11.25 

AST  Research  Inc. 

18.25 

0.75 

4.29  OTC 

31.00 

14.50 

XlLINX 

20.38 

0.38 

1.88 

NYS 

19.25 

6.75 

Commodore  Int'l 

7.50 

-0.13 

-1.64  OTC 

33.50 

15.25 

ZlLOGlNC. 

31.50 

2.75 

9.57 

NYS 

43.13 

22.13 

CompaqComputer  Corp.  (H) 

41.88 

-0.63 

-1.47 

OTC 

37.88 

15.00 

DellComputerCorp. 

35.25 

-0.50 

-1.40 

OTC 

7.75 

0.88 

Everex Systems  Inc. 

1.38 

0.06 

A  7?  _ 

NYS 

34.63 

21.25 

Harris  Corp. 

34.38 

0.63 

BBS  PERIPHERALS  AND  SUBSYSTEMS 

Up  2.20%  I 

NYS 

85.00 

47.25 

H  e  wlett  Packard  Co. 

60.75 

3.88 

6.81 

NYS 

29.75 

14.13 

SiliconGraphics 

27.13 

0.00 

0.00  OTC 

11.13 

3.63 

ArchiveCorp. 

11.13 

0.88 

8.54 

OTC 

36.13 

20.75 

Sun  Microsystems  Inc. 

32.25 

-1.75 

-5.15  OTC 

26.75 

13.75 

Banctec  Inc. 

26.00 

1.25 

5.05 

NYS 

31.25 

22.25 

TandyCorp. 

27.50 

0.63 

2.33  OTC 

23.50 

9.25 

CambexCorp. 

17.00 

3.50 

25.93 

NYS 

11.13 

5.00 

Zenith  Electronics 

5.88 

0.50 

9.30  ASE 

15.13 

5.66 

COGNITRONICS  CORP. 

15.13 

1.13 

8.04 

OTC 

25.50 

2.75 

Zeos  International  Ltd. 

3.88 

-0.13 

-3.13  NYS 

23.88 

12.50 

Conner  Peripherals 

19.88 

-0.38 

-1.85 

OTC 

24.88 

14.25 

Data  Race  Inc. 

21.75 

0.50 

2.35 

ASE 

19.66 

4.75 

DataramCorp. 

11.13 

-0.63 

-5.32 

NYS 

31.00 

8.63 

EMC  Corp.  (H) 

29.50 

•0.88 

-2.88 

LARGE  SYSTEMS 

off  1.14%  H3 

8.50 

4.75 

EmulexCorp. 

8.50 

1.13 

15.25 

OTC 

23.00 

13.25 

Evans  &  Sutherland 

17.50 

-1.00 

•5.41 

ASE 

20.63 

7.75 

AmdahlCorp. 

8.00 

0.00 

0.00  OTC 

40.63 

12.00 

Exabyte 

18.38 

•1.75 

•8.70 

NYS 

16.38 

4.75 

Convex  Computer 

7.50 

-0.25 

-3.23  OTC 

36.88 

15.75 

Intelligent  Info.  Systems 

34.00 

1.13 

3.42 

OTC 

15.25 

1.88 

CrayComputer 

5.25 

0.75 

16.67  OTC 

11.25 

4.75 

Iomega  Corp. 

8.50 

0.38 

4.62 

NYS 

49.50 

19.00 

Cray  Research  Inc. 

21.50 

0.13 

0.58  OTC 

34.75 

10.25 

IPL  Systems  Inc. 

11.75 

0.00 

0.00 

NYS 

18.13 

7.13 

DataGeneralCorp. 

11.50 

1.50 

15.00  OTC 

22.00 

10.75 

KomagInc.(H) 

22.00 

1.75 

8.64 

NYS 

65.50 

32.13 

Digital  EquipmentCorp.  (L) 

32.13 

-2.00 

-5.86  OTC 

17.38 

4.38 

Maxtor  Corp.  (H) 

17.38 

1.50 

9.45 

NYS 

100.38 

62.00 

IBM  (L) 

62.00 

-2.63 

-4.06  OTC 

12.63 

7.13 

MicropolisCorp. 

9.00 

•0.25 

-2.70 

OTC 

13.25 

5.50 

KendallSquare  Research 

10.25 

-1.25 

-10.87  NYS 

107.00 

85.38 

3MCorp 

100.00 

•3.00 

•2.91 

NYS 

119.25 

83.00 

Matsushita  Electronics  (L) 

85.00 

-2.00 

-2.30  OTC 

6.75 

3.50 

PrintronixInc. 

5.75 

0.50 

9.52 

OTC 

17.50 

6.00 

Pyramid  Technology 

10.75 

0.25 

2.38  NYS 

18.00 

6.88 

QMS  Inc. 

8.88 

0.00 

0.00 

OTC 

17.88 

9.88 

Sequent  Computer  Sys. 

14.25 

-0.88 

-5.79  OTC 

18.00 

8.88 

QuantumCorp. 

14.50 

-0.13 

-0.85 

OTC 

18.38 

2.75 

SequoiaSystems  Inc. 

3.50 

0.00 

0.00  OTC 

12.75 

3.75 

Radius  Inc. 

6.75 

0.25 

3.85 

NYS 

54.25 

29.50 

StratusComputer  Inc. 

34.00 

-1.25 

-3.55  NYS 

14.25 

6.50 

Recognition  Equipment (H) 

12.63 

-1.13 

-8.18 

NYS 

15.13 

9.50 

Tandem  Computers  Inc. 

13.88 

-0.75 

-5.13  OTC 

13.88 

5.63 

Rexon  Inc.(H) 

12.75 

•0.50 

•3.77 

NYS 

11.75 

3.63 

Unisys  Corp. 

8.63 

-0.25 

-2.82  OTC 

19.00 

7.75 

Seagate  Technology  (H) 

19.00 

1.63 

9.35 

ASE 

7.50 

0.25 

Wang  Labs  Inc.  (b) 

0.44 

-0.06 

-12.40  NYS 

78.00 

21.00 

Storage  Technology 

21.00 

•2.00 

-8.70 

NYS 

22.88 

16.50 

Tektronix  Inc. 

20.75 

0.13 

0.61 

NYS 

82.25 

60.25 

Xerox  Corp. 

77.13 

0.75 

0.98 

1  SOFTWARE 

Up  1.08%  1 

OTC 

68.50 

25.25 

Adobe  Systems  Inc. 

31.75 

•2.25 

1  SERVICES 

Ud  o.oq%  1 

OTC 

44.25 

10.25 

Aldus  Corp. 

16.25 

0.50 

3.17  ■■■ 

OTC 

19.75 

7.00 

American  Software  Inc. 

10.25 

0.00 

0.00  OTC 

22.00 

11.84 

American  Mgmt.  Systems 

21.75 

1.25 

6.10 

OTC 

20.00 

9.75 

Ask  Computer  Systems 

16.75 

-0.50 

-2.90  NYS 

5.38 

3.00 

Anacomp  Inc. 

4.13 

0.00 

0.00 

OTC 

56.50 

23.25 

Autodesk  Inc.  (H) 

49.75 

-4.25 

-7.87  OTC 

22.00 

12.50 

Analysts  Int'l  (H) 

22.00 

0.25 

1.15 

OTC 

37.75 

3.75 

Bachman  Info.  Systems 

5.63 

-0.38 

-6.25  NYS 

51.25 

36.50 

Auto  Data  Processing 

50.50 

0.38 

0.75 

OTC 

42.50 

32.00 

BGS  Systems  Inc. 

42.00 

3.75 

9.80  NYS 

17.25 

7.06 

Ceridian  Corp. 

15.38 

-1.13 

6.82 

OTC 

79.00 

37.25 

BMC  Software  Inc. 

64.88 

-2.13 

-3.17  NYS 

23.22 

12.50 

Comdisco  Inc. 

15.63 

0.13 

0.81 

OTC 

25.50 

13.00 

Boole  &  Babbage 

22.50 

0.25 

1.12  OTC 

13.50 

6.75 

Computer  Horizons 

8.75 

0.75 

9.38 

OTC 

86.75 

24.00 

Borland  Int'l  Inc.  (L) 

24.00 

-6.13 

-20.33  ffYS 

84.88 

57.00 

Computer  Sciences 

74.88 

0.13 

0.17 

OTC 

10.50 

3.63 

CE  Software 

4.25 

0.00 

0.00  NYS 

10.13 

7.00 

Computer  Task  Group 

8.13 

-0.13 

-1.52 

ASE 

29.75 

9.16 

CheyenneSoftware  Inc. 

27.50 

-1.50 

-5.17  OTC 

40.50 

15.00 

CompUSAInc. 

36.00 

2.63 

7.87 

OTC 

13.13 

5.63 

Cognos  Inc. 

7.13 

0.00 

0.00  OTC 

19.25 

6.00 

Corporate  Software 

12.00 

0.00 

0.00 

NYS 

19.50 

8.63 

Computer  Associates 

17.75 

-1.38 

-7.19  OTC 

30.75 

7.75 

Egghead  Discount  Software 

9.63 

-2.38 

-19.79 

NYS 

12.38 

4.75 

Computer  vision  Corp. 

5.88 

*0.63 

•9.62  NYS 

33.06 

25.25 

General  Motors  E  (EDS) 

30.50 

1.50 

5.17 

OTC 

20.00 

6.75 

ComshareInc. 

11.50 

0.00 

0.00  OTC 

30.38 

6.25 

Intelligent  Electronics 

9.13 

0.25 

2.82 

OTC 

47.88 

6.00 

EaselCorp. 

11.50 

2.38 

26.03  OTC 

14.88 

6.63 

Merisel 

10.25 

•0.25 

-2.38 

OTC 

25.00 

11.50 

Group  1  Software 

13.00 

-1.75 

-11.86  OTC 

15.75 

5.75 

MICROAGE  Inc. 

7.88 

•0.13 

-1.56 

OTC 

6.63 

3.50 

Hogan  Systems  Inc. 

5.63 

-0.13 

-2.17  OTC 

40.00 

18.16 

Paychex 

38.25 

-0.75 

-1.92 

OTC 

36.25 

18.50 

Information  Resources 

30.25 

3.25 

12.04  NYS 

78.50 

55.00 

Policy  Management  Sys.  (H) 

76.13 

•1.63 

•2.09 

OTC 

32.75 

5.88 

Informix  Corp.  (H) 

32.50 

2.00 

6.56  NYS 

49.50 

29.75 

Reynolds  and  Reynolds 

49.50 

0.50 

1.02 

OTC 

22.38 

11.50 

IntergraphCorp. 

11.75 

-1.63 

-12.15  OTC 

32.00 

22.00 

SEICorp. 

28.00 

0.25 

0.90 

OTC 

15.00 

7.00 

InterleafInc. 

13.25 

0.63 

4.95  OTC 

24.38 

16.88 

Shared  Medical  Systems 

21.50 

0.63 

2.99 

OTC 

20.25 

10.25 

Intersolv  Inc. 

13.75 

0.38 

2.80  OTC 

30.00 

16.00 

Sungard  Data  Systems 

27.75 

-0.25 

-0.89 

OTC 

21.38 

9.50 

Knowledgeware  Inc. 

14.88 

-0.50 

-3.25  NYS 

3.63 

1.13 

Ultimate  Corp. 

1.88 

0.00 

0.00 

KEY:  (H)  «  New  ANNUAL  HIGH  reached  in  period  (L)  «  New  ANNUAL  LOW  REACHED  in  period 
Copyright  Nordby  International,  Inc.  Louisville,  CO 

This  information  is  based  on  sources  believed  to  be  reliable,  and  while  extensive  efforts  are  made  to  assure  its  accuracy,  no  guarantees  can  be  made.  Nordby 
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In 


Brief 


HP  profits  drop 

Weighed  down  by  a  $137  mil¬ 
lion  restructuringcharge, 
Hew  lett-Packard  Co.  last 
week  reported  that  fourth- 
quarter  net  profits  declined 
46%,  to  $68  million.  The  firm 
also  blamed  continuing  pric¬ 
ing  pressure,  increased  ex¬ 
penses  and  a  shift  to  lower 
margin  products  for  the  profit 
plunge.  Revenue  for  the  peri¬ 
od  increased  13%,  to  $4.3  bil¬ 
lion.  For  the  year,  HP  earned 
$549  million  on  sales  of  $16.4 
billion,  compared  with  profits 
of  $755  million  and  revenue  of 
$14.5  billion  in  the  year-earli¬ 
er  period. 

Bachman  revamps 

Bachman  Information  Sys¬ 
tems,  Inc.  is  cutting  15%  of  its 
340-member  work  force  as  it 
reorganizes  product  develop¬ 
ment  into  two  business  units: 
Application  Development  and 
Data  Management.  Both  units 
will  support  international 
and  North  American  opera¬ 
tions.  In  the  first  quarter  end¬ 
ed  Sept.  30,  the  Burlington, 
Mass.,  applications  tool  ven¬ 
dor  posted  a  $3.6  million  loss 
on  revenue  of  $8.1  million. 

Net  consolidation 

Seekingto  consolidate  dupli¬ 
cate  production  facilities  for 
its  internetworkingproducts. 
Network  Systems  Corp.  in 
Minneapolis  is  laying  off  65 
employees,  or  4.5%  of  its  work 
force.  The  company  intends 
to  take  a  special  fourth-quar¬ 
ter  charge  of  $40  million  to 
cover  its  restructuring  costs. 

Wang  to  sell  plant 

Wang  Laboratories,  Inc. 

plans  to  sell  its  PC  manufac¬ 
turing  unit  in  Taiwan  to  a 
group  of  investors  there  in  ex¬ 
change  for  grace  on  a  $150 
million  debt  tied  to  the  plant. 
The  investors  plan  to  form  a 
company,  which  will  operate 
under  an  as-yet  undeter¬ 
mined  name,  that  could  man¬ 
ufacture  Wang-labeled  PCs, 
according  to  a  spokesman  at 
the  Chapter  1 1-constrained 
company. 


Computer  Industry 


Unisys  back  on  road  to  black 


By  Thomas  Hoffman 

BLUE  BELL, PA. 


■  After  posting  its  fourth  consec¬ 
utive  profitable  quarter,  Unisys 
Corp.  appears  to  be  making  a  bo¬ 
na  fide  financial  comeback. 

The  company's  return  to  profit¬ 
ability,  however,  came  at  the  ex¬ 
pense  of  revenue  growth  and  was 
preceded  by  major  bloodletting. 
Unisys  reduced  its  head  count  by 
37,000,  closed  17  of  its  26  commer¬ 
cial  computer  manufacturingplants 
and  dramatically  scaled  back  its 
product  line. 

Now  the  company  is  counting  on 
a  more  focused  business  plan  to 
help  it  start  growing  again.  The 
once-mighty  mainframe  monolith  is 
targeting  the  government,  airlines, 
telecommunications  and  banking 
markets  as  it  moves  from  a  hard¬ 
ware  orientation  to  one  driven  by 
software  and  sendees. 

Success  in  this  high-risk  gambit  is 
far  from  guaranteed,  however.  The 
company’s  services  business  is  lag¬ 
ging  far  behind  those  of  other  hard¬ 
ware  vendors  such  as  IBM  and  Digi¬ 
tal  Equipment  Corp.,  which  have 
already  repositioned  themselves  as 
software  and  sendees  providers. 

Rough  road  ahead 

Moreover,  Unisys  faces  tough  com¬ 
petition  from  entrenched  competi¬ 
tors  Electronic  Data  Systems  Corp. 
and  Andersen  Consulting,  accord¬ 
ing  to  analysts. 

“It’s  a  tough  area  for  Unisys.  I 
don't  know'  how'  they’re  going  to  get 
the  business,”  said  William  J.  Milton 
Jr.,  a  financial  analyst  at  Brown 
Brothers  Harriman  &  Co.  in  New 
York. 

Unisys  remains  undaunted.  Add¬ 
ing  to  its  traditional  systems  inte¬ 
gration  and  management  services, 
the  company  last  month  unveiled  a 
program  that  combines  profession¬ 
al  services  with  maintenance  ser¬ 
vices  for  multivendor  environments. 

Julie  Schwartz,  associate  direc¬ 
tor  of  professional  services  at  Data- 
quest/Ledgeway  Group,  a  Framing¬ 
ham,  Mass.,  sendees  research  firm, 
said  the  inclusion  of  a  monthly  bill¬ 
ing  system  makes  the  program  even 
more  desirable  to  customers.  “It  has 
taken  away  a  barrier  many  custom¬ 
ers  have  had  in  buying  professional 
sendees,”  Schwartz  said. 

Unisys  is  also  bolstering  its  ser¬ 
vices  ranks  wdth  experienced  man¬ 
agers.  The  company  recently  re¬ 


UNISYS:  Key  financials 


Though  Unisys  has  returned  to  profitability, 
its  sales  remain  flat.  .  . 


but  debt  is  steadily  going  down. 


Second*  Third  Fourth  First  Second  Third 

quarter  quarter  quarter  quarter  quarter  quarter 
1991  1991  1991  1992  1992  1992 

‘Includes  $1.2  billion  restructuring  charge 


Second  Third  Fourth  First  Second  Third 

quarter  quarter  quarter  quarter  quarter  quarter 
1991  1991  1991  1992  1992  1992 


Source:  Unisys  Corp. 


In  a  nutshell 

Unisys’ commercial 

services  revenue  for 
the  past  year  was  $600 
million,  or  one-tenth  of 
DEC'S  revenue  in  that 
business. 

Software  and  services 

currently  make  up  40% 
of  overall  revenue  for 
Unisys,  said  Reto 
Braun,  Unisys'  presi¬ 
dent  and  COO.  That 
figure  includes 
workstation  and  server 
revenue. 

Services  revenue  is 

growing  at  an  8% 
annualclip  —  below 
the  industry  average  of 
12%  —  but  Braun  said 
the  firm  is  targeting 
20%  growth  in  this 
area. 

The  company  reduced 
its  debt  by  nearly  $275 
million  duringthe  third 
quarter.  Duringthe 
past  2 'A  years,  Unisys 
has  cut  its  debt  by  $1.8 
billion,  Braun  said. 

As  part  of  its  cost¬ 
cutting  initiatives, 
Unisys  has  reduced  its 
staff  from  93,000 
employees  in  1988  to 
approximately  56,000 
as  of  Sept.  30. 


cruited  Victor  E.  Millar,  a  longtime 
executive  at  Andersen  Consulting, 
as  senior  vice  president  of  Unisys’ 
worldwide  Professional  Services 
group.  Millar’s  charter  is  to  expand 
the  company’s  systems  integration 
and  outsourcingbusiness. 

If  anything,  the  company’s  return 
to  profitability  has  bought  it  time  — 
and  investor  confidence  —  which  it 
needs  to  expand  its  software  and 
service  portfolio.  Two  weeks  ago, 
Duff  &  Phelps  upgraded  its  credit 
rating  for  Unisys  Senior  Notes  from 
B-minus  to  B-plus,  reflecting  Wall 
Street’s  growing  trust  in  the  compa¬ 
ny’s  financial  stability.  And  last 
week,  the  company  announced  that 
its  Unisys  Finance  Corp.,  a  wiiolly 
owned  equipment  financing  subsid¬ 
iary,  had  paid  off  the  balance  of  a 
$300  million  credit  facility. 

Reto  Braun,  Unisys  president 
and  chief  operating  officer,  said  the 
company’s  cost-reduction  program 
is  ahead  of  schedule.  Last  year,  the 
company  embarked  on  an  ambitious 
cost-cutting  program  that  Unisys 
Chairman  and  Chief  Executive  Offi¬ 
cer  James  A.  Unruh  projected  would 
save  the  once-troubled  firm  $800 
million  per  year.  Braun  said  the 
company  achieved  those  savings  in 
the  first  nine  months  of  this  year,  or 
three  months  ahead  of  schedule. 

Braun  said  the  staff  reductions 
adversely  impacted  customer  sup¬ 
port  for  a  brief  period,  but  he  said 
the  firm  has  since  added  customer 
support  representatives. 

However,  customer  support  prob¬ 
lems  appear  to  have  cost  Unisys  at 
least  one  valued  client.  TWo  years 
ago,  .America  West  Airlines  in  Phoe¬ 
nix  decided  to  migrate  from  a  Uni¬ 


sys  1100/94  mainframe  platform  to 
an  IBM  Enterprise  System/9021-500 
environment  because  of  Unisys’  un¬ 
settled  financial  status  and  a  per¬ 
ceptible  degradation  in  systems 
software  development  and  support, 
according  to  Mike  Shanks,  America 
West’s  former  systems  manager. 
Shanks  now  oversees  telecommuni¬ 
cations  at  the  airline. 

Long-term  viability 

“Our  major  concern  was  their  abili¬ 
ty  to  survive  and  continue  enhanc¬ 
ing  their  mainframe  hardware  and 
software  products  with  proper  sup¬ 
port,”  Shanks  said.  He  added  that 
America  West  has  not  had  a  Unisys 
account  representative  in  Phoenix 
for  the  past  year. 

But  the  vendor’s  financial  turn¬ 
around  has  helped  it  retain  and  even 
expand  some  of  its  customer  rela¬ 
tionships.  Last  month,  the  Michigan 
Department  of  Social  Services 
(DSS)  awarded  Unisys  a  $60  million 
contract  to  revamp  its  statewide 
networking  platform.  Norm 
Charles,  the  department’s  chief  in¬ 
formation  officer,  said  DSS  had  been 
concerned  about  Unisys'  financial 
condition  for  the  past  three  years, 
when  DSS  was  evaluating  vendor 
proposals  for  the  contract. 

“During  that  period,  Unisys  had 
been  in  pretty  dire  straights.  But  our 
financial  people  and  attorneys  have 
been  evaluating  its  financial  posi¬ 
tion,  and  we’re  a  lot  more  comfort¬ 
able  with  their  financial  perfor¬ 
mance,”  Charles  said. 

DSS  is  comfortable  enough, 
Charles  added,  to  choose  Unisys 
over  IBM  and  Bull  HN  Information 
Systems,  Inc. 
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Overview 


HACKER  JARGON: 
CARGO  CULT 
PROGRAMMING  n. 

A  STYLE  OF  (INCOM¬ 
PETENT)  PROGRAM¬ 
MING  DOMINATED 
BY  RITUAL  INCLU¬ 
SION  OF  CODE  OR 
PROGRAM  STRUC¬ 
TURES  THAT  SERVE 
NO  REAL  PURPOSE. 
FEATURECTOMY  n. 

THE  ACT  OF  REMOV¬ 
ING  FEATURES  FROM 
A  PROGRAM. 
NASTYGRAM  n. 

A  PROTOCOL  PACKET 
OR  ITEM  OF  E-MAIL 
THAT  TAKES  ADVAN¬ 
TAGE  OF  MISFEATURES 
OR  SECURITY  HOLES 
ON  THE  TARGET  SYS¬ 
TEM  TO  DO  UNTOWARD 
THINGS. 

WEENIX  n.  A  DEROGA¬ 
TORY  TERM  FOR  UNIX, 
DERIVED  FROM  UNIX 
WEENIES. 


was  a  section  for  recommendations.  In  that 
space,  the  guy  had  a  recommendation  from 
his  computer.  It  read:  ‘This  man  is  a  whiz  at 
what  he  does  and  really  knows  my 
language.'  I  guess  he  thought  it  was  cute. 
We  tossed  it.” 

AlKahl 

Sen  ior  programmer /analyst 
Blue  Cross/ Blue  Shield 
Columbus,  Ga. 


Compatibility  Prober  software  assesses 
the  compatibility  of  any  two  people  in  any 
relationship  (friends,  co-workers,  lovers). 
The  program  tries  to  work  out  a  “strategy 
to  optimize”  the  relationship. 

GREAT  NIKS 

Larry  Cable 

Data  communications  analyst 
Fannie  Mae 
Washington,  D.C. 


In  1952,  CBS 
News  made  com¬ 
puter  history  by 
using  a  computer 
—  the  Univac  I  — 
to  predict  the  win¬ 
ner  of  that  year’s 
presidential  elec¬ 
tion. 


Do  you  have  anecdotes 
about  your  users,  your 
boss  or  your  job?  If  so, 
please  contact  Lory  Dix  or 
lodie  Naze  at  (800)  343- 
6474.  If  we  use  your  ideas, 
we’ll  send  you  a  gift. 


Sources:  Hundreds  of 
Fascinating  &  Unique  Ways 
to  Use  Your  Computer  by 
Tina  Rathbone  (Computer 
Publishing  Enterprises,  San 
Diego);  The  New  Hacker's 
Dictionary,  edited  by  Eric 
Raymond  (MIT  Press). 


The  Fifth  Wave 


•vOP.K  COMPUTERS7  SURE.  GO  STRAIGHT  DOWN  THIS  AISLE  UNTIL  \CU  COME  TO  THE 

Arrow  systems  dude  ranch  booth,  then  turn  right  AND  go  to  the  Gant  BUDPR4 

Vi  'H  A  uUY  BREAKING  BRICKS  WITH  HIS  FEET- THAT'S  YAMAGAZI  COMPILERS. 

Qc  --K  .  OMPUTERS  IS  THE  SOUTH  PACIFIC  ISLAND  EXHIBIT  CN  THE  LEFT,  BUT  WATCH 
OUT  fOR  THEIR  VOlCANO-lT'S  DRIBBLING  GOCP  ALL  OVER  THEIR  BROCHURES  " 


Inside  Lines 


Hold  that  eraser 

A  federal  judge  issued  a  temporary  restraining  order  Friday  that  pro¬ 
hibits  the  outgoing  Bush  administration  from  erasing  thousands  of 
White  House  computer  backup  tapes  when  it  leaves  office.  The  order 
was  sought  by  a  research  institute  called  the  National  Security  Ar¬ 
chive.  The  White  House  has  argued  that  the  tapes  are  not  federal 
records  and  that  erasing  them  is  normal  procedure.  An  identical  dis¬ 
pute  over  the  Reagan  administration’s  backup  tapes  continues  to 
dragon  in  the  same  Washington.  D.C.,  court. 

All  ears 

Computer  Associates  continues  to  make  a  concerted  effort  to  heed 
the  demands  of  its  installed  base.  CA  Chairman  and  Chief  Executive 
Officer  Charles  B.  Wang  recently  disclosed  that  the  company  has  es¬ 
tablished  a  CIO  council  that  will  meet  regularly  with  CA  executives. 
During  the  past  two  years,  CA  has  sponsored  several  two-  to  three- 
day  seminars  with  50  to  100  CIOs  to  gather  customer  input  on  issues 
ranging  from  pricing  to  administrative  queries.  Wang  said  he  was 
not  prepared  to  announce  who  will  be  on  the  12-  to  13-member  CIO 
council,  but  he  said  the  group  plans  to  hold  its  first  meeting  in  early 
February. 

Say  what? 

Korean  press  representatives  temporarily  stunned  Intel's  .Andy 
Grove  at  last  week’s  Comdex/Fall  '92  by  telling  him  that  the  govern¬ 
ment  of  South  Korea  has  decided  to  standardize  on  Pentium  proces¬ 
sors  for  its  future  minicomputer  systems.  “How  on  earth  will  you  do 
that?”  Grove  asked.  The  reply  was  that  the  government  intends  this 
as  a  strategic  plan.  He  then  recovered  and  told  a  reporter,  “Notice 
they  said  a  Pentium-based  minicomputer.” 

Document  disabler 

Early  versions  of  Microsoft’s  Word  for  Apple’s  Macintosh  Version  5.1 
are  experiencing  some  problems  saving  documents  with  headers  and 
footers.  When  used  after  a  “full  save,”  the  “fast  save"  option  does  not 
save  headers  and  footers,  company  officials  said,  it  does  not  affect 
any  other  data,  however.  Users  may  avoid  the  problem  by  disabling 
the  “Allow  Fast  Saves”  option  under  the  “Tools/Preferences/Open 
and  Save”  menu  item.  Only  copies  of  Word  dated  Oct.  10,  1992,  are 
affected.  Call  Microsoft’s  customer  service  at  (800)  426-9400  for  a 
patch  and  more  details. 

Dual  identity 

While  the  PCMCIA  card  gets  a  lot  of  attention  for  use  in  portables, 
analysts  such  as  Leslie  Fiering  at  Gartner  Group  in  Stamford,  Conn., 
add,  “You’re  goingto  see  it  on  the  desktop,  too.  It’s  the  perfect  solution 
to  the  two-standard  problem  in  networking.”  That  is  because  one 
PCMCIA  Type  2  slot  can  simultaneously  hold  both  an  Kthernet  and  a 
Token  Ring  adapter  card.  .Another  intriguing  possibility  for  PCMCIA 
is  combined  software  and  hardware  on  a  single  card.  German  vendor 
Dr.  Neuhaus  is  rumored  to  be  working  on  a  combo  fax/modem  card 
with  both  the  fax/modem  hardware  and  the  communications  software 
on  it.  A  Dr.  Neuhaus  spokesman  refused  to  comment. 

A  tad  insecure? 

All  of  the  major  systems  vendors  were  doing  it  at  Comdex.  Windows 
NT  ran  virtually  nonstop  last  week  on  machines  from  AST,  Everex, 
DEC,  NCR,  ad  infinitum.  But  at  a  seminar  upstairs,  .John  Gage,  direc¬ 
tor  of  Sun's  science  office,  named  NT  one  of  the  “embarrassments  of 
the  ’90s _ The  thing  has  3.5  million  lines  of  C  +  +  ,  but  it’s  not  se¬ 

cure,”  he  claimed. 

The  bankrupt  Dunes  Hotel  in  Las  Vegas,  which  hosted  many  a  PC 
watcher  during  Comdex,  is  gambling  that  dumb  terminals  connected 
to  IBM  AS/400  minicomputer  hosts  are  the  way  to  go.  When  asked 
whether  he  had  any  interest  in  connecting  PCs  to  minis  or  in  PCs  in 
general,  the  Dunes’  IS  director  responded  sharply,  "Why  should  ire 
go  to  PCs  when  terminals  are  fine?”  The  Dunes  was  recently  bought 
by  the  owtwr  of  a  rival  hotel,  The  Mirage.  Rumor  has  it  The  Mirage 
plans  to  level  the  Dunes,  save  an  18-hole  yolf  course.  Phone,  fax  or 
CompuServe  News  Editor  Alan  Alper  with  news  tor  yolf)  tips  at  (800) 
343-0474,  (508)  875-8031  or  76537,2413,  respectively.  Or  try  Compu- 
terworld ’s  24-hour  voice-mail  tip  line  at  (508)  820-8555. 
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ere  are  you  Leaded  with  your  applications  development? 


BACHMAN  Model  Driven 
Development  puts  you  on 
the  right  course  for  increased 
software  productivity. 


It's  never  been  easy  to  know  which 
direction  to  take  in  applications 
development.  Navigating  in  a 
changing  environment  makes  setting 
a  course  difficult. 

That's  why  you  need  to  talk  with 
BACHMAN.  We  have  a  clear  vision 
of  how  you  can  get  from  where  you 
are  to  where  you  want  to  be. 
BACHMAN’S  unique  development 
approach  allows  you  to  build  new 
applications  -  quickly  and 
successfully  -  and  still  leverage  your 
investment  in  your  current  systems. 

With  BACHMAN  Model  Driven 
Development,  you  assure  yourself  of 
the  right  heading  -  year  after  year- 
no  matter  what  challenges  you  may 
encounter. 

Call  BACHMAN  and  start  charting 
your  new  course  today. 


BACHMAN 


1-800-BACHMAN 

In  Canada,  call  1-800-445-0854 


GSA#  ;  GS00K92AGS5990 


Its  About  Time! 

Join  the  Thousands  of  MVS  Installations  Worldwide 
That  Use  PDSFAST  to  Save  Time  and  Money 
in  the  Following  Critical  Areas: 

•  DASD/SPACE  Management-PDSFAST  interfaces 
transparently  with  all  existing  DASD  Management 
systems,  reclaiming  more  space  and  saving  up  to  90% 
of  the  time  and  resources  used.  SPEAK  TO  ANY  OF 
THE  OVER  7,500  CONTRACTED  PDSFAST  USERS 
WHO,  COMBINED,  HAVE  VIRTUALLY  EVERY  MAJOR 
DASD  MANAGEMENT  SYSTEM  AVAILABLE,  AND 
THEY  WILL  TELL  YOU  "No  DASD  management  con¬ 
figuration  is  complete  without  PDSFAST." 


DASD  Management  System  used  to  compress 
2,679  individual  PDS’s  on  3380  Disk  Pack. 

Without  PDSFAST  Interface 

Elapsed  Time  CPU  Time  EXCPs  Job  Cost 

157  Min-32  Sec.  67  Min-4l  Sec.  183,492  $843.51 

With  PDSFAST  Interface 

Elapsed  Time  CPU  Time  EXCPs  Job  Cost 

18  Min- 11  Sec.  31  Sec.  8,299  $29.87 


Isn't  It  About  Time  You 
Had  The  PDSFAST  Advantage! 

For  further  information  call  1-800-272-7322. 

JL™  SOFTWARE  ENGINEERING  OF  AMERICA 

2001  Marcus  Avenue,  Lake  Success,  New  York  11042 
Tel:  (516)  328-7000  1-800-272-7322  Fax:(516)354-4015 


•  CICS/DATABASE  Libraries  —  PDSFAST  copies  and 
compresses  CICS  and  Database  libraries  in  a  fraction 
of  the  time  presently  used.  Typical  elapsed  time  for  a 
copy  or  compress  of  screen  libraries,  and  other  similar 
datasets  goes  from  about  40  minutes  to  under  1  minute. 
PDSFAST  eliminates  unnecessary  system  downtime 
spent  waiting  for  copy  and  compress  operations  to  complete. 


FULL  IEBCOPY  REPLACEMENT,  INCLUDING  PDSE 


Whether  you  stay  with  the  PDS  format  or  go  to 
PDSEs,  PDSFAST  delivers  immediate  system-wide 
improvements  to  save  you  time  and  money,  furnish¬ 
ing  the  performance  benefits  and  quality  that  you 
expect  from  SEA. 

•  SMP  Processing  —  SMP  and  SMP/E  both  dynamically 
invoke  IEBCOPY  thousands  of  times  during  a  typical 
run.  PDSFAST  reduces  SMP  and  SMP/E  run  time  and 
resource  consumption  by  over  75%. 

PDSFAST  is  now  used  at  over  7,500  MVS  installations 
worldwide.  PDSFAST  provides  a  competitive  advan¬ 
tage  for  MVS  installations  of  all  sizes,  saving  many 
thousands  of  dollars  in  data  center  resources  daily. 
PDSFAST  is  also  saving  thousands  of  individuals  many 
hours  of  unnecessary  time  spent  waiting  for  work  to  be 
completed. 


Products  Licensed  hi  Over  50  Countries 


